


ONE EXAMPLES For the past five years, Teale 


Machine Company, Rochester, New York, has been 


using Texaco Cleartex Oil as machine lubricant and 
cutting oil. Machines run twenty-four hours a day, 
six days a week—cutting brass, monel, free machin- 
ing and stainless steel. Results have been— 


—more pieces produced between tool grinds 
— better finish 
—lower unit costs 


Whatever your business, you can count on made-for- 


the-job Texaco Lubricants and experienced Texaco 
Lubrication Engineering Service to help you pro- 
duce more goods of better quality at lower cost. 

A Texaco Lubrication Engineer will gladly give 
you full information. Just call the nearest of the 
more than 2,000 Texaco Distributing Plants in the 
48 States, or write: 


x * 


The Texas Company, 135 East 42nd Street, New 
York 17, N. Y. 


| UPC [44 Lubricants, Fuels and 


Lubrication Engineering Service 


TUNE IN... TEXACO STAR THEATER starring JIMMY DURANTE or DONALD O'CONNOR on television... Saturday nights, NBC. 
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\PPLICATION GUIDE TO SELE 



























CENTURY ELECTRIC COMPANY 
1806 Pine Street, St. Lovis 3, Missouri 





Please send Application Guide, Form 1700, to: 


I i isa cctacatebitnd ah ciscnecessncssininnoipnkekixneghienabiocmapbnawnadtaentetamnaeodntaaaaaaana 
AI a sccnnishiscsPodtinssinsiptatieetiueusiavin -cisbnnifasiesatiapiiatantscnpeaslideCaatepeciantalenatadsaatthaniie aaa aaea ie 


Performance-Rated 
MOTORS 
1/8 to 400 H. P. 








, NBC. 
PURCHASING published maattiy by C-M_ Business Publications, Inc., subsidiary CONOVER-MAST PUBLICATIONS, THO., Re ee Office, Orange, 
—. Ry and Executive ces, 205 E. 42nd St.. New York 17, N. Entered as second class matter August 9, 2, at the Post Office in 
U. S. Possessions and Canada, $4 per A. elsewhere $10 per year. 


Oran: Conn., under the act of March 3, 1879. Subscription rates: united “states, 
Single. ‘copies. "31.00. August, 1955. Volume XXXIX, 
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Ore carrier made by Getman Bros. Mtg. Co,, South Haven Mich. 


the atomic submarine 


bical example of B. F. Goodrich improvement in rubber 


f that hole comes the power- 
stuff that will make atomic 
limbing up the narrow, twisting 
f the uranium mine are trucks 
| and compact that there’s no 
clutch and gears. Instead 
V belts to run them. But fora 
s type of truck wasn’t practical 
the belts kept breaking. They 
es lasted only a few days. 
nds of belts were tried but 
ldn’t stand the jolting starts 
s, heavy loads, rough driving. 
ould snap like pieces of string. 


1 the manufacturer heard about 


Grommet belts invented by B. F. Good- 
rich engineers. The grommets are two 
extra strong cord loops inside the 
belts, like twisted cables except they’re 
endless. High-capacity Grommet belts 
were put on the trucks. They’re so 
much stronger they last months in- 
stead of days. 

Product improvement like this is 
always going on at B. F. Goodrich. 
New ways are constantly being found 
to make V belts, conveyor belts and 
hose work better, last longer. No 
product is ever regarded as “finished” 
or standardized. 


How this cuts your costs: Biggest cost 
savings come almost always from top 
performance rather than lowest prices. 
If you use rubber products, remember 
B. F. Goodrich is one company that 
will never lower its quality standards. 
This means you can be sure of top 
performance and real money savings 
when you buy from your B. F. Goodrich 
distributor. The B. F. Goodrich Company, 
Dept. M-454, Akron 18, Ohio. 


Grommet—T. M. The B. F. Goodrich Co, 


B.E Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 
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New and improved steels for you from the new INLAND Research Center. 





THIS PINT-SIZE ROLLING MILL MAY SAVE YOU 
KING-SIZE HEADACHES (AND MONEY TOO!) 

At Inland, ‘new ideas” are considered as vital a raw material in steel- 
making as top grade iron ore and coal. Establishing reserves of this 
basic ingredient is a continuing job for Inland’s research and develop- 
ment people. The new Inland etd h Center in Hammond, Indiana, 
where Inland researchers look for better steels and more efficient ways to 
make them, is the most recent addition to Inland's ‘new idea” resources. 
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INLAND STEEL COMPANY 
38 South Dearborn Street * Chicago 3, Illinois 
Sales Offices: Chicago « Milwaukee « St. Paul 
Davenport « St. Louis ¢ Kansas City * Indianapolis 
Detroit ¢ New York 

Principal Products: Sheets ¢ Strip ¢ Structural 
Shapes ¢ Plates ¢ Bars e Tin Mill Products ¢ Rails 
and Track Accessories * Coal Chemicals 
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MORE THAN 100,000 ELECTRICAL ITEMS are promptly avail- ... indoor and outdoor lighting units and lamps .. . ven- 
om nearby Graybar — complete wiring systems for tilating, signaling, and “intercom” equipment... plus cable, 
lustrial need . . . apparatus for power distribution conduit, wiring devices, and tools needed to install them. 


if it’s electrical, you can get it from Graybar 


And, because you want efficient service, here are four more reasons 
er why your next order for electrical equipment and supplies should read 
SEND FOR YOUR FREE COPY, TODAY § = ‘hy your next quip PP 

a Graybar. 
s fact-filled booklet "24 Time- and Money- 1. Graybar distributes the products of over 600 of the nation’s leading 
ng Ideas" gives actual case-history proof of manufacturers — well known lines of proved design and construction. 


statements made at right. . . demonstrates 2. You or your electrical contractor can get prices and specifications on all 


clusively the savings possible through im- these items through your local Graybar office or warehouse. 
proved utilization of 
electrical equipment 
of all kinds. Write to 
the address below for 
your copy. 


3. Local stocks of standard electrical items and fast delivery on non- 
stock lines assure on-schedule deliveries for both construction and every- 
day maintenance needs .. . in emergencies, shut-down time can be held 
to a minimum. 





ete For more informa- 4. Graybar Specialists in all of the major electrical fields are always 
ao : tion relative to any available for consultation on out-of-the-ordinary projects. You can rely 








i: electrical installation, on them for careful analysis of your requirements and complete impar- 
_. et al however, call your tiality in product recommendations. 
& ae | nearby “oeay 9 bl Make it a point always to call Graybar first —a single source... 
ae ue 47M resentative — o'll be a single responsibility will save you time and money. 
aa Lge happy to serve you. , . . ° : 
a Graybar Electric Co., Inc. Executive Offices: Graybar Building, 420 
cos oor * Lexington Ave., New York 17, N. Y. 403-178 


iN OVER 
100 PRINCIPAL CITIES 






EDITORIAL STAFF 
Stuart F, HEINRITZ Editor 
PAu V. FARRELL 0c ccccccccssu Managing Editor 
G. H. Gutexunst, Jr. . 
Dean S. AMMER 











«Associate Editor 
sbilaniasiacitinedochiaia Technical Editor 







A. N. WECKSLER .................... Washington Editor 
A. W. WILLIAMS ......... wibdioed Contributing Editor 
E. C. ARINK innate Baresar 
















DaviD BurKE spentitnasincitiondl Associate Art Director 
BUSINESS STAFF 
BR Pe os accsccecetrsncsorsietienoBiced Publisher 
ALEX G. GRAAM oc ccceceeees Assistant Publisher 
HUGH ROBINSON... cssccsssssssseessseee New York 
ELLSWORTH BROWN ..00.00..ccccccscssssceccssoone! New York 
A. F. O’TooLe New York 
Hucu Pe ott, District Mgz................. Chicago 





Joseru BESSETTE Chicago 
C. R. Kines ey, District Mgv...........Cleveland 
DWIGHT JENNETT. 00. cccccscessnsenmneeos Angeles 
JOSEPH T. MCOURT nncccssccccsscscococosssooe Detroit 
James C. CoBaucu........... Promotion Manager 
PRODUCTION STAFF 
L. E. McManow................... Production Manager 
| ee Production Supervisor 












EDITORIAL AND EXECUTIVE OFFICES 











205 East 42nd Street, New York 17, N. 
n BRANCH OFFICES 
l 737 NortaH MICHIGAN AVENUE........ Chicago 11, Ill. 
e, 1900 Etcrio AVENUEB.........c0000+ Cleveland 15, Ohio 
m. 914 S. Rosertson Btvp........Los Angeles 35, Cal. 
998 Nationa, Press Burmpinc..Washington 4, D.C. 
15817 James Couzens Hicuwav........ Detroit, Mich. 
Published monthly by C-M Business Publications, 
Inc. 
€ nee 
Subsidiary of 
CONOVER-MAST PUBLICATIONS, INC. 
Printed at Orange, Conn. 
B. P. MAsT. sieainialiammees Chairman of the Board 
HARVEY CONOVER.........President and Treasurer 
ns TL | a ae eS Publisher 
ad ALEX G. GRAAM...........csnsAssistant Publisher 
A. M. Morse, Jr. —iahaunsiemnnniegnatiiais Vice President 
ig A. H. Drx shatnied ..Vice President, Research 
n. Joun T. DIX....Director of Mid-West Operations 
all eT Promotion Manager 
n- CONOVER-MAST PUBLICATIONS 
y- PURCHASING 
Id Mitt & Factory 
AVIATION ACE 
ys CONSTRUCTION EQUIPMENT 
ly INSTITUTIONAL FEEDING AND HOoUusING 
r- 
Conover-Mast PurRCHASING DIRECTORY 
Copyright 1955 by C-M Business 
nok Publications, Inc., in the U.S.A. 
PurcHASING is an independent journal, not the 
official organ of any association. Established 1915 
20 as “‘The Purchasing Agent’’. Consolidated with 
“The Executive Purchaser’’. 
Contents are indexed monthly and annually by 
the Engineering Index Service. 
Subscription rates: United States, U. S. Posses- 
sions, and Canada: $4 per vear; elsewhere, $10 
per year. Single copies, $1.00. 








NP 


EPA 









Aveust, 1955 


PURCHASING 


The National Magazine of Industrial Purchasing 


VOL. 39, No. 2 


Support the Hoover Recommendations! ...............00e0eee0008 . 
a A ee ere 
Sound Principles for Fuel Buying ..............ecseee% W. N. Sims 
PURCHASING Reports on Purchasing Opinion 
Why Do Make-or-Buy Policies Succeed or Fail? .................. 
Summary Report of the N.A.P.A. Convention 
Management Looks to Purchasing ................. H. C. Ramsey 
ee Oe IE wo 6 Siew 0.0 00 eee ne 6 6406-0 cet abe hee 
Organization for Purchasing 
I. Divisional Purchasing Set-Up .............46+. A. G. Ruediger 
Il. Purchasing and Value Analysis Included 
im Manufacturing Division ....csccccccccsrcees R. E. Jones 
Auditing the Purchasing Department ..............---- B. Cadmus 
Picking, Placing and Paying Purchasing Personnel ..... H. F. Jones 
Should Purchasing Control Stores? .............+-++: H. A. Ervin 
ge See ee ee Err Srey ree C. C. Higgins 
“eee: Ce Se SC ONOD: Sna-s 6 6006 6040.00 0600 Chhoti” 
ee Pe A ee Pe eee er W.S. Floyd 
Case Study in Management Teamwork ...........0esc0eseeeeees 
pg ee ee ee erry rere R. C. Swanton 
aaa Oe Te BE 9 woo ns Kd 66 et aise er tes aen tHe eee 
Purchasing and Profits ..........ee00:. Sante € trie 4k le ee 
The Pulse of Business 
ee oS errr Pe ere eee 
Getting the Best Return on Scrap and Surplus ......... H. R. Jenisch 
Purchasing Can Help in Sales Training Program ...... W. C. Struning 
Purchasing’s Relationships 
PRCEOTIONS. 60 TUGROINEEE 6.n ccc ccc ccc essa svencvocens R. Nagely 
Relations to Other Departments .................-.! \. D. Tichenor 
eS ee ery rer ee ere W. Broker 
ee eo. EE eee eee ee eee ee D. S. Ammer 
EE Se PE eee ee ee eT eee ee C. Rucker 
Peelable Plastic Protection for Precision Parts .......... L. S. Metcalfe 
Wane a SON TEE: 5 co 6:05.00 & wigs 90019 0 65,0 006 6 oe A. W. Gray 
ee be Pere eee G. H. Gutekuns 


Woaelinatem. Temett soos td ie cinscacdvrschccinssve cose cesa as ere 
New Information for Your Catalog Files ............-+.++eeeeeee a 
Paws GE Tod Dee 5 6s 660 0 60 600s 0b 558s eRe es 60s 56s eeeE ‘ 
F. Ge Be. cc ccvccees ee ee PTT Oe ee eee. errre 
Highlights 


ET CTTT PPPOE TTC TCO CTT ee ee pee ‘ 


coer seereeoe eee eee seeeeeseereer eee eee eeteeeeeeeeeeee eee e 


Office Equipment and Supplies ..........--- ee ee cece eneeeeceees 
Among the Associations ..... 2... cc cc cccccccccsccscsesccesceves 
fe eee rer errr es te . 
ee rrr rrr eee eee ee Se 
Buyer's amd Seller's Mart oon cc ccc ccc nesccveccceccseesseéaescen 
eee St ee errs Te ee errr reer eee 
adie Gh DaiweOOND 4. oo sk x0 clo « wee os 0.0% <c0's wine's 410 6:0'a eo we eee 





AUGUST, 1955 


65 
69 
73 
7S 


77 
79 


178 





FREE INFORMATION SERVICE 


Service Card opposite page 17 





To’ get further information on anything mentioned in this issue, use Reader 
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O-B Globe Valves are designed for 
long life. For example, instead of making 


stem and disc holder in a single piece, 


Ohio Brass makes them separately. This permits 


**free swivel” action, with reduced wear 
on disc and seat. You can get O-B Globe 
Valves with. long-life disc construction 


from your Ohio Brass distributor. 


MANSFIELD OHIO, U.S.A. 
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How can purchasing 


contribute to low-cost 


WELD QUALITY? 





EASE OF USE 


LOWER ELECTRODE cosrs 


p ON WHY WELD Quay 


WHEN YOU BUY WELDING ELECTRODES, you 
can help assure weld quality at low cost by 
using these guides to electrode evaluation: 1) 
approvals by regulatory bodies 2) tests with 
sample electrodes 3) past performance in your 
own plant and 4) completeness of the electrode 
manufacturer’s line. 


ALL ELECTRODES ARE NOT ALIKE. Only fully 
approved G-E electrodes give your weldors 
BALANCED DESIGN. The result is the most 
economical blending of three qualities sought in 
electrodes: 1) ease of use 2) welding speed and 
3) x-ray quality. 


YOU ALSO SAVE WITH quantity discounts when 
you choose from the full line of G-E electrodes— 
the most complete line in the industry . . . over 
70 different types. Your nearby G-E distributor 
(over 200 outlets in the U.S.) is ready to give 
you fast “‘local’’ service. 


GENERAL (6 ELECTRIC 





BUYING QUIZ NO. 1 











HOW DO YOU RATE 
AS A BUYER 
OF WELDING ELECTRODES? 


@ Can I save by standardizing on types 
of electrodes? 


Yes . . In many plants, a wide variety of 
electrodes are used when one or two 
types could do all the jobs effectively. 
(Your G-E welding distributor will help 
you survey your electrode requirements 
and determine where you can save by 
standardization.) 


@ Are electrode manufacturers set up to 
make fast delivery? 


Not to the same degree. You should make 
sure your electrode supplier can give you 
service and delivery when you need it. 
(G.E. has over 200 distributor outlets to 
give you “local” service.) 


@ Do electrode users pay for application 
service by electrode specialists? 


Policy varies among electrode manu- 
facturers. (G.E. provides expert applica- 
tion and trouble shooting service for its 
customers at no cost.) 


@ Are all electrodes alike in quality and 
performance? 


Not always. Tests prove that electrodes 
in the same classification— but made by 
different manufacturers—may produce 
welds of varying quality, even under the 
same conditions. Ask about quality differ- 
ence and check for approvals by national 
standards groups. 


If you scored well in this quiz, then 
chances are you are doing a good job as 
a buyer of welding electrodes. To make 
your electrode buying still easier and 
more effective, send in the attached cou- 
pon for two new buying aids. And call in 
your nearby G-E welding distributor—his 
name is listed in the yellow pages of your 
phone book. 





Section B715-1, General Electric Co., 
Schenectady, WN. Y. 


Please send me the electrode buying aids checked 


below: 
(1 GEN-37C, Electrode Comparator 
C) GEC-657G, Electrode Selector Chart 


Name... 
Title. 
Street... 











s ee 
There’s a lot more to buying coal 


than the cost per ton. For facts and fig- 
vres to solve your particular fuel re- 


quirements, write to: R. C. Riedinger, 
General Coal Traffic Manager, Chesa- 
peake & Ohio Railway Company, Ter- 
minal Tower, Cleveland 1, Ohio. 


4 








Fire the fireman! 
Here’s another 
smoke summons. 


























Don’t fire the fireman, he’s doing his best. 
Let us look for a more adaptable coal. 


What’s wrong with the 
coal? It’s high in BTU’s. 





Sure, it’s a good coal—in the right furnace— 
but our set-up just can’t supply enough air to 
burn all of the hydrocarbons before they cool 
off and blow up the chimney as free carbon. 


There’s no sense in 
buying BTU’s we 
can’t burn, is there? 





WORLD’S LARGEST CARRIER 


You’ve got a point there—and one that so 
many people are never aware of. It isn’t only 
what’s in the coal that counts—it’s what you 
can get out of it under your own set of condi- 
tions. That’s why picking the right coal is a job 
for a competent combustion engineer. The 
superior quality coal produced at mines served 
by the Chesapeake and Ohio will meet our most 
exacting requirements. Before we sign another 
coal contract, let’s get in touch with coal pro- 
ducers on the C&O or a C&O coal man to give 
us the facts and figures on which coal will cost 
us least in the long run. 


Chesapeake and Ohio Railway 


OF BITUMINOUS COAL 
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GOODYEAR INDUSTRIAL PRODUCTS 


@)-Specified HD Glass Cord Steam Hose 


for Paper Mill Black Liquor Recovery System 


A Heavy-gauge, heat-resistant tube remains 
Toimelile Mild diel (-Moi Malle LM ul elles iets 


B Glass-cord ‘flexible braided” body is non- 
charring; handles up to 200 psi of saturated 
steam. 

C Tough, sturdy cover protects hose. 


More than 3 times the service resulted when the 
Goodyear Distributor—G.TM. team recom- 
mended HD Glass Cord Steam Hose for this 
black liquor recovery furnace. 





Quick cures for hose headaches 


come from your Goodyear Distributor 


iF you have a problem handling anything pump- 
able — wet or dry, hot or cold, smooth or abrasive 
—your Goodyear Distributor is the man to call. 

From over 800 different combinations of rubber, 
reinforcement and fabric in production, he can 
select the hose that fits your job requirements best. 
And should you and he be faced with a special prob- 
lem he can always call in the G.T.M. — Goodyear 
Technical Man—for expert help. That goes for Hose 
and for V-Belts, Flat Belts, Packing or Rolls, too. 


But getting precisely the right rubber product for 





your job is just one of the reasons why it pays to 
deal with your Goodyear Distributor. Your paper 
work costs drop because one order—one bill—is all 
you process. And your inventory costs drop because 
he carries the inventory and gives you fast delivery 
anytime. 

Your Goodyear Distributor is listed in the Yellow 
Pages of your Telephone Directory under “Rubber 
Products” or “Rubber Goods.” Call him today or 
write Goodyear, Industrial Products Division, 
Akron 16, Ohio. 








GOOD/YEAR 


THE GREATEST NAME IN RUBBER 


We think you'll like THE GOODYEAR TELEVISION PLAYHOUSE—every other Sundoy—NBC TV Network 
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tinea Resta state 


Refrigeration Condensing Units 
.up to 100 tons capacity 








for Refrigeration 
Air Conditioning 


Air-Powered 
Industrial Equipment 





Package Air 
Conditioners... 
2, 3, 5, 7% and 
10 ton units—15 
and 20 ton central 
type units 








100 tons capacity 








BUY 


WITH CONFIDENCE: 


A famous name for over a century 





Evaporative Condensers, 
Cooling Towers and Air 
Handling Units...up to 














Compressors...up to 50 H.P., 
delivering up to 300 cubic feet 
of air per minute... precision 
built for minimum maintenance 





Air Cylinders and Air Hoists .. . for lift- 
ing and lowering, Curtis Pendant Air Hoists 
provide safe, dependable power... 

for pushing or pulling, Curtis Air Cylinders 
can be mounted in any position 











For complete information...including prices... write: 


CURTIS MANUFACTURING COMPANY ~- = 1908 Kienlen Avenue « St. Louis 20, Missouri 
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GOODYEAR INDUSTRIAL PRODUCTS 


@- Specified 


ib e)icol MULi-1 me} a @) a0 -\@ 


0: | 
“tistell.| Tit ag | 
etable Oils Cutting Oils 


Alcohols 
Air 
Water 
Gasoline 
Fire Chemicals 
PNol stati itigel BN) olcohy 
Weak Acids 


Weak Alkalies 





Held down three jobs for six years 
and not a sengle complaint! 


TOP-HEAVY hose inventory created stocking 

problems for this Midwestern power-tool 
manufacturer. His grinders alone required three 
different types—for oil, air and water—in a variety 
of sizes from %- to 1-inch. 


Then they called in the G.T. M.— Goodyear Technical 
Man. He recommended ORTAC— Oil Resistant Tube 
and Cover —to handle all three materials. Actually, 
ORTAC has five-hose-in-one abilities. For it does an 
equally good job of carrying most solvents as well 
as weak acids and alkalies. 


RESULT: With ORTAC handling all the hose-work, 
hose inventories were cut to a fraction of previous 


ORTAC by 


Goops 


requirements. And each installation lasted far 
longer — thanks to the unique combination of oil- 
resistant rubber and high-tensile cord in ORTAC. 


Where can ORTAC save for you? Your G.T.M. or 
Goodyear Distributor will be glad to look over your 
installation—and tell you about any of the over 800 
types of hose in actual production. Call him in 
today. Or write to Goodyear, Industrial Products 
Division, Akron 16, Ohio. 

YOUR GOODYEAR DISTRIBUTOR can quickly supply you with 
Hose, Flat Belts, V-Belts, Packing or Rolls. Look for him 


in the yellow pages of your Telephone Directory under 
“Rubber Products” or “Rubber Goods.” 


Ortac—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 


EAR 





THE GREATEST NAME IN RUBBER 
We think you'll like THE GOODYEAR TELEVISION PLAYHOUSE—every other Sunday—NBC TV Network 
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NIT 
STAMPINGS 


from our Pressed Products Plant 


Each year thousands of different 
stampings in the small and me- 
dium range are shipped from our 
Pressed Products Plant in quan- 
tities to satisfy any needs. 
Stamped — Formed — Machined 
— Hardened and Ground — each 
serving industry at its best. We aim 
to carry the largest and most 
diversified range of steel raw 
material in the midwest—ready 


to serve you. 


SCREWS - NUTS - WASHERS 
CLUTCH HEAD SCREWS 
STAMPINGS 


United Serew and Bolt Corporation 


Chicago 8 Cleveland 2 New York 7@ 
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U. S. BUYING 
TECHNIQUES LAG 


CATALOG & INVENTORY 
CONTROL SOUGHT 


WASTE AN 
INTOLERABLE DRAIN 





REPORT 





for purchasing agents 





August 1, 1955 


Hoover Commission study still shows that Government purchas- 
ing lags far behind industry in methods and procedure. Most at 
fault is the lack of cataloguing of items purchased and an in- 
effective inventory system. 

Biggest offender is the military—primarily because it is 
the biggest buyer, but also because the whole approach to uni- 
fication of the three services has become badly bogged down. 

Current study differs from the first Hoover Commission study 
in that the initial study was of Government organization—how 
the Department of Commerce, Interior, etc., are organized— 
and the objective was to streamline the organization of Govern- 
ment. 

Present study is of the functions of Government—and whether 
the functions should be continued, or are obsolete. 


* * * 























Early findings show that the most glaring sore spot is the 
military. Because the military is the biggest spender, there is 
greater chance of waste—there is greater possibility of over- 
buying, over=-stocking, and finally of losing track of what has 
already been bought. 

Military buys many millions of different items—as many 
as 800 different kinds of screw drivers. It has been clear for 
some time that without uniform catalogues, there is no way of 
bringing order to a buying effort as big as that of the military. 

Without an effective inventory control, there is no way of 
gearing purchases to actual need. 











* * * 


These basic criticisms are not new. Waste has plagued the 
military since early history of armies. But the problems of 
waste really became intolerable with the mechanical age. 

When supplies and equipment start reflecting the unit costs 
inherent in electronics and precision controls, waste becomes 
an impossible drain on the nation's resources. 

Early in World War II, some of the industrial advisers to the 
military pointed out that cataloguing is an essential in modern 
purchasing—and that inventory control is similarly a requisite 
to efficient buying. 

Various approaches to unification have been tried—but while 
there has been lip service to unification of the armed services, 
each of the military arms still tries to keep as much of its powers 
inviolate as it cah. 




















light oil meets its master in these CRANE VALVES 


THE CASE HISTORY — Read how the Johnson & Johnson baby Crane No. 1610 Packless 
products plant at Cranford, N.J., completely stopped a valve Diaphragm Valves 
leakage condition that wasted product... caused a safety haz- 


nai Ic hi stat When you have valve problems with 
ut l. .. and menaced the plant’s high sanitation standards. heodvte-eié Sande, toy Conke Ferdiene 
Valves formerly used on very light baby oil lines were the diaphragm valves. They eliminate stem 


yurce of trouble. Keeping them tight at the stuffing box was leakage and maintenance on air, 
next to impossible. Constant servicing of stuffing boxes was vacuum, gas, light oil and similar serv- 
necessary, even after repacking every 4 to 8 weeks. Several ices. Their diaphragm has longer life, 
packings were tried without success while the high maintenance yet should it fail, their separate disc 
costs and nuisance conditions continued. __ Prevents escape of line fluid. Available 
Early in 1951 the plant found the solution in Crane No. 1610 regs ope orl gn 
Packless Diaphragm Valves. They removed the cause of leakage see your Crane Representative. 
immediately stopped its troubles and costs. Almost 4 years 
later—with no maintenance whatsoever—the Crane packless 
valves remain absolutely tight; continue giving perfect service. 
And that goes for all valves added since the first installation. 


CRANE CO. “a 


General Offices: 836 S. Michigan Ave., Chicago 5, Illinois 
Branches and Wholesalers Serving All Industrial Areas 


VALVES @ FITTINGS ¢ PIPE PLUMBING HEATING 
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COST OF 
HIDDEN SUBSIDIES 


MANAGEMENT CONTROL 
NEEDED 


EFFICIENCY COULD 
BALANCE BUDGET 


ADMINISTRATIVE 
CURBS SOUGHT 


HOOVER NEEDS 
PUBLIC SUPPORT 


PCE tcamed REPORT 


, continued 





In addition to waste in Government, the Hoover Commission 
has been digging in on the whole subject of hidden subsidies 
by Goverment—where the public picks up the tab, and doesn't know 
what and why it is paying. 

An example is the setting up of a Government-financed lending 
function, in which the Federal Government establishes a fund, 
which ultimately will be repaid. To the public it appears that 
this costs the taxpayer nothing. 

But even in such a simple operation, there is a hidden sub- 
Sidy. The money allocated to the fund costs the Treasury normal 
interest plus service and handling costs, and when the fund 
is made available to the agency set up to handle it, the agency 
invests these funds in Government securities for safe-keeping. 
The Government, in effect, is paying interest for the privilege 
of lending money. 


The whole idea that money costs the Government nothing is a 
false one. 











* * % 


Basic question is, what happens when the Hoover reports are 
all in? How do you tackle the problem of making big Government 
manageable? 

The initial Hoover answer is that first you have to install 
management—make one agency responsible, and give it the author- 
ity to manage. 

Choice for this management function is the Bureau of Budget. 

* * & 


Hoover Commission will suggest that the Bureau of Budget be 
organized along the lines of the central management organization 
of a large business organization, where functions and expenses 
would be directed on an accrual basis, rather than a 12-month 
calendar basis. 

Bureau of the Budget would have its representatives in every 
department of Government, and would wield proper managerial con- 
trol. 

This would save some 8%% of controllable U.S. expenditures, 
or $4 billion—just about what it would take to balance the bud- 
get, according to the Hoover study. 


* * 


Further evil which Hoover criticizes is the autocratic type 
of administrative Government agency which lobbies through a 
piece of legislation, issues the rules under which it operates, 
cites individuals and companies for violating these rules, 
holds hearings on the charges which the administrative agency 
files, then renders judgment as to the guilt or innocence of the 
alleged offender. 

Hoover suggests the judicial power be taken from these agen- 
cies and be vested in an Administrative Court—where not only 
the Government initiates action, but also where the public can 
seek redress. 

Result would be to curb autocratic actions by administrative 
agencies, and put them in the role of providing a service rather 
than exercising control. 


























* * 


Initial series of Hoover Commission reports was put into 
effect by reorganizing the various Government agencies. 

Question of recasting the functions of Government is more 
cotroversial, and will require considerable public understand- 
ing and support. Some of the suggestions can be put into effect 
by changes in administrative procedure, others by Congress 
enactment, and some changes could possibly take the course of 
a constitutional amendment—the latter being time-consuming 
and remote. 











THE STEEL THAT CHANGED 
A FAMOUS AMERICAN EXPRESSION 




















@ Top management’s most pressing problem today is quantity 
production of quality work at highly competitive prices. The 
answer to this problem is productivity. 


Many manufacturers are turning to Copperweld Aristoloy 
Leaded Steel, ‘“‘the steel with built-in productivity,” to produce 
quality in quantity. 

Ledloy* gives freer machining, faster feeds and speeds and 
longer tool life. 


Ledloy cuts clean for finer finish—often eliminates final ma- 
chining operation. 





STEELS. Y *Inland Ledloy License 


COPPERWELD STEEL COMPANY wis es ten a 


(STEEL DIVISION) WARREN, OHIO “Lead Treated Steels”. 
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SPECIAL SERVICE FOR READERS 


You will want additional information about the equipment, materials, serv- 
ices or methods described or advertised in this issue of PURCHASING. 


As a special service, our Reader Service Department will gladly and promptly 
arrange to have manufacturer’s literature regarding any item in this issue 


sent directly to you. 


Two cards are provided—one for you, and one for the individual to whom 
you pass your copy of PURCHASING: 


EACH ITEM ADVERTISED HAS 
A NUMBER 


EACH ITEM DESCRIBED HAS A 
NUMBER 


DECIDE ON WHICH ITEMS 
YOU WANT MORE INFORMA- 
TION 


CIRCLE THE CORRESPONDING 
NUMBERS ON THE READER 
SERVICE CARD ON THIS PAGE 


SIGN THE CARD AND DROP IT 
IN THE MAIL. NO POSTAGE 
NECESSARY 


PURCHASING WILL HAVE THE 
MANUFACTURER SEND YOU 
THE LITERATURE WITHOUT 
DELAY 





READER SERVICE is a monthly fea- 
ture of PURCHASING Magazine de- 
signed to help the reader get all the 
information needed with the minimum 
of time and effort. 
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Catalog 


FENCE PROTECTS PLANT PROPERTY 


Twenty-five different ways in which chain link 
fence gives planned protection to industrial prop- 
erty are given in 44-page brochure and reference 
manual. It gives installation data. 

Continental Steel Corp. 


Circle No. 1 on Inquiry Card—Page 17 


DRIVE COMBINES BEST OF V & FLAT BELTS 
A revolutionary “Poly-V” drive forms text of 
catalog PV-200. It is a multiple V-drive molded as 
a single unit running on matching sheaves with ad- 
vantages of V—and simplicity of flat belts. 


Browning Mfg. Co. 
Circle No. 2 on Inquiry Card—Page 17 


HOT AND COLD WATER REGENERATIVE PUMPS 
Nineteen models of two-stage regenerative turbine 
pumps are described and illustrated in 12-page 
pamphlet No. 107. Numerous cross section diagrams 
illustrate the principle of operation. 


Roy E. Roth Co. 
Circle No. 3 on Inquiry Card—Page 17 


EYE AND HEAD SAFETY 
Catalog S-55 contains a listing of a line of head and 
eye protection equipment. It is invaluable to any 
concern interested in reducing this type of plant 
accident. 
Dockson Corp. 
Circle No. 4 on Inquiry Card—Page 17 


METAL CLEANING, FINISHING 
A catalog is sectionalized to cover machinery for 
washing, pickling, drying, phosphatizing, degreas- 
ing metals. Sixty-six types of machines are illus- 
trated with accessories. 
Metalwash Machinery Corp. 


Circle No. 5 on Inquiry Card—Page 17 


STOP PIPE VIBRATION, NOISE 


Dimensions and specifications of rubber expansion 
joints designed for relieving stresses and strains in 
piping, absorbing vibration and relieving noises are 
supplied in Folder AD-137 (8-pages). 

Garlock Packing Co. 


Circle No. 6 on Inquiry Card—Page 17 


August, 1955 
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SHOVELS, SCOOPS, WHEELBARROWS, ETC. 


A master catalog is divided into sections to furnish 
the fullest information about shovels, augers, dig- 
gers and wheelbarrows. Specifications are supplied 
and photos of various designs. 


The Wood Shovel & Tool Co. 
Circle No. 7 on Inquiry Card—Page 17 


TEMPERED AIR FOR PLANT VENTILATION 
A brochure of engineering case studies describes 
eight metal working applications where space heat- 
ers were used to temper large volumes of fresh 
make-up air for plant ventilation. 
Dravo Corp. 


Circle No. 8 on Inquiry Card—Page 17 


ACID-RESISTANT WORK CLOTHES 


A fact-filled, illustrated catalog features a varied 
selection of industrial apparel made from Orlon and 
Dynel. Tables are given showing immunity to at- 
tack by various chemicals. 

Resistall Work Clothes, Inc. 


Circle No. 9 on Inquiry Card—Page 17 


BUY OR LEASE INDUSTRIAL TRUCKS? 


An informative analysis of the “pros and cons” of 
industrial truck leasing is contained in a 4-page 
folder. It discusses effects on working capital, leas- 
ing versus borrowing capital, etc. 

The Elwell-Parker Electric Co. 


Circle No. 10 on Inquiry Card—Page 17 


CONVEYORS EFFECT CONTROLLED STORAGE 
Performance Report No. 103 (4-pages) tells how 
live rail conveyors achieved first-in, first-out stor- 
age for boxed components. It details how level 
conveyor lanes handled palletized loads. 

The Alvey-Ferguson Co, 


Circle No. 11 on Inquiry Card—Page 17 


FLOOR TRUCKS, CASTERS, WHEELS 


A brochure, “About Wheels and Progress,” presents 
in 20, two-colored, pages a brief history of the com- 
pany. It describes its current facilities to supply 
materials-transporting equipment. 


Nutting Truck & Caster Co. 
Circle No. 12 on Inquiry Card—Page 17 
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LIFT TRUCK FOR KING SIZE JOBS 


A 15,000 Ib capacity lift truck with all-weather per- 
formance is described in a 16-page, 3-color catalog. 
It offers combination overhead guard and tilting. It 
has 40 fpm hoisting speed. 


Hyster Co. 
Circle No. 13 on Inquiry Card—Page 17 


HANDLING SMALL PARTS 


Catalog DN-10000 (8-page, 2-color) shows how an 
integrated, plant-wide parts handling system can 
be custom-tailored to individual requirements using 
standard stocked, nesting and tiering units, 


The Chas. Wm. Doepke Mfg. Co., Inc. 
Circle No. 14 on Inquiry Card—Page 17 


MATERIALS HANDLING EQUIPMENT 


All forms of materials handling equipment are 

covered in 3 catalogs. One deals with casters and 

wheels, one with industrial trucks and trailers; the 
d with power lifters and lift trucks. 


The Colson Corp. 
Circle No. 15 on Inquiry Card—Page 17 


BATTERIES IN MODERN MATERIALS HANDLING 


A 32-page publication includes up-to-date illustra- 
tions of modern industrial trucks with latest mate- 
rials-handling attachments. Storage batteries to 
power them are discussed. 


Edison Storage Battery Div., Thomas A, Edison, Inc. 
Circle No. 16 on Inquiry Card—Page 17 


USES OF FLEXIBLE METAL HOSE 


two-color, 12-page catalog, No. 147, supplies 
‘omplete data on various types of flexible metal 
hose. A 4-step guide aids in selecting proper flex- 
ible metal hose for a particular need. 


Flexonics Corp. 
Circle No. 17 on Inquiry Card—Page 17 


YARD AND FIELD LOADING 


An all-purpose loader which tackles a variety of 
yard and field loading tasks, from handling rail- 
road cars to piling hard-to-handle products such 
as pipe is described in bulletin No. P185. 

Pettibone Mulliken Corp. 


Circle No. 18 on Inquiry Card—Page 17 


JOINING STAINLESS STEEL 


A booklet describes in detail 17 methods employed 
in joining stainless steel by fusion process. A sec- 
tion discusses 8 flame and are cutting procedures 
used for severing stainless steel. 

Crucible Steel Co. of America. 


Circle No. 19 on Inquiry Card—Page 17 


METAL STAMPINGS IN SMALL LOTS 


A two-color brochure describes facilities to pro- 
duce metal stampings with the lowest possible 
die costs, no matter how small the quantity re- 
quirements may be. Also, molded plastics. 


Dayton Rogers Mfg. Co. 
Circle No. 20 on Inquiry Card—Page 17 


ABRASIVE BELT MACHINING CUTS COSTS 


A 23-page catalog explains the operation of 5 types 
of abrasive belt machining. It points out their sav- 
ings in time, labor and spoilage. 


Engelberg Huller Co. 
Circle No. 21 on Inquiry Card—Page 17 


TUBING FOR HEAT EXCHANGERS 


Stainless steel tubing for heat exchangers and con- 
densers forms the text of brochure HES-1. Two 
typical specifications, ASTM A-249 and A-269 are 
broken down to show how tubing meets them. 


Republic Steel Corp., Tubes Div. 
Circle No. 22 on Inquiry Card—Page 17 


VENTILATING UNITS WITH WIDE RANGE 


Bulletin No. UVS 103 deals with a line of ventilat- 
ing units of the forward curve and backward blade 
type. There are 14 sizes described for capacities 
from 100 cfm to 23,000 cfm. 


General Blower Co. 
Circle No. 23 on Inquiry Card—Page 17 


BEARINGS DESCRIBED 


A 140-page catalog contains data on a complete 
line of bearings, including the new sealed Guiderol 
bearings. There are charts, drawings and formulae 
for bearing load computation. 


McGill Mfg. Co., Inc. 
Circle No. 24 on Inquiry Card—Page 17 


USES OF VULCANIZED FIBRE, LAMINATED 
PLASTIC 


Properties, grades and uses of vulcanized fibre and 
phenolite laminated plastic are covered in a 16- 
page, 2-color bulletin. Case studies, with 45 photos, 
match physical properties to uses. 

National Vulcanized Fiber Co. 


Circle No. 25 on Inquiry Card—Page 17 
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This large lathe was formerly driven by 2 
flat belt which slipped on heavy cuts, 
stalled and broke tool bits. Savings on 
broken tool bits alone offset the cost of 
the drive the first year—and production 
was increased 25% after the V-belt drive 
was installed. 
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Siem concave sides 
lengthen V-belt life 





»-- CUT costs 


Hundreds of plants that keep 
track of V-belt drive costs know 


this: Gates Vulco Ropes... the 


V-belts with concave sides...wear much longer and 
cost less per year of service. 


Here is the interesting reason why: 


When a Gates V-belt bends 
around the sheave, the precisely- 
engineered concave sides (Fig. 1) 
fill out and become straight. Thus 
the sides of the belt make full, uniform contact 
with the pulley (Fig 1-A). 

Naturally, uniform contact distributes the 
wear evenly. And even wear means longer wear. 

Longer wear saves not only on replacement 


costs; it also saves the cost of down-time... 
keeps equipment producing. 


Simple test proves value 
of concave sides 


Take a straight -sided V-belt (Fig. 2) 
= and bend it. Feel the sidewalls of the belt 
bulge out as the belt bends. You see im- 
mediately that the bulging sides prevent uniform 
contact with the pulley (Fig. 2-A). Uneven con- 
tact causes faster wear...increases your drive re- 
placement costs. 

Let the cost-saving longer life of Gates Vulco 
Ropes contribute to your profits. Specify Gates 
Vulco Ropes—the V-belts with concave sides (U.S. 
Patent 1813698). The Gates Rubber Co., Denver, 
Colorado—World’s Largest Maker of V-belts. 





Gates Engineering Offices and Distributor Stocks are located 


in all industrial centers of the United States and Canada, and 


TPARGIA 


in 70 other countries throughout the world, 


VULC 





GATE 
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WHERE TO USE ELECTRICAL CONDUIT 


m a fact-packed reference data book, Bulletin 
RD-1, the use of rigid steel conduit and electrical 
metallic.tubing is discussed. It contains pertinent 
excerpts from the National Code. 
Pittsburgh Standard Conduit Ce. 
Circle No. 26 on Inquiry Card—Page 17 


SAVING ON GEARS 


Hobs, cutters and broaches for producing custom 
built and production gears are listed in a 56-page 
booklet. It shows how to save on tooling costs by 
laying out gears to be made from these tools. 
Brad Foote Gear Works, Inc. 
Circle No. 27 on Inquiry Card—Page 17 


CONVEYORS TO HANDLE GRANULAR MATTER 


Profusely illustrated with pictures of installations 
in a wide range of industries, a 12-page catalog 
describes bulk conveyors for handling coal, ashes, 
sand, gravel, chips, etc. 
Jervis B. Webb Co. 
Circle No. 28 on Inquiry Card—Page 17 


EMPLOYING METAL POWDER PROFITABLY 


Engineering Manual E-55 is a 52-page treatise, be- 
lieved to be the most authoritative work yet 
issued on powder metallurgy. It will help in de- 
termining where powder units may be used. 
Chrysler Corp., Amplex Div. 
Circle No. 29 on Inquiry Card—Page 17 


MATERIALS HANDLING MADE EASIER 


How properly selected materials handling equip- 
ment gets more work done and reduces costs is 
explained in Bulletin No. 552. It illustrates 48 
manhour and space-saving handling operations. 
Barrett-Cravens Co. 
Circle No. 30 on Inquiry Card—Page 17 


PROPERTIES, USES OF RUBBER ROLLS 


A 60-page handbook, 8” x 10%” is devoted to rub- 
ber rolls. Illustrated with 34 photos and 4 tables 
of data, it deals with every phase of roll manufac- 
ture, application and operation. 
Rodney Hunt Machine Co. 
Circle No. 31 on Inquiry Card—Page 17 


STORING COATED ABRASIVES 


Pointing that topnotch performance of coated abra- 
sives depends on their proper storage, prior to use, 
an 8-page booklet describes temperatures and hu- 
midity limits ideal for storing. 
Armour & Co., Coated Abrasives Div. 
Circle No. 32 on Inquiry Card—Page 17 


WHERE, HOW TO USE SOLENOID VALVES 


Catalog No. D1 (54 fully illustrated pages) fur- 
nishes full description and specifications of a line 
of solenoid valves. Applications are given and there 
are hints on how to order. 
Skinner Chuck Co., Electric Valve Div. 
Circle No. 33 on Inquiry Card—Page 17 
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TROUBLE-FREE GIRDER CRANES 


Detailed illustrative data is supplied in bulletin 
No. T202 on a line of top running single and 
double girder cranes. Features assuring trouble- 
free operation and low maintenance are described. 

Chieago Tramrail Corp. 


Circle No. 34 on Inquiry Card—Page 17 


OPPORTUNITIES THROUGH AUTOMATION 


The 20-page bulletin No. 50155 shows in large 
pictures and informative captions typical examples 
of standard, transfer and special machines equipped 
with mechanisms for automatic workpiece handling. 


Ex-Cell-O0 Corp. 
Circle No. 35 on Inquiry Card—Page 17 


POWER TOOLS FOR ALL PURPOSES 


A 60-page catalog, copiously illustrated, tells the 
story on more than 150 models of portable elec- 
tric and pneumatic power tools. Included are saws, 
drills, grinders, planes, sanders, etc. 
Skil Corporation 
Circle No. 36 on Inquiry Card—Page 17 


ALUMINUM FOR BETTER DESIGNING 


The innumerable variety of finishes possible with 
aluminum and its alloys for improving appearance 
or utility of products are discussed in 40-page book. 
Full-color photography elucidates text. 
Aluminum Co. of America. 
Circle No. 37 on Inquiry Card—Page 17 


TAPS MADE TO PRECISION STANDARDS 


Bulletin No. T-583 (28 pp) gives dimensions and 
tolerances of a line of ground thread taps in ac- 
cordance with 1952 Metal Tool Cutting Institute 
standards. Conversion tables are supplied. 
Pratt & Whitney 
Circle No. 38 on Inquiry Card—Page 17 


JOB-ENGINEERED WORK HOLDERS 


General catalog No. 101 features complete engi- 

neering data on thousands of “in-stock” sizes of 

chuck jaw blanks, handles, knobs, wheels, clamp 

assemblies and components. Ordering is simplified. 
Jergens Tool Specialty Co. 
Circle No. 39 on Inquiry Card—Page 17 


HIGH-TEMPERATURE ELECTRICAL WIRES, 
CABLES 


Silicone rubber-insulated high temperature wires 
and cables are covered in booklet No. 19-594. It 
shows how the silicone insulation permits use of 
smaller conductor sizes for a given load. 
General Electric Co. 
Circle No. 40 on Inquiry Card—Page 17 
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POWELL VALVES...THE COMPLETE QUALITY LINE...POWELL VALVES 


FIG. 150 —Bronze “Union” 
Vulcanized Composition Disc 
Globe Valve for 150 Pounds W.S.P. 
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POWELL 
BRONZE 
VALWIES 


FIG. 2608 — Bronze “White 
Star” Full Flow Globe Valve 
for 200 Pounds W.P. 


FIG. 375 —Bronze “White 
Star’ Gate Valve for 200 


Pounds W.S.P. 


FIG. 560—Bronze Regrindable 
Horizontal Swing Check 
Valve for 200 Pounds W.S.P. 
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POWELL VALVES...THE COMPLETE QUALITY LINE...POWELL VALVES 


Just name the bronze valve you need—Powell has it! For 
Powell probably makes more kinds of valves and has solved 
more valve problems than any other organization in the world. 


Shown above are just a few Powell Bronze Valves. Investi- 
gate their many outstanding features...and the complete line 
of quality valves...in bronze, iron, steel and alloys... that 
have a proven record of long life and dependable service. 


For More Information Circle No. 


Avcust, 1955 


Consult your Powell Valve distributor. 





If none is near you, 


we'll be pleased to tell you about our complete line, and help 
solve any flow control problem you may have. Write... 


The Wm. Powell Company, 
Cincinnati 22, Ohio..... 
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NEWS OF YOUR Suppliers 





Smith has been appointed 
execut idvisor of Metal & Thermit 
Corp., New York, producers of metals, 
indust chemicals and_ welding 





M. L. Smith 


and supplies. As staff co- 
Smith will assist the 
president in integrating the company’s 
varied sales activities. 


ordinator, Mr. 


Austin Ford Logan Inc., Buffalo, has 
bes made an authorized Carboloy 


coa mining tool distributor by the 
Carboloy Dept., General Electric Co., 
Detroit. 

Intensifying its instrument sales en- 
gineering coverage, The Foxboro Co., 
Foxboro, Mass., has established 10 re- 
gional sales divisions. Administered by 
H. O. Ehrisman, newly appointed gen- 
eral sales manager, and J. J. Burnett, 
field sales manager, the new regional 
structure allows full use of the com- 
pany’s 48 branch offices to better serve 


the needs of industry. The 10 regional 
sales offices and their managers are: 


New England, H. H. Michelmore; New 
York, E. R. Huckman; Philadelphia, J. 
B. Deaderick; Pittsburgh, A. H. Shafer: 
Atlanta, E. W. Prendergast; Cleveland, 


H. L. Lee; Chicago, J. J. Connelly; Dal- 
las, E. L. Stark; Houston, L. W. Parten; 
and San Francisco, R. E. Rogers. 





Six promotions of management per- 
sonel have been announced by Burgess 
Battery Co., Freeport, Ill. Named to be 
executive vice president was Fred J. 
Kirkman, formerly vice president and 
general manager. Dr. Joseph Coleman 
is now vice president of engineering, 
and Hiram S. Cramer is vice president 
of production. Harold F. Horstmeyer is 
secretary, and William T. Evans be- 
comes assistant treasurer, Alex Yule 
has been named general manager of 
Burgess Canadian Division. 


Richard Wagner is now district sales 
manager in the Lancaster, Pa., terri- 
tory for DeWalt, Inc., Lancaster. 


Jack Conrad and Arthur Sheridan 
have been named regional sales man- 
agers by Heller Brothers Co., New- 
comerstown, O. Mr. Conrad will be cen- 


q 









J. Conrad A. Sheridan 
tral regional sales manager at Chi- 
cago, and Mr. Sheridan will be eastern 
regional sales manager at New York. 


The consolidation of 15 sales zones 
in the U. S. into seven regions has 
been announced by Proto Tools, Los 
Angeles. They are: Western Region, 
Los Angeles—H. W. Oetjen; Southwest- 
ern Region, Dallas—R. C. Ricke; South- 
eastern Region, Atlanta—W. H. Ricke; 
Northeastern Region, New York—S. W. 
Manning; East Central Region, Pitts- 
burgh—J. S. Schrenker; North Central 
Region, Detroit—H. E. Kretchmer; and 
Midwest Region, Chicago—J. H. Perry. 
It was also announced by Proto Tools 
that Louis Greenfield had been ad- 
vanced from assistant sales manager to 
product manager. 





The Denison Engineering Co., Co- 
lumbus, O., has announced the promo- 
tion of Paul W. Norris to vice presi- 





P. W. Norris 


dent and director of sales. Mr. Norris 
has been director of sales for the com- 
pany since February, this year. 


Engelberg Huller Co., Inc., Syracuse, 
N. Y., has announced two appointments. 
Charles M. Murphy, Jr., is now a sales 
engineer in the northeastern territory. 
Headquartering in Syracuse, he will 
cover Rhode Island, Massachusetts, 
Connecticut, Maine, New Hampshire, 
Vermont, and New York, excluding 
New York City. Also, David H. Turner 
is now an agent in the west central 
territory. Mr. Turner’s territory in- 
cludes Nebraska, Missouri, Kansas, 
western Iowa, and southern Illinois. 


The appointment of Ralph B. Aus- 
trian as west coast manager has been 
announced by Allen B. Du Mont Lab- 
oratories, Inc. Clifton, N. J. He will 
headquarter in Los Angeles and super- 
vise the sales of Du Mont TV receivers, 
cathode-ray and electronic instruments, 
TV transmitter products, mobile radio 
equipment, cathode-ray tube sales, and 
government contract and research and 
development work. 
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CRUCIBLE TEMPERED 


SPRING STEELS 











Crucible hardened and tempered spring steels give you the best [Rw A OE AES: Lae 
combination of maximum toughness, resilience and resistance to $-321 
fatigue Crucible Steel Company of America 
; . ‘ : Henry W. Oliver Building, Pittsburgh 30, Pa. 
You get exceptional uniformity, too. For once a standard for ash 
> . “ I'd like a copy of your 32-page booklet on cold- 

your application has been set, hardness tests, and bend tests for solted specietly tock 
toughness, insure exact duplication of production lots. 

Crucible hardened and tempered spring steels are promptly Nome Title 
available in a full range of sizes, tempers and finishes — in coils 
or cut to your particular length requirements. And experienced Company 





Crucible metallurgists can help you make the best choice for 
your job. For information on cold-rolled tempered and specialty 
steels, get your free copy of Crucible’s 32-page booklet. For your 
copy, mail the coupon to: Crucible Steel Company of America, 
Henry W. Oliver Building, Pittsburgh 30, Pa. 


[CR UJ C : rc LE| first name in special purpose steels 


Crucible Steel Company of America 
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Fremont Fisher has joined the execu- 
tive staff of Howard Industries, Inc., 





F. Fisher 


Racine, Wis., as general sales manager. 
He will supervise the nationwide sales 
f Howard fractional horsepower mo- 

lynamotors, generators and blow- 


sales appointments have been 
ounced by Brainard Steel Division 

of the Sharon Steel Corp., Warren, O. 
VY. Donner is now eastern regional 

ales manager for steel strapping sales. 
Earl J. Goetz, formerly district super- 
the Chicago area, has been 
d-western regional sales man- 
Finally, the new manager for 


tor sales is Richard U. Sager, 
district supervisor of the Kan- 
City district. 





G. C. Wanich 


nn C. Wanich has been named to 
wly-created post of assistant 

é nanager, Chlorinator Division, by 
Fischer & Porter Co., Hatboro, Pa. 


L. B. Foster Co., Pittsburgh, has es- 
hed a new office in Atlanta, Ga. 
vill be headed by Paul A. Duke, as- 
ted by Harold Ford. The office will 
Alabama, Florida, Georgia, North 
South Carolina and Tennes- 


roiina, 





Atlantic Steel Co. has been ap- 
pointed the Atlanta, Ga., distributor 
of Kaiser aluminum products, accord- 
ing to an announcement from Kaiser 
Aluminum & Chemical Sales, Inc., Oak- 
land, Calif. 


Further appointments in the re- 
alignment of the sales division of Alle- 
gheny Ludlum Steel Corp., Pittsburgh, 
have been announced. Richard J. Swan 
has been made director of sales, mag- 
netic and electronic materials. Milton 
M. Fenner, Jr., has been appointed 
director of sales, tool and die steels. 


Jim Hill has been assigned to the 
Nashville, Tenn., territory by the Cor- 
rugated Division, General Box Co., Des 
Plaines, Ill. Bob Douglas has been as- 
signed to the company’s Cincinnati Di- 
vision sales staff, and will handle the 
territory around Cleveland and Pitts- 
burgh. 


George F. Powell, Pittsburgh district 
sales manager of Delta Power Tool Di- 
vision, Rockwell Mfg. Co., Pittsburgh, 
has been named manager of Delta’s 
enlarged government sales department. 


Tyer Rubber Co., Andover, Mass., 
has elected Franklyn J. Emmett as vice 
president, sales, and Kenneth C. Bevan 
as vice president, manufacturing. 


F. J. Emmett 


G. Barr and Co., Chicago, chemical 
manufacturers, has elected Douglas At- 
las as vice president in charge of sales. 


Executive Vice President William P. 
Drake has succeeded George B. Beitzel 
as president of the Pennsylvania Salt 
Mfg. Co., Philadelphia. 


Structo Systems, Inc., Elyria, O., has 
appointed six new distributors and six 
manufacturers’ agents. The distributors 
are: Wrenn Brothers, Charlotte, N. C.; 
Wurzburg Brothers, Inc., Memphis; 
Chalmers Wood, Kansas City, Mo.; Saf- 
way Steel Scaffold Co., Sioux City; Saf- 
way Scaffolds Co., Dallas; and Alton, 
Inc., McKeesport, Pa. Appointed manu- 
facturers’ agents were: Bola Steel Sales, 
Kalamazoo; McKenna Sales Co., Dear- 
born; Wm. T. Brass, Fort Wayne; John 
P. Mulford, Dayton; McKown Sales 
Co., Huntington, W. Va.; and Gilbert- 
Tucker Associates, New York. 


Niagara Filters Division, American 
Machine and Metals, Inc., East Moline, 
Ill., has named John M. McConney as 
assistant applications engineer. 





John H. Van Horne has been made 
manager of the reinforcing products 





J. H. Van Horne 


department at the Pittsburgh steel 
service plant of Joseph T. Ryerson & 
Son, Inc., Chicago. 


Federated Metals Division, Ameri- 
can Smelting and Refining Co., has 
been appointed exclusive agent for a 
line of plating chemicals manufac- 
tured by Incar, Inc., Cleveland. 


Charles B. Hann is now manager 
of the Chemical Section of the Special 
Industries Department, Johns-Man- 
ville Corp., New York. 


Plax Corp., originators of the plastic 
bottle and producers of oriented poly- 
styerene and methacrylate sheet, has 
relocated its New York and Chicago 
office. In New York, it’s now 500 Fifth 
Avenue, and in Chicago, 1607 Howard 
St. 





G. A. Ward 


Gerald A. Ward has been made gen- 
eral manager of distribution for the 
Bakelite Co., a division of Union Car- 
bide and Carbon Corp,, New York. 





Additional News of Your Suppliers 
will be found following the 
Industrial Development section 
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Oil, Abrasion, Heat Won’t Hurt 
Remarkabie Petrochem Fire Hose 


Here’s a fire hose that was spe- 
cifically designed for the oil indus- 
try—Petrochem absolutely 
oil-resistant, inside and out. It has 
many other advantages, too... 
it’s 50% lighter, yet takes 50% 
more pressure than conventional, 
oil-resistant fire hose. It’s so flex- 
ible that it can be tied in knots 
without damage. It can be easily 
folded for 


coiled or minimum 


QUAKER RUBBER CORPORATION 


Philadelphia 24, Pennsylvania 


storage. Petrochem is strong and 
abrasion-resistant . . . will give su- 
perlative performance under any 
refinery conditions, for pressures 
up to 500 pounds and tempera- 
tures up to 300°F. 

Tube is of Neoprene . . . jacket 
of Dacron yarn, impregnated with 
black Neoprene . . . means com- 
plete oil-resistance, inside or out. 


We also manufacture a com- 


HK 


K PORTER COMPANY, INC. 
OF rir tseveen 


= # woman ¥ 


plete line of industrial rubber 
products: belting, hose, packing 
and moulded rubber of every con- 
struction for every need. Through 
your Quaker and Quaker Pioneer 
distributor our research and en- 
gineering services are always avail- 
able to help you solve any indus- 
trial rubber problem. Write for 
free folder and name of nearest 


distributor. 
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There’s a Hussey Warehouse Near You! 





HUSSEY COPPER and BRASS 


Hussey Warehouses—seven of them strategically located in 
the heart of America’s greatest industrial area—are com- 
pletely stocked to give you immediate service on all forms of 
copper and brass. And, hauls are short regardless of your 
location because there is a Hussey Copper and Brass Ware- 
house near you. Make it a point to call the one nearest you 
when you next need copper or brass. 


Cc. G. HUSSEY & CoO. 


(Division of Copper Range Co.) 
Rolling Mills and General Offices 
| PITTSBURGH 19, PA. 


for your copy of the <> 


32-page Hussey Cop- 











per Stock List. 7 Convenient Warehouses to serve you promptly! 
| PITTSBURGH......... GRant 1-3650 CLEVELAND........... UTah 1-3838 
CHICAGO......... COrnelia 7-2234 NEW YORK CITY..... CAnal 6-6326 
| CINCINNATI.......... MAin 1-2832 PHILADELPHIA...STevenson 2-4311 
eile ee ee CEntral 1-9192 
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For lead or lead alloys 
in any form 


Look to National Lead Company 


When you need lead or lead alloys, there 
are several good reasons why you should 
buy from National Lead. 


First, you can be sure that National 
Lead has metal resources and plant capac- 
ity to fill any size order. 


Second, you can be sure that National 
Lead is equipped to produce the material 
in the form and in the grade you want. 


Third, you can be sure that National 
Lead will follow your specifications to the 
letter. 


Fourth, you can be sure of good service. 
National Lead has a coast-to-coast net- 
work of plants and warehouses. 


So when you need lead or lead alloys... 
for chemical handling, radiation shield- 
ing, for caulking, for sealing, for vibra- 
tion or sound control, for spark proofing, 
for weights and balances, for roofing, for 
other jobs lead does so well... get in touch 
with the nearest National Lead branch. 





National Lead Company 


General Offices: 111 Broadway, New York 6, New 
York * Atlanta * Baltimore * Buffalo * Chicago 
Cincinnati * Cleveland * Dallas * Detroit * Kansas City 
Milwaukee * New Orleans * Omaha * Philadelphia * Pittsburgh 
St. Louis * St. Paul * Boston: National Lead Co. of Mass.; Pacific 
Coast: Morris P. Kirk & Son, Inc., Los Angeles, Emeryville (Calif.), 
Phoenix, Portland, Salt Lake City, Seattle; Canada: Canada Metal 
Co., Ltd., Montreal, Toronto, Vancouver, Winnipeg. 
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STRIP- Flat Wire 
rela a-lai-te 


fo your exact 
requirements 7 


/ 


Complete Inventory \ 
Delivery from Stock 
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FILOSOFY OF BUYING 


AYLIGHT Saving Time 

schedules can be confusing, es- 
pecially when adoption of the sys- 
tem is not consistent among. the 
communities of a given area. The 
confusion became all the more con- 
fused at a recent bid opening in 
Santa Fe, N. M., which observes 
daylight time while other cities in 
the state do not. 

State P. A. Charles Horne was 
due to receive bids on fleet insur- 
ance for the Highway Department 
at 11 am. Presumably this meant 
11 am. MST, as specified on the 
bid invitation forms, but since the 
office runs on DST he started the 
bid opening on that basis, which 
was only 10 am. MST. When this 
discrepancy was called to his at- 
tention, he announced that he 
would keep them open until 12 
(DST) in deference to out-of-city 
bidders who might be on a different 
time schedule. One of the unsuc- 
cessful bidders scanned the low fig- 
ure and left the office. At noon, Mr. 
Horne went to lunch—on Daylight 
Saving Time. 

Returning around 1:15, he found a 
corrected bid, slicing a cool $1,200 
under the apparent winner. It had 
been filed in the telegraph office at 
Salt Lake City at 11:08 MST, which 
sounded legitimate enough if you 
were willing to forget the dual time 
schedule. Actually, the bid had been 
wired after the bids were closed, and 
during the DST lunch hour. The 
P.A. ruled that it was late by either 
system and could not be considered. 

The present bid invitation forms 
are being reprinted to avoid any 
similar confusion in the future. The 
deadline will still be 11 a.m. MST, 
but bids will not be opened until 
afternoon, so as not to interfere with 
DST lunch schedules. “We will re- 
ceive bids up to 12 noon DST,” says 
Mr. Horne, “but will not open and 
read them until 1:15 p.m. DST.” 


HEN Walter Swardenski, Man- 
ager of Purchases at Caterpil- 


lar Tractor, received his 25-year 
service pin a few weeks ago, an in- 
teresting personal situation came to 
light. His twin brother Gordon re- 
ceived the same award at the same 
ceremony. The brothers joined the 
company on the same day, 25 years 
ago, as apprentice trainees. Both of 
them made good. Gordon is Manager 
of Manufacturing at the Peoria 
Plant. 


N even longer service record is 

that of Perry A. Morgan, Sup- 
ervisor of Purchases for the Ala- 
bama Division of Union Supply 
Company at Birmingham. Mr. Mor- 
gan retired in May after 47% years 
of continuous service with the or- 
ganization. He began work with the 
T.C.I. Mercantile Department on 
January 1, 1908. After serving as 
store manager at several different 
locations, he came into the pur- 
chasing department in 1923 and has 
headed the department since 1943. 


ILWAUKEE children of fu- 

ture generations, and all who 
are concerned with the preservation 
of our historical heritages, have the 
City Purchasing Department to 
thank for a unique and interesting 
monument in that city. And Munic- 
ipal Art Commissions may get a 
stimulating new idea in their ap- 
proach to civic adornment. 

P.A. Joe Nicholson grew up in 
the age of the steam locomotive, and 
has a profound respect for the part 
it played in the building of the west. 
“Coming generations of little ones 
will have no idea of what the popu- 
lar choo-choo looks like unless we 
can preserve one in a city park,” 
he declared. 

He took his proposal to the City 
Art Commission. They conceded 
that the steam locomotives have a 
certain aesthetic appeal that is 
missing in the diesels that are rap- 
idly replacing them, and have given 
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Joe the green light to procure a 
steam engine to be installed as a 
park monument. 


NOTHER P. A. who had a 

thought for the children of his 
city was the late George Bode, for- 
mer purchasing agent for the St. 
Louis Federal Reserve Bank. When 
he died in May, at the age of 86, 
his will left the entire estate of 
$1,000,000 to the city of St. Joseph, 
Mo., to be used for parks, play- 
grounds, and a zoological garden. 
Mr. Bode was also interested in 
transportation. He decried the auto- 
mobile as a “foolish invention” and 
never owned a car, but the bulk of 
his large investments was in Gen- 
eral Motors and Standard Oil stock. 


HE argument “I’m working my 

way through college” is usually 
associated with the door-to-door 
salesman. But we recently ran 
across a real life story with a dif- 
ferent angle. L. Pierce Brady, Man- 
ager of Zions Securities Corp., Salt 
Lake City, started out with the am- 
bition of entering the foreign serv- 
ice, and enrolled at Georgetown 
University. He earned his way by 
acting as purchasing agent for the 
Argentine Navy. And he did so well 
at it that the State Department took 
notice and drafted him for a post 
as economic affairs consultant in 
the embassy in Brazil, even before 
his graduation. 


URCHASING AGENTS who felt 

pretty good about the status of 
their profession after attending the 
N.A.P.A. convention may have felt 
slightly deflated upon reading the 
account of their meeting as reported 
by Business Conditions Weekly. 
The opening sentence of this report 
says: “Down-trodden purchasing 
agents, meeting in New York last 
week for their 40th annual conven- 
tion, heard some deserved words of 
praise. . . .” But BCW was im- 
pressed by some of the things 
brought out at the convention. The 
report concludes: “Purchasing men 
are beginning to report their con- 
structive performances in terms of 
specific savings and profits. The 
trend appears to be a happy one, 
certain of enlightening management 
as to the true significance of the 
purchasing function.” 


August, 1955 











© STAINLESS STEEL 
© “WICHROME” 

e “MONEL” 

© PHOSPHOR BRONZE 


FILTER CLOTH 
SPECIAL PARTS 
STRAINERS 
SIEVES 

TRAPS 
SCREENS 


Are you using wire cloth or wire cloth parts which must be 
corrosion resistant? Are the service conditions in your plant 
really tough? If you have a problem selecting the proper anti- 
corrosive alloy, Newark Wire Cloth may have the answer. 


Available in all corrosion resistant metals, Newark Wire 
Cloth is accurately woven in a wide range of meshes, rang- 
ing from very coarse to extremely fine. 


lf you have a wire cloth problem involving corrosion, please 
tell us about it... we may have the answer. 


ewark 


ire Gloth 


COMPANY 
"351 VERONA AVENUE * NEWARK 4, NEW JERSEY 
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TORTURE CHAMBERS 





are some of the severe development tests in an effort to break them down. The results pro- 

,at Gulf lubricants must pass before they are vide Gulf technologists with assured knowledge 1 

out for further testing in the field. When of the quality of any Gulf product they recom- | 

sid laboratory and field examinations have been mend. f 

essfully completed, the fitness of the products In turn, this knowledge is industry’s assurance 7 

ombat wear, corrosion, and high costs on our of petroleum products that will continue to con- 7 

»n’s production lines is assured. tribute to more efficient machine operation and ; 

in these laboratory tests Gulf lubricating oils lower maintenance costs. v 
| greases are bombarded with streams of oxy- 

spun at high speeds, immersed in hot baths, Gulf Oil Corporation - Gulf Refining Company i 

bjected to heavy loads and high temperatures 1822 Gulf Building, Pittsburgh 30, Pa. ; 

r 

iE FINEST PETROLEUM PRODUCTS FOR ALL YOUR NEEDS . 

i 

d 
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RBsz«&W FASTENERS - 
S7rong Poin of any asseinbly 











Where the heat’s on 
to lift bolts and nuts out of the ordinary 


| # won't see these spheroidizing 
furnaces in many bolt and nut plants. 
They call for a big investment of 
money. But to a company that wants 
to be sure of conditioning metal for 
the best bolt and nut possible, they're 
worth it. 


In the photo above, you see R. M. 
Hubley setting up to anneal coils of 
wire rod to change its structure for the 
better. Next, he'll hoist the furnace at 
right, setting it down over the stacked 
coils. This special equipment makes it 
possible to accurately control the heat- 
ing, cooling and the atmospheric con- 
ditions inside the housing. 


Working with the most modern and 
complete facilities, RB&W men can 
bring to bear the full extent of their ex- 
perience. And experienced they are... 
most have long years of service in the 
company. Some have followed their fa- 
thers’ and even grandfathers’ footsteps. 


It’s this combination of equipment, 
experience and quality control through- 
out RB&W plants that assures you 
more quality for your money ... a 
reliable source of supply . . . and strong 
fasteners that never let you down. 


Russell, Burdsall & Ward Bolt and 
Nut Company, Port Chester, N. Y. 





Plants at: Port Chester, N. Y., Coraopolis, Pa.; 
Rock Falls, Ill.; Los Angeles, Calif. Additional 
sales offices at: Ardmore (Phila.), Pa.; Pitts- 
burgh; Detroit; Chicago; Dallas; San Francisco. 
Sales agents at: New Orleans; Denver; Seattle. 
Distributors from coast to coast. 





@ seal 
new 
concrete 


; properly sealed, a new concrete floor CEM-SEAL is also an ideal primer for renewing old 
1 natural tendency to deposit alkaline concrete floors. 


ilts on the surface as it cures. This causes 
face powdering. called “dusting” or 


rr) 


Check these CEM-SEAL advantages—never before 
available. 


EM-SEAL acts as a cap or dam to hold 1. Goes on easy — just sweep floor and apply. 
isture down below the surface. This pre- 2. I-coat quick dry application — seals: moisture in 
ts formation of the damaging salts — and the concrete. 
prolongs the curing period of the 
ete. The surface comes through denser, 
ler, more resistant to wear. 


Complete curing of concrete gives you a dense, uni- 
form surface with longer life. 


ae Protects floor from stains while other building trades 
cation is simple and easy. Treat acres 


floor in a short time with big sheepskin 
ators. Floors can be opened to traffic 
ust 4 hours. 


are at work. 


» 


Prevents “dusting” and efflorescence. 


> 


Gives you a smoother surface for easy maintenance. 
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HILLYARD CHEMICAL CO. 


St. Joseph, Mo. 


Please send me full information about Hillyard CEM-SEAL. 
...for new concrete Hillyard Maintaineers®, 
trained floor experts, are 
stationed in principal cit- 
ies. There is one near you, 
who will be glad to con- 
sult with you on your 
problem of treatment or 
maintenance of any type 
floor No charge, no obli- 
gation for this service. 


for renewing old concrete 


Ds 

0. 
oO 
“ 
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a _ ST. JOSEPH, MISSOURI 
ei Mail This Coupon Today San Jose, Calif. Passaic, N. 2 
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*QUESTION-MARK FITTINGS 


Who is manufacturer ? 

How about his reputation ? 

What is his experience ? 

Does he give service? 

Does he offer complete line? 

Is stock available nearby ? 

Do fittings meet U.S. standards ? 
Are dimensions accurate ? 

Is circularity true ? 

Equal to strength of pipe? 


Are.fittings permanently marked 
with manufacturer's trademark 
and material designation ? 


YOU RUN THESE RISKS 
WITH THESE UNKNOWN PRODUCTS: 


Failure in service...work stoppage. .. waste. 
impaired efficiency due to improper design. 
Non-uniformity. ..wastes manhours. 

Poor availability... costly in emergencies. 
Short-line supply... handicaps selection. 

Lack of service or responsibility. 

Lack of engineering help on piping problems. 
Lack of cost-cutting advancements. 











Romouberv he trade-marks “tt” 


and “TUBE-TURN 
only to products of TUBA TURNS. 


How to safeguard your piping 


and get wore fOr you WLOKEY 


When you buy TUBE-TURN* Welding Fittings and Flanges, you get these known values: 


TOP QUALITY AND SAFETY 
ENGINEERING SERVICE 
PROMPT DELIVERY 


ey are made in U.S.A. and are identi- 
| by the trade marks shown above. 


y meet ALL American Standard and 
ifety Code requirements. 

[hey are engineered to give maximum 

rength and performance and in many 


RESPONSIBILITY 
WIDE SELECTION 
DESIGN ADVANCEMENTS 


PRECISE UNIFORMITY 
LOWEST-COST PERFORMANCE 


cases exceed requirements by generous 
margins. 


To get more for your money in welding 
fittings and flanges, specify the leading 
brand and buy from your trusted Tube 
Turns’ Distributor. 


The Leading Manufacturer of Welding Fittings and Flanges 


TUBE TURNS 


KENTUCKY 


A Division of National Cylinder Gas Company 


DISTRICT OFFICES: NewYork + Philadelphia © Pittsburgh * Cleveland + Detroit * Chicago « Kansas City * Denver 


Los Angeles « San Francisco ¢ Seattle © Atlanta « Tulsa « Houston © Dallas « Midland, Texas 


LOUISVILLE 1, 


Tube Turns’ nearby 
complete stock SAVES 
YOUR PURCHASING TIME 


Tube Turns’ pioneering 
research GIVES YOU 
ADVANCED PRODUCTS 


Tube Turns’ engineering 
help GIVES YOU COST- 
CUTTING IDEAS 


*TUBE-TURN” and “tt” 
Reg. U.S. Pat. Off. 
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Purchasing men who use Long 



























Distance systematically find that: 
(1) it produces results and (2) it 
helps cut down paper work. 


Long Distance can help you find 
the goods and supplies you need 
at the right time, at the right price. 























ering 
You You can “key” your inventory to 
ucTSs 

the rate of turnover. 

Hundreds of firms save purchas- 
ing time and money through the 
planned use of Long Distance. We 
have specific suggestions based on 
their experience and we'll be glad 
to pass them along to you. Just 
call the Bell Telephone Business 

ro 4 LONG DISTANCE RATES ARE LOW Here are some examples: Office and a representative will 
New York to Philadelphia. . 50¢ Dallas to New Orleans . . $1.25 visit you at your convenience. 
Cleveland to Pittsburgh . . 60¢ Chicago to Denver .. . $1.60 
Des Moines to Minneapolis . 85¢ Boston to Los Angeles . . $2.50 
These are the daytime Station-to-Station rates for the first BELL TELEPHONE SYSTEM 
three minutes. They do not include the 10% federal excise tax. 
CALL BY NUMBER. IT’S TWICE AS FAST. 
ee 
“tt” 


For. More Information Circle No. 129: on Inquiry Card—Page 17: 
Avucust, 1955 35 





end For This NEW Catalog 
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LUBRICATING DEVICES 
SHAFT SEALS 


THE STANDARD FOR INDUSTRY 
FOR HALF A CENTURY 

















Gits Bros. Mrc. Co. 
CHICAGO 




















More than 100 pages of actual-size illustrations, de- 
tailed specifications, cross-section drawings and brief 
but complete descriptions of Gits lubricating devices 
and shaft seals. Here’s a “must” for your day-to-day 
reference. Send for it today (on your company letter- 
head, please). 


GITS BROS.MFG. Co. 
1865-B South Kilbourn Avenue 
Chicago 23, Illinois 
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> SHOP EQUIPMENT 


preferred because... 





Larne 

























°,9 
u's 
@ PRACTICAL 


© EFFICIENT 
® ECONOMICAL 


A UNIT FOR EVERY PURPOSE 


Here’s a complete line of Shop Equipment designed 
to make your work easier and more efficient. These 
pieces will save you countless hours of wasted time and 
effort in the shop—for “you know where to find things.” 
They save serious losses of valuable material too, for 
those that should be are equipped with trustworthy 
locks. All are made of heavy gauge steel to stand long 
life and rugged usage. Most of them are shipped KD 
(knocked-down) to save shipping costs; easy to follow 
assembly instructions come with every unit. If ordered 
in large quantities these units will be finished in any 
color of your choice at no extra cost. 


LOCKERS AND CABINETS TOO 














JET-LOK construction, the feature that saves you time 
and money, put the “steel-pride” Locker and Cabinet 
in a class by itself. This same principle of construction 
adds strength, provides for extra rigidity, affords 
greater pilfer protection and eliminates bellying no 
matter what length of multi-unit is involved—single 
or double row. Available in Forest Green or Office Gray. 

























a 
; HE WHOLE STORY. 
YD COUPON FOR 
CATALOGS AND 
VAME OF 
NEAREST 
DEALER. 











We are equipped 
to manufacture 
special items to 
meet your exact 
specifications. 

















@ 
steel-pride 


STEEL SERVICE MANUFACTURING CO. 


STEUBENVILLE, OHIO 











2 
TEEL SERV MANUFA & 
“STE ICE ANUFACTURING CO. ; 


deich od Csken cd ack ct saci a PASS * 
DD Steel-Pride Shop Equipment apenas ah ‘ 

















“The whole thing in that one box?” 


Precisely. Customer of ours packs these handsome 
double dressers (disassembled, of course) in this 
compact corrugated H&D box, ships them as far away 
as South America without a scratch. 


Smart packaging. Freight costs and packing time 
are cut; the product gets ample protection. 

What more can you ask of a shipper? And why 
ask less? For a happy solution to your own 
packaging problem, drop us a line. 


HINDE & DAUCH 


AUTHORITY ON PACKAGING ¢ SANDUSKY, OHIO 
13 FACTORIES e 40 SALES OFFICES 
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TRENTWELD stainless tubing in handle of 
Sunbeam frypan 


ny 


A Bl ying? 
& 4 P=) , 


t 


| TRENTWELD | 








Stainless tubing 
chosen for connecting unit of 
new automatic frypan 


Two six-inch lengths of TRENTWELD stainless tubing form an impor- 
tant element of this popular new automatic frypan. One tube carries the 
electrical connection to the heating element embedded in the pan, and 
the other carries the dial connections to the thermostatic control. They 
make a tight, waterproof seal . . . and add strength to the bakelite handle. 


You'll find more and more manufacturers specifying TRENTWELD 
for products ranging from frypans to heat exchangers. That’s because 
you just can’t buy better tubing than TRENTWELD, no matter what 
the application. TRENTWELD stainless and high-alloy tubing is a prod- 
uct of tube mill specialists. 


And when it comes to sizes and finishes, Trent provides the widest 
range in the industry . . . standard sizes from 14” to 40” O.D. — larger 
sizes on special order. Next time you need tubing be sure and make it 
TRENTWELD. 


STAINLESS STEEL TUBING 


TRENT TUBE COMPANY, GENERAL SALES OFFICES, EAST TROY, WISCONSIN (Subsidiary of CRUCIBLE STEEL COMPANY OF AMERICA) 
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FLEXLOC AT WORK 





DESIGNER OF WELDING DIE uses one-piece, all-metal thin 


FLEXLOCs as stop nuts on flexible cable assembly. Although the assembly swivels, 
FLEXLOCs won’t work loose. 


Nuts that loosen cause trouble. Contact is poor; flow of current erratic; welding 
faulty—and faulty welding means inferior finished jobs. 


Don’t take any chance of nuts loosening on vital assemblies. FLEXLocs are made 
to stay put. And they are available in a wide range of sizes, types and material. 
See your authorized industrial distributor for Bulletin 866 and samples. Or write 
STANDARD PRESSED STEEL Co., Jenkintown 31, Pa. 


Use FLEXLOCs anywhere safely 





ON ROUGH BOLTS. They’ll smooth out bolt threads without damaging the threads 
of the nut. 


IN TEMPERATURES TO 550°F in plated nuts and even higher in unplated ones. High 
temperatures do not affect FLExLocs. Nuts with non-metallic inserts fail under 
such conditions. 


AS STOP OR LOCK NUTS. After at least 114 threads of a standard bolt are past the 
top of the nut, the FLEXxLoc stays put. 


REGARDLESS OF MOISTURE, OIL, DIRT OR GRIT. None of these conditions make any 
difference to a FLExLoc, and vibration won’t loosen it. 





FLEXLOC 





® 


LOCKNUT DIVISION 


JENKINTOWN 
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Correct Lubrication 


cured it—saved over 
$8,000 a year! 


It was almost as if some superhuman 
hand were holding it back, preventing the 
massive 5-ton table from moving smoothly 
on its ways—causing it first to stick and 
then jump forward erratically. 

This trouble happened in a plant using 
a huge hydraulic surface grinder for rough 
and precise finishing of parts for home 
power saws. To obtain precise finishes, 
table speed had to be reduced; but when- 
ever this was done the table jumped, 
resulting in poor finish and excessive 
rejects. To overcome table jumping, the 
operators tripled hydraulic pressure in the 
machine. This caused failure of tubing 
and fittings, increased wear, shut down the 


grinder an average of 10 hours a week! 

A Socony Mobil man discovered this 
trouble while providing engineering ser- 
vice to this plant. After studying the 
grinder, he recommended using a special 
Gargoyle oil for table way lubrication. 
This cured the table sticking and jumping. 
Hydraulic pressure was reduced to normal. 
The plant is now saving $8,000 a year on 
production alone—has cut maintenance 
costs drastically! 

* * * 

A program of Correct Lubrication en- 
titles you to this same kind of lubrica- 
tion engineering service. Use it in your 
plant to improve production—cut costs! 


SOCONY MOBIL (ucci Lobudhon 


FIRST STEP IN CUTTING COSTS 


SOCONY MOBIL OIL CO., INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP 


Formerly Socony-Vacuum Oil Company, Inc. 
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see 
its 
extra 
values 


Examine this new OIC valve model for 5 min- 
utes. See how its unusual design features can 
lower your valve and maintenance costs. 

It’s an exact 2” model of the newly designed 
OIC cast steel, lubricated plug valve. On test, its 
6” big brother endured 3000 full openings and 
closings at 425 p.s.i. pressure on solvent. It re- 
mained pressure tight, operable at low torque, and 
showed no sign of galling or seizing. You'll un- 
derstand why, when you study the model. 

See how its exclusive gland liner retains plug 
adjustment longer. Examine the valve’s multiple 
seals. Operate it. Look at the design of its 4 plug 










\Vatves 

















grooves and see how more efficient lubricant dis- 
tribution preserves the valve’s primary seal. Its 
many life-extending features are all in the model. 
Every OIC salesman has one. When he calls, 
ask to see it. Analyze its values. You'll be han- 
dling a model of the most 
modern lubricated plug 
valve known. ¢") : 
For complete advance | =) 
information and specifica- 
tions on the OIC lubri- ee - 
cated plug valve line, write | velves.. 
for Bulletin 1003. ee 





Med bad BZ a 


THE OHIO INJECTOR COMPANY * WADSWORTH, OHIO 


FORGED & CAST STEEL, LUBRICATED PLUG, 


BRONZE & IRON VALVES 
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G-E LAMPS GIVE YOU MORE FOR ALL YOUR LIGHTING DOLLARS 


TTT TTR a PRR ENE EE 


| 
| 





New General Electric 200-watt bulb takes 
less space, but gives more light 


NEW General Electric 200-watt bulb. shorter and slimmer 
than the old one, fits into fixtures and lamps that would 
formerly take nothing larger than a 150-watt bulb. 


The new G-E bulb gives about 3% more light than the old 
one. In the new bulb, the filament is an efficient cozled coil, 
which needs only one support. The filament of the old bulb is a 
single coil which needs three fine-wire supports. Although 
these support the filament firmly, they tend to cool it and slight- 
ly reduce the light. Based on average operating costs, the extra 
light of the new bulb is worth 7¢ to 10¢ over the life of the bulb. 


Though the new design puts the hot filament closer to the 
base, the new General Electric 200-watt bulb is safe to use even 
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in paper-lined sockets. That’s because of a heat-reflecting disc 
of aluminum between the base and the filament. 

With all this extra value built in, the new bulbs list at a penny 
less than the old. For more facts on how General Electric gives 
you more for all your lighting dollars, write for a 16-page G-E 
progress report to lamp users. It’s free, just write General Elec- 
tric Company, Dept. 482-P-8, Nela Park, Cleveland 12, Ohio. 


Progress /s Our Most Important Product 


GENERAL @@ ELECTRIC 
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Deadnaiten i 
Wheel guard removed to reveal cutting action 


SLICE THROUGH METAL... 72 times /aster 


RUBBER BOND For wet cutting-off, with smooth, clean cuts free from 
burr or discoloration. Tolerances can be held within thousandths. 


RESINOID BOND For dry cutting at high speeds. Rigid scientific con- 
trols during wheel manufacture insure perfect balance, running truth and 
straightness. 


“CARBOFLEX" FIBRE-REINFORCED BOND For portable cutting 
and slotting, where severe side pressure and heat shock is encountered. 
Resilient construction gives cushion-like action and maximum safety. 


FREESOOKLET ON METALLIC CUTTING-OFF! Write to The 
Carborundum Company, Dept. PU’ 81-52, Niagara Falls, New York. © 
In Canada: Canadian Carborundum Company, Ltd., Niagara Falls, Ont. 


SEEIS YOUR CARBORUNDUM DISTRIBUTOR CARBORUNDUM Can give you more production at lower cost, 
OR SALESMAN He's listed in the yellow pages of your whether you're slitting fountain-pen points or cutting heavy 
phone book under “Abrasives” or “Grinding Wheels.” Call castings. He's ready to work with you on any cutting, grinding 
him today—he'll show you how abrasive cut-off wheels by or finishing problem. 


PURCHASING 





with abrasive CUT-OFF WHEELS 


Metallic cutting-off on a production 
basis, to extremely close tolerances...as 
well as accurate off-hand cutting with 
portable equipment, is possible on/y with 
abrasive cut-off wheels. CARBORUNDUM 


has developed precision cutting-off 


wheels for every operation and every 
kind of metal...ferrous or non-ferrous, 
annealed or unannealed...rod and stock, 
thin or heavy-walled tubing, or sheet. 
THE RIGHT WHEEL on the correct 
machine will cut twelve or twenty times 


fasterthan power hacksaws. And youelim- 


inate the extra grinding and finishing 
operations usually required after shear- 
ing or flame-cutting. Bring your cutting- 
off operations up to date—use abrasive 
cut-off wheels by CARBORUNDUM. 


CARBORUNDUM 


REGISTERED TRADE MARK 


...continually putting more SENSE /n your abrasive DOLLAR 


61-54 


For More Information Circle No. 138 on Inquiry Card—Page 17 


Avuecust, 1955 


- 


45 











nm ee = eee 


SAW BLADE PRE-TESTING 


another MILFORD contribution 


to CREATIVE PURCHASING 


PURCHASING to create profits, you must be SURE that every dollar 
r hack saw or band saw blades will return the greatest possible 

ids in straighter, faster cutting and longer life. And PRE-TESTING is 
of the many ways MILFORD Blades give you that assurance. 


two lots of steel respond quite alike to heat treating, each new lot is 
1 to a metallurgical test and a trial heat before production to determine 
t conditions that will produce high hardness plus optimum fine grain 
All MILFORD Power Hack Saw blades and Band Saw blades carry 
e indicating this production control. 





result: We know — and you know — that every blade leaving our BUY FROM YOUR MILFORD DISTRIBUTOR 


t carries a bonus of extra performance for your company. - - « @ local business man, to... . 
ae ae Sate ? ite SAVE TIME . . . through local availability. 
CUT BUYING COSTS . . . with one source of supply. 
modern concept of PURCHASING as a positive, profit-creating function. REDUCE INVENTORY . . . he carries the stock. 


THE HENRY G. THOMPSON & SON COMPANY 


Saw Blade Specialists for over 75 Years 
NEW HAVEN 5, CONNECTICUT 





MILFORD 


———— | 


Profile Blades and Band Saw Blades * Hand and Power Hack Saw Blades 
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ALLEN O SCREW ... SOCKET SCREW 


Although Alleno Screw is not in the dictionary, engineers 
and production men the world over say 

Allen o Screws to refer to precision socket screws. 
That’s how it is with names — probably there’s a name 
that comes to your mind at once as an out- 


standing Jndustrial Distributor in your locality. 





He is almost certain to be the one who 
handles Alleno Screw products. His ex- 
perience and extensive stock of 

Allen 0 products are the ideal combination 
to smooth out any problems 


you encounter in precision fastenings. 


THE BUY worpo w socker screws SS ALLEN 


sececTit BUY wor m sort sceews 5 ALLEN | ALLEN m.. 


MANUFACTURING COMPANY 
Hartford 2, Connecticut, U. 5. A 








5 aren! 

Allen-Type sete™5 0 
acessotily lee Me 
sine Preset 
Head screws io 
_, and silvel box 
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SALES SUCCESS 
GETTING TOO 
"BIG FOR YouR 
_ BUILDINGS? 





< 





(Series B) Type 1 


(Series B) Type 4-M 


ed storage space? This Truscon Steel Building brought raw 
: and railroad siding under one roof — provided 
for overhead crane. Materials are protected, move- 
# speeded up, congestion relieved in original building. 








(Series A) Type 1 & 1-S (Series A) Type 2 





TO HELP IMPROVE FACTORY EFFICIENCY AND ECONOMY during manufactur- YOU CAN DEPEND ON REPUBLIC FASTENERS for fast, smooth assembly and 

moving, storing and shipping operations, Republic makes a complete lasting holding power. Track bolts, screw spikes, rivets, machine bolts are 

f steel boxes, skids and pallets. Built to your specific requirements, they but a few of the more than 20,000 regular types and sizes of headed and 

readily, save floor space. Republic also makes pallet racks to provide threaded products made and stocked by Republic. Also, high-strength 

| space—and help simplify your handling problems. For instance, structural bolts, the new, fast, economical way to fasten structures perma- 

-an load or unload from either side without restacking. Let Republic nently—plus “Nylok” nuts, where vibration is a problem. Call your indus- 
gest ways to ease your handling operation. Send coupon. trial distributor. 
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STEEL BUILDINGS SUPPLY THE ANSWER 


They’re literally made to order for rapid plant expan- 
sion. Whether you need a single building or a well- 
arranged group, Truscon, the world’s largest manufac- 
turer of metal building products, can help you select 
the right layout to fit your exact needs. 


Truscon Steel Buildings are produced in many de- 
sired types and sizes. All are finely engineered struc- 
tures with sufficient flexibility of design to permit easy 
adaptation for any requirement. 


Truscon Steel Buildings offer other advantages, too, 
such as economies of standardization, fire protection 


(generally reflected in insurance rates), ease and speed 
of erection, low maintenance expense, and high invest- 
ment value. Moreover, by tailoring your building to 
gain a better use of space, a more favorable earning 
capacity is sure to result. 


If your business is booming, it will pay you to 
anticipate your future needs. Take a minute to write 
us about your requirements. Truscon engineers will 
work with your staff and architect to develop an eco- 
nomical building-expansion program for you. Send 
coupon today for Truscon’s fully illustrated, 24-page 
catalog giving full details. 


REPUBLIC STEEL 
Weleli Wider Renige. of, Strwcland, Stal avd, Sol Prodlucts 


NEED TEMPORARY WATER LINES? No better way than with Republic Plastic 
Pipe. Use it anywhere. Just lay it on the surface, even around corners, pick 
it up later for re-use. Necessary connections are easily and simply made. 
Keep Republic Plastic Pipe handy on every job. Choose from three kinds: 
Flexible Polyethylene, Semi-Rigid Butyrate and Kralastic—all lightweight, 
tough and corrosion-resistant. Pipe distributors have them in stock for you. 





aaa aE aaa aE ae eee eee ee ee ee ee 


REPUBLIC STEEL CORPORATION 
3126 East 45th Street 
Cleveland 27, Ohio 





Please send more information on: 


CZ) Truscon Steel Buildings C) Republic Bolts and Nuts 


Republic Materials 


F 
i 
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Sailing Seulement CJ Republic Plastic Pipe 
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Name Title 





Company 





Address 





City Zone State 
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lo be used on periphery only. 


versal favorite for removing light welds, breaking edges on maciinall work, bbne- 
x off flash from plastic parts and many other light portable and bench grinding op- 



































referred cut-off wheel for non-ferrous and non-metallic jobs. Also excellent for cut- 


pe, slotting rails, tuck pening, etc. Used on swing-frame and stationary type 


machines, large and sma 


The jobs they do!...The money they save! 


Norton Reinforced Wheels add the TOUCH of GOLD” 


] portables. 


fo countless everyday grinding jobs 


yrton Reinforced Wheels you 
long service life, exceptional 
cool, trouble-free 
- the Norton-engineered 
Gold” that saves you money 
lest range of routine grinding 
mm light deburring to heavy 
or 


ind fast, 


top grinding performance 
Reinforced.Wheels add a wide 
All four are resinoid 
ind reinforced by layers of 
ric molded into them. As 


I safety. 


ni-flexible straight wheel, cotton 
nforcement. Also available in 
wheels, points and hand sticks. 


Straight wheel with glass cloth re- 
ent. Primarily a cut-off wheel, its 
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rough, knurled sides provide additional 
cutting action. 


BD — Rigid hub-type. Glass cloth and 
Nylon reinforcement. Designed especially 
for right angle portables and disc sanders. 


BFR — Semi-flexible hub-type. Cotton 


fabric and Nylon reinforcement. 


SEE YOUR NORTON DISTRIBUTOR 
for a demonstration of Norton Rein- 


NORTON 


ad 
BF MOUNTED WHEELS AND POINTS have the 
same strong laminated construction as the 
larger BF wheels. For polishing die cavities, 
chamfering, Brinell spotting, etc. For hand 
finishing, use BF sticks. 


BD A specialist in heavier stock removal, 
such as welds on fabricated work, smoothing 
flame-cut edges, cleaning between teeth of 
gear castings, etc. — also for slotting, notch- 
ing and cutting-off. 










BFR Excels at the lighter portable jobs, such 
as rust and scale removal, light weld grind- 
ing, scarfing and beveling, blending con- 
tours, notching gates and risers. 


forced Wheels in your shop. Ask him for 
the big new catalog on Reinforced 
Wheels. Or write to Norton Company, 
Worcester 6, Mass. Distributors in all 
principal cities, listed under “Grinding 
Wheels” in your phone book, yellow 


pages. Export: Norton Behr-Manning 
Overseas Incorporated, Worcester 6, 
Massachusetts, 


Qlaking better products «+ to make your products better 


W-1638 


and its BEHR-MANNING division 


NORTON COMPANY: Abrasives * Grinding Wheels * Grinding Machines ¢ Refractories 
BEHR-MANNING DIVISION: Coated Abrasives * Sharpening Stones ¢ Pressure Sensitive Tapes 
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RHEEM DOES THIS... 








INSTEAD OF THIS... 





\ 


\ chemical 
residue 


...to give you longer lasting 
linings for steel drums 


Rheem-lined steel drums last longer, and here are two 
good reasons why: 


1. INTEGRATED LININGS 2. SHOT-BLASTING 


Yes, Rheem linings are bonded directly to the steel with 
a bulldog grip. They’re integrated linings. There’s 
nothing between the steel and lining to cause flaking 
or peeling—nothing that can be attacked by packaged 
chemicals! And the linings last longer. 


Rheem physically cleans and roughens its steel by 


YOU CAN RELY ON 4D 


7600 S. Kedzie Chicago 29, Ill. 


MANUFACTURING COMPANY 


shot-blasting. Bombarding the steel with high-carbon 
shot, Rheem can thoroughly remove scale and properly 
roughen the surface that must accept the lining. There 
isno chemical residue that could interfere with the lining 
application, and the hills and valleys of the steel 
offer a more positive gripping surface for the lining. 


Next time you place an order for steel containers, 
remember this: Only Rheem drums have integrated 
linings. And because they last longer, they give you 
better protection for your product. 


RICHMOND AND SOUTH GATE, CALIF., HOUSTON, 
CHICAGO, NEW YORK, NEW ORLEANS, LINDEN, 
N. J. AND SPARROWS POINT, MARYLAND. 


“It’s better to. ship in steel”’ 


World’s Largest Manufacturer of Steel -Shipping Containers 





YOUR B&W FITTINGS DISTRIBUTOR CAN SAVE YOU TIME AND MONEY 


— He carries and maintains a wide variety 





of sizes and types of B&W Seamless 
>\Y Welding Fittings for every requirement. 


It’s his business ...a dependable 


source of supply... to serve you. 
Contact your nearest B&W Fittings 


Distributor now. 








For the name of your B&W Fittings Distributor, call any NATURAL 
of these B&W Tubular Products Div. District Sales Offices: SOURCE FOR 


Beaver Falls, Pa. Detroit 26, Mich. Philadelphia 2, Pa. Vauens "CBU A, A) © 
Boston 16, Mass. Houston 19, Tex. St. Louis 8, Mo. ‘< 


77) RO, 
Chicago 3, Ill. Los Angeles 17, Calif. San Francisco 3, Calif. FITTINGS WIS 1, P UCTS 


Cincinnati 6, O. Milwaukee 46, Wis. Syracuse 2, N. Y. 
Cleveland 14, O. New York 16, N.Y. Tulsa 3, Okla. 


* 


FA-5918 
THE BABCOCK & WILCOX COMPANY tubviler Products Division — Fittings Department * 3839 W. Burnham Street * Milwaukee 46, Wisconsia 
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STRONGER 
CONSTRUCTION 


SWIFTER 
PRODUCTION 


NEATER 
INSTALLATION 


with Phillips Cross-Recessed-Head Screws 









‘ k 4 +. 
oe \ L fe bed 


SURFACE MARRING DANGER ELIMINATED on cer- 
tain types of push button stations manufactured 
by The Clark Controller Company, Cleveland, 
Ohio, a major manufacturer of one-of-a-kind 
electrical controls. ‘‘We selected Phillips Screws 
because of their neat appearance and because 
they permit easy assembly with driver slippage 
reduced to a minimum,” says Engineering 
Standards Manager. 









>. = ~s 
RUGGED PERFORMANCE STANDARDS are met by use of 39 Phillips Screws 
on one electronic assembly at the Gray Manufacturing Company, 
Hartford, Conn., makers of Audograph Soundwriter. Gray’s Chief 
Estimating Engineer says, “Improved efficiency and speed of produc- 
tion make the selection of Phillips Screws almost automatic. We get up 
to 20% increased production.”’ 





















chClUp 
= re THE FASTENERS OF TODAY... 
° AND OF THE FUTURE 
z & x oa the spot , 
“a Ss the mark of extra quality 





Allmetal Screw Products Company, Inc. « American Screw Company « Atlantic Screw 
Works, Inc. « The Blake & Johnson Co. + Central Screw Company « Continental Screw 


TIME pam LABOR SAVING ADVANTAGE... Company « The Eagle Lock Company « Elco Tool and Screw Corporation + Great Lakes 





in addition to extra-secure bonding .. . 
makes SEMS type Phillips Screws, with 
attached lock washers, very popular in 
Otis Elevator Company’s production of 
these current-carrying contacts. Says Otis’ 
Consulting Engineer, ‘Phillips Screws 
mean greatly increased production, de- 
creased assembly time, a neater installa- 
tion, tighter, more positive contact, and 
surer driver bit centering.” 





Screw Corporation « The H. M. Harper Co. « The Lamson & Sessions Company 
National Lock Company « The National Screw & Manufacturing Co. + Parker-Kalon 
Div. General American Transportation Corporation « Pheoll Manufacturing Company 
Rockford Screw Products Company « Scovill Manufacturing Company « Shakeproof 
Division Illinois Tool Works « The Southington Hardware Manufacturing Company 
Sterling Bolt Company ¢ Universal Screw Company + Wales-Beech Corporation 


Peekaboo Wall. In Chicago’s newest parking garage, the architects 


wanted a wall material that was both beautiful and functional, one that 

& Dolio would stay that way for years without maintenance. They took off into the 
blue and designed themselves a unique wall of strand—Tiger Brand Stainless 

Mid-Continent Company Steel Strand. This stainless steel strand makes a striking appearance, re- 
sists torsion, and was easy to install. American Quality Springs provide 


of cable assemblies) the tension (1,000 pounds) to keep the strand taut and straight. 
rchitectural Metals, Inc 
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RIGHT Rope | 


for these jobs... 
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Pre-fab Steeple. 


It would have been costly and time con- 
suming to erect this steeple piece by 
piece at the site. So it was pre-assembled, 
then lifted into place with a mobile crane. 
This was no easy lift—if you doubt it, try 
dangling a 5-ton church steeple on the 
end of a 100-ft. boom sometime and see 
how it acts. In this case, the operator 
made the lift quickly and with no trouble. 
He could count on the strength of a 34” 
Tiger Brand Hoisting Rope for safety. 
The smooth spooling of this rope helped 
him maneuver the spire into position. 


The Right 
Wire Rope 
will do 
the trick! 
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On Any Job. 


Hundreds of combinations of strengths, 
sizes, constructions, lays, and steels are 
available in the complete line of Tiger 
Brand Wire Ropes. As a result, you can 
get a Tiger Brand Rope to suit every 
lifting job you will ever encounter. And 
you can depend on its performance. 
Tiger Brand has proved in actual service 
that it lasts long. Get in touch with your 
local Tiger Brand Distributor next time 
you need dependable wire rope. 


AMERICAN STEEL & WIRE 


DIVISION 
UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO * TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


USS AMERICAN TIGER BRAND WIRE ROPE 
Excollay Cheformed 


Moe eee ee ATE S....S T ££ i} 
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But now he’s all sweetness—the light just broke through. 
Could swift RAILWAY EXPRESSbe your answer, too? 


w-moving shipments kept Joe in a pickle, 
His sour disposition nothing could tickle... 











The big difference is 





Whether you’re sending or receiving, whether your 
shipment is big or small, and whether it’s 


N\ LW4 
moving by rail or air—you’ll find it pays to specify Q L 
EXPRESS 


Railway Express. It makes the big difference 


in speed, economy, and safe, sure delivery. a 3 E N Cc 


Railway Express uses the facilities of some 480 in- 
dependent and competitive transportation compa- 
nies in the movement of express traffic. It’s free 
enterprise at its best, putting at your service one- 
third of a million miles of co-ordinated rail, air, water, 


and truck routes that connect all America. eee safe, swift, sure 
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REMARKABLE 
NEW STEEL 


for heavy-duty 


N this new engineering material 

USS “T-1” Steel—you get a com- 
bination of mechanical properties 
never before obtainable in a single 
steel. 

In “T-1” you get great strength (a 
yield strength of 90,000 p.s.i.), yet 
you can fabricate this steel easily and 
at low cost. You get a steel with good 
creep and rupture resistance at tem- 
peratures as high as 900° F., yet so 
inherently tough that you can also 
use it in heavy-duty jobs at sub-zero 
temperatures down to —40° F. In 
“T-1”, in brief, you get a steel that 
withstands severe impact abrasion 
and, at the same time, resists cor- 
rosion at all temperatures. 

This unique combination of prop- 
erties helps you to cut costs and im- 
prove performance in an extremely 
wide range of industrial applications. 

“T-1” enables you to reduce the 
size and weight of heavily stressed or 
heavily abused parts with no sacrifice 
in service life or dependability .. . 





SEND FOR FREE BOOKLET 


This valuable booklet gives the full 
story of “T-1” Steel . . . facts which 


welded equipment 
SAO 


= 
i 
Strong, tough USS “T-1” Steel 


improves performance... reduces costs 


and it enables you to increase the 
load handling capacity of excavat- 
ing, hauling, or storage equipment 
with no increase in physical size or 
weight. 

You can use “T-1” Steel to reduce 
fabricating costs, because you can 
weld it or flame cut it without pre- or 
post-heating. Heavy-duty equipment 
now can be fabricated either in the 
shop or the field—wherever it is more 
convenient and less costly—without 
the lost time and extra expense in- 
volved in heat treatment. When you 
use “T-1” Steel to reduce the size of 
welded sections, you cut welding 
time and the amount of welding rod 
needed. That’s more money saved. 


It has also found many applica- 
tions and given outstanding per- 
formance where severe abrasion is 
encountered. 

You can use the high-temperature 
strength of ““T-1” Steel to increase 
the service life of steel mill equip- 
ment and rotating machines. You 
can use its amazing sub-zero tough- 
ness and resistance to abuse in ex- 
cavating and mining equipment that 
must eperate outdoors in the most 
severe weather. In fact, with “T-1” 
Steel you can increase the strength, 
dependability, and safety of heavy- 
duty equipment for use at any at- 
mospheric temperature. Send the 
coupon for complete information. 


U.S. STEEL SUPPLY 


DIVISION 


General Offices 
208 So. La Salle St., Chicago 4, Ill. 


Warehouses and Sales Offices 
Coast to Coast 


U. S. Steel Supply, Dept. 685 
208 So. La Salle St., Chicago 4, Ill. 


[] Please send me your booklet “United States Steel presents T-1’ 
which contains the full story of “T-1” Steel. 


] Have your representative get in touch with me. 








may be very useful to you. Mail the NS a cadens dae bubs oboe sdew bbe bs bee ks see 
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can spot productive hands by the 





Behr-cat tapes 


boost production 


all along the line... 


PURCHASING 


company they keep... 


Cutting costs-all t through th the plant 


With these easy-to-handle Behr-cat tapes on hand it’s a cinch to come 
up with better jobs in record-breaking time. The right combination 

of strength, stick and strip make this possible. Whatever the 
operation, whether masking, drafting, strapping or electrical, there’s 


a Behr-cat tape available you can count on. Try them. 


To get complete information on any or all of these tapes, 


write Behr-Manning, Troy, N. Y., Dept: PU-8. 


In Canada: Behr-Manning (Canada) Ltd., Bran 
For Export: Norton Behr-Manning Overseas Inc., Ne 


Behr-cat Masking Tape—sticks tight, stays Behr-cat Drafting Tape — does not deface Behr-cat Plastic Electrical Tape — resists 
in place, unrolls easily and resists tearing. or discolor drawing paper or cloth. acids, alkalies, corrosion, weather. 





A COATED ABRASIVES 
HR - NING A SHARPENING STONES 
A PRESSURE-SENSITIVE TAPES 
itis of NORT ON Company 
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\ facts 


Wee TT eT) 
| about BATH gage 
production 






Bath Gage manufacture 
is based on quality 


e Bath Gage engineering 
features experience 


e@ Bath Gage personnel 
is highly skilled 


Bath Reversible Thread and 
Reversible Cylindrical Plug 
Gages 


e Bath Gage equipment 
is thoroughly modern 


@ Bath Gage production methods 


are progressive 
site A request on your business 


letterhead will bring your 
Bath products have always been manufactured on an established copy of the new Bath Tap 


policy of high quality. The basic desire to produce gages that and Gage Catalog. 
are primarily an accurate standard of measure, requires expe- 
rienced engineering, skilled craftsmen, modern equipment and 
progressive methods — plus a determination to build a reputation 
in the industry for gages that combine precision and long wear 
life. 


Chis policy has been carefully maintained and today, Bath gages 
have earned recognition along with Bath taps, for dependable 
performance ... proof of the adage “just as the twig is beat, 
so the tree’s inclined”. 





to be Safe... pays 
to 


Gages 


JOHN ATH & CO., Inc. 


30 Grafton St., Worcester, Mass. 


CYLINDRICAL PLUG AND RING GAGES + THREAD PLUG AND RING GAGES + THREAD MEASURING WIRES 
MASTER SETTING DISCS + INTERNAL MICROMETERS + GROUND THREAD TAPS 
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FRIEND! 


Since 1876, the name Chase has been 
the symbol of top quality in brass 


Lp 






and copper. It also stands for un- 
matched service! Twenty-five Chase 
warehouses and three Chase mills 
form the most responsive and effi- 
cient source of brass and copper sup- 


CHASE 


NEW SERV 


ply in the nation! 


Ck! 


Now the Chase network assures you 














a dependable source of stainless 
steel, too! You specify the type, form 
and quantity. The Chase warehouse 
near you has it in stock—or will get 
it to you on the double, direct from 
another Chase warehouse or the 
mills. Call Chase today! Get those 
service experts working for you on 





your stainless steel requirements! 


The Nation’s Headquarters for Brass & Copper 

Albanyt Chicago Detroit Los Angeles New York St. Louis 

Atlanta Cincinnati Grand Rapidst Milwaukee Philadelphia San Francisco 
® Baltimore Cleveland Houston Minneapolis Pittsburgh Seattle 


Boston Dallas Indianapolis Newark Providence Waterbury 


SAAsas B- COPCCRE. C66 OQ ee wr SEE 


WATERBURY 20, CONNECTICUT + SUBSIDIARY OF KENNECOTT COPPER CORPORATION 
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New Clemson 18” power lawn mower 


New Lightweight Power 
Lawn Mower--- 








Utilizes 34 die-castings to 


cut production costs, assembly C&i 


time and integrate parts 
Die-cast gears, worms 


to die-castings Chaving spec- 
sfully since the earliest 

, Clemson Bros., of Middle- 

Y., a leading lawn mower manu- 
ided to go all out on their 

r unit. Reason: Clemson found 
ut costs and could withstand 
hock, stress and strain. In ad- 
1eers had increased freedom in 
more efficient, sales-appealing 
king closely with Precision 

, they made maximum use of 
isting techniques to produce 

| steel inserts, worms, sleeves, 


‘i 
\ 


Die-cast steel inserts 


1 surfaces and achieve unusual : if you are planning to design functional parts, why not 
Majority of machining done by : Extensive Use of look inte the advantages of aluminum, magnesium er zinc 
/ 5S / : die-castings. Precision’s team of creative engineers will be 


ter simplified assembly of com- : Functional Die-Castings glad to show you how this modern production process can 

ts. manv of which were held : Pays Dividends help cut costs and supply unlimited number of identical 

: C : parts, held to close tolerances. Write on your letterhead 

t i lose tolerances they could be : for a copy of ‘‘Die-Castings...Unlimited.”” Address: Preci- 
, rot ” sion Castings Co., Inc., 311 Walnut St., Fayetteville, N. Y. 


Serene weneeeenceeeccceececssesescecccscsccesseeseseseeer 
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FAYETTEVILLE, N. Y. — SYRACUSE, N. Y. — CORTLAND, N. Y. — NEW YORK, N. Y. 
CHICAGO, ILL, — CLEVELAND, OHIO — KALAMAZOO, MICH, 
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HOLDTITE TAPES THAT 
SUPPORT A MAN’S WEIGHT 





HOLDTITE RESISTS 
HIGH TEMPERATURES 





HOLDTITE TAPES BAND TOGETHER 
SPECIAL MERCHANDISING 
TWO-PACKAGE OFFERS 


HOLDTITE TAPES MAKE AIRTIGHT 
MOISTURE SEALS FOR 
CHEMICAL DRUMS 






a few ‘A 
—<«@ of the © AN 
— feats Mi 


performed by \ 
U.S.HOLDTIT E°® 


pressure 


ensitive tapes 








the industrial wonder-worker! 


These amazing tapes are applied with just finger pressure. They 
bind, hold, mask, reinforce, protect and serve as indispensable 
tools for hundreds of uses in practically every known industry 
and service organization. Today, they are as indispensable as 
the telephone to the American way of life. U.S. Holdtite Tapes 
are well-named, because they never come loose by themselves; 
they must be removed. 

DRAMATIZED ABOVE ARE JUST A FEW OF THE JOBS 





U. S. HOLDTITE TAPES PERFORM FOR INDUSTRY. 
THERE ARE COUNTLESS MORE USES—EVERY DAY 
INDUSTRY CALLS UPON THESE TAPES TO PERFORM 
NEW AND UNUSUAL WONDERS. WE WOULD WEL- 
COME WORD FROM THE VAST ARMY OF PRESSURE- 
SENSITIVE TAPE USERS, TELLING OF USES TO WHICH 
THEY PUT THESE TAPES. 


“U.S.” Research perfects it...“U. S.” Production builds it...U. S. Industry depends on it. 


UNITED STATES 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


RUBBER COMPANY 





Hose « Belting * Expansion Joints « Rubber-to-metal Products « Oil Field Specialties ¢, Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 
Molded and Extruded Rubber and Plastic Products » Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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AMERICAN CHAIN 
Weed Tire Chains, 
Welded and Weldless 
Chain, ACCO Registered 
Sling Chains 

AMERICAN CHAIN DIVISION 


ALLISON 
ABRASIVE 
WHEELS 
Rubber and 
resinoid bonded 
for cutting all types 
f materials 
THE ALLISON COMPANY 


LAY-SET 
Preformed 
WIRE 
ROPE 


Nonparell 
Non-Preformed Wire Rope 
HAZARD WIRE ROPE DIVISION 





MANLEY _ 
AUTOMOTIVE f 
EQUIPMENT 
Presses, Jacks, 
Wrecking Cranes, ete. . 


MANLEY DIVISION 





{ VALVES 








ACCO 


Wert ras 





: - ACCO products are designed and 
manufactured to be “intentionally 
better. ” They are used directly, or 
as component parts in a wide vari- 
ety of products and machines. They 
help do many jobs better. 18 Divi- 
sions of the AMERICAN CHAIN 
& CABLE ComPANy manufacture 
more than 100 essential products. 





R-P&C 





, Bronze, Electric 
' tron & Cast Steel 
Valves and Steel Fittings 








TRU-LAY 

Preformed 

WIRE ROPE 

ACCO Registered 
Wire Rope Slings, 
Crescent Non-Preformed 








PENNSYLVANIA 
LAWN MOWERS 


Power and Hand Mowers 


PENNSYLVANIA 
LAWN MOWER DIVISION 


Wire Rope 
BPRS VAIS SHEN AMERICAN CABLE DIVISION 
[ | “ROCKWELL” 
| and TUKON 
| CAMPBELL MACHINES HARDNESS 
Wet Abrasive TESTERS 


oeeoemenapen rose, 


Cutting Machines, 
Nibbling Machines 
CAMPBELL MACHINE DIVISION 












CASTINGS 
Reading Electric Steel 
ACCO Malleable 


ACCO CASTING DIVISION 























MARYLAND 
BOLTS and NUTS 


THE MARYLAND 
BOLT and NUT COMPANY 


For More: Information Circle No. 


WILSON MECHANICAL 
INSTRUMENT DIVISION 





OWEN SPRINGS 


Springs and Units for 
Mattresses and Furniture 
OWEN SILENT SPRING DIVISION 









Welding Wire, 
Shaped Wire, 
Manufacturers’ Wire 
PAGE STEEL & WIRE DIVISION 


TRU-LAY 

CABLE 4 
CONTROLS : 
Aircraft Cable, Push-Pull 4 


Controls, Tru-Stop Brakes 
for Trucks and Buses 


AUTOMOTIVE 
AND AIRCRAFT DIVISION 










HELICOID PRESSURE 
GAGES 
HELICOID GAGE DIVISION 





FORD 
HOISTS 


Hand and 
Electric Hoists 


FORD 
CHAIN BLOCK DIVISION 








WRIGHT 
HOISTS 

and CRANES 
Wright Hand 
Hoists, Speedway 
Electric Hoists, Cranes yy 


WRIGHT HOIST DIVISION 
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BRISTOL 
INSTRUMENTS 
Automatic 

Controls, a7% 
Recorders, 





Telemeters, and 
Aircraft Controls 
BRISTOL'S® SOCKET SCREWS 


THE BRISTOL COMPANY 












153 on Inquiry Card—Page 17 





PURCHASING 











Support the 
Hoover Recommendations! 


F YOUR COMPANY were operating at a deficit, and you saw several million 
dollars going down the drain in needless waste and extravagance, you'd do 
something about it—fast—to stop the leaks and step up the efficiency. 


That's just the situation that exists in the operation of our big, sprawling, 
overgrown Federal Government. The Hoover Commission report presents the 
facts and recommendations showing how savings amounting to $7,000,000,000 
or more annually can be made without curtailing or impairing any essential 
service, simply by applying the principles of good business management and 
procedure. You’ve read about this report in the newspapers. It is detailed for 
you in the Washington Report on page 13 of this issue. 


You are vitally concerned. It’s vour government, and mine. We are paying 
for it. Waste of $7 billion annually represents $42.40 for every man, woman, 
and child in the country, every year. Your share is probably more, because the 
bulk of government income is taken from those in the medium high income 
brackets, from your investment sources, from the profits of companies like yours, 
which profit because they do not tolerate waste, extravagance, and inefficiency. 


How would you like to take this deduction from your income tax? How 
would you like to retain a bigger percentage of your earnings as spendable 
income? How would you like to get better value for your tax dollars? How 
would you like to have a businesslike administration of government affairs that 
you, as a business man, could point to with pride? 


You can have all these things. But it can’t be done by recommendations 
without action. It can’t be done by laughing at overworked jokes about ware- 
houses full of Civil War saddles and tons of stale hamburger and files bulging 
with quintuplicate and sextuplicate carbon copies of records that nobody needs. 
It can’t be done by passing the buck to the fellows in Washington. Remember, 
you put them there, and they'll soon be asking you to send them back for 
another term. It can be done only when Congress acts on these recommendations 
and seriously starts putting government business on a business basis. 


The Federal Government is a huge enterprise that operates without the 
incentive of a profit motive, and is under tremendous pressures from groups 
that are not in the high tax brackets, that love to spend other people’s money, 
to take instead of give. No wonder it is extravagant and inefficient. It’s time for 
some pressure on behalf of common sense and good management, from those 
who foot the bills. 


Every good businessman should do his part by writing immediately to his 


Senators and Congressman, urging the adoption of the Hoover recommenda- 
tions. Do it today. 


ie 
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NEW / DEPARTURE 


( / BALL BEARINGS 


Pa 


Se 
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How Preloading 
Pays Off in Accuracy! 


New Departure pioneered preloading to give you a new measure of 
machine accuracy! This accuracy, due to increased bearing rigidity, pays 
off in high-precision machines, where the slightest deflection caused by 
work loads on moving parts can be crucial to the ultimate performance of 
the machine. 


By placing a predetermined internal load on the bearing, either at the 
time of manufacture or at installation, deflection due to the work load 
is greatly reduced. This means not only that machine accuracy is greatly 
improved, but that the ball bearing characteristics of low torque operation 


Preloaded ball b . . 
_—<—l and long life are fully retained. 


assure extremely accu- 
rate and permanent lo- If you are seeking a solution to your bearing problem, call on New 
cation of vital parts Departure for the answer. You will benefit from more than 50 years’ 


such as gears, where experience in bearing design, testing and manufacture. 
the maintenance of pitch 


line contact is very im- 
portant, resulting in 
minimum wear, maxi- 
mum life and freedom 
from noise. 


Send for Booklet BA-8 
on ball bearing application 





= 2000 4 

Preload is predetermined, then A Duplex bearing, in effect, be- Duplex bearings may be mounted The benefits of preloading can be seen from this deflection 
sccurately obtained by grinding comes a preloaded double-row in several different ways to suit curve. The double-row ball bearing referred to here is the 

Duplex bearing faces so that an bearing capable of holding parts load conditions. In each case, most rigid type of unit bearing made to resist loads from 
xact and fixed compression will within close limits, both radially extra rigidity of shaft centering any direction. 

take place when mounted. and axially. is obtained by preloading. 





Typical Application of New Departure Preloaded Ball Bearings 


The extreme resistance to deflection and the freedom from wear offered 
by the New Departure double-row bearing make it a favorite wherever 
exact location of parts under combined loads must be assured not only 
initially, but throughout long usage. 

In this typical application the double row, solidly supported against suitable 
housing and shaft shoulders and with a “floated” single row at the other 
end, provides one of the best general-duty mountings where considerable 
thrust is present. 
































NEW DEPARTURE e@®DIVISION OF GENERAL MOTORS e BRISTOL, CONN. 
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This issue’s important features 
summarized for the busy reader 


Functional architecture often confines it- 
self to problems of internal use and opera- 
tions. When Solar Aircraft was planning 
its fine new offices at Des Moines, the 
planners went one step further. Efficient 
Purchasing Layout must consider not only 
the buying operation, but also that highly 
important factor of salesmen’s calls and contacts. Result: 
a splendid office location and layout that has earned the 
admiration of those who call upon the buyers as well as 
that of those who work there. Picture story on page 69, 
and color photograph on this month’s cover. 





Fuel Purchases rate high on most industrial purchasing 
programs. Basic principles for such buying are sum- 
marized by a specialist in the article appearing on 
page 73. 


The 40th Annual Convention of the Na- 
tional Association of Purchasing Agents 
set new high records for attendance, inter- 
est, and practical program information. 
The highlights of that program have been 
carefully screened and condensed for you 
in the section starting on page 77. The 
summary includes a digest of expert opinion on the 
economic and market outlook, management appraisal of 
the importance of the purchasing function, successful ex- 
perience in the organization and administration of pur- 
chasing departments, and the ever-present problems of 
value buying. 





Convention Keynoter H. C. Ramsey, speaking from the 
viewpoint of top management, gave a stirring tribute 
to the important role and notable accomplishments of 
purchasing in over-all profitable company operation— 
a message for management as well as for the purchasing 
agent. Turn to page 77. 


Organization for Purchasing takes many forms being cor- 
related to the size, type, and particular circumstances 





and objectives of the company. A convention panel pre- 
sented three specific different methods. Two of these 
are reported on pages 80 and 83. (The third case, 
U.S. Steel, was substantially covered in the May issue.) 


The old problem of measuring purchasing performance 
is now a matter of Departmental Audit. An expert in 
this field tells, on page 85, what standards are used, 
how they are applied, and what they reveal. 


Make-or-Buy is another policy problem 
affecting both management and purchas- 
ing decisions. The convention paper on 
page 90 presents a comprehensive form 
listing all pertinent considerations in arriv- 
ing at a proper decision, providing the 
mechanics for balancing the various fac- 
tors involved in any given case. This form has been 
in use for some years, with excellent results, and should 
be extremely useful to any buyer confronted with this 
recurring question. Another practical phase of the same 
problem is covered in the monthly Purchasing Opinion 
survey, reported on page 75. 





A recent West Coast purchasing panel summarized 
three phases of Purchasing’s Relationships—to manage- 
ment, to other company departments, and to vendor 
companies. This well rounded discussion by able pur- 
chasing men is reported for you on pages 112 and 113. 


Another helpful article (page 114) describes the 
Purchasing System of the Roebling Company, featuring 
the use of file-size purchasing forms that are convenient 
for processing and reference, substantially speeding 
routine departmental operations. 


Don’t overlook these regular monthly departments, com- 
piled for your information: the Washington Report 
(page 13) ; New Catalogs (page 17) ; New Equipment 
and Products (page 128); News of Your Suppliers 
(page 22), of Association Activities (page 186), and of 
Men in Purchasing (page 242); Keeping up to date 
on such developments makes for better buying. 








COMING—IN NEXT MONTH'S ISSUE 


A New System for Parts Buying—Equipment Identification Numbers 
Fluorescent Lighting—Permanent Mold Castings—Work Simplification 
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Let’s take a 





new look 


at quality control 


One of the great ideas in steel supply has been 
taking on new meaning at Ryerson lately —and 
it will be worth your while to learn about it. 


Twenty years ago, the Ryerson plan for Cer- 
tified Steel was big news because it set standards 
of quality unequalled in steel from stock at that 
But during the postwar period of great 
demand, emphasis on quality necessarily gave 
way a little to emphasis on quantity until addi- 
tional capacity could be built. 


time. 


Today, however, there’s no compromise! A 
committee of top Ryerson executives has insti- 
tuted a sweeping new program of checks and 
counter-checks. Specifications have been rewrit- 
ten; inspection techniques tightened; so that to- 
day Certified Steel means more than ever before. 
For example, it means that: 


— every kind of steel in Ryerson stocks— 
carbon steel, alloy steel and stainless—is pro- 
duced to definite specifications for high uni- 
form quality. 


— you are protected against the possibility 
of mixed steels by our spark testing of carbon 
steel plates and special quality bars, structur- 
als, alloys and stainless bars and plates. 


— the specific heat analysis is available for 
all Ryerson plate steel, special quality carbon 
bar steel, alloy steel and stainless steel be- 
cause all are identified by heat number and 
every heat analysis is kept on file. 


— you can use Ryerson alloy steel with 
complete confidence because a practical 8- 
step quality-control plan assures dependable 
performance and guides heat treatment. 


— on all Ryerson Certified Steels we are 
able to furnish a certificate of analysis. 


Certified Steel means all these things and many 
more. Its essence is a devotion to quality that 
has an increasing dollars-and-cents importance 
to you. The world’s largest steel stocks are also 
the world’s finest— backed by over a century of 
reliability in product and service. Today, more 
than ever before, you can depend on Ryerson as 
your best source for the steel you need, when you 
need it. 


RYERSON STEEL 


In stock: Carbon, alloy and stainless steel . . . bars, structurals, 
plates, sheets, tubing, reinforcing bars, machinery & tools, etc. 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK e¢ BOSTON e 
DETROIT « PITTSBURGH « BUFFALO « CHICAGO «+ MILWAUKEE «+ ST.LOUIS «+ 


PHILADELPHIA e CHARLOTTE,N.C. ¢ CINCINNATI e¢ CLEVELAND 
LOS ANGELES « SAN FRANCISCO + SPOKANE e SEATTLE 
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The Solar Des Moines plant has a half- 
million square feet of manufacturing space 
on one floor. Three-story office building and 
visitors’ entrance is in foreground. There is 
parking space for over 1800 cars, railroad 
trackage, and plenty of breathing space in 
its 59-acre tract, all within two miles of 
downtown Des Moines and the airport. 


Parking space on the curving drive, just a 
few steps from the office entrance, is re 
served for business callers. Here, C. G. Curley 
of U. S. Steel Supply Division, Marion, lowa, 
arrives to call on a Solar buyer. 
















Planned for Purchasing 


AREFUL architectural planning 
C can eliminate much of the foot- 
work. often connected with pur- 
chasing, and can ease many head- 
aches for men in the field, the So- 
lar Aircraft Company has demon- 
strated in its new Des Moines, Iowa, 
plant. 

Solar has good reason to give 
thoughtful attention to its purchas- 
ing division. As a leading fabrica- 
tor of heat-resistant alloys, Solar 
is deep in the production of vital 
“hot parts” for turbojet and turbo- 
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prop engines. The 2800-man Des 
Moines plant uses impressive quan- 
tities of stainless steel and other al- 
loys, all of which must be ordered 
to exacting specifications of mili- 
tary and civilian aircraft customers. 

In its Des Moines purchasing de- 
partment, 20 Solar people buy al- 
most fifteen million dollars’ worth 
of steel, special alloys, titanium, 
tools, equipment and _ sub-con- 
tracted parts in the course of a year, 
writing 15,000 purchase orders to 
800 suppliers. As any buyer knows, 


Solar Aircraft (Des Moines) 
told its architects: “Keep these 
things foremost in your plan- 
ning—an efficient layout for 
our purchasing operation, con- 
venience and hospitable con- 
sideration for our business 


callers.” ... Here is the result. 
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reception lobby, 
sentatives of Stand- 
Tool Co. sign in for 
interview. Con- 
t corridor gives ac- 
a roomy coat 
private telephone 
drinking fountain 

t room. 


bby lounge pro- 
mfortable and at- 
surroundings for 
tor awaiting his in- 
A constant stream 
lors passes through. 
bby. In this photo 
epresentatives of 
um Alloys Steel 
olonial Steel Divi- 
Jones & Lamson 
Co., and Summit 
ing Co. 


ans a lot of vendors’ feet are 
a trail in and out of Solar. 
snizing that efficient layout 
time for its own staff as well 
vendors who call, Solar in- 
i its architects to keep the 
operation foremost in 
for the $1% million building, 
was occupied last fall. 
| Max Ten Hagen, manager of 
roduction control division, of 
purchasing is a part: “We 
1 to incorporate into the 
al structure everything pos- 
which would add to the con- 
nee of our purchasing people 
» vendors.” Vendors visiting 
plant for the first time often re- 
k that Solar appears to have ac- 
yplished just that. 


ising 


Solar Des Moines has an uncom- 


Factory and laboratories are segregated from the office 
area so that vendors ordinarily do not need to cope with 
the necessary security regulations. There are no gates or 
guards between the salesman and the buyer they have 
come to see. Identifications are checked at the entrance 
to restricted areas. 


monly convenient location, consid- 
ering the amount of elbow room the 
plant enjoys. Its 59-acre tract is 
situated midway between the Des 
Moines loop and the municipal air- 
port. Hotels, rail and air terminals 
are no more than two miles away 
by four-lane highway. 

Vendors who drive to the plant 
may park their automobiles only a 
dozen paces from the lobby door. 
The visitor parking area on the 
curving main drive will accommo- 
date as many as 25 cars. A broad 
marquee, extending well into the 
turnaround in front of the lobby 
door, protects taxi passengers from 
inclement weather. 

Although Solar is a major sup- 
plier of parts for military turbojet 
engines, the visitor encounters no 


gates nor guards as he enters the 
office building. Manufacturing and 
laboratory areas are segregated so 
that vendors ordinarily need not 
contend with the security regula- 
tions protecting plant operations. 
In the lobby, a courteous recep- 
tionist announces the visitor, by 
telephone, to the appropriate per- 
son. If he is a newcomer, she hands 
him a timetable-size welcome folder 
which includes general information 
on Solar, a map of the city, and a 
listing of travel and lodging facili- 
ties. Travelers who need to com- 
plete any arrangements may have 
the assistance of the receptionist, 
who is experienced in handling res- 
ervations with hotels, airlines, and 
railroads, and who keeps current 
schedule information at her desk. 
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The purchasing department is immediately adjacent 
to the lobby, visible through the double door in the 
background. Assistant P. A. Herb Lubke greets a 
couple of callers from American Standard Products, 
Inc., Hartford, Conn., and invites them into his office. 

























Escorting a group of Carboloy sales representatives 
down the short hall to the purchasing department, 
Solar buyer Ken Kellner pauses to point out the 
switchboard which is at their disposal for handling 
long-distance calls. 


The communications room also contains tele- 
type facilities which are available for wires to 
and from vendor's home offices. 


Solar Des Moines P. A. Earl Needham enjoys 
an unusually attractive office, with wide 
windows making the most of a front corner 
exposure. 





























Opening off the lobby, adjacent 
to the reception desk, is a corridor 
leading to a spacious cloakroom, a 
restroom, and a private telephone 
booth with sound-absorbing inter- 
ior walls. 

If the vendor must wait a few 
moments to see his buyer, he en- 
joys the facilities of the lobby 
lounge, which demonstrates that 
modern decor can be comfortable. 
Ample divans and coffee tables pro- 
vide space for studying reports, 
perusing current business publica- 
tions and general magazines which 
are close at hand, or simply absorb- 
ing the panorama of wooded hills 
and cornfields, visible through the 
lobby’s three glass walls. 

Often, a Solar staff member ar- 
rives in the lobby, to escort the ven- 
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The main purchasing office area 
is laid out for maximum efficiency, 
quick interchange of information, 
and privacy when needed. Steel 
buyers’ booths at right afford semi- 
privacy and quick access to all 
purchasing operations. The men 
it the desks at left are Solar 
expeditors, conferring with tool and 
die vendors. A private conference 
room is also available, just off this 


his department. If the visitor 
escorted, however, he loses no 
ooking for the purchasing di- 
It’s the first office area down 
from the lobby—a dozen 
hrough the double doors, and 
ere 

the way, he passes the main 
and teletype room. 
facilities, just across the hall 
purchasing, are available to 
rs for quick contact with their 

offices or mills. 
purchasing area reflects 
emphasis on fast, efficient 
ition of a department where 
led accuracy is_ essential. 
s of clerks and expediters make 
derly double row through the 
office area. Filing is consoli- 

at the rear. 

mg one wall are five buyers’ 
divided by partitions for 
-privacy, but open to the of- 
m one side. “We’ve found, in 
quick-moving operations, that 
buyer's work is expedited when 
s near the people with whom he 
explains Earl Needham, 
Des Moines’ purchasing 


hboard 
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The three private rooms in the 





































































department are grouped in a front 


corner. The glassed-in office of 
Herb Lubke, assistant purchasing 
agent, overlooks the main office 


area. Opening off the front of the 
area is a conference room which 
affords complete privacy to groups 
of a dozen or more. 

Between them is Needham’s ex- 
ceptionally attractive office, its 
southeast corner exposure drama- 
tized by windows which form one 
and a half walls. When the sun 
bears down too strongly, drapes 
bearing a colorful geometric pat- 
tern subdue the light. Air-con- 
ditioning controls summer tempera- 
ture throughout the 56,000-square- 
foot office building. 

Throughout the building, walls 
of greyed cinnamon, putty or sea 
green, pick up the colors of the 
asphalt tile floor. 

Purchasing people have easy ac- 
cess to other departments with 
which they work closely. Contracts 
division is across the hall, next to 
communications. Production control 
offices, production engineering and 
design engineering are directly 


above on third floor, easily reached 
by a self-operating elevator or ad- 
jacent stairway. 








Technical problems and constant develop- 
ment activities frequently make it desir- 
able for vendors to have access to 
engineering and production control per- 
sonnel. A stairway and self-service ele- 
vator in the purchasing department cor- 
ridor lead to these offices. 


Solar purchasing values its vendors and 
vendor relationships. One of the eight 
illuminated display panels in the cor- 
ridor leading to the cafeteria is always 
devoted to Solar suppliers, showing items 
supplied and a general explanation of 
their processes, so that employees may 
become acquainted with vendors and the 
part they play in production. 


Vendors who are in the plant at 
lunchtime are often invited to the 
plant cafeteria, a modern parabolic 
arch structure, as departmental 
guests. In the corridor leading to the 
cafeteria, the vendor may see an 
exhibit of his own company’s prod- 
ucts. One of eight display windows 
in the corridor is always devoted to 
Solar suppliers—using photographs, 
samples of items supplied, and gen- 
eral explanation of processes to ac- 
quaint Solar people with their ven- 
dors. 

In addition to the main cafeteria, 
which seats 385 at a time, Solar 
maintains an executive dining room 
overlooking a grassy courtyard. 
Broad, full-length windows, placed 
diagonally, let in sunlight without 
glare. 

On the basis of eight months’ ex- 
perience, Solar has found its new 
office building contributes greatly 
to the efficiency and general good 
disposition of its employees, in pur- 
chasing and the other departments. 

“When so many of our vendors 
comment that they enjoy their visit 
to Solar Des Moines, we feel we 
must be on the right track,” says 
Needham. 
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Sound Principles for 


FUEL BUYING 





The tremendous extension of gas and oil pipelines that has occurred in the past decade 
has changed the traditional competitive positions of fuels in many areas. 


type of transaction. It depends 

many things such as location, 
type of equipment, type of trans- 
portation, and load factor. It is in- 
conceivable, for example, to use an- 
thracite coal to generate steam in 
Texas when natural gas is readily 
available. It is therefore impossible 
to make a generalization that would 
cover everyone’s problems. 

However, there are some general 
principles that are invaluable to 
sound purchasing of fuels. First, we 
should know what we are talking 
about. The fuels most commonly 
used in this country are bituminous 
coal, fuel oil, natural gas, anthracite 
coal and sometimes L. P. gas and 
low grade coals like lignite. These 
fuels have two things in common: 
they contain units of heat and they 
cost money. 

There are two ways to compare 
cost of fuels to obtain the most eco- 
nomical one. First, if your boiler is 
adequately equipped, compare the 
cost per thousand pounds of steam. 


FOS BUYING is an individual 
on 
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Second, compare the cost per mil- 
lion Btu’s. At American Cyanamid 
we usually try to use both methods. 
The cost per million Btu’s gives a 
preliminary evaluation; the cost of 
a thousand pounds of steam gives 
the final result and a truer picture. 
The latter comparison includes 
all other incidental costs. 


Know Cost of Steam 


Cost per Btu’s can be used to 
weigh the relative merits of either 
two different types of fuels or two 
similar fuels from different sup- 
pliers. This evaluation can and 
should be made by the buyer. But 
to determine the cost of steam, it is 
necessary to have the cooperation of 
the engineer in charge of your steam 
plant. I think it is important to 
maintain a very friendly relation- 
ship with personnel in the steam 
plant. Your engineer should advise 
on the relative merits of various 
fuels whether they be similar, such 
as two coals, or different, such as 
gas and oil. He should cooperate 


By W. Norman Sims 


General Purchasing Agent — Fuels 
American Cyanamid Company 
New York 


Abstract of an address at the 
1955 annual conference of the 
National Association of Educa- 
tional Buyers 


in testing fuels from new sources of 
supply and advise whether existing 
equipment will lend itself to a dif- 
ferent type of fuel. 


Dual Firing Equipment Pays 

Unfortunately, few of us have 
much control over the equipment 
installed at the steam plant and type 
of equipment is an extremely limit- 
ing factor in selection of fuels. For 
example, plants designed to burn 
fine anthracite on traveling grate 
stokers are quite difficult to change 
to other fuels and it is therefore 
necessary to pass up opportunities 
to switch with the market. The 
ability to switch from one fuel to 
another is most important to a 
buyer in areas where two or more 
fuels are rather competitive. 

We have a plant that consumes 
about 35,000 tons of coal per year 
that we have changed from coal 
to oil, to coal to oil and back to 
coal during the last six years. Each 
time we saved a lot of money even 
though it costs about $1000 to make 
the conversion. If there is any pos- 
sibility of two or more fuels being 
competitive, I would recommend 
that you fight for dual firing meth- 
ods when purchase of new equip- 
ment is considered. At some time 
in the life of the equipment you 
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will probably more than pay for the 
added cost of the installation by 
being able to switch to lower cost 
fuel as the market changes. 


Negotiating Price and Quality 


The most important function of 
the buyer after the type of fuel 
has been determined is negotiation 
for the best price and quality, ser- 
vice considered. You can and should 
negotiate for each type of fuel 
whether it be gas, oil, or coal. It 
is sometimes quite difficult to ob- 
tain a better arrangement from the 
zas utility company than the first 
proposal that they offer. We have 
that the gas contracts probably re- 
quire the most work on the buyer’s 
part. 


Gas Contract Negotiation 


We were considering changing 
over to natural gas at one of our 
midwestern plants. Our negotiations 
stretched out over a two year pe- 
riod before we could get a con- 
tract that was agreeable to both 
parties. When it was consumated 
both we and the gas company had 
made many concessions. They 
weren't necessarily price adjust- 
ments but related clauses such as 
Force Majeure, cancellation, and 
quantity clauses. 

It is easier to negotiate for either 
coal or fuel oil because in most 
instances there are many potential 
suppliers. The independent oil sup- 
plier is much more flexible in his 
proposals than the major compan- 
ies. It is sometimes possible to ob- 
tain a firm maximum price from 
him and the independent is more 
to make concessions in price 
quality. He can also sometimes 
better service but you run the 
of a lack of supply when there 


~ 


apt 
and 
give 


risk 


is a shortage. 
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In the coal business, you are bet- 
ter able to hold the producer re- 
sponsible for quality than you are 
a broker. You are also generally 
able to do as well pricewise when 
dealing directly with the producing 
company. Quality control is very 
important in coal buying since 
quality will vary widely depending 
upon how the coal is mined and 
what method of preparation is used. 


Check Transportation Costs 


All buyers should pay close at- 
tention to the method of transporta- 
tion used for delivery of fuels. This 
is one of the major costs. Only with 
gas is this problem eliminated be- 
cause, of course, it is delivered by 
pipeline. For many plants, the most 
economical method of transporting 
oil and coal is by water. It is often 
possible to use waterways to the 
nearest port and then have rail- 
roads and trucks complete delivery. 
We have found that in small plants 
using coal it is often best to have 
it delivered by truck. We eliminate 
all of the handling costs of unload- 
ing and the possibility of demurrage 
resulting from railroads bunching 
cars. At one of our plants we found 
that the savings amounted to 50¢ 
per ton. 


Future Trends in Fuels 


What about the future of fuel 
supplies? No one is able to predict 
what is going to happen but a lot 
of us can make some reasonable 
guesses and hope they turn out 
right. I am going to stick my neck 
way out and hope that it isn’t 
chopped off. 

Here are some of the things that 
will affect the fuel market and se- 
lection of the cheapest fuel. First of 
these is government action—both at 
Federal and state level. The coal 















Technological prog- 
ress in the coal in- 
dustry will continue 
to benefit consumers. 
Up-to-date handling 
equipment at the 
users factory helps to 
keep down the ag- 
gregate cost of coal. 








industry and independent oil pro- 
ducers will probably continue their 
fight to have restrictions placed on 
fuel oil imports. If they are suc- 
cessful, supply and price could be 
changed considerably. If the Feder- 
al Power Commission loses the 
right to regulate natural gas prices 
at the wellhead, the price of gas 
will certainly rise. If an agreement 
is reached to swap gas with Canada, 
some fuel buyers will certainly be 
affected. 

In the coal industry, improved 
mining methods and better quality 
should help to maintain cost of 
steam at a relatively low level in 
those areas where freight rates per- 
mit use of coal. 

Improved refining processes in 
the petroleum can result in a smal- 
ler percentage of heavy fuel oil 
being produced from crude, espe- 
cially in the domestic part of the 
industry. This will tend to reduce 
the supply of residual fuel oil and 
stabilize its price. The result may 
be added dependence upon imports 
of additional supplies. 


Outlook for Fuel Prices 


It is my belief that, in the coal 
industry, the value now in effect 
will be maintained. There is a pos- 
sibility of a slightly rising price for 
coal but with added quality and 
service. This applies primarily to 
the bituminous industry. The an- 
thracite industry is confronted with 
a steadily decreasing market and 
the future does not appear too 
promising. 


Prices Going Up 


As long as restrictions are not 
placed on its import, the price of 
residual oil should remain fairly 
consistent except for seasonal fluc- 
tuations and in those areas where 
the user must rely solely on domes- 
tic production. In such areas, there 
is a possibility of a gradual price 
rise in the future. 

I think that it is a safe bet to 
predict that the price of natural gas 
will increase more than any of the 
other fuels. Cost of pipelines has 
gone up, and the cost of gas at the 
wellhead will go up. Gas is the 
fuel with the smallest reserves and 
they will be used more and more 
for special purposes and for domes- 
tic heating. 

In conclusion, it is important to 
remember that the best fuel dollar 
rests at the top of a tripod—the 
three legs of which are price, qual- 
ity, and service. 
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oa PURCHASING reports on 


Why do Industry’s 
MAKE-OR-BUY POLICIES 


Succeed or Fail? 


A recent PURCHASING survey found that may companies have 
decided to make materials or products previously purchased from 
outside sources. In an effort to determine factors contributing to 
the success or failure of such ventures, as well as the ‘‘pitfalls’’, 
we asked purchasing men all over the country to detail the results 
of their companies’ ‘‘make’’ decisions. Their combined answers 
follow 


@ In general, have decisions by your, 9 


company to make rather than buy 


worked out as satisfactorily as 
anticipated No | fa 





(Listed in order of mention) 
Lack of experience, both technical and 
production-wise. 
Improper equipment, or machinery not geared to 
handle work. 
Comparison of actual cost of production vs. 
rz In reviewing specific cases where 9 purchase price. 
“make” decisions proved unwise, what Over-all costs (tooling, labor, etc.) far too high. 
would you say were the reasons why Material produced of inferior quality compared with 
results were not as expected purchased items. 


Production too slow, causing costly delays through 
slow delivery. 
Costs of tools, and/or tooling, too high. 


Specialized job which should have been done by 
specialists. 
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® Were any of these decisions » 
reversed a (Decisions not reversed because of the following — 
If not, why not in order of mention) 


Investment in tools, etc., too high. 


Protection against delivery delay on part of 
normal supplier. 


Needed to keep employees busy. 


Commitments already made on delivery of 
produced parts. 


One-Time problem. 
Specifications structure revised. 




















| Favor Favor | 
Making | Buying | Neutral 
4) In your experience, when a “make- 9 General Management | 58% 9% | 33% 
or-buy” issue is up for decision, is there Sales | 28% 16% _ | 56% 
any tendency for executives in the fol- ” Purchasing | 25% 40% | 35% 
lowing categories to favor one course Manufacturing ss || — 63% 27% _| 10% 
over the other on general principles Engineering | 54% 21% | 25% 











Finance | 23% 18% | 59% — 


(Listed in order of mention) 
Lack of experience in production problems plus lack 
of experienced employees. 

© Judging from your own experience 9 Relation of fixed overhead costs to cost of item. 
and what you know of others’, what a Underestimating production time. 
factors do you think are most likely to Existence, or lack of proper tools. 
be overlooked by executives who make a ee Pai? 
the decision to “make-or-buy” ee a Seem Pree. 

: Capacity of production equipment. 


High capital outlay for relatively small production. 
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Keynoter H. C. Ramsey with Worthington’s Director of Purchases 
Dave Gibson outside the meeting room after the opening session. 


HE highly skilled supply officer 

of modern business should be 
considered part of the top manage- 
ment team. He is so recognized be- 
cause of his knowledge of mate- 
rials, sources, markets, prices and 
negotiating practice. I am proud to 
say that my company, for one, 
years ago made our purchasing 
head an executive officer of the 
corporation and brought him into 
the intimate counsels of manage- 
ment. That is where the purchasing 
executive—the “manager of pur- 
chasing”—rightfully belongs. 

The importance of good purchas- 
ing policies ought to be obvious. In 
many manufacturing companies, 
purchases absorb 40 to 50 per cent 
of the sales dollar. In fact, the cost 
of materials and supplies often 
greatly exceeds the cost of labor. 
Yet surprisingly few American bus- 
inesses have devoted as much time 
and study to the problem of pur- 
chasing as they have to the prob- 
lem of controlling labor costs. 

We in management may some- 
times underrate the purchasing 
function because it is hard to meas- 
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ure directly its efficiency. When 
purchasing decisions are wise, the 
effects show up elsewhere—in pro- 
duction, or sales, or both. 

Even purchasing’s classic function 
—to save money—is no longer any 
real measure of accomplishment. If 
it were the sole criterion of a pur- 
chasing man I’m afraid he wouldn’t 
last long. The old concept of the 
hardboiled purchasing agent who 
chiseled on prices finally died with 
the last war. He couldn’t get the 
goods—no salesman wanted to 
oblige him. By contrast, the pur- 
chasing man who had been friendly, 
cooperative and fair in his dealings 
with suppliers turned out to be the 
more efficient because he could pro- 
cure the scarce items of steel, cop- 
per or zinc, and at a fair price. No 
company wants to buy below a sup- 
plier’s costs—he’d be out of bus- 
iness when it needed him. 


Purchasing A Creative, Dynamic 
Function 


Purchasing is a double swinging 
door—not just for salesmen to en- 
ter, but for creative ideas to come 


The Keynote: 


Management 
Looks to 


Purchasing 


By H. C. Ramsey, chairman, Worthington Corporation, New York 


in too. The creative function of 
purchasing seems to us to be most 
important of all. As manufacturers, 
we have available to us, within the 
hundreds of organizations which 
supply us, a very large staff of 
experts. If we can enlist their active 
assistance, we may be able to find 
many significant improvements in 
our products which otherwise might 
have been overlooked. 

The best supply officer recognizes 
his suppliers as “partners.” He does 
everything he can to stimulate their 
interest and cooperation — support- 
ing and encouraging them in every 
possible way. 

While the expanding importance 
of your profession means great op- 
portunities, it also means great 
challenges. The future of purchas- 
ing will depend to a considerable 
extent on how successfully you 
meet these tests. 

First, management looks to you 
to evaluate—and the kind of eval- 
uation I’m talking about goes far 
beyond the question of price. 

Frequently it demands, for ex- 
ample, the most careful scrutiny of 
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technical specifications received 
from engineering or production de- 
partments—and it sometimes means 
overriding the whims or prejudices 
of the technical men, to come up 
with the right purchase. 

This requires a strong man; if 
the purchasing manager doesn’t 
take a strong position, he can get 
pushed around and the company 
will suffer. 

It also requires a knowledgeable 
man, thoroughly familiar with pro- 
duction methods both of his own 
company and of the companies he’s 
buying from. I’ve often heard it 
aid that when you buy paper, 
you’ve got to know more about the 
paper mill than the salesman from 
the mill. 

We of management count on 
purchasing to advise us on the con- 
trol of investment in inventory, one 
of the most ticklish problems of 
evaluation. Materials, supplies and 
services must be available when 
needed and a reasonable margin of 
safety provided. Yet it is no good 
part of buying to hoard material 
or even to overstock—you tie up 
money and risk loss in value. To 
prevent this the business judgment 
of alert and well-informed purchas- 
ing people is of immense value. 


Accurate Forecasting Vital 


Next, we count on you to inform 
management, on supply of metals, 
chemicals, textiles, commodities. 
Keeping your finger on these mar- 
kets involves much more than 
mere statistical compilation; it is a 
challenge to keen business judg- 
ment and the ability to analyze and 
forecast accurately. If we are buy- 
ing steel, for example, purchasing 
must tell us what effect an impor- 
tant development such as a wage 
increase will have on the future 
price, then tell us when to stock 
up and how much to buy. While 
many large companies have pro- 
fessional economists on their staffs, 
in smaller organizations the head 
of purchasing really doubles as the 
company economist. 

The stature and recognition a 
purchasing manager attains in his 
company depends not on organiza- 
tion charts, executive directives or 
mere definition of responsibilities, 
but on whether he _ contributes 
something of significance to the 
“judgment pool.” 

Purchasing constitutes one of the 
finest training grounds for tomor- 
rows top executives. It deals con- 
stantly with the problem of recon- 


ciling and coordinating different 
points of view—both within the 
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company and between the company 
and its suppliers. Therefore the 
purchasing manager must be in 
reality a coordinator of people. If 
he is to be any good, he must also 
be a man with an inquiring mind 
and a restless desire to change the 
old, set ways of doing things. 

That suggests a third very im- 
portant challenge to purchasing. 
Management looks to you to lead us 
to new and improved ways of doing 
business. 

Or, a purchasing man may tell 
us that if we vary one specification 
for a product just a little, he can 
get us a standardized item at a 
much lower price. Sometimes a 
change in quantity ordered can re- 
sult in a big advantage. At my 
company we found, for example, 
that by buying cylinder liners for 
pumps ten at a time instead of 
three at a time, we could save 
nearly $20 on the cost of each lin- 
ing. This is one small example of 
savings which, multiplied many 
times, can amount to thousands or 
even millions of dollars. 

The engineer and the manufac- 
turing man are frequently perfec- 
tionists who insist that nothing but 
the highest quality of materials go 
into a product. Purchasing’s job is 
to relate quality with other factors 
such as performance required, cost 
and availability. In this kind of 
“value analysis” the notion of high- 
est quality as an absolute standard 
is replaced by a practical idea of 
the quality best-suited for the price 
range and design problems of a 
particular product. 


Public Relations And Purchasing 


Still another function of the pur- 
chasing man is to represent man- 
agement before a highly impor- 
tant segment of the public. 

Through its far-flung contacts a 
purchasing department can directly 
affect a company’s goodwill and 
reputation for fair dealing. The ac- 
tions and attitudes of purchasing 
can help determine whether a com- 
pany is regarded as modern and 
progressive, or as backward and 
unreceptive to new ideas. 

The public relations aspects of 
purchasing became particularly ap- 
parent during wartime and postwar 
shortages, when a company’s repu- 
tation among suppliers had a great 
deal to do with the procurement of 
needed materials. 

Selling and purchasing are two 
sides of the same coin. Together 
they create the competitive market 
which is the essential keystone of 
free entrprise. 


If a company’s purchasing de- 
partment does not compete as ef- 
fectively as its sales department, 
profits will be lost. In its constant 
search for new and better products, 
new sources of supply and greater 
value for the dollar, the purhasing 
department stimulates competition, 
both among buyers and among 
sellers. 

The results are of benefit to the 
whole economy. By its very nature, 
sound purchasing acts to eliminate 
economic waste. For it effects sav- 
ings in the cost of production with- 
out lowering the quality of the end 
product. 

The savings are distributed on 
down the line to the consumer who 
gets more value for his money—the 
investor who gets a greater return 
on his capital—and the worker 
whose productivity is increased by 
the greater overall efficiency of the 
manufacturing operation. 

Yours is a comparatively young 
profession; the first academic col- 
lege course in purchasing was in- 
stituted, I understand, only 23 years 
ago at Harvard, although more than 
200 colleges now offer such courses. 
Your profession has made great 
progress. What advances can we 
expect in the future? What will the 
status of purchasing be in, say, 
1980? 


Trends In Purchasing 


It seems to me that management 
can anticipate these trends: 

First, the field of purchasing will 
continually attract more and more 
men and women of high caliber, 
brains and integrity, because the 
challenge is great and the oppor- 
tunities are very promising. 

Second, the purchasing function 
will win the full measure of atten- 
tion and emphasis it deserves from 
management. Business everywhere 
will come to a full understanding 
that purchasing is not a routine 
clerical process but a creative, dy- 
namic function essential to sound 
management. The voice of purchas- 
ing will be heard in the top coun- 
cils of management, and more and 
more of the future managers of 
business will come up through the 
purchasing route. 

Third, the lessons that industry 
is learning about purchasing will be 
learned, too, by Government. If the 
United States is going to be in- 
volved in a cold war for years to 
come, spending $40 to $45 billion 
annually for defense, we shall need 
procurement policies and practices 
of the highest order if. we are to 
avoid going bankrupt. 


PuRCHASING 





—— “Se 


= 





Avucust, 1955 








WHAT'S AHEAD FOR BUSINESS? 


Here’s how the panel of economic experts summed up their individual points 
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of view on “Our Economic Problems” during Monday's general session: 



































ELEMENTS OF STRENGTH 


S e Removal of major recessionary forces 
- ] e Increased consumer spending 
{SE e Plateau and upturn in gross private domestic investment 


i e State and local expenditures 


e Economic expansion in Western Europe 


e Further tax relief 























ELEMENTS OF WEAKNESS 


e Bunching of production 
e Overextension of credit 
e Agriculture 


e Intensified foreign competition 


e Excessive wage increases 


—Martin R. Gainsbrugh, Chief Economist 
National Industrial Conference Board 


‘The threat of excessive wage demands and the 
current tempo in the rise of private indebtedness are 
potential trouble spots. But | do not see any imme- 
diate threat to the recovery. While the third quarter 
will bring a seasonal letdown, the fourth quarter 
should see a resumption of the upturn.” 


—Leo Wolman, Professor of Economics 
Columbia University 


“Our economic expansion must come through lower 
prices, reflecting lower costs and taxes. Take away 
the easy borrowing credit props and building mate- 
rials will come off their perch. Take away stockpiling 
and the non-ferrous metals will come closer to the 


general trend in prices . . . . Every silver lining has 
a cloud and we have no record of a boom that 
ever was permanent .. .. Where do we go from 


up? Unless we can remain balanced on the summit 


doing what comes naturally calls for the next move 
to be a retreat.” 


—George A. Renard, Executive Secretary-Treas. 
National Association of Purchasing Agents 


“The vigor of the 1955 recovery to date actually 
got much of its force from three factors that must 
be regarded as artificial props: the continuation of 
a high level of defense expenditures; the high po- 
tency of the Government steps taken last year to 
stimulate economic activity, and the rapid rise in 
private indebtedness. It still is premature to rejoice 
that the economy has successfully withstood the 
transition from a wartime to a peacetime economy.” 


—H. E. Luedicke, Editor 
“Journal of Commerce” 






control are achieved on the basis of product and market divisions 
and not a function alone. Central purchasing staff directs policy 
and maintains close liaison and cooperation with all operating 
departments. 


Organization for Purchasing 


!, Divisional Purchasing Set-Up 


In a rapidly expanding company, with purchases soaring from 
$10 million to $80 million annually, efficient organization and 


By A. GC. Ruediger, Director of Purchases, Carrier Corporation, Syracuse, N. Y. 


a good start. The traditional Early 
Dinner filled the Waldorf’s Grand 
m to capacity. 


-RE’S an old saying, “You 
teach an old dog new 
However, that’s exactly 

happened at Carrier in the 

year. Our purchasing people 
learned a new approach to 
problems through value 
nly believe that there are 
approaches we took that 
applied to all purchasing 
ents regardless of size or 
organization they buy for. 
I came to Carrier in the 

- 1951, the total yearly dollar 

» of business had risen from 
million in 1942 to eighty 
Our total purchasing had 
from approximately ten 
to forty million dollars, an- 
By 1953, with annual sales 

ng 176 million, our purchas- 

actically doubled in two years’ 

nd now amounts to 80 mil- 

lollars, annually. 
of the problems we faced 

tting vendors to expand their 
lities to take care of our in- 
eased requirements. 

ninating paper work on small 

iys so the larger dollar volume 

ms could be analyzed. 


Establishing new sources of major 


where we only had one 


vendor in the past to assure 

enough materials being on hand 

at the right time. 

4, Reducing costs of major buys in 
a highly competitive and ex- 
panding air conditioning manu- 
facturers’ race for first place in 
the industry. 

Our top management had real- 
ized that the time had come to 
change from an organization based 
on function to one based on prod- 
ucts and markets. 

After one year’s operation, in- 
cluding a merger with Affiliated Gas 
Equipment, we now have seven 





















































divisional purchasing departments 
and a central purchasing staff. 

Our approach to a value analysis 
program was to develop the in- 
terest of the buyers in purchase 
analysis techniques so that the staff 
people could act more in an ad- 
visory capacity. 

Weekly meetings were held to 
stress the importance of purchasing 
relationship with Engineering, Fi- 
nancial, Production and other de- 
partments. Fortunately, we real- 
ized after talking with top pur- 
chasing people in other companies, 
who had experience in value 
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analysis programs, that the major 

problem was working with others. 
For the central staff organization, 

we searched for a man with these 
qualifications. 

1. A thorough understanding of ma- 
terial, together with experience 
applying materials. 

2. Creative imagination along me- 
chanical lines. 

3. Engineering experience. 

4. A basic appreciation of the im- 
portance of value. 

5. (And this is so important)—A 
desire to work with others and 
a general knowledge of how to 
accomplish it successfully. 
Luckily, we had such a man in 

our organization. He now has an 

assistant and a clerk to help on 
various projects. But, I’m getting 

ahead of my story. Remember, I 

mentioned cutting out detail paper 





work to give the buyer more time 
to study and analyze major buys. 


Use of Blanket Orders 


Instead of having requisitions is- 
sued monthly, calling for new buys 
according to production schedules, 
we went to blanket-type orders on 
all major production items, except 
raw materials. Each buyer studies 
the major dollar volume items 
which he handles. Vendors are ap- 
proached on the basis of their per- 
centage dollar-wise of our business 
for a year’s period, rather than 
three or six months which was our 
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old buying policy, depending on 
lead time required. 

In our negotiations with major 
vendors we explained that these 
blanket orders would not commit 
for any particular quantity of a 
part or assembly but would com- 
mit for a percentage of our yearly 
requirements. Based on the sales 
budget, we talked quantities that 
were anticipated, but also cautioned 
the vendors we would pay only for 
quantities actually released against 
the blanket orders by our material 
control people. 

Material control releases go out 
monthly and reflect changes in 
schedules downward or upward for 
our requirements from each vendor 
who has a blanket order. Naturally, 
the buyer watches market condi- 
tions and controls prices when a 
change is warranted during the 


Public Utility Buyers 
Group officers for 
the coming year. 
Chairman Bob Isen- 
hart flanked by Fred 
Bradley and H. T. 
Belcher. Standing: 
Glen Wisely and Bob 
Sperreng. 


yearly period, but he does have 
more time to do an analytical job 
as far as the items he handles are 
concerned. 

We separated the Purchasing De- 
partments into two buying groups: 
a) Production materials 

b) Maintenance, repairs 
operating supplies. 

This change was made after a 
very comprehensive study of the 
production items purchased by all 
divisions. We found that purchases 
of production materials by each 
division were practical because 
there was very little interdivisional 


and 
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SOCIATION OF 


usage of the same items. 

We also found that on main- 
tenance, repair and operating sup- 
plies there was a large amount of 
interdivisional usage, so we set up 
centralized purchasing within one 
of the divisions to handle these buys 
for all divisions. By pooling volume, 
we saved considerable money. 


How Value Analysis Works 


The value analysis section of our 
central staff was not tied down 
with day-to-day problems; there- 
fore, its members have been able 
to sit back and take a look at our 
over-all buying picture. Their 
studies revealed that six commodi- 
ties represented 61% of our total 
dollars spent on productive pur- 
chases and offered the greatest po- 
tential for cost reduction. Right 
now, the value analysts are working 
on a project on one of these com- 
modities that looks very promising. 
If adopted, it will save us over one 
million dollars a year. In the mean- 
time, the divisional buyers last 
year, applying value analysis tech- 
niques, reduced standard purchas- 
ing costs over a million dollars. 

A change from nickel clad mate- 
rial to nickel plated sheets of plate 
steel resulted in savings of one 
million dollars. In this instance, 
we are the pioneers on this process. 
This is the best example I know 
of to show what can be accom- 
plished by teamwork among Pur- 
chasing, Engineering and Produc- 
tion. Although spearheaded by 
Purchasing, this change could not 
have been made without the help 
from Engineering and Production 
people. It appears to me that this 
applies to standardization «nd in- 
ventory control programs as well 
as value analysis. 

We studied our cafeteria oper- 
ation by analyzing our costs com- 
pared to other manufacturers in 
Syracuse. As a result of this study, 
considerable savings resulted by a 
change in buying food by the pur- 
chasing department instead of by 
the cafeteria manager. 

Also, incoming freight consolida- 
tion at Chicago alone saved $20,000 
a year. Now, we are surveying 
Cleveland, St. Louis, Indianapolis 
and Detroit. We expect $200,000 
yearly savings on this one item. 
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andall Smart, Jr. 
alley Falls, R. I.- 


Resolutions Committee 





» all who have helped 


sntion a 





success.”’ 


Harold F. Jones 


Vilmington, 


just as 


Del. 


important in 
| as it is to materials.” 


Howard T. Lewis 


Harvard 


made through the sharing 


successful 


experience.” 


re- 


Stanley W. MacKenzie 
New York 
General Convention Chairman 
“Welcome to the 40th annual 
of N.A.P.A.—the biggest ever.” 


convention 


Vincent de P. Goubeau 
Camden, N. J. 
“The business of government can learn much 
from the methods of private industry.” 


Prof. Leo Wolman 
Columbia 
“The upward trend of business outweighs 
the danger of temporary setbacks.” 


DRL 


William H. Old 
New York 
General Program Chairman 


“Our speakers will give you many valuable 
ideas to help you do a better purchasing job.” 


Ralph C. Moffitt 
Pittsburgh, Pa. 


“The first step in purchasing research is a 
basic statement of the desired end results.” 


Prof. Stanley S. Miller 
Harvard 


“Organization for effective materials 
agement can take many forms.” 


man- 











Organization for Purchasing 


Il. Purchasing and Value Analysis 
Included in Manufacturing Division 


Medium-sized purchasing department spearheads 


cost reduction 


By Ronald E. Jones 


Purchasing Agent 
A. C. Gilbert Company 


New Haven, Conn 


ILBERT is a company of 2,000 
employees and an _ annual 
sales volume of between $15,000,- 
000.00 and $20,000,000.00. We make 
model electric trains, educational 
toys and small electrical appliances. 
In the organizational structure, the 
purchasing department is part of the 
manufacturing division and the pur- 
chasing agent reports to the vice 
president in charge of manufactur- 
ing. 

The closest liaison and working 
relationship exists with the produc- 
tion control department, the source 
of all of the purchasing department’s 
requisitions for production materials. 
Many problems on economic pur- 
chase quantities, lead time and the 
planning and scheduling of materials 
are worked out to mutual advan- 
tage because of the close co-opera- 
tion between the two departments. 

Our staff consists of thirteen 
people; a purchasing agent, assistant 
purchasing agent, two buyers, a 
value analyst, plus a clerical staff. 

Since the Fall of 1953, purchasing 
has been working with the other de- 
partments on a company-wide basis 
to improve efficiency and reduce 
costs. We were able to make large 
contributions to this effort as cer- 
tain raw materials became more 
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activities of company program 

















“Call Operator 31 in Chicago.” 


plentiful. As an example, by using 
tin plate sheets instead of electro- 
zinc plated steel for our model train 
track, we saved $40,000.00 per year. 
By substituting cold rolled sheet 
steel for cold rolled strip on metal 
boxes and other applications, $80,- 
000.00 per year. 

However, it became apparent that 
if we were to realize the potential 
savings on $8,000,000.00 expended 
annually, it would be desirable to 
set up a value analysis section in our 
purchasing department. In the past, 
our buyers had been trying to do 
value analysis work along with their 
regular purchasing duties. 

Because of our daily routine, value 
analysis and cost reduction were be- 
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ing treated as orphans, and too often 
an idea was never followed up due 
to its being shelved until tomorrow. 
Although we had been hitting the 
high dollar-volume items such as 
steel, plastic, copper, tools and dies, 
we weren’t getting around to the 
smaller items thoroughly enough or 
fast enough. 

Our next step was to sell manage- 
ment on the idea of adding a full 
time value analyst to the purchasing 
department. 

In preparing our case, we used 
as sources articles appearing in 
PurRCHASING and other magazines 
plus releases from N.A.P.A. We, also, 
visited other companies who had 
value analysis programs in effect. 
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the strength of this we con- 
1 management that value an- 
involves a lot more than ob- 
; competitive prices on items 
vifications. It means investi- 
substitute items that will do 
as well or better at cheaper 


roposal was accepted and 
nsferred a man with a bus- 
lministration and engineering 
round from our cost control 
nent. He had worked several 
with us as a time and methods 
and later as a- budget 

In my opinion, these qualifi- 
plus plant experience, make 
eally suited for value analysis 
One of the advantages of our 

s that the value analyst, with 
study experience, can usu- 
ish out a non-profitable cost 
mn project before we expend 
essary time and effort on it. 
short time ago he was given 
»0sal for making electrical cord 
ersus buying. After obtaining 
il costs, he estimated our di- 
bor on the assembly and found 
uld cost $18,000.00 more per 
to produce them in our plant. 


Savings Range from $37 
to $13,000 


luring the past six months, we 
explored 70 major and minor 

ts with the following result— 

ted 25, rejected 21,"pending 24. 
accepted proposals have ac- 

for yearly savings of $70,- 

The amount saved per proj- 

nges from $37.00 to $13,000.00. 

We hope to reduce the total cost of 
hased materials this year by 3%. 
Although the cost of manufactur- 

r products include labor, ma- 

and overhead, it is our policy 
nputing cost reduction saving 

lude labor and material only. 


ss Tom couldn’t get away, at the last minute.” 


No one can challenge savings arrived 
at by this method. 

A few weeks ago the finance divi- 
sion released to the manufacturing 
division a list of products for study 
that were not contributing a fair 
share of profit. We took the actual 
products involved and disassembled 
them into their component piece 
parts and sub-assemblies which 
were then mounted on display 
boards for study by department 
heads and engineers. At the pres- 
ent time the value analyst is review- 
ing over forty purchased items from 
these boards and is working with 
our buyers and vendors in an effort 
to reduce cost. 

After our value analyst has 
worked with the cost reduction 
engineers, items are selected that 
appear to have a savings potential. 
Preliminary ground work is laid 
through discussions with engineers, 
production personnel and suppliers 
on all items selected. This applies 
to both parts made in our plant 
and purchased parts and materials. 
We then hold a conference con- 
ducted by the works .aanager, in 
which the heads of production en- 
gineering, production control, cost 
control, purchasing, design engineer- 
ing, manufacturing and sales are 
represented. 

In the case of purchased parts, 
we explain our problems and make 
suggestions on changing design or 
materials. Frequently a die has to 
be changed on a part manufactured 
at our plant in order to take advan- 
tage of a design modification on a 
purchased part. Such die change 
costs are estimated during the con- 
ference and the work authorized if 
the idea is approved. 


Everyone Has A Point of View 


Do not let me give you the im- 
pression that these conferences are 


“Now, on that last point you made in your talk .. .” 


cut and dried attairs. Design en 
gineers are reluctant to change from 
proven designs and materials, but 
they act as a balance wheel in level- 
ing out the cost reduction sugges- 
tions. 

We work very closely with the 
development engineers assigned to 
projects. For example, if a new 
product is being developed, contacts 
with proposed vendors of parts, ma- 
terials and tools are made through 
the purchasing department, with the 
result that problems affecting cost 
and quality can be thoroughly ex- 
plored before the product is actually 
released for a pilot run or sales 
order quantity. In other words, our 
purchasing department has not only 
had a hand in working out the actual 
purchase specifications for a part or 
material before procurement is ini- 
tiated, but in many cases has nar- 
rowed down the field of vendors to 
those best able to supply the item 
at the cost desired. 

Our vendors have been most co- 
operative and have been responsible 
for many of the suggestions that 
have led to product improvement 
and cost reduction. We are plan- 
ning to display in our reception 
room parts that run into high dol- 
lar volume—show the amount pur- 
chased per year and a subassem- 
bly illustrating the application. 
Blueprints and specifications and 
samples will be available to all those 
interested. I am sure that we will be 
gratified with the results. 

A value analysis section is a fun- 
damental part of the basic structure 
of a modern purchasing department 
regardless of the size of your com- 
pany. Purchasing must take an ac- 
tive part and a substantial part in 
cost reduction as well as playing an 
active part in product design in or- 
der to maintain their rightful place 
as a part of top management. 
















Auditing the 


Purchasing Department 


does 


What standards 


the auditor use? 


How does he apply them to purchasing? 


What do they show? 


HE MAJOR duty of the internal 

auditor is the appraisal of in- 
ternal control. What do we mean 
by internal control? 

The business operation begins with 
the development of objectives, plans 
and policies by management. As ap- 
plied to purchasing, this means that 
management decides just what the 
scope of purchasing operation is to 
be, what materials and services are 
—or are not—to be handled by the 
purchasing department. With this 
decision made and policies estab- 
lished, internal control then takes 


over to provide the means that will 
enable you to fulfill your assigned re- 
sponsibilities, to exercise your judg- 
ment, to record what goes on, and 
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to report on the results of your 
operations. 


What Auditor Looks At 


Its elements, briefly are: 

Organization structure, which re- 
quires that each employee know 
clearly what his position in the or- 
ganization is and exaetly what au- 
thority and responsibility have been 
assigned to him. 

Procedures, which tell how things 
are to be done. 

Records and Reports—which show 
what has been done. 

Standards of performance, which 
give a basis of comparison. 

It is very important to understand 
that these elements of control are 
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By Bradford Cadmus 


Managing Director 
Institute of Internal Auditors 
New York 


not fixed or set in any particular 
way. The work of the internal audi- 
tor would be very easy if there were 
some set of fixed standards that 
applied without variation to every 
company, against which the actual 
operating control structure could be 
compared. 

The only standards that can be 
applied are those which have been 
specially set up for you—in the 
form of procedures. 

The case is that the control re- 
quirements in every situation will be 
different, depending on such things 
as management policies, the nature 
and abilities of executives and the 
cost of control measures. Let’s con- 
sider an example—a small decentral- 
ized office where the same man will 
be in charge of storerooms, will 
originate orders for material and 
will approve invoices for receipt of 
material and for payment. Here ade- 
quate control may be effected by 
a review of transactions by a cen- 
tral purchasing office or an internal 
audit program tailored to fit the 
situation. 

In the normal course of the inter- 
nal auditor’s work, he will be rea- 
sonably familiar with the operations 
of various departments of the com- 
pany—and he can bring that back- 
ground to bear in examining and 
appraising the relationships of your 
purchasing department with other 
departments of your business. 


Retiring Chairman James Clark McGuire in- 
troduces the new officers of the Govern- 
mental, Educational and Institutional Buyers 


Group: Dave Wilt, Los Angeles; Charlie 
Healey, Springfield, Mass., and Cornelius H. 
Reilly, Jr., New York. 





Even though he would never wish 
to pose as an expert in purchasing, 
the auditor must have a general 
knowledge of your requirements and 
problems. Some of this he may 
in advance—much will be 
acquired as his work progresses. 
In other words, he must know what 
is being controlled in order to 
examine and appraise the controls. 
This was well expressed by Prof. 
H. T. Lewis in his letter comment- 
ing on the draft report. 

“There is a real place for an 
internal audit of the right sort. 
Implied in the statements, of course, 

the thought that a_ so-called 
nternal audit” is not an audit in 
the traditional sense. An indepen- 
dent and sympathetic review of 
operations conducted on an intra- 
company basis by someone inter- 
ested equally in finance, production, 
marketing and purchasing can be 
worthwhile. After all, all of 
interests are concerned with 
the same common objective of com- 
pany success and efficiency. But the 
survey must be properly conducted. 

By this I do not mean that the 
internal auditor needs to be an ex- 
perienced purchasing agent. It is as 
unreasonable to expect this as it is 
that he be at the same time an ex- 
perienced sales manager, engineer, 
production manager and financier.” 


] , 
KNOW 
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Major Phases of Auditing 


The work of the internal auditor 
may be divided into two major 
phases—protective and constructive. 
In the protective phase of his work, 
the internal auditor is concerned to 
see that the control structure pro- 
vides adequate safe-guards to pro- 
tect the company against waste, loss 
and fraud—just as you are. 

The constructive part of the inter- 
nal auditor’s responsibility is con- 
cerned with study and recommenda- 
tion for the benefit of the company. 

The internal auditor has a further 
responsibility for seeing that condi- 
tions which may warrant manage- 
ment attention for further study are 
properly brought out to those who 
are in positions of decision. For ex- 
ample, a company with many decen- 
tralized operating units might have 
a limit of $100 on any single pur- 
chase by an outside unit. The in- 
ternal auditor might find widespread 
evasion through issuance of identi- 
cal orders, each under the $100 limit. 
His report would then bring out 
the facts, with suggestion that there 
should be further study to see 
whether the policy should be rigidly 
enforced—or the $100 limit should 
be changed. 


The first concern of the internal 
auditor will be to learn the set-up 
of your department—what policies 
govern your operation, how your 
department is organized, what pro- 
cedures you follow, how your work 
is coordinated with that of other 
departments. He will wish to know 
how requisitions and invoices are 
approved, what your policies are on 
relationships with vendors. 

The next year of the auditor’s 
work is examination and verification. 
It is the phase of the job that often 
gives the internal auditor a quite un- 
deserved reputation as a “snooper”. 

Here his objective is to determine 
how things are being done in actual 
operation—whether the procedures 
that are supposed to apply are actu- 
ally being followed. In this work, 
the internal auditor will be trying 
to look at things through your eyes 
—to understand your problems 

For example, suppose that your 
procedures call for getting three bids 
on any order over $1,000. In his 
selection of orders to be checked 
over, the auditor finds one where 
this procedure is not followed. He 
naturally must—and will—ask about 
this. And it may be a bit hard to 
realize that the intent is not to criti- 
cize. Possibly you had just secured 
bids on the item—had obtained a 
very good price—and had persuaded 
the supplier to give you a duplicate 
shipment at that low price. Your ac- 
tion has made a profit for your com- 
pany—and the internal auditor has 
no idea whatever that profit should 
be subordinated to procedures. 


What The Auditor Asks 


Just to forewarn you of some of 
the questions that may be asked, 
these are quoted from our report: 


1. On “Confirming Orders”, did 
some operating department 
really assume the purchasing 
function? 

2. If orders are placed for such 
items as memberships, just what 
is gained by clearing these 
through purchasing routines? 

3. How are transportation allow- 
ances verified? 

4. If order calls for services or 
materials on a “cost plus” or 
other basis indefinite as to exact 
amount, how are final charges 
verified? 

This whole operation of selection, 
questioning, examination and inves- 
tigation comprises by far the length- 
iest part of the internal auditor’s 
work in your department. It will be 
the part of the job that will take 
up most of the time of the people 
in your department. 


After the transactions which have 
conformed to plans and the minor 
items have been eliminated, there 
is a reminder that will constitute 
the basis for the development of 
the auditor’s conclusions. These will 
cover such situations as: 


1. Those where repeated devia- 
tions indicate that a revision in 
procedure or basic policy should 
be considered. 


2. Those where some operating 
department seems to have 
assumed the purchasing func- 
tion without due authorization. 


3. Important deviations from poli- 
cies and procedures. 


After the draft is completed and 
before the report is issued, you may 
expect that the auditor will sit down 
to discuss it with you. 

This discussion has a number of 
purposes. It insures that the factual 
basis for the report is correct. If the 
auditor has made an error in the 
material or his interpretation, you 
have the chance to put him straight. 

Wtih the discussion completed, the 
internal auditor then works his re- 
port into final form. You would not 
be human if you were not a bit 
relieved when the audit is over. 
Part of this relief will come with the 
knowledge that the internal auditor 
has examined your operations and 
has given his expert appraisal and 
approval to your control over them. 

When this part of the work is 
over, the internal auditor will have 
in front of him in the form of notes, 
working papers and to some extent 
in his recollections of discussions, 
the outline of how your department 
is organized, what its responsibilities 
are, what procedures have been es- 
tablished, how your work is sup- 
posed to be coordinated with that 
of other departments. 

Against this, he will have notes 
on the tests that he has made, the 
differences or exceptions that have 
been found, the situations that have 
been disclosed. The majority of in- 
ternal auditors follow a plan of set- 
tling relatively unimportant errors 
and deviations by discussion at the 
lowest possible supervisory level— 
and eliminating any mention of them 
in the final audit report—which can 
then be concentrated on matters of 
importance. 

When you have had a chance to 
think over the results of the audit, 
you will feel the satisfaction that 
comes from having your operations 
reviewed and appraised by some 
one outside your organization—who 
knows your company and can be 
of help with some of your operating 
problems. 
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Picking, Placing, and Paying 


Purchasing Personnel 


CONVENTION 
REPORT 


The effectiveness of purchasing policies and procedures depends primar- 


ily on the people in the purchasing department 


By Harold F. Jones, Purchasing Agent, E. |. du Pont de Nemours & Co., Wilmington, Del. 


Between the acts. Andy Anderson, Randy Smart, 


and Hack Jones. 


AKE the problem of selection of 

competent, superior personnel. 
First of all you need to know the 
demands of the job. What does this 
job consist of? What is the person 
supposed to do? Then you have 
need to know what qualities a per- 
son must possess to do that job. 

As a starter, you might have a 
pretty complete job description. 
Cover such points as specific re- 
sponsibilities in planning, buying, 
and expediting. Include a descrip- 
tion of the kind of contacts he will 
make both inside and outside the 
company. Note whether and over 
whom he will exercise supervision, 
whether he will be required to do 
research work and how much. 

The next step is a complete 
specification of the person to handle 
the job you have described. Cover 
important points on personal quali- 
ties, education, and work experi- 
ence, which you consider necessary 
or desirable on the part of the ap- 
plicant. Personal qualities will in- 
clude such characteristics as de- 
pendability, judgment, initiative, 
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resourcefulness, efficiency, imagina- 
tion, self-reliance and many more. 
The educational requirements will 
include those you consider as mini- 
mum and also those you consider 
desirable. And the same for work 
experience, minimum, and desirable. 

How can you find out in advance 
whether a person is going to meet 
your specification? We can never 
be positive, but if we use some 
tools which are available to us we 
will probably make fewer mistakes 
than if we don’t use the tools. 





First, the application blank. A 
properly designed application blank 
can provide you with a lot of useful, 
pertinent information. Information 


on activities, work experience, 
sports, hobbies, and the names of 
persons who can give you further 
information. 


Planned Interview Important 


Another tool is a carefully plan- 
ned interview designed to develop 
as much information as possible. 
There should be plenty of prepara- 
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tion for the interview, plenty of 
time to conduct it, and a thorough 
analysis of the results after it is 
completed. The interview is prob- 
ably the most important tool avail- 
able for use in the selection pro- 

There is a third tool available— 
psychological testing. My advice on 

use of this tool is that if you 
have had little or no experience, 
you had better engage professional 
assistance. You can obtain help 
from a qualified consultant in the 
field. 

We must prepare the new em- 
Jloyee by telling him exactly what 
s expected of him. And we must 
prepare the department by telling 
those people what to do in assimilat- 
ing the new recruit. Then must fol- 
low an adequate training program 
to make sure that the desired re- 
sults are obtained. 

A superb job of selection is ut- 
terly wasted if the new employee is 
placed on the job and then not giv- 
en adequate training. 

In considering the training prob- 
lem there are a couple of things we 
should keep in mind. Most people 
need training in knowledge, in 
skill, and in attitude. At the same 
time, the individual needs to be de- 
veloped as a team worker who can 
be effective in carrying out the aims 
of the group as a whole. Each in- 
dividual must be given the oppor- 
tunity to develop to the fullest ex- 
tent his own unique talents. And 
at the same time efforts should be 
made to correct his weaknesses. 


What Methods Are Available 


There is an infinite variety of 
training methods available. The 
choice of methods depends on the 
manager’s estimate of which will 
be most effective. First there are 
those which can be started and 
stopped at will. And then those 
which are going on all the time as 
2 part of the daily routine. 

There are about half a dozen 
‘startable” and “stoppable” meth- 
ods that will accelerate the devel- 
opment process. 

Training meetings can be used to 
bring carefully prepared material 
before the group so that all get the 
same story at the same time. They 
bring together and reconcile many 
different and conflicting points of 
view. Those who participate, 
through exposure to the ideas of 
others, have a chance to modify 
their own attitudes. 

We can carry on individual dis- 
cussions. They are highly effective 
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because efforts are directed to spe- 
cific individual needs. 

Special assignments aid training 
of the individual. A commodity 
study can be made or brought up 
to date, a manual can be revised, 
or a special liaison job can be car- 
ried out with another department. 

We might practice a little job- 
rotation. This may take the form of 
shifting a man from one commod- 
ity line to another. Or it might mean 
having a man transferred to an- 
other department on a temporary 
basis. Or there may be a possibility 
of transfer to a staff job such as 
value analysis or purchasing re- 
search. 

And lastly I must mention pro- 
fessional society activities. First, of 
course, is the local association of 
purchasing agents. People should 
be encouraged to participate in these 
organizations’ activities. There are 
also liaison possibilities with many 
other national professional groups. 

There is another category of 
training methods which are differ- 
ent. They can’t be started or stopped 
at will. 

The first of these is precept or ex- 
ample. The example which we set 
as a manager is observed, evalu- 
ated, and quite often imitated by 
those in lower levels of the organi- 
zation. People are especially in- 
fluenced by the example set by their 
immediate supervisor. 

If the head of the purchasing de- 
partment is open-minded and fair 
and co-operative in his dealings 
with suppliers and others in his 
own company, you will generally 
find people in that department ob- 
serving the same rules of conduct. 

Let’s look at another training 
method. In the normal conduct of 
business, we all know that there are 
many meetings held at various levels 
in an organization. Some of them 
are scheduled regularly such as 
staff meetings. Others are called as 
the need arises. 

Purchasing managers can use the 
regular meetings to help develop 
people. They can encourage and 
assist their people in making de- 
cisions, ask assistance in solving 
over-all problems, delegate respon- 
sibility to them and encourage them 
to become more expert in their as- 
signments. They can rotate the 
leadership of their meetings. 

In addition, we can make ar- 
rangements for our people to at- 
tend meetings held at higher levels 
in the organization. 

By far the most important train- 
ing method is what I like to call 
“on-the-job” contacts. We all have 








occasion to talk with the individuals 
who report to us. These talks in- 
volve such things as giving instruc- 
tions, correcting errors, helping 
someone who seeks advice, and 
making plans for improving or 
changing some aspect of the job. 


Watch "On-The-Job" Contacts 


Effectiveness of “on-the-job” con- 
tacts depends on the manner in 
which the supervisor handles the 
contact. You’ve got to be a cross 
between a father confessor and a 
parent with a good bit of curb- 
stone psychology thrown in. 

Instead of issuing orders, we will 
make the facts known to the per- 
son, and by the skillful use of 
questions, help him to reach logical 
conclusions about what should be 
done. Instead of doing all the talk- 
ing when a person makes an error, 
we will help the individual analyze, 
so that he recognizes his own er- 
ror and suggests corrective meas- 
ures. Instead of solving the prob- 
lems of the people and telling them 
the answers, we will help them to 
solve the problems for themselves. 

We’ve got to realize that condi- 
tions have changed during the past 
few years and will probably con- 
tinue to change. A few years ago 
young people starting to work 
were fresh from military service. 
They wanted a job where they 
could start work immediately. Now 
it is different. Training programs 
are looked upon as very desirable 
by the younger people entering in- 
dustry. They realize that they can 
get ahead faster if they spend some 
time in training. 

Stanford Research Institute ran a 
survey recently. 1397 California 
high school and college students 
scarcely mentioned job security as 
an important factor. They were in- 
terested in good pay and advance- 
ment opportunities. Technical grad- 
uates particularly are greatly con- 
cerned with the type of work 
which they will be doing immedi- 
ately after employment; they want 
training but they also want to be 
able to do creative work and get in- 
to it with the least possible waste 
motion. They want to live up to 
their capabilities. So we’ve got to be 
sure that what we are offering is 
attractive in today’s market and 
that we can follow through on what 
we offer. 

Dr. Eric Walker, dean of the Col- 
lege of Engineering and Architec- 
ture at Pennsylvania State Univer- 


(Please turn to page 286) 
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SHOULD PURCHASING CONTROL STORES AND RECLAMATION? 
$ 
n- 
in One hundred and ten companies were recently surveyed on their practices and exper- 
he ience on having purchasing, storehousing and reclamation under one administration. 
SS 
a Results of the survey were presented during the Petroleum Industry Buyers’ Group at 
b- the national convention by H. A. Ervin, Vice President and Manager of Operations, 
‘I California Tanker Company, Perth Amboy, N. J. 
7” These are the highlights of the report: 
al 
be 
= 
oi COMPANY PRACTICE 
vig Supply Function Inventory Supply Stock Records Purchasing Staff 
af Under One Management Under Control of Maintained By Determines or Shares 
b- Purchasing Management Purchasing Staff In Determination ot 
m Stock Order Quantities 
to Small 63% 39% 37% 47% 
2S. 
ji- Medium 56% 38% 44% 56% 
a Large 47% 41% 19% 25% 
gO 
rk 
e. 
fe CONCLUSIONS 
Ww 
ns Disadvantages: There are few, if any disadvantages to having a single management (under one admin- 
” istrative head) for purchasing, warehousing and reclamation activities. 
an 
ne Advantages: 1 — Permits operating management to concentrate on operating problems. 
a 2 — Facilitates the exercise of all basic purchasing prerogatives by the purchasing staff. 
its Stimulates the staff in developing full purchasing potential. 
as 
“i 3 —Pinpoints responsibility and accountability for order frequency, order size, and 
d- maintenance of inventories at most economic levels on the basis of variable costs and 
n= volume. 
rk 
li- 
nt 4 — Assures balanced cost of materials and supplies on a company-wide basis. 
be 
“A 5 — Assures availability of materials, at proper cost, for operating forces. 
to 
be 6 — Provides means for maintenance of manpower at economic levels and affords per- 
- sonnel more opportunities for advancement. 
ns 
at 
7 — Improves intra-company activities through better understanding, coordination, and 
y1- relationships. 
C= 
tT 
ANN SEL NER, ESS 
Aucust, 1955 








O executive has to look very 
far into his experience to find 
instances where his shop has made 
things they should have bought, or 


bought things they should have 
nade. I would not be surprised if 
he bill came to hundreds of mil- 
lions of dollars every year across 
he country. A wise Purchasing 
Agent can save part of this waste, 
cting on the simple principle that 
lecisions should be based on the 
greatest possible profit for the com- 
pany in the long run. Now, let us 
ook at some of the factors that 
ight to control make or buy de- 
$10ns. 

The Worcester Pressed Steel 
Company has recently developed a 
make or buy survey form which I 
ecommend to you as an idea start- 

It is largely based on 23 replies 
to a survey we made. On the back 

a provision for cost comparisons. 

As our decision to make or to buy 

essentially economic, a compari- 
on to find which is more expensive 

ays a real part in choosing the 
ght course. I do not, personally, 
eel that a cost comparison should 
ecessarily be governing, and many 
ympanies reach decisions without 
equent cost comparisons. 


Cost Not The Only Question 


Making cost comparisons takes 
time which may not be available. 
Then there are the questions that 
ise about prices quoted to you 
nd about your inside costs. Are 

two comparable? What about 
juality differences? You, obviously, 
have to get the parts right. How 
omplete is the picture of your own 
Have you included allow- 


 ] 
osts ! 


Make or Buy? 






By Carter C. Higgins 


President, Worcester Pressed Steel Co., Worcester, Mass. 


ances for make ready time, mate- 
rial handling, spoilage, and over- 
head mark-up? There are further 
questions as to whether today’s 
quotes properly represent the long 
run picture. We have all had in- 
creases on repeat orders based on 
re-figured operations. What if steel 
goes up? You will pay more for 
what you are making, but I don’t 
know of any stamping company 
which has been able to fully pass 
on steel increases and labor in- 
creases these past two years. 

A decision to make may tie up 
funds which could better be used 
for something else. It might over- 


load some of your supervisors and 
executives. These things do not 
show in a cost comparison. Cer- 
tainly we should consider costs, but 
they do not represent the whole 
picture. 

Let us consider factors shown in- 
side our folder. 

There are times when things that 
have nothing to do with costs force 
a quick decision on your part. For 
most of us a study of making pen- 
cils is ridiculous; we know our 
costs would be out of line without 
such a study. If you want to use 
something patented, you must buy 
it from a patent owner or licensee. 





TO MAKE IT 


TO MAKE IT 





QUALITY FACTORS 
Adherence to specs? 
_. -- Quality contro! setup? 
- Is proper equipment! availeble? 
Experience in this type of work? 
_ Whe poys for bed parts? — ~ 


ON THE BASIS OF QUALITY FACTORS. . 





CAPACITY FACTORS 


Is space available” 


Is available space obtainable? 


Is machine time available? 


Machinery must be bought? 


Are outside finishing operations required? 


Soles relationship @ foctor? 


____Is stability of supplier relationships o foctor? aa 


Working capital needed for inventory, etc. 


Is new capital investment needed? 


How much use have we for it? 


DECISION 


TO BUY IT 


. MAKE ( ) BUY 


TO BuY IT 





No pertinent consideration is overlooked in this analysis. 
it isn’t expected to provide a clear-cut, arbitrary 
answer, but by balancing all factors a trend can be 
noted showing whether the weight of advantage is on 
the side of manufacture or of purchase from an out- 
side supplier. The queries are classified under 5 main 
headings—Quality, Capacity, Labor, Scheduling, and 
Skill factors. 


YU 








Whot return can we expect? 





Are our costs complete? 





Absorp of internal overhead needed? —e 
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Wovid total costs 
be > 


Pp 





ON THE BASIS OF CAPACITY FACTORS... MAKE( } BUY ( } 
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The decision is not always a simple one, for 
many factors are involved, but a systematic 
appraisal of each factor in the light of the 
over-all problem gives the basis for an 
intelligent course of action. 


If you have to get 25 parts for your 
product by August 15th, and you 
can only tool and “debug” 10 in 
your own plant, you have to place 
the rest outside. If you have no 
space to handle any more, and you 
cannot wait for re-surveying your 
layout or a new building, you go 
outside without a cost study. On 
the other side, possibly you have a 
sudden schedule change and your 
key men have nothing to do. Tem- 
porarily you will want to make 
everything you can, and you con- 
sider pulling certain jobs into your 
plant; you have to hold your basic 
organization together. 


Obviously, there are different cir- 
cumstances in different cases. Make 
or buy as a $200 question isn’t go- 
ing to justify much study. From 
$100,000 a year up, it justifies care- 
ful study, and in larger amounts 


‘calls for equipment investigation, 


training, staffing, layout and so on. 
From $10,000 to $50,000 it’s fre- 
quently a question of your present 
equipment against that available 


outside. 
“Steel” magazine surveyed 355 
companies using stampings and 


found that 177, or 49.8%, both make 
and buy stamped components; 
20.6% buy only, and 28.2% make 





FACTORS 


LABOR FACTORS 


TO MAKE IT 


— Would loyofs be creeted? 


together? 


on Mus! stoff be increosed? 


Is labor rate comperctive? 


TO MAKE IT 


SKILL FACTORS 


TO MAKE IT 


—_— — executives’ time? 


factor? 


. inside efficiency? 








Would making help us hold on orgenizetion 


Is special training necessery? 


Are there union pressures? 


ON THE BASIS OF LABOR FACTORS ....MAKE( ) BUY ( } 





SCHEDULING FACTORS 


_ Get all necessary components o 
_ 

en Capacity to adjust to peaks or slowdowns? 

Would timing be surer wit! h added sources? 


Are engineering changes frequent? 


ON THE BASIS OF SCHEDULING FACTORS... MAKE ( ) BUY ( ) 





Best design experience ovoilable? 
Is this stomping noturel to us? 


Is this the most profitable use of our 


Design assistance relationship @ 


Desirable to have measures of 


ON THE BASIS OF SKILL FACTORS ..... MAKE ( }) BUY ( >} 


TO BUY IT 


TO BUY IT 


n time 


TO Buy IT 
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CONVENTION 


all they use. With about half both 
making and buying, there must be 
numerous reasons involved. 


Non-Cost Reasons for Making 


Here are some of the non-cost 
reasons for making, with the most 
frequently given reasons first: 
Many companies feel that making 
helps them to tie in their produc- 
tion and inventories better. There 
is no question that it is easier for 
you to fire your own superintend- 
ent or press operator than to fire 
an outside supplier’s. It may be 
that sometimes you have to feel 
your way along on design, and if 
like an airplane company you have 
a change of some sort every 100 
pieces, then you want close super- 
vision. 

A somewhat related reason for 
making is the feeling that your 
parts are usually complex and that 
you may be greater specialists in 
them than the outside supplier. We 
would all agree that pride in work- 
manship is a desirable thing, but 
not when it costs you money by 
being carried to excluding consid- 
ering capable suppliers. We should 
not forget though, that if an out- 
side supplier produces parts that 
are not to specification, you send 
them back at his expense. 

Along with integration and un- 
usual and complex parts, we find 
overhead absorption frequently 
mentioned, particularly by small 
plants. This is not an easy subject. 
The accounting approach of spread- 
ing overhead on labor or burden 
centers is the best we have, but not 
always the full answer. Where out- 
side and inside costs are close, as 
they frequently are, it takes wise 
judgment to decide where the ad- 
vantage lies. 

One factor people sometimes 
overlook is that if I can buy some- 
thing for $40,000 but decide to make 
it for $50,000 in order to spread 
my overhead burden, my competi- 
tion may be buying at $40,000 and 
ready to put the squeeze on me. 
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Then I shall have to cut or divert 
my overhead, replacing my ineffi- 
cient voperations with something 
more profitable. The fact that I’ve 
made it in the past, or that I am 
set up to make similar jobs, doesn’t 
mean I can’t be better off buying. 
We've all seen departments hang on 
which should have been scrapped 
ago. For instance, more cap- 
tive foundries have closed up re- 
cently than jobbing foundries. 

We find there are other reasons 
for making—some items are very 
hard to transport; in some cases you 
may have confidential processes you 
prefer to keep in your plant; and 
some companies produce some of 
their parts so that they will have a 
yardstick on the suppliers and pro- 
tection against strikes, etc. It is a 
credit to the purchasing profession 
that only one lone fellow said he 
made because outside suppliers are 
unreliable. As you know, some are 
and some are not, and that is one 
reason for a creative Purchasing 
Agent being a key man. 


ionge 
pa 


Reasons for Buying 


Now, there are reasons for buy- 
ing too. The one most frequently 
checked is to get the benefit of an 
outside specialist’s ability. I do not 
know of any plant which is good 
at everything. Take your company 
cafeteria, for instance, it does not 
get the attention the production line 
Few of us are in the cafe- 
teria business, and concessionaires 
are taking over and doing a better 
job because they are specialists. 
Where would even General Motors 
be if they decided to concentrate on 
cutting the half of their sales dollar 
they pay to suppliers, rather than 
on designing and selling automo- 
biles? Perhaps they would save 
something, but what would happen 
to their industry leadership? Isn’t 
your company better off concen- 
trating on your specialties than try- 
ing to make all its castings, forg- 
plastic moldings, stampings, 


does. 


ings, 
etc. ? 

The outside supplier may well 
have a wider range of both equip- 
ment and experience than the 
people he sells to. For a half dozen 
customers, he may keep certain 
equipment busy which no one of 
them could afford. Further than 
that, he will make trained engineers 
and thinking available to you so 
that you will not have to have them 


A careful cost comparison of the two methods is 
essential, and this is included in the recap on which 


the final decision is based—Make or Buy? 


QO? 


-_ 


on your staff. He wants to keep up 
with his competition and to keep 
your part economical from his point 
of view and up-to-date. Frequently, 
he can serve to check your own 
engineers and production men. 

The next most popular reason 
given for buying was that making 
would require a company to make 
a capital investment in_ space, 
equipment, or inventory which the 
supplier would otherwise finance. 
New investment, of course, should 
be the best possible use of funds 
available. It is not too easy to jus- 
tify new equipment purchases these 
days. As an example, let us assume 
that a $15,000 press depreciates a 
thousand dollars a year. For two 
operations on 100,000 pieces at 1,000 
an hour, the press is used 200 hours 
aside from setup and press repairs. 
Here is $5.00 an hour depreciation 
alone without considering other op- 
erating costs. Now, if by buying 
and running this press, you can 
save 2c a stamping or $2,000, after 
depreciation, you are only saving 
$1,000. Taxes take over half of this 
and you get a return on your in- 


vestment in the press and the work 
going through it of about 3%. That’s 
not good business. 

Further reasons are given for 
buying, and one is to even out de- 
mand fluctuations, What if you sell 
more than you can make? Or, how 
about seasonality? Rather than be- 
ing caught with idle equipment, if 
there is uncertainty as to how many 
parts you will need, it is better for 
this idle equipment to be in a sup- 
plier’s plant (where he may put it 
to work for someone else). Quick 
delivery is another reason for buy- 
ing. One company duplicates its 
inside production outside in case 
anything happens to its producing 
plant. Finally, the sales depart- 
ment may come in and point out 
Joe must be a good supplier, be- 
cause he uses a lot of your products. 

Multiple sources are desirable for 
the things you need with a long 
lead time. They may be inside and 
outside, or two outside sources or 
more. I’m not going into this at 
length, in part because I can’t say 
how much extra tooling your parts 
can stand. 
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_ Labor 








Skill 











COST COMPARISON 





_ Material Sire 

_ Specification (type of moterial 
Cost per 100 pieces of materiol 
Number machine 
———————————— se 
Number of washings 
Number of inspections 
Number of handlings 


Operetions cost (including both 
overhead and W.P.S. profit) 


_ Setup cost per 100 = os — 


Tool repair allowance and 
spoilege 


Other 
Packing 
Cost f.0.b. Worcester ie 
Freight 

Cost total ports per 100 pieces 
Cost of tools — tool charge 


Divided by 
pieces (2 years run) 





RECAPITULATION: 


Quolity 


Capacity 


Scheduling 


Cost comparison 





CONCLUSION: 


BOUGHT COSTS PER 100 
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Now, we come to a summary of 
what I have been saying. First, 
creative purchasing should play a 
part in establishing make or buy 
decisions. Cost comparisons of your 
own costs with outside costs are im- 
portant,—maybe not for every job, 
but at least sufficient for a general 
check. Unless estimates of inside 
costs fairly reflect the costs in- 
volved, it may be costing your com- 
pany money. After all, inside your 
plant you will have all of a sup- 
plier’s costs except for his sales, 
shipment, profit and income tax ex- 
penses. The fact that he must be 
efficient to survive, means that he 
has been overcoming such minor 
differences for years, while captive 
operations may go on draining your 
profits more or less indefinitely. 

The principal reasons for making 
are that it looks cheaper, that it is 
easier to control your own sched- 
ules and design changes, and maybe 
on some fussy parts, you can be 
more of a specialist than any out- 
sider. To a limited extent, your 
plant overhead will be absorbed by 
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employing more people in making, 
but making is not the cure-all for 
high overhead. How long can you 
pay more for a part than its value? 

The principal reasons for buying 
are that it looks cheaper and that 
you don’t have the space, equip- 
ment, or know-how to duplicate 
that of the outside supplier. His 
knowledge can be helpful to you. 
Your company wants to be free to 
concentrate on your specialty. 

There seems to be a trend (and 
I do not have figures) to making 
lately. This seems to be true though 
component prices have not gone up 
for some three years. I should say 
part of this was due to the military 
tying up less plant capacity, than 
formerly. To get what was needed 
during Korea, we called on equip- 
ment wherever it was. There are 
also new equipment and material 
developments which some suppliers 
have had trouble keeping up with. 
This trend can be as healthy or un- 
healthy for particular companies as 
the quality of the thought they put 
into it. 
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Let me urge creative buying and 
wise policies. Small savings in buy- 
ing dollars or in making dollars 
loom large in relation to your profit 
margins. I do not want to sell you 
on buying, if it is not to your ad- 
vantage to buy. I do not want to 
urge you to make, if that isn’t best 
for your company. Making should 
not be based on it being a good 
feeling to expand your plant and 
number of employees. Base it on it 
being good business. A _ decision 
should be reached on the basis of 
you as a Purchasing Agent together 
with your top management working 
for the best welfare of your com- 
pany for as far ahead as you care 
to envision. 


THE OUTLOOK FOR COMMODITIES 


FUELS 


“We see no great difficulty with respect to our ability to meet the foreseeable increases in demand for 
distillate fuel oils . . . It is our feeling that this product will also remain competitive pricewise . . . The 
availability of foreign oils produced by our own nationals has contributed greatly to maintaining a con- 
stant supply of petroleum products for our domestic uses.’ 


—J. J. Mulvey, Petroleum Consultant, Oil Advisors, Inc. 





“The drastic decline in production in 1954 was attributable to a combination of circumstances . . . the 
long-term decline in coal production coincided with a severe drop-off in general business. However, both of 
these influences are now behind us and we feel reasonably confident that 1954 will prove to be the low 
year in coal production for the foreseeable future.’ 


—C. R. Mabley, Jr., V. P.—Sales, Island Creek Coal Sales Company 


NON FERROUS METALS 


“Lead supplies should continue adequate and the domestic price appears steady at 15¢ per pound, 
N. Y. . . . The general expectation is that government purchasing will continue . . . more or less 
establishing a floor price of 15¢ per pound for lead of domestic origin.” 

—J. J. Sharkey, Olin Mathieson Chemical Corp. 


“Zine supplies will meet all requirements . . . at present demands for special high grade are reported 
fairly close to available supply.” (Mr. Sharkey) 





“A fairly strong price market for brass and bronze seems indicated for some time . . . If copper 
producers are to retain their customers, the price of copper must be reduced to a point where other 
metals will not have a price advantage.” 


—Donald A. Pyke, McCord Corporation 


“Aluminum demand cannot be met unless there is some defense stockpile relief, further restrictions on 
export of scrap, or concentration on the third round of expansion . . . It is reasonable to assume that 
aluminum will remain favorably priced with other metals.” 


—N. A. Schowalter, West Bend Aluminum Co. 


“Nickel supply to the average user shows practically no improvement . . . Defense rated orders of 
makers of nickel-bearing products have increased beyond Government predictions . . . While stockpiling 
will continue, the quantity of metal diverted from normal channels for that purpose may be reduced.” 

—Harold A. Berry, Ingersoll Kalamazoo Divn. Borg-Warner Corporation 





“Copper (utility) will continue in short supply to the end of the year . . . We can hardly afford 
to continue to buy copper at the current price for certain uses.” 


—N. C. Stirewalt, Central Illinois Public Service Co. 


“Copper (industrial) outlook is dominated by (1) continued possibility of strikes and lot copper production 
in all major producing companies, and (2) continued high level of business activity. Even if industrial 
volume begins to fall, requirements of copper for inventory rebuilding, and copper owed to the 
stockpile are likely to hold up demand.” 


—Earl S. Goodwin, Westinghouse Electric Corp. 


“Tin production in 1955, exclusive of Iron Curtain countries, will probably be somewhat below 1954 
production which was about 167,000 gross tons. World consumption should be slightly higher than the 
approximate 135,000 gross tons used in 1954. We see no reason to change our opinion that the price 
of tin should eventually hold at or somewhat above the 90¢ per pound level.” 

—Ralph C. Moffitt, United States Steel Corp. 





STEEL 


“U. S. Steel takes these steps in forecasting demand: 1. Describes and measures the national economy, 
making assumptions on international situation, labor conditions, etc. 2. Estimates over-all steel demand, 
with projections and comparisons with other indicators. 3. Estimates demand by individual industries. 
4. Estimates probable inventory adjustments by consumers and their effect on actual shipments from 
producers.” 


—A. A. Monnett, Jr., U. S. Steel Corporation 


PAPER 
“Supplies in all categories are apparently in good balance with demand, but demand for .kraft and 
boxboard will stay strong. Sharp upturn in newsprint consumption probably will not continue in 


balance of ‘55. Prices on book paper and fine papers are receiving upward pressure, and boxboard 
prices are firmer.” 


—Paper Forum 


CHEMICALS 


“Despite increased production, heavy inventories do not exist in most lines, as demand continues 
upward with few signs of abating in the near future. Prices appear generally steady.” 
—Chemical Buyers’ Group 
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By William S. Floyd, Assistant Director for Materials, Office of Defense Mobilization, Washington, D. C. 


HE government is now stockpil- 

ing 75 strategic and critical mate- 
rials, ranging from antimony to zinc. 
Most of the materials are metals 
and minerals, including such well 
known materials as copper, man- 
ganese, nickel, chrome, lead, and 
tin. In addition, certain drugs such 
as hyoscine and emetine are stock- 
piled along with various fibers such 
as abaca, sisal and extra long staple 
cotton. Natural rubber is one of the 
major items because, even with our 
domestic synthetic industry, we find 
that a certain proportion of natural 
rubber is essential to produce the 
best qualities of some articles for 
wartime use. 

There are two degrees of war- 
time stockpile insurance that are 
established by the ODM. Our mini- 
mum essential level of insurance is 
provided by what we designate as 
minimum stockpile objectives. In 
calculating the size of these objec- 
tives the Government assumes that 
there will still be substantial im- 
portation from strategically ac- 
cessible sources in wartime, although 
the wartime supplies expected from 
those sources are discounted by 
various safety factors based on in- 
formation from the Joint Chiefs of 
Staff and the intelligence agencies 
of the Government. Minimum stock- 
pile objectives for the 75 materials 
are valued at approximately $6.5 
billion. Materials valued at some- 
what more than $4 billion are 
already currently on hand toward 
these objectives. 


Material On Hand Worth 
$1 Billion 


In 1954 President Eisenhower 
directed the ODM to establish new 
long-term stockpile objectives for 
metals and minerals, to serve as a 
second and more advanced level 
of defense materials security insur- 
ance. In calculating long-term ob- 
jectives, the Government assumes 
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that imports in wartime may only 
come from a very limited group of 
countries to which wartime access 
can be had just as though the 
mineral deposits were located within 
the U. S. itself. These long-term 
objectives are expected to add ap- 
proximately $3.1 billion to the ulti- 
mate cost of the stockpile. Already 
materials valued at about $1 billion 
are physically on hand. 


Since the minimum objectives 
represent a rock bottom defense 
need, it is our policy to acquire 


them as rapidly as possible without 
unduly interfering with industrial 
supplies so far as practicable. 

It must be kept in mind that the 
primary purpose of the Govern- 
ment in acquiring materials for 
long-term objectives is to acquire 
material for defense. 

Where such acquisitions can have 
the secondary purpose of assisting 
for a time in maintaining the pro- 
duction of industries that would 
otherwise be forced to close down, 
this is salutary, but there is no 
intention on the part of the Govern- 
ment to make a permanent program 
out of this activity. Once the long- 
term objectives have been reached, 
then of necessity, Government pro- 
curement under the Stockpiling Act 
will cease. 


Another Stockpile Interests PAs 


There is another stockpile pro- 
gram that is causing certain con- 
cern in purchasing circles. An Act 
passed in 1954, for the primary 
purpose of disposing abroad of Gov- 
ernment surplus agricultural com- 
modities, contained a provision that 
these commodities may be sold 
abroad for foreign currencies. Stra- 
tegic materials are then acquired 
with the foreign currencies and 
placed in a supplemental stockpile. 

At the present time approxi- 
mately 23 million tons of materials 
are physically on hand. Once the 


materials arrive in the country for 
the stockpile, they are stored as 
close as possible to the major 
centers of consumption, but gener- 
ally outside of the probable target 
centers. Special precautions are 
taken in stockpiling combustible 
materials such as rubber, fibers, 
and vegetable oils so that no signifi- 
cant part of the total stockpile 
would be lost in the event of a 
fire at a single depot. 

The Stock Piling Act makes clear 
that the stockpile is intended as a 
reserve to be used only under emer- 
gency conditions. In case of dis- 
posal of stockpile materials no 
longer needed, elaborate legislative 
provisions protect industry against 
indiscriminate sale or dumping. 

Today the U. S. is far better pre- 
pared in terms of actual raw ma- 
terials supplies to fight a major war 
than at any time in previous years. 

Materials that caused such strin- 
gent shortage problems in World 
War II, such as tin and natural 
rubber, should in the future be of 
but minor concern to those indus- 
tries involved with defense produc- 
tion in view of our substantial 
stockpile of these materials. The 
greatly expanded steel, aluminum, 
copper, chemicals, and many other 
basic materials industries will put 
forth greater quantities of material 
each year than was the case prior 
to the start of the Korean War. 


We Cannot Be Complacent 


We cannot, however, be com- 
placent because of the increased 
capacity and quantities of materials 
in our stockpiles. Today, as never 
existed beforehand in the history 
of the U. S., the potential enemy 
has the capacity of inflicting major 
damage on the producing industries 
located within Continental United 
States itself. The materials produc- 
ing industries within the U. S., must 
do more to prepare on their own 
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initiative for any future conflict. In 
some instances Government as- 
sistance can be provided to assist 
in this endeavor, but largely the 
bulk must be done by private in- 
justry acting on its own initiative. 


Consumers should plan to carry 
inventories of sufficient size that 
will carry them over a period of 
disruption of normal supplies. 
While steps taken by any indi- 
vidual company may seem minor, 





nevertheless the cumulative effects 
of integrating defense considera- 
tions in the planning and function- 
ing of all companies could well 
spell the difference between the 
survival of the U. S., or its defeat. 


Case Study in Management Teamwork 


RAMATIC finale of the conven- 

tion program was a case study 
discussion presented by the “role 
playing” technique. The hypotheti- 
cal problem concerned a medium 
sized company in the electrical ap- 
pliance field. Sales volume had 
shown satisfactory growth, compar- 
able to the rest of the industry, but 
profits had declined since 1951 and 
were currently below the industry 
average. The General Manager set 
a goal of 20% profit for 1955-1956, 
and called a meeting of the Operat- 
ing Committee to consider how this 
might be achieved. 

Cost reduction was the theme, 
entering first on the cost of mate- 
ials, since this element is the larg- 

t single element of the sales dollar. 

After outlining the problem, the 

General Manager called upon the 
Purchasing Agent to report what 
s being done or can be done by 
his department toward reducing 
material cost. Each of the other men 
n the committee, representing sales, 
engineering, manufacturing, finance, 
and plant administration depart- 
ments, then commented on the pro- 
gram and told about the things they 
were doing to reduce costs, in the 
complishment of which the pur- 
chasing department might be of 
more help. A general discussion 
summed up the major points. 








Eastern Electrical Appliance Co. 
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The Problem: Sales volume is up, but profit margins have been declining. What can be done 
to reduce material costs so as to show a more favorable balance sheet? 


Taking part in this presentation 
were: 

General Manager and Chairman: 
Wilson B. Wight, Assistant Pur- 
chasing Agent, Bausch & Lomb 
Optical Co., Rochester, N. Y. 


W. B. (Pete) Wight, as General Manager of the mythical Eastern Electrical Appliance 


Company, consults with the company’s operating committee on profit goals for 1956. 


Chief Engineer: Walter Smith, 
Chief Engineer, Murray Manufac- 
turing Corp., Brooklyn, N. Y. 

Comptroller: Raymond C. Lochiel, 
Vice President and Treasurer, Capi- 
tal Airlines, Washington, D. C. 

Production Manager: James M. 
Stone, Manager of Production and 
Purchases, American Type Found- 
ers, Inc., Elizabeth, N. J. 

Purchasing Agent: Henry R. 
Michel, Director of Purchases, 
Celanese Corporation of America, 
Charlotte, N. C. 

Sales Manager: Leonard  T. 
Thomasma, Vice President and Sales 
Manager, The Todd Company, Inc., 
Rochester, N. Y. 

Works Manager: A. H. Hallen- 
back, Plant Superintendent, Gif- 
ford-Wood Co., Hudson, N. Y. 
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The Cost of Purchasing 


Efficiency of operation and administration and economically sound in- 


ventory policies influence company’s end-cost of materials 


By Robert Cc. Swanton, Purchasing and Economic Consultant, New 


HE most comprehensive and 

worthwhile is the survey pub- 
lished in the magazine “PUR- 
CHASING” in its September, 1950, 
issue, entitled “What Does it Cost 
to Spend a Dollar?” and “What 
Does it Cost to Issue an Order?” 
They sent their questionnaire to 
1,000 Purchasing Agents. Of the 
replies, 11% had no departmental 
figures available; so, no answer. Of 
the remainder, 1 out of 4 had an 
accurate cost record and they were 
among the largest companies. The 
other 75% had to rely on a reason- 
able estimate. Their reports were 
listed in four brackets, less than 
$1 million annual purchases—$1 to 
$10 million—$10 to $25 million and 
over $25 million. The over-all range 
was very wide, from a low of 83¢ 
per $1,000.00 to a high of $95.00 per 
$1,000.00, and this wide range con- 
tinued in each of the four brackets. 
On the cost to issue an order the 
range was from 33¢ to $13.30. How- 
ever, the averages, considering the 
large sampling, (1,000 Purchasing 
Agents), were quite revealing: 


Per Per 
$1,000 Order 
Less than $1 million $28.00 $3.03 
$1 million to $10 
million 9.00 3.70 
$10 million to $25 
million 6.00 3.59 
Over $25 million 3.00 2.61 


Our current survey of cost per 
order and cost per thousand is very 
interesting. Like the 1950 “PUR- 
CHASING” magazine survey, it is 
based on sampling. Our sample is 
not as large as theirs, but I be- 
lieve it to be fairly representative 
of important industry. One particu- 
lar difference is that we had no 
replies from companies purchasing 
less than $1 million annually, which 
left us with three brackets for com- 
parison for what such comparison 
may be worth. Eliminating some 
of the extremes, we have the fol- 
lowing averages based on 1954 op- 
erations: 
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Per Per 
Bracket $1,000 Order 
$1 to $10 million $10.61 $4.27 
$10 to $25 million 7.62 4.60 
Over $25 million 455 5.33 
As in “PURCHASING” maga- 


zine’s analysis, the cost per $1,000 
is progressively lower the higher 
the purchasing volume. It is just 
the opposite in the costs per order 
as they are slightly higher in each 
volume bracket. This bears out the 
theory that volume of orders, work 
load, does not balance with volume 
of dollars. 


The Cost of Carrying Inventory 


Here the figures developed from 
our sampling do not have the char- 
acter of uniformity shown in the 
other analysis. Many variables enter 
into the cost calculations, depending 
on what elements of cost were in- 
cluded by the person doing the cost- 
ing. 

However, there was sufficient in- 
formation and statistics submitted 
by representative companies to 
establish a range and perhaps an 
acceptable average. The costs ran 
all the way from 534% to 35%. The 
figure most used is 15%, and the 
average of all is 15%. The cost 
elements used differ from company 
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to company, and as no weights per 
element were generally given, there 
is no conclusion to be drawn as 
to what cost might be if all had 
used the same formula. 

The real importance is your own 
costs. I am astonished at the large 
number of Purchasing Departments 
reporting no cost records. As a 
tool to aid in the control of your 
responsibilities, the cost data is very 
valuable. You cannot attack the ex- 
pense of operation unless you know 
its component costs. 

“PURCHASING” magazine found 
in its 1950 analysis that excessively 
small orders were a high cost 
factor, and from the voluminous 
correspondence I have received, that 
is still so. Next comes the emer- 
gency order. One Purchasing De- 
partment reported 75% of its requi- 
sitions were marked “Rush,” “At 
Once,” “Soon as Possible.” A third 
important factor is lack of efficient 
operating space. Excessive records 
and reports is another. I am just giv- 
ing you the highlights from con- 
fidential reports to me. You, no 
doubt, have orders. Find them, cor- 
rect them, or be able to justify them, 
before somebody higher up orders 
you to make a straight-across-the 
board percentage cut of your op- 
erating expense. 





Per Cent of 

Companies 

Using Each 
Factor 
Interest 73% 
Stores Operations 90% 
Space and Rent 78% 
Taxes 67% 
Insurance 67% 
Depreciation 84% 
Obsolescence 39% 
Acquisition Cost 1% 





Cost Elements Used in the Computation 
of Inventory Carrying Charges 


Over-ail carrying charges in representative companies ranged from 5-34% to 35%, 
averaging 15%, which is also the figure most used. ' % 


Rate of interest used ranges from 
3% to 10% per year, with the rates 
of 3% and 6% predominating. 


27% of the companies reporting do 
not include an interest charge in 
their carrying costs. 
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Purchasing and Profits 


The tools of modern purchasing— 


how to sharpen and use them 


By Stuart F. Heinritz, Editor, PURCHASING Magazine, New York 


NYONE who has followed 

these convention sessions at- 
tentively—the papers on standardi- 
zation, “make or buy”, inventory 
control, organization for value an- 
alysis and materials management, 
and the market reviews—must real- 
ize that this entire program has 
been a liberal education in profit- 
making purchasing, even though 
that specific theme has not always 
been mentioned. Perhaps the rea- 
son it has not been emphasized more 
is that we take it for granted today 
that profit-making is an inherent 
part of the purchasing responsibil- 
ity. We have also had a session on 
auditing the purchasing department; 
the audit implies a dollars-and- 
cents evaluation of our worth and 
our profit performance. 

These subjects have covered a 
broad range, quite beyond the sim- 
ple act of buying, but inseparably 
related to it. Not any one of the 
subjects is new. These situations and 
problems have existed as long as 
purchasing has been done. 

Nor are the solutions altogether 
new. Basically, the principles and 
techniques are familiar and well es- 
tablished. I venture to say that 90% 
of them—maybe closer to 99%— 
have been presented and described 
at some time or other in PurcHAs- 
mnc Magazine, many of them long 
before anyone coined the slogan 
“Purchase for Profit” or voiced the 
proposition that “Purchasing Is A 
Profit-Making Job.” 

As authors and editors, we did 
not always recognize their full sig- 
nificance at the time. But the fact 
that they were published points up 
the fact that profit-making pur- 
chasing is no sudden new develop- 
ment. It is the practical application 
of a lot of things we have been 
learning over a long period of time. 

The important recent develop- 
ments are the new awareness of this 
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profit-making potential, the eager- 
ness to attain it, the improved cli- 
mate of managerial interest and un- 
derstanding, and the greater stature 
of purchasing in the company or- 
ganization, all of which combine to 
make this a most favorable time to 
put profit-making policies and pro- 
cedures to work. 

No discussion of profit-making 
purchasing would be complete with- 
out a consideration of Value Analy- 
sis. Here is a technique, or a com- 
bination of techniques, that has cap- 
tured the imagination of purchas- 
ing agents and of management alike, 
and has resulted in fantastic cost- 
saving accomplishments. So much 
has been written upon this subject 
that I will not dwell upon it here 
beyond commending it most ear- 
nestly to your attention and point- 
ing out that its benefits are avail- 
able equally to the small and the 
large purchaser. 


Danger in Value Analysis 
Emphasis 

But the very dramatic nature of 
value analysis techniques and re- 
sults carries with it a danger. Too 
often, the value-conscious analyti- 
cal buyer who has learnd to use 
these methods is tempted to believe 
that value analysis is the last word 
and satisfies the whole responsibil- 
ity of purchasing. This is far from 
being the case. 

At a cost-reduction session of a 
recent meeting of the Carolinas- 
Virginia Association, one speaker 
put major emphasis on traffic costs. 
By organizing his purchasing pro- 
gram, traffic-wise, correlated with 
his company’s production activities, 
he was able to show dollar savings 
that compared favorably with the 
most spectacular savings from value 
analysis applied to product design. 
There’s a transportation cost in- 
volved in practically everything you 


CONVENTION 
REPORT 


“<=> THE ee 
\NATIONAL 
\ ASSOCIATION y/ 
\ oe) 
4 


buy, and you can’t overlook this 
area in trying to do a complete pur- 
chasing job. 

Just the other day, a buyer who 
was fresh out of one of Lou De- 
Rose’s shirtsleeve purchasing semi- 
nars at Fordham University re- 
ported that he made a saving of 
$300,000 for his company through 
application of the learning curve 
in the pricing of a big subcontract 
for new components. The learning 
curve has long been known and 
used in production management; 
Stanley Bryan explained its appli- 
cation to purchasing in our issue of 
last September. 

That particular type of opportu- 
nity is probably limited to the big 
buyer and the big company, but 
there are other opportunities open 
to all. We find a strong revival of 
interest in vendor rating systems, 
and have described several such de- 
vices and how they are used. They 
have resulted in substantial im- 
provements in quality and service, 
and definite savings in cost of in- 
spection and rejects. They com- 
prise a wholly legitimate means of 
capitalizing on the current com- 
petitive situation. Here is a phase 
of profit-making that is open to 
every buyer who has two or more 
sources of supply—in other words, 
to all. 


Watch All Opportunities 

So, by all means, let us practice 
value analysis, which is one of the 
direct and potent means of profit- 
making purchasing. Let us practice 
it just as earnestly, as thoroughly, 
and as imaginatively as is within 
our power. But let us not permit 
our preoccupation with value analy- 
sis to blind us to these other op- 
portunities of our job. 

The objective of the industrial 
organization is profit. That means 
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profitable operation in purchasing, 
manufacturing, sales, engineering, 
administration—and even more im- 
portantly, in the net result of all 
phases working together. 
There is no single hub of the or- 
ganization. It is a complex machine, 
all parts of which have to mesh and 
ynehronize for smooth, profit-mak- 
ing operation. We are part of a prof- 
it-making team—not just the man- 
sement team that we mention so 
frequently, but an operation team, 
yvorking in a common effort toward 
: common goal. 


these 


What We Need 


How can we best accomplish this? 

1. We need more and better in- 
formation. All of the speakers have 
stressed or implied that everything 
we do or hope to do in purchasing, 
if we are to do it intelligently, de- 
pends on information. To begin 
with, we must have complete in- 
formation on our company’s prod- 
ucts and operations; its material re- 
quirements, how and why they are 
used; and the over-all policies that 
constitute the framework for our 
buying activities. We must have in- 
formation on business conditions 
and trends, economic factors, mar- 
kets, sources of supply, costs, trade 
practices and standards in a variety 
of supplier industries, and the busi- 
ness law that governs our trans- 
actions. 

This need for acquiring solid fac- 
tual data upon which to base our 
profit-making decisions and recom- 
mendations adds up to quite a 
chore. Some of us do pretty well 
at it. Most of us could do better. 

We could do better by building 
better purchasing department li- 
braries or reference files. Too often 
the purchasing library consists of a 
few shelves of suppliers’ catalogs 
and a buyers’ guide. It should be a 
complete information file covering 
all sorts of materials, equipment, 
production and purchasing methods, 
economic reports, articles on how the 
other fellow does his job and how 
he has met problems that we may 
some day be called upon to face. It 
should be so organized and indexed 
that you can find the information 
when you need it. 

Most of the information we need 
for profit-making purchasing is 
available to us—in books and pam- 
phlets, Association reports, the sales 
literature of your suppliers, special- 
ized commodity and economic serv- 
ices, and the business journals of 
your industry and profession. Most 
of this material passes regularly 
across your desk. Too often it is 
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lost beyond recall in unread and 
discarded back issues of publica- 
tions or in trade literature con- 
signed to the waste basket because 
there seemed to be no immediate 
need. We are in the best possible 
position to get valuable and specif- 
ic information from the informed 
salesmen who call upon us. Too 
often we give it only casual atten- 
tion and retain it only in the un- 
reliable file of an overcrowded 
memory. 

2. We need to devote more man- 
power, attention, and time to study- 
ing and using this information, ap- 
plying it to our profit-making ob- 
jective. This process is practical 
purchasing research. 

It is easy to plead a small staff 
and the pressure of routine duties 
as an excuse for slighting purchas- 
ing research. To do so is merely to 
surrender to routine and. curtail 
the contribution that purchasing is 
capable of making. 

Purchasing research need not be 
elaborate, but it must be specific 
and purposeful. It can go just as far 
as time and facilities permit—the 
farther the better, but even a start 
is progress. The minimum require- 
ment is a designated person, or 
specified hours of the buyer’s time, 
assigned to research activities. As- 
suming competent personnel with 
open minds, inquisitive enough to 
keep asking questions and digging 
out the answers, it pays. When you 
have seen how much it pays, you 
will probably want to go beyond 
the minimum, to get bigger divi- 
dends. 

3. We need to recognize the prin- 
ciple of specialization. That is the 
whole basis of management and 
operating organization. In the over- 
all company picture, the purchas- 
ing agent is the specialist on com- 
modity information, on value, on 
procurement know-how, and on 
vendor relations. 


Share Specialized Knowledge 


One of the characteristics of the 
true specialist is an appreciation of 
the specialist in other fields. There 
are many subjects on which others 
in our own companies are better in- 
formed, and better equipped to do 
a job, than the purchasing agent can 
hope to be. With the tremendous 
volume of information we need on 
our own account, purchasing agents 
should welcome this fact, and use 
it. 

Acceptance of this principle will 
not only help us do to a better pur- 
chasing job. It is the surest way of 
winning acceptance of our own posi- 


tion as specialist and expert, and of 
overcoming that very prevalent at- 
titude where everybody from the 
president to the office boy fancies 
himself as a pretty clever buyer. 
By demonstrating that competent 
purchasing by a specialist can help 
them and the company, we win al- 
lies for our cause. 

4. We need to apply that prin- 
ciple by coordinating our activities 
with other departments to contrib- 
ute most effectively to over-all 
company objectives. Many of the 
activities that are part of profit- 
making purchasing have to be ac- 
complished through other depart- 
ments. Standards, specifications, 
substitutions, and changes in meth- 
ods or design require engineering 
and manufacturing approval. In- 
ventory control policies and make- 
or-buy decisions may be circum- 
scribed by overriding company 
policy considerations. 

The best way to accomplish all 
these ends is to keep the lines of 
communication and _ cooperation 
open, and to see that the line works 
in both directions. 

The purchasing agent who looks 
upon the present stature and science 
of purchasing as an opportunity for 
personal or departmental empire 
building tends to defeat his own 
ends. He is taking on a lot of work 
that should be done, and might be 
better done, by others. He weak- 
ens the strategic position of pur- 
chasing or materials management as 
initiator, counselor, and guide, by 
taking on responsibilities and deci- 
sions that are outside his province. 
If he does get away with it, the 
auditors may well find that his con- 
tribution to over-all company in- 
terest is open to some question. 

But if he will accept and fulfill 
the role of a competent materials 
man, forcefully presenting the 
value angle, doing his own part 
well and channeling his profit-mak- 
ing ideas to their proper place in 
the total organization and operating 
scheme, he can make an increas- 
ingly effective and respected con- 
tribution to profit-making company 
management and operation. 

Profit-making, in the broad com- 
pany sense, has definitely been writ- 
ten into the job specification for 
purchasing. The buyer must be a 
company man as well as a purchas- 
ing man. He must evaluate his own 
performance not only by asking, 
“Ts this a good purchase?” He must 
also ask himself, “Is it good busi- 
ness?” This is the broader and 
more important part of his new 
responsibility. Management will not 
permit it to go by default. 


PURCHASING 





PL 





' Vw ee’ Bw 


Omi n 


“i- 
se. 
he 


n- 


not 


ING 


The Pulse of Business 


AUGUST, 1955 


lajor industries will achieve new all-time high produc- 








tion and sales records in 1955." This recent prediction 
* Secretary of Commerce Weeks reflects the optimism 


hat is now so prevalent throughout the business commu- 
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economic declined last month, over-all industrial output continued 
conditions 0° grow fh Federal Reserve production index stands at 





a new high of 139. Gross National Product (total spend- 
ing for all goods and services) recently reached a new 





rsonal income, for the first time, is past the $300 
billion mark. Recent wage increases and fatter corpor- 
ate dividend payments will undoubtedly push it even 





1igher. Employment is up to 6) million and it's unlikely 
to go much higher until population growth increases the 
supply of available workers. 

To many economists, increasing wages and record spend- 





ing in a full employment economy inevitably lead to 
inflation. Yet, paradoxically enough, the BLS whole- 
Sale price index is no higher today than it was )-1/2 
years ago. Increases in prices of manufactured goods 
have been offset by declines in farm prices. 








Are the economists wrong this time? Probably not. 
Right now it looks like one of two things must happen. 
Production and spending will start to taper off and 
may even decline. r, the general price level will 


+, perhaps as much as 5% in the next year or two. 
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So far, there's no sign of a let-up in the current 
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boom. New orders — one of the most sensitive indica- 


re business activity - were recently up 
1-3/h billion in a single month. Currently, they're 
at their highest level since 1951, when industry was 
swamped with government war orders. Also significant 
is the fact that inventories have not been increasing 


as fast as sales. In fact, they're still below their 
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Unless there's a change in the all-important psycho- 
logical factor - confidence - a rise in the general 
vel appears to be in prospect. 
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BASE LATEST Neve AGO ‘MONTH YEAR 
lustrial Production Index ........................ 1947-49—100 139 138 124 + 0.5 +12.] 
Steel Production (Weekly) ..............:csscessees 000 nettons 2.164 2.334 1,430 ie. +51.3 
Electric Power Production (Weekly) ........ mil KWH 10,138 9.537 8.825 1. 6.3 +14.9 
uminous Coal Production (Weekly) ...... 000 net tons 9.590 9.330 8.288 + 28 15.7 
», Truck & Bus Output (Weekly) .......... units 163,266 174,938 99,082 6.7 +-64.8 
etroleum Output (Daily Average) ............ 000 bbls. 6,610 6,59] 6.44] + 0.3 + 2.6 
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Dept. Stores Sales Index (Fed. Res.) .......... 1947-49—100 97 102 93 1.9 + 4.3 
mmercial Failures (Dun & Bradstreet) ...._ no. 231 203 192 +13.8 +20.3 
Chane CATIONS cccessccsetenintsiintnnnserssrveetin cars 696,734 713,673 618,597 2.4 +12.6 
Miscellaneous Carloadings ..............s:sssess00 cars 379,778 352,311 341,424 + 7.8 +11.2 
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YEAR % OF CHANGE IN 
¢ ree" AGO MONTH YEAR 
All Commodities (BLS) .....................000000 1947-49—100 110.3 109.9 110.0 0.5 + 0.2 
NI sc sctlssenaniidacnenatiaa 1947-49——100 91.8 91.2 94.8 + 0.7 — 32 
Metals & Metal Products ...............c.:000000 1947-49—100 132.5 132.5 127.1 0 + 4.2 
Structural Products ......................sccseeeee . 1947-49100 123.5 123.2 119.0 0.2 + 38 
} Steel Billets (Pittsburgh) ........................ met ton 68.50 64.00 64.00 + 7.0 + 7.0 
) Steel Scrap, heavy melting, Pitts .............. net ton 7.90 34.50 29.00 8.7 +29.3 
Copper, electrolytic ......0:000.---cssrcccssssereses lb. OO 36 30 0 +-20.0 
Rubber (rib-smoked sheets) .................... lb. eae Joly 245, +128 +61.4 
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% OF CHANGE IN 
2 Loe" MONTH YEAR 
Stock Prices (Standard & Poor’s) ................ 1926—100 338.1 309.8 237.7 + 9.1 +42.2 
Bank Clearings (New York) ...........::0s000 mil $ 9,172 9,19] 8.746 0.2 + 4.9 
) Federal Reserve Credit ...............:::ccccceeeeseeee mil $ 25,2605 25,044 25,829 + 0.9 — 22 
. Camreenney rn CAP CIBOR casccscsscccecscesesesessessoees mil $ 30.298 30.059 30,066 + 08 + 0.8 





















THE PULSE OF BUSINESS 


Steel Prices Up Nearly 6%, Outlook Is 
For Increases in Other Commodities 


As a result of recent wage negotiations and higher material costs, every major steel 
producer increased prices last month. Typical are the increases announced by U. S. 
Steel which average 5.8% over-all. Continued high business activity may well drive up 
prices of other basic commodities. One of these, coal, is definitely showing signs of price 
strength after months of doldrums. Forward buying of coal to cover next year’s needs 


is being done by more than one PA as a hedge against possible price rises. 
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Sales, Inventories and New Orders 





f Manufacturers’ Sales 
Seasonally Adjusted 
(Millions of Dollars) 

turing industries 26,092 26,500 


ds industries yy is 
webs : 2,115 
sted metal aon 
= 3,205 
ation equipment yom 
and furniture a 
ry and glass on 
jurable goods 971 


goods industries 13,273 
beverage... 4,289 
323 
1,110 
791 
1,914 
2,273 
466 
2,107 





Apr.(p) May (p) 





Valve of Manufacturers’ Inventories 
Seasonally Adjusted 
(Millions of Dollars) 


icturing industries 43,196 43,332 43,268 


goods industries sak 23,984 24,112 24,178 
sry metal 3,239 3,288 3,239 
2417 2,461 2,504 

hinery : 7,804 7,788 7,794 
isportation equipment 5,838 5,883 5,889 
nber and furniture 1,719 1,714 1,754 

tone, clay and glass 865 887 885 

Other durable goods 2,102 2,091 2,113 


ndurable-goods industries 19,212 19,220 19,090 
od and beverage 4,558 4,442 4,387 
bacco wee 1,852 1,846 1,839 

Textile bins 2,354 2,396 2,323 

Paps 1,028 1,036 1,028 

Chemical ‘ : 3,020 2,982 2,953 

Petr 2,634 2,667 2,674 

790 805 805 

Other 2,976 3,046 3,081 


Manvfacturers’ New Orders (Seasonally Adjusted) 

All Manufacturing Industries 24,641 26,482 25,945 
Durable goods industries 12,142 13,353 12,684 
Nondurable goods industries 12,499 13,129 13,261 
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Straws in the Trade Wind 


LABOR GETTING MORE - Despite more generous settlements in the boom- 
ing auto and steel industries, this year's round of wage 
hikes should average about 7¢ per hour Fringe benefit in- 
creases will probably up the cost of labor peace to about 
10¢ per hour. Reversing the earlier trend, the spread be- 
tween skilled and unskilled wages is widening - with higher 
boosts going to skilled help. The drive for more benefits 
plus record employment will bring a sharp increase in strikes 
and work stoppages. 


LOWER CHEMICAL PRICES? - Buyers of chemicals can probably look for 
ward to increased price competition on many items. Foreign 
producers — particularly in England and West Germany - are 
making serious inroads in American markets. Some of the 
big overseas producers, equipped with brand new plants and 
lower labor costs, are able to offer domestic producers 
tough competition pricewise. Already this fight for market 
position has brought down the prices of certain vinyl resins 
by 9-18%. Asa result, domestic producers are confronted 
with a paradoxical problem. To keep material costs down, 
they favor low tariffs on certain imported raw materials. 
But, to check the inroads of foreign competition on other 


items, they feel they need a protective tariff. 


METALS GETTING TIGHTER — The nation's factories are gobbling up 
metals at such a clip that suppliers are approaching the 
critical stage. One of the tight test is copper. It 
especially short because of greatly expanded civilian uses 
coupled with labor trouble in mining areas. Also approach- 
ing the scarcity stage are steel and aluminum. In both in- 
dustries expansion programs are planned which, heretofore, 
industry leaders did not think would be necessary for another 
five or ten years. 


PICKUP IN MACHINE TOOLS - The classic feast-or-famine industry, 
machine tools, is beginning to feel the benefits of the re- 
cent sharp upturn in business activity. New orders for 
machine tools have jumped 38% in the past month. New busi- 
ness is now coming in at a $72 million per month clip. 
Order backlog is up to about 5 months for the industry as 
a whole, but deliveries for types of machines in heavy de- 
mand are much slower. The industry is also just beginning 
to enjoy the benefits of a $100 million government program 
to purchase machine tools for a reserve stockpile. 
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Getting the Best Return 
on Scrap and Surplus 


RACTICALLY all scrap has a 

marketable value. This value 
varies in proportion to volume, 
preparation, classification and meth- 
od of disposal. Scrap is a by-product 
that can be a source of income to 
the company, and to sell it at less 
than its reasonable value is as un- 
businesslike as to sell manufactured 
products at less than cost of pro- 
duction. 

In many companies, scrap disposal 
comes under the jurisdiction of the 
purchasing department, for good 
reasons. (1) Purchasing’s contact 
with outside companies and _ its 
knowledge of materials and manu- 
facturing processes are of great 
value in locating desirable custom- 
ers for the material. (2) The records 
and experience of the purchasing 
department enable it to determine 
whether the quoted prices repre- 
sent fair value for the material. 
Decisions to hold or immediately 
dispose of scrap accumulations can 
be made on purchasing’s knowledge 
of market price trends. 


Organize A Scrap Section 


A salvage division or section of 
the purchasing department provides 
the type of organization best adapted 
to general industrial conditions. 
Where conditions require that a 
separate department set up for the 
work, there must be close contact 
and cooperation with purchasing. 

Where a separate department is 
maintained, it may also handle the 
physical work of scrap disposal and 
reclamation. In most companies this 
function is best assigned to the 
stores department. A salvage clerk, 
with such assistants as the volume 
of work requires, should be part 
of the stores organization. 

All scrap, salvage material and 
used equipment should be referred 
to the stores department. A lot of 
this material will be a standard 
by-product in the company’s opera- 
tions, and its handling and disposi- 
tion will follow a prescribed routine. 

The first aim should be to reclaim 
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for the company’s own use all that 
can be economically adapted, re- 
paired and reconditioned. Second, 
the material should be carefully in- 
spected to see that defective parts 
that are returnable to a supplier 
for credit are not disposed of as 
scrap. Third, proper attention should 
be given to sorting and classifying 
actual scrap and used equipment. 


Definition and Classification 
of Scrap 


Salvage and/or scrap material is 
classified in these types: 

(1) Salvaged material is that 
which is thrown out of the produc- 
tion line by inspectors because of 
some minor defect. The material 
can possibly be repaired and put 
back in the line, or used in some 
other way by the company. 

(2) Reclaimed material is that 
which production considers scrap 
but which the salvage division con- 
siders usable by someone else. It 
can be used either as is, or con- 
verted. Small pieces of leather 
generated in a luggage factory, for 
example, might be used by a toy 
factory for collars for toy dogs. 

(3) Actual scrap is material that 
cannot be used by anyone unless 
it is disintegrated: e.g. iron filings, 
shavings, chips, etc., which have to 
be remelted and refined. 

Scrap can be broken down into 
these broad classifications: 

(1) Iron and steel scrap. 

(2) Non-ferrous scrap, such as 
aluminum, brass, bronze and copper. 

(3) Trim shop scrap, such as 
leather, duck, drill, plastics. 


(4) Miscellaneous scrap, such as 
barrels and glass. 

These grades, of course, can be 
broken down further, depending on 
their use in specific industries. The 
Iron and Steel Committee of the 
National Association of Purchasing 
Agents, in conjunction with the 
Purchases and Stores Division of 
the American Railway Association 
has done important work in stand- 
ardizing and simplifying the various 
specifications for steel scrap on a 
national basis. These specifications 
supplant the variety of conflicting 
specifications formerly used by dif- 
ferent trade organizations. 

Where large quantities of scrap 
are a regular by-product of the 
company, special attention should 
be given to its separation and classi- 
fication. This care should begin in 
the originating departments where 
precautions should be taken against 
unnecessary mixing of scrap. When 
received in stores, the scrap should 
be handled, sorted, classified, and 
prepared in a way that will bring 
the best price. Special equipment, 
such as balers, separators, etc. 
should be made available to the 
handling department. 


Sale and Disposal of Scrap 


The sale of scrap or surplus ma- 
terial is usually handled by open 
market bids or contract. For econo- 
my and to keep scrap out of the 
speculative field, the contract is the 
better arrangement. Studies over 
a number of years show that the 
difference in the price received 
on contracts and on open market 
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bids was so slight that the contract 
method is preferred. 

The weekly trade papers, Iron 
Age and Iron Trade Review are 
accepted as standard sources for 
scrap prices. They contain quota- 
tions on the various classifications 
of scrap at such points as Pitts- 
burgh, Buffalo, Cleveland, Detroit 
and Chicago. If you are located in 
Toledo, Ohio or Flint, Michigan, the 
tract would be based on the 
price of the classification 
of scrap, as quoted in the trade 
papers on date of shipment, less 
the freight charges from Toledo or 
Flint to Cleveland, less the handl- 
charge of the scrap dealer. The 
handling charge depends upon the 
amount of scrap up for sale. Car- 
load lots should be resorted ' to 
whenever possible. < 

Another distinct advantage of the 
contract is that the scrap dealer 
will furnish ‘shipping instructions 
ahead of time. Thus a carload of 
can be shipped immediately 
is ready. This is important, 

normal times scrap can 
accumulate quickly and take up 
valuable‘ storage space. 

There are three major outlets for 
the general run of scrap materials: 


con 


average 


ing 


scrap 


when it 
since in 


dealers, brokers, and consumers. 
Usually, small lots are sold to 
dealers and carload quantities are 
sold to brokers or consumers, Theo- 
retically, sales to consumers should 
provide the greatest return. But in 
practice, regular disposition of scrap 
can be best obtained through reput- 
able brokers who have the. facilities 
for loading, storing and marketing 
the material. 


Keep Record of Customers 


The scrap or salvage group of a 
company should maintain a record 
of prospective customers for all 
classes of scrap. These companies 
should be approved as to financial 
status, integrity and fair dealing, 
before they are placed on record. 
As in other areas of buying and 
selling, bidders should be informed 
that gratuities, in whatever form, 
to any employee, will eliminate 
them from future bidding. This 
policy should be strictly enforced. 

It is good practice to send a bid 
form in duplicate to each concern 
invited to submit a proposal. This 
insures uniform understanding as 
to quality and quantity. The form 
should show the quantity of each 





grade of material available, its lo- 
cation, and the hour and day when 
bids will close. A reasonable period 
should also be allowed so that the 
material can be inspected by the 
bidder before a bid is made. 

Bids should be received sealed, 
then opened at a designated time. 
The contract for each class of ma- 
terial is awarded to the highest 
bidder at that time. 

When a sale is made, a sales order 
should be issued directing stores 
or other departments to deliver the 
material to the successful bidder, 
in the manner prescribed on the 
bid. 

If the transaction is for cash, the 
amount should naturally be col- 
lected before delivery of the mate- 
rial or at a reasonable time there- 
after. When credit is allowed, an 
invoice should be issued either by 
the stores or salvage departments 
to cover the material. Copies of the 
invoice should go to the buyer of 
the scrap, the purchasing depart- 
ment, and the accounting depart- 
ment. 

Sale of surplus machinery and 
equipment is more individual, and 
less subject to routine handling. 

(Please turn to page 288) 


Purchasing Can Help in the 


Sales Training Program 


By William C. Struning 


HE SALESMAN starting out on 

the road should certainly know 
what the industrial buyer expects 
of him. Too often he knows only 
what his own sales executives ex- 
pect of him. 

No one in the salesman’s company 
is better equipped to present this 
side of the picture than his own 
purchasing agent. For the P.A. is 
not only the target of all kinds of 
efforts and techniques, but 
knows exactly his own needs and 
how they can be best met by sup- 


sales 


pliers. If there is really to be co- 
operation between buyer and sell- 
er, the salesman has to approach 
his prospects with scme _ under- 
standing of their attitudes and ex- 


pectations. 

This is not to suggest timidity. 
The sales effort should always be 
persistent and aggressive. But the 
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salesman should thoroughly under- 
stand the function and prerogatives 
of the purchasing department. 
Many salesmen have spent time 
with production employees and have 
done a good job in selling them a 
worthwhile idea or product only to 
find that it is the purchasing depart- 
ment’s special right to choose the 
source of supply. This is clearly a 
misapplication ef good, aggressive 
selling techniques. Such _ errors 
could be avoided by a clearer un- 
derstanding of the purchasing func- 
tion on the part of the salesman. 

Purchasing and sales in the same 
company, however, often feel that 
they are engaged in mutually op- 
posed activities and have little in 
common. Take the case of Christ- 
mas gifts for example. In many 
cases sales executives will emphati- 
cally state that their purchasing 
personnel should not accept Christ- 
mas gifts. On the other hand, they 
stoutly defend the practice of giv- 


ing such presents to their customers’ 
purchasing departments. Such con- 
flicts tend to obscure the real help 
that each department can give to 
the other. 


Purchasing Can Help Sales 


Many of the real or imaginary 
differences of opinion among the two 
can be ended or at least understood 
if representatives of each are per- 
mitted to present their views in an 
organized fashion to the other group. 
In most cases, this would involve 
appearances and participation in the 
various training programs within 
the company. 

What material the purchasing 
agent should present in a limited 
time in a company sales training 
program depends on the particular 
situation. Obviously, he cannot pre- 
sent a full course in purchasing. 
But these points, covered briefly, 
could greatly profit the salesmen or 
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trainees taking the course: 

THE PURCHASING FUNCTION 
—Show the salesmen why there is 
a need for a purchasing department 
and how it fits in the over-all ac- 
tivities of the company. Clearly de- 
fine the objectives and prerogatives 
of the purchasing department. 

PURCHASING ORGANIZA- 
TION—Let the salesman know who 
makes up the purchasing depart- 
ment and what each one does. Des- 
cribe the classes of items bought 
and indicate who buys them. Point 
out the differences between branch 
plant and highly centralized pur- 
chasing and what they mean in 
terms of sales techniques. Examine 
the company’s own policy on sell- 
ing multi-plant units. 

MOTIVES AND FACTORS IN 
BUYING—Try to put across the 
thinking of the purchasing depart- 
ment in selecting a source of sup- 


ply. Discuss the relationships of 
price, quality, quantity, inventory 
requirements, transportation and 


service, with special attention to the 
company’s policy on these points. 

MECHANICS OF ORDERING— 
Many salesmen don’t know the 
basic steps in the purchase of prod- 
ucts they sell. Explain how the 
need for a product originates, how 
it is requisitioned, and how the or- 
der is issued and expedited. An out- 
line of how invoicing is handled 
would also be helpful. Some advice 
on the laws of contract as they ap- 
ply to the order should be given. 

ETHICS OF PURCHASING — 
Make clear the company’s attitudes 
toward gifts from suppliers, recipro- 
cal selling and other matters that 
touch business ethics. 

It is important not to try to cover 
all these points in detail, but to 
stress those phases that would be 
of interest to salesmen. Since few 
salesmen could remember every- 
thing covered in a few hours or a 
day, it would be a good idea to give 
each salesman or trainee an outline 
of the topics presented. 


Other Ways to Help 


Sales training is a continuous 
function, however, and the continu- 
ing assistance of the purchasing de- 
partment is valuable. 

Sales ideas, literature and ap- 
proaches used on the purchasing 
agent should be watched for possi- 
ble application to his company’s 
own efforts. 

The purchasing agent may find 
time to discuss industrial buying 
motives in more detail with indi- 
vidual salesmen or trainees who 
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markets. 








Several progressive companies have already recognized the 
merit of the idea presented in this article and are utilizing 
the knowledge and experience of their purchasing personnel 
to aid in the training of sales trainees to serve industrial 


Evidence of this trend is the pamphlet containing an address 
by the Director of Purchases for United States Steel Company 
for the benefit of sales trainees in that organization. 








show particular aptitude. Salesmen 
are generally quick to learn and 
assimilate ideas. If they are imbued 
with the idea of service rather than 
that of “grab the order” they will 
help to improve the standards of 
the whole selling profession, and 
thus in the long run help all in- 
dustrial purchasing agents. 
Perhaps the greatest obstacle to 
the inclusion of the purchasing 
agent in the sales training program 
will come from the sales executives. 
They may feel a blow to their pride 
in the idea that a purchasing agent 
could possibly add anything of value 
to their own methods of presenta- 
tion. They may also feel that pur- 
chasing people, in stressing such 
points as service, may dampen the 
fever pitch of enthusiasm they be- 
lieve is required in new salesmen. 
This calls for some “education” 


of the sales manager, too. Perhaps 
he could be induced to spend some 
time in the purchasing department 
interviewing supplier salesmen and 
discussing purchasing problems. In 
any event, there are various ways 
in which even the most adamant 
sales executives can be persuaded 
to try something new if there is 
the slightest possibility that it will 
help improve the record of their 
group. 

Never has the cooperation be- 
tween buyer and seller been as great 
as it is today. But there is still room 
for enlargement and improvement 
of this happy condition. Better sell- 
ing makes better buying possible. 
The purchasing agent should realize 
this, be aware of his potential for 
helping his own company’s sales- 
men, and try to make a practical 
contribution to their training. 
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Purchasing’ Relationships 


Abstract of a symposium given as part of a seminar at the 
University of Southern California, conducted by the Edu- 
cational Committee of the Los Angeles Purchasing Agents 


Association. 





ie OUR COMPANY, where the 
head of the purchasing depart- 
ment reports to the president, we 
do not make formal reports to man- 
agement. We do compile an annual 
report for members of our manage- 
ment and for the material depart- 
ments, but this is used more as 
historical information than for cur- 
rent operations. 


Significant Information 


I feel that management should 
not be pestered with a lot of de- 
tailed reports that it does not have 
time to read. We do not even make 
the so-called “savings survey” in 
which savings are listed and totaled. 
It has been my experience that this 
type of report is often padded to 
such an extent that it becomes 
meaningless. I have seen such re- 
ports that listed the difference be- 
tween the low bid and the high bid 
as a “saving”. And I have seen re- 
ports that listed the difference be- 
tween a current price and a new 
price, which would indicate only 
that the current price was already 
far too high. 

The purchasing department can 
demonstrate its ability in many 
other ways for all to see, without 
an elaborate reporting procedure. 

If we have accomplished a par- 
ticularly fine saving, a copy of the 
purchasing agent’s report to me on 
the item is sent to the president 
for his information. This is done, 
however, only in exceptional cases. 
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Relations to 
Management 


By Rulon Nagely 


Director of Material 
North American Aviation, Inc. 


For the most part, it is restricted 
to savings of over $100,000 a year. 


Management Knows 


How do we convince manage- 
ment that we are doing a good job? 
They get many reports from vari- 
ous people as to the kind of job we 
are doing. If the vice president in 
charge of engineering, or manufac-~ 
turing, reports to the president that 
you are doing a good job, this is 
much more effective than your tell- 
ing him. If the various other 
executives, department heads, and 
members of management make 
similar reports, they get more at- 
tention than if you were to “blow 
your own horn.” 

At times, many of your principal 
suppliers will be talking to your 
executives and will indicate their 
opinion of the purchasing depart- 
ment. What management hears, 
whether it’s good or bad, is a good 
index for measuring the kind of job 
you are doing. 


Suppliers Rate Purchasing 


An unusual program we follow 
at North American is a_ periodic 
survey of our relations with sup- 
pliers. We feel it is important to 
know what these people think of us 
and how they are accepting our 
basic policies. The survey also en- 
ables our management to find out 
something about the quality of our 
work. 


Briefly, our vendor contact pro- 
gram works this way: 

Representatives from our public 
relations department, at the direc- 
tion of management, systematically 
call on about 200 suppliers, both 
large and small. Only in rare cases 
do we in purchasing know what 
specific people or suppliers have 
been called on. The reporting team 
diagnoses basic trends in our sup- 
pliers’ attitudes. Their reports 
guide us in analyzing our policies 
and procedures in purchasing and 
other departments. 

As an example of the trends that 
showed up in our most recent sur- 
vey, we found that our buyers, fol- 
low-up men and expeditors were 
generally accepted by the people 
they contacted. This was important 
information for both purchasing and 
management. Personality differ- 
ences and difficult relations would 
have indicated a_ costly waste of 
time for both our company and 
suppliers. 

We found, too, that our suppliers 
felt that our buyers were very busy, 
and extremely price conscious. Un- 
der the circumstances, we were 
pleased at these attitudes. We felt 
they indicated a vital impartiality 
and careful attention to cost on the 
part of our buyers. 

On the opposite side of the ledger, 
we found that the tight rein we 
held on allowance for waste ma- 
terial was possibly too close. We 
gave a little more attention to 
smaller companies on this point, 
giving them more latitude. In this 
instance, we were able to turn a 
negative situation into a positive 
one. 

We feel it is to the credit of pur- 
chasing that management was made 
aware of these particular situations 
and appreciated the solution we de- 
vised for the problem on allowances 
for waste materials. 
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HERE is no faster way of un- 

dermining purchasing than to 
refuse to develop and retain good 
relations with other departments. 
We cannot hope to obtain the con- 
fidence of management if we shirk 
this responsibility. Nor can we keep 
the respect of our vendors’ repre- 


Relations to Other Departments 


By Norwood D. Tichenor, Assistant to Division Manager 
Purchase and Stores Department, Standard Oil Company of California 


sentatives if we do not assume our 
rightful position. This position calls 
for tact and good judgment. It also 
calls for firmness, lest we find our 
responsibilities being taken over by 
others. 

There are problems in a large in- 
tegrated company that are not pres- 
ent in a small firm. One of the 
most important units of the large 
company is the marketing depart- 
ment. That, of course, immediately 


Relations to Vendors 


E choose our suppliers on 

their ability to supply us 
with quality merchandise at market 
prices. Our suppliers have to help 
us “deliver benefits” to our custom- 
ers. Everyone expects this kind 
of support from his vendors. But 
how do we express our apprecia- 
tion for his help? Here is how 
Gough Industries regards its ven- 
dors. 

In 1950, material was in short 
supply. Things were so scarce no 
one could afford to offend a ven- 
dor. Gough went a step further. We 
held a testimonial dinner and told 
our suppliers not only that we had 
no intentions of offending them, 
but that we had plans for the future. 
These plans, we said, definitely in- 
cluded them. The results of this 
gesture were so mutually success- 
ful that the dinner has become 
something of a tradition. 


Price Isn't Everything 


It was so successful that we con- 
tinued to do business in growing 
volume with these same suppliers 
even though additional discounts 
can be obtained from other sources. 

Price isn’t everything. We want 
to continue to “deliver benefits” to 
our expanding list of customers. We 
appreciate vendors who run a re- 
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By William Broker 


Purchasing Agent, Gough Industries, Inc. 


liable business and we think this 
justifies paying a little more. 

I can express my purchasing pol- 
icy by paraphrasing the Golden 
Rule. “Do unto our suppliers’ sales- 
men as we would have our custom- 
ers’ purchasing agents do unto 
ours.” 

In our great American distribu- 
tion system the transfer of goods 
takes place at the level of the pur- 
chasing agent and the vendor sales- 
man. This is how I think each can 
do his share best in the big job ot 
moving goods: 


What We Expect of Saiesmen 


1. I expect sales aids from our 
suppliers. I can buy an item for 
stock, but it’s only half sold then. 

2. I expect help against inventory 
loss and obsolescence. 

3. I expect to be treated on the 
same basis as other customers in 
regard to price and sales policy. 

4. If a line is sold to us on a semi- 
exclusive basis, then the supplier 
should live up to this agreement 
and sell only through regular dis- 
tributors. 

5. The vendor should help my 
company by advertising to the con- 
sumer the benefits of his products, 
the value of our services, and econ- 
omies we can offer to our customers. 

6. Salesmen should keep me in- 


brings up the question of reciproc- 
ity. 

Let us recognize that salesmen 
are salesmen. They are prone to 
help those who help them in mak- 
ing a good sales record. They will 
not hesitate to exert pressure on 
the purchasing department if it will 
be to their advantage. 

The solution is a firm policy 


backed by top management and un- 
(Please turn to page 292) 





formed beyond the story of their 
product. I want to know about new 
products, new applications of old 
products. 

7. When a discrepancy occurs, I 
expect immediate action to correct 
the mistake. 


What Salesmen Should Expect 


In return for helping us satisfy 
our customers, our partner, the 
salesman, can expect the following 
from us: 

1. That we make no request for 
special service unless it is essential. 

2. That we maintain a truthful 
and frank relationship at all times. 
When a new salesman comes to us, 
we analyze his proposition, con- 
sider it and view it in line with 
our operational policies. Will they 
blend together for our customers’ 
benefit? In the interest of fair play, 
we don’t have the man come back if 
nothing will come of it. 

3. That all salesmen be heard with 
an open mind. We never know 
when a new item will be presented 
that is just what we are looking 
for. And we are always looking for 
time-savers, cost-cutters and labor- 
savers for our customers. 

Relations between the purchasing 
agent and vendor salesmen, if de- 
veloped along these lines, will help 
us to do a better purchasing job. 
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Roebling’s Purchasing System 


Forms and procedures are treated as functional 
tools in this purchasing department, giving the 
‘buyers and workers more time and scope for the 


operational and creative aspects of their jobs 


By Dean S,. Ammer 





Regular staff meetings help keep purchasing personnel informed on company policies and developments, and 
encourage free exchange of ideas. The Roebling buying group consists of (|. to r.) Joseph R. Nemeth, 
Walter P. Strohauer, Director of Purchases R. K. Spofford, Charles G. Benninghoff, Paul S. Toth, Joseph G. 
Hottinger, and Assistant Director of Purchases Kinsey Dickel. 


ie John A. Roebling’s Sons than 100 years old, there’s nothing both his owm and his buyers’ time 
Corporation can trace its history antiquated about its methods and for the profit-making aspects of 
back to 1841 when John Roebling operations. Its purchasing depart- purchasing. 

sold the first wire rope as a sub- ment, for example, makes use of 


stitute for hempen hawsers on the every modern technique to handle Data Within Easy Reach 
Pe ns} lvania Canal. To the general its job in an efficient fashion. A good case study of how Roeb- 
public at least, the company and Roebling’s Director of Purchases ling maximizes administrative effi- 


Mr. Roebling first became famous is R. K. Spofford. In common with ciency is its system of handling 
when it completed the Brooklyn most other PAs, his objective has purchase orders. By limiting the 
Bridge in 1883. This was one of the been and continues to be the han- _ size of the order to 7x8”, it is pos- 
great engineering achievements of dling of administrative operations sible to keep the buyer’s copy of 
the 19th century. with optimum efficiency so as to every outstanding open order—or 
Though the company is now more leave free a maximum amount of unplaced order—in a convenient 
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It’s easy to locate the right information quickly with 
Roebling’s 5 x 8” card file system, when discussing status of 
orders with either requisitioners or suppliers. Each buyer has 


his own desk file of orders for which he is responsible. 


card file right on the buyer’s desk 
within easy reach. 

The fact that buyers use thei 
copies of quotation requests and 
purchase orders for follow-up isn’t 
news to anyone with purchasing 
experience. Despite this, most com- 
panies continue to make these 
copies of the same lightweight pa- 
per stock used in other parts of the 
forms. Consequently, they get pret- 
ty battered and torn from handling. 
If kept in orderly fashion in any 
sort of a file, manila file folders are 
necessary—the lightweight copy of 
the order or quotation request sim- 
ply isn’t rigid enough to stand up 
in a file by itself. 

Roebling has found a simple and 


ame 


Clerical handling is kept at a minimum. Continuous type 
purchase order forms and electric typewriter help speed the 
order typing cperation. Repetitive transcribing of supplier 
addresses is eliminated with rotary address card indexes. 


Using a Traveling Purchase Requisition for repetitive items, 17 separate and 
successive purchase transactions can be recorded on a single 5 x 8” card, 
including records of requisition, purchase, and receival. As with all other 
Roebiing forms, instructions for handling the traveling requisition are 
codified in the procedure manual. 








JOHN A. ROEBLING’S SONS COMPANY own = =—3 

eacrion = 

? PURCHASING DIVISION pace 3 
‘| ware 8/19/53 
t CODE OF PROCEDURE vars 


NOTE: This cancels and supersedes 
same page dated 12/10/52. 


CLERICAL INSTRUCTIONS = GENERAL 





HANDLING OF TRAVELING PURCHASE REQUISITION 





The Traveling Purchase Requisition (Form 53-2) will be completed 
in every particular by the person requiring the item called for. Wo entries 
should be made in the space “For Purchasing Dept. Use Only". 


It will be approved by the responsible department head or his 
designee only when initially prepared. The Purchasing Dept. will assume 
that approvals of repeat requisitions are in order. 


1. When properly approved, the Traveling Purchase Requisition will 
be forwarded to the Purchasing Dept., where it will then be forwarded to 
the Asst. D. of P. for assignment to the Buyer purchasing the commodity 
required. 


2. The Buyer will first review all details submitted and will refer 
any omissions or incomplete specifications to the requisitioner, prior to 
entering into any purchase negotiations. If all pertinent information is 
correct and complete, the Buyer will use the Traveling Purchase Requisition 
as the basis for negotiation with suppliers. After negotiations are complete, 





inexpensive solution to this prob- somseuelee 


lem. The buyer’s copy of both the 
10-part purchase order form and 
the 5-part quotation request form 


is made of tag stock. As a result, it Receres 


is rigid and durable enough so that 
it can be handled vertically in a 
file. 

This, in fact, is the key to Roeb- 
ling’s follow-up procedure. Copies 
of open orders are kept in a 7x 8” 
card file on the buyer’s desk. They 
are filed alphabetically by supplier 
name, and orders for each supplier 
are in numerical order. Signal tabs | 
indicate items requiring immedi- 
ate follow-up. Need for a separate 
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follow-up record is’ eliminated 
since the buyer’s copy of the order 
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Roeblina’s purchasing forms are simple, concise, 
small. Result: increased efficiency and convenience 
in handling and filing, and substantial savings in 
typing time since requisitioners are encouraged to 


describe requirements concisely. 


can be used for this purpose. No- 
tations of delivery promises, partial 
shipments, ete. can readily be made 
on the durable cardboard form. 


No Phase Overlooked 


Another good example of the at- 
tention Roebling gives to handling 
of every phase of the purchasing 
operation in most efficient fashion 
is purchase order typing. Even be- 
fore an order is typed, the company 
has an advantage in efficiency over 
organizations using larger forms. 
The compact 5x8” requisitions and 
7x8” purchase orders encourage 
(and all but require) buyers and 
requisitioners to describe their re- 
quirements in reasonably concise 
fashion. This, in turn, means fewer 
words and less typing time. 

Handling time for the typist is 
cut with continuous type purchase 
order forms. Electric typewriters 
permit the making of a maximum 
number of carbon copies. Transcrib- 
ing of addresses is kept at a mini- 
mum through use of a rotary ad- 
dress card index on the typist’s 
desk. With this device, the buyer 
need not write out the supplier’s 
full name and address if it is a ven- 
dor with whom the company regu- 
larly does business. For example, 
the buyer would simply write “John 
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Doe” on the requisition for vendor’s 
name. The typist, using the rotary 
file, would look at the “John Dee” 
card and copy “John Doe Company, 
205 E. 42nd Street, New York, 17, 
N. Y., Attn: Mr. Walter Willets, 
Sales Manager.” 


Manuals and Meetings Help 


As in a number of other progres- 
sive organizations, Roebling’s pur- 
chasing procedures are clearly set 
forth in a “Purchasing Code of Pro- 
cedure” manual. There are sections 
in the manual dealing with Organi- 
zation, Forms, Clerical Instructions, 
and Buying Operations. An inter- 
esting feature is the breaking down 
of each over-all procedure into 
separate sheets for each job. For 
example, each individual involved 
clerically in placing an order has a 
separate sheet detailing the func- 
tions necessary to fulfilling his 
responsibilities. 

To avoid confusing responsibili- 
ties and to make the instructions as 
easy to understand and use as pos- 
sible, only the director of purchases 
and the assistant director of pur- 
chases have complete copies of the 
manual. Other employees get only 
those parts of the manual that are 
appropriate to their jobs or the jobs 
of those they supervise. 


Personnel development isn’t ne- 
glected at Roebling. As much as 
possible, all openings for jobs in 
purchasing are filled by promotion- 
from-within. To broaden the ex- 
perience of individual members of 
his department and to keep himself 
informed on current problems, Mr. 
Spofford holds regular meetings 
with his buying staff. These meet- 
ings are guided by a continuing 
agenda with topic headings such as 
“Inventories” or “Surplus Sales” 
purposely left general to stimulate 


thinking and discussion. Each buy- 


er is encouraged to introduce any 
specific problems which he thinks 
worthy of general discussion. The 
meetings are timed to follow short- 
ly after the company’s monthly 
management meeting of all division 
heads. As a result they serve the 
further purpose of promptly trans- 
lating management decisions into 
purchasing policy. 


Looking Ahead 


Thus simplified, well organized 
purchasing policies and procedures 
help this century-old company to 
meet modern competition without 
sacrificing traditional standards. 

As the company continues to 
grow, there is no doubt purchasing 
will successfully meet the challenge. 
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ANTICIPATION 


.. . a useful technique in 


buying and selling 





HARD WORKING executive 

was once damned with the ac- 
cusation that he treated every de- 
cision as a crisis. His business 
technique was like a continuous 
display of spectacular fireworks. 
He usually accomplished his imme- 
diate objective, but eventually 
ruined both himself and his depart- 
ment. 

A recent magazine article told of 
a truck driver who had an out- 
standing safety record. He was 
asked how he so _ consistently 
avoided the crises that beset most 
drivers. He replied that he was 
constantly driving, in his mind, two 
blocks ahead of himself, prepared 
to meet an emergency if it should 
occur. By anticipating trouble ahead 
of time, crises very seldom arose. 
When they did come, he was usual- 
ly able to absorb them coolly and 
in a routine manner. 

This same system can simplify 
life for both salesmen and pur- 
chaser. It is not dramatic. It can 
be very dull and routine. It mini- 
mizes long distance telephone calls. 
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It reduces the need for frantic five 


o'clock decisions. It means that 
much work formerly handled 
through department heads need 
never come to their attention. 


Avoid Trouble 
Before It Happens 


It all boils down to one word— 
anticipation — consistent looking 
ahead by both salesman and pur- 
chasing agent. 

Neither of them can do it alone. 
The salesman must keep himself 
informed regarding pending require- 
ments of his customer, that he may 
be able to translate them into terms 
of probable delivery schedules. The 
buyer must be imaginative enough 
to see the picture that the salesman 
is painting—to see through it, if 
necessary. He must be clear head- 
ed enough to see it as a whole—in 
its relation toward over-all profit 
to his company. 

The obvious example is that of de- 
liveries. The millenium, of course, 
for both parties, would be for the 


By Cason Rucker 


Sales Engineer 

Lovisville Drying Machinery Unit 
General American Transportation Corp. 
Louisville, Kentucky 


supplier always to be able to make 
deliveries from stock. For well over 
a dozen years, this was practically 
a forlorn hope, and even now that 
the situation has eased in respect to 
some materials, there is still a sub- 
stantial time factor to be considered 
in procuring and delivering many 
type of equipment and custom made 
parts. Yet in spite of these diffi- 
culties many manufacturers and 
processors have been able to pro- 
ceed with very few interruptions 
due to lack of parts, materials, and 
equipment even during the periods 
when markets were tightest. 

This, of course, is a splendid testi- 
monial to the initiative and re- 
sourcefulness of the purchasing de- 
partments. More broadly, it is an 
indication of the foresightedness by 
which many of the potential emer- 
gencies had been anticipated suf- 
ficiently to be taken in stride. 

In most cases, it was probably the 
result of getting a factual: picture 
of the delivery situation from the 
supplier so that the buyer could 
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place his order far enough ahead 
to insure satisfactory delivery. It 
was then the responsibility of the 
salesman to do his best to maintain 
that promised delivery—advise of 
any unforeseen changes in sufficient 
time to make adjustments—acceler- 
stretch out the schedule as 
required—make any necessary sub- 
stitutions—and definitely live with 
the order until delivered. After hav- 
ing done his part in anticipating 
delivery with the requested lead 
time, the purchaser has every right 
to insist, if necessary, on the sales- 
making every conceivable 
effort to live up to his side of the 


ate or 


mans 


Where specific detailed orders on 
large equipment could not be suf- 
ficiently anticipated, a general or- 
der to tie down a definite date was 

ften extended. This made it pos- 
sible to work out the details later 
with both engineering departments 

sufficient time to meet produc- 
tion schedules. Such looking ahead 
often involves “sticking one’s neck 
out” and cannot be done pro- 
cuously. However, in selected 

it works out beautifully, the 
lection being based on experience. 


Cases 


Experience usually involves repeat 
selling, which is based almost en- 
tirely on satisfactory performance. 


Therefore, once a good working ba- 

sis between supplier and purchaser 

has been developed, every effort 

should be made to maintain it. It 

ns too much to both sides to be 
cast aside. 


Mutual Help and 
Mutual Benefit 


lhe best planning is done by an 
unfettered mind, with the time to 
see and analyze the picture as a 
whole. The salesman capable of 
helping to remove the lash of de- 
tail from the purchaser’s back is 
doubly welcome. All of us feel that 
we are tremendously overworked. 
Anyone who can ease our back- 
breaking load comes as a gift from 
Heaven. The customer in turn, be- 
ing able to think with a mind re- 
lieved of pressure, can view clearly 
and weigh carefully the. over-all 
scene as presented by the salesman. 
The decision itself is seldom mo- 
mentous or excessively time con- 
suming. It is simply the result of 
logical steps in view of known con- 
ditions. 

The inquirer himself can simplify 
the problem and expedite receipt of 
the desired information by indi- 
cating the degree to which he wants 
his answer—e.g., exact quotation 
or estimating price, exact load or 
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general range, etc., by including 
such pertinent information as avail- 
able steam, available power, avail- 
able space, etc.; and stating as few 
alternates as possible. 

Now for the answer. The big 
headache to most salesmen is their 
correspondence. Many of them han- 
dle every letter as an insurmount- 
able barrier and will go to almost 
any length to get around answering 
it. Once such a philosophy has been 
put into effect, it is almost fright- 
ening to the confirmed letter writer 
to see how well it works. If nothing 
else, it is a good screen. Neverthe- 
less, it is wrong. 

The other extreme is to throw out 
such a barrage of words on the 
slightest provocation that the in- 
quirer is inundated. This also is 


bad. 


The Best Way 


The happy medium might be to 
answer the specific questions and 
make complete recommendation in 
summary form so that the inquirer 
can get and digest the pertinent 
facts at a glance, leaving the neces- 
sary detailed information to support- 
ing literature included with the 
proper references. The recipient 
seldom appreciates a cold form 
answer which may or may not be 
directly pertinent to his particular 
request or requirements; but a large 
number of inquiries can be handled 
most effectively through a catalog 
with a friendly and understanding 
letter. 

Sending a letter of information in 
duplicate can facilitate the pur- 
chaser’s work by enabling him to 
incorporate the duplicate copy as 
a part of his report to his own man- 
agement, without retyping or fur- 
ther clarification. 


Training and Judgment 
Are Required 


Obviously, customers’ inquiries 
can best be handled by a salesman 
who knows his subject from a prac- 
tical standpoint. He can often dig 
directly into the problem, anticipat- 
ing the points at issue, and come 
up with the correct answer to the 
Key Question that sometimes hasn’t 
even been voiced. A number of 
equipment manufacturers put their 
men through a two or three-year 
service apprenticeship in the field 
to give them this background. 
Later, as sales engineers, they main- 
tain close contact with the operat- 
ing men in the plants to keep their 
knowledge keen and up to date. 
This is helpful to both sides. 


This same sort of experience is 
invaluable in helping one to answer 
questions immediately, while they 
are pertinent, instead of having to 
check with the home office and then 
call or write back. Such cold turkey 
is seldom appetizing, and often not 
even read. An up to date note book, 
in addition to formal literature, is 
helpful in giving instantaneous and 
correct answers. Of course, for the 
record and to avoid misunderstand- 
ings, all commitments and some 
types of specific data should be con- 
firmed by letter. A confirming let- 
ter is an excellent way to keep 
friends and influence repeat orders. 


Individual Initiative Important 


A good supplier encourages its 
men to become thoroughly familiar 
with company policies so they can 
anticipate management decisions 
when on the road. The salesman in- 
creases both his own and his com- 
pany’s stature by the ability to cope 
with problems on the spot and 
settling them as they come up. This 
saves management’s time and avoids 
big telephone bills. It is of utmost 
importance in dealing with com- 
plaints, as it treats a sore imme- 
diately, before it has a chance to 
fester and grow. 

In accepting this responsibility, 
the salesman owes to his manage- 
ment prompt and complete reports 
of his actions, decisions, and com- 
mitments. In granting it, manage- 
ment owes the salesman full support 
within the limits of established pol- 
icy. If he is wrong, management 
should tactfully tell him so without 
undermining his confidence and 
initiative. Above all, it should not 
go behind his back. If it is necessary 
for the home office to contact a 
customer, the salesman should most 
certainly be kept informed. Man- 
agement cannot anticipate all in- 
cidents. However, it surely can an- 
ticipate a method to handle prob- 
lems when they do arise, And this 
can best be done by training its 
representatives and encouraging 
them to use their judgment. 

Our harried executive friend men- 
tioned in the opening paragraph 
of this discussion would probably 
not have found these road guides 
of anticipation to be sensational or 
spine tingling, and perhaps he would 
have missed the excitement of mak- 
ing dramatic emergency decisions. 
But if he had approached his prob- 
lems in this light, he—and his men, 
and his company—would have lived 
longer, more happily, and more 
profitably. 
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COLUMBIA-SOUTHERN.... dependable suppliers 
of Soda Ash to Industry since 1899 


COLUMBIA-SOUTHERN 
CHEMICAL CORPORATION 


SUBSIDIARY OF PITTSBURGH PLATE GLASS COMPANY 


ONE GATEWAY CENTER: PITTSBURGH 22- PENNSYLVANIA 





DISTRICT OFFICES: Cincinnati * Charlotte * Chicago * Cleveland * Boston * New York * St. Louis 
Minneapolis * New Orleans * Dallas * Houston * Pittsburgh * Philadelphia * San Francisco 


IN CANADA: Standard Chemical Limited and its Commercial Chemicals Division 
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Peelable Plastic Protection 


for Precision Parts 


By Lyne S. Metcalfe 


7 VER since technology made pos- 

sible the production of ma- 
chined precision parts and products, 
means have been sought to protect 
outer surfaces from injury by cor- 
rosion, by humidity, by abrasion, 
water, and by ordinary 
rough handling. 

Grease, oils, wax paper, and even 
wood protective coatings have been 
used. In many cases, ‘these meas- 
and materials have served 
But the modern tempo and 
complexities involved in machining, 
fabricating, and finishing such parts 
and products have brought a de- 
mand (1) for greater protection, and 
(2) for a method that is quick and 
economical to apply, as well as easy 
to remove at the moment of use. 

Not only is this protection needed 
in transit and long term storage, 
but parts are often exposed to some 
of these destructive elements in the 
course of. ordinary in-plant trans- 
fer and handling. 


Dip-Coated Method 


A method fully meeting these re- 
quirements is now being widely 
used with success in many indus- 
tries, especially in the metal and 
machining trades. 

First, as to this material: 

The bases for these strippable 
plastic coatings are two well-known 
materials—ethyl cellulose and cell- 
ulose acetate butyrate. These basic 
materials are used separately to 
formulate a series of coatings with 
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ures 


well 
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Improved dip-coating compounds save finished 


metal surfaces for corrosion and damage in 


storage and handling to point of final use 
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The method is useful and economical for in-plant protection 


of small tools and _ highly 


different characteristics for differ- 
ent applications. 

The coatings themselves are com- 
pounds of these basic materials with 
resins, plasticizers, stabilizers, anti- 
corrosive oils, etc. The resultant 
film is from 0.05” to 0.1” thick, and 
is transparent and pliable. The 
coating amounts to an integral part 
of the coated article until the lat- 
ter goes into use, when the coating 
is quickly and easily peeled or 
stripped off. This leaves the finished 
surface undamaged, ready for use, 
no cleaning or treatment of any 
kind being needed before use after 
the coating is stripped off. 


Protects the Surface 


What are the enemies of metal 
parts and products, lying in wait 
during storage and shipment? It is 


finished parts 


in storage. 


probable that the average manu- 
facturer tends to underestimate the 
degree to which they destroy the 
surfaces of such materials. He may 
feel that little damage can occur to 
his product between the time it 
leaves his factory and is put into 
his customer’s production line. 

Of course everyone knows the 
destructive force of corrosion and 
rust—the chief enemy of metal 
parts and products. The strippable 
coatings described here protect 
against it due to rust-inhibiting oils 
that are included in this type of 
coating. 

Also the glove-tight fit of the 
applied coating keeps out most 
harmful moisture, and the fact that 
the coating is applied at a heated 
stage tends to discourage the pres- 
ence of included moisture. 
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First with America’s leading universities 


NIBROC TOWELS... first wet strength towel 


and still the finest... Super-absorbent —strong—sanitary — 
soft-textured Nibroc Towels are used by more industries and 
institutions than any other paper towel. Buy the finest—Nibroc Towels 
together with Nibroc Sofwite or Softan Toilet Tissue. For name of 
distributor see ‘‘Nibroc”’ in your classified directory or write , er ae 


Brown Company, Dept. NG-8, 150 Causeway Street, Boston 14, Mass. 
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Coating peels off like a@ banana skin. 


Another advantage of the coat- 
ings is that they protect the parts 
surfaces from any possible contam- 
ination. The need for clean sur- 
faces in using metal parts on an as- 
sembly job is well known. 

Physical protection against rough 
handling is another important func- 
tion. The film over the part cushions 
the surface against chipping dent- 
ng, or scratching. The finest pre- 
cision instrument parts have been 
coated and shipped in outer cov- 
erings, and have been found free of 
all surface blemishes at the end of 
the storage or shipping period. 

There is a further psychological 
wrotection afforded by the fact that 
the coating is transparent, so that 
the nature of the coated part is 
clearly visible. This tends to en- 
courage more careful handling, and 
tampering. 

Full transparency has other ad- 
vantages. ‘Through this negligible 
film the detailed surface of each 
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coated part may be inspected with- 
out removal of the coating. This 
is often necessary for inspections, 
serial number readings, quick iden- 
tification, and in handling. 


Preparation of Parts 


Successful application of peelable 
plastic coatings depends on intelli- 
gent use on properly prepared sur- 
faces. As is the case with any pack- 
aging material, be it paper, wood, 
wax, grease, or metal, the nature 
and properties of the material must 
be understood and the packaging 
operation specifically designed with 
the properties of the material in 
mind. All of these materials have 
their limitations. So, of course, do 
the peelable plastic coatings. 

The condition of the part prior 
to dipping is important because the 
coatings will preserve the part in 
the same condition as when it is 
dipped. It must be completely free 
of rust, cleaning compound and 
moisture, with only preservatives or 
operational lubricants present. 

Experience shows that of the 
various recommended cleaning 
methods, vapor degreasing gives 
best results when the parts are to 
be preserved in strippable plastic. 
Where vapor degreasing, combined 
with finger print removal and prop- 
er drying, is a part of the stand- 
ard procedure, failures due to cor- 
rosion are virtually non-existent. 

Melt tank equipment is impor- 
tant. Peelable plastic is a poor con- 
ductor of heat. It begins to decom- 
pose at temperatures above 400° F. 
Therefore, the melt tanks used must 
be designed to eliminate any hot 
spots. 


Use the Right Tank 


The melt tank should be no larger 
than required to receive the largest 
part to be dipped. Tanks are avail- 
able in a wide range of sizes, start- 
ing with portable gallon units as 
shown in the illustrations. Because 
of the heat-sensitive nature of the 
coatings, any given quantity of the 
plastic should remain at operating 
temperatures as short a time as 
possible. A large tank used in such 
a manner that only a small amount 
of plastic is withdrawn at each dip 
will result in holding the bulk of 
the plastic being held at operating 
temperatures (300°-350° F) for un- 
duly long periods, causing prema- 
ture breakdown. 

In large tanks, the molten plastic 
must be constantly circulated to 
prevent overheating the plastic in 













contact with the walls. Means must 
be provided for introducing slabs of 
fresh plastic to replace that with- 
drawn as parts are dipped. 

The coating operation is simple— 
one quick dip, in and out of the 
molten plastic. Time and labor costs, 
which run up the cost of parts pro- 
tection by wrapping and older coat- 
ing methods, are greatly reduced. 


Speed and Economy 


Removal of the coating is also 
rapid and economical. No special 
equipment is necessary; no great 
amount of time is required; and no 
cleaning operation follows. When 
the part is needed for use, the coat- 
ing or “envelope” is merely slit and 
stripped off, like peeling a banana. 
The coating can be remelted and 
reused, which is a particular advan- 
tage in connection with interplant 
protection. 

Laboratory work plus tests under 
usage conditions have been improv- 
ing these strippable plastic coatings 
constantly, in composition and in 
use, since their introduction in 1944. 
The amber-colored coatings which 
were the genesis of this method 
bear small resemblance to the clear 
and tough protective coatings of to- 
day. 

In the words of D. R. Welter of 
the Bischoff Chemical Company, an 
authority who has engaged in pro- 
longed research in this field: 

“The hot melt strippable protec- 
tive coatings available today bear 
little resemblance to the first such 
coatings developed during the last 
war. Today there are custom tail- 
ored coatings designed for specific 
applications. 

“For example, there are very low 
cost coatings for interplant use on 
tools, parts, and _ sub-assemblies. 
There are coatings for shipping or 
storage packing where protection 
is the primary concern. There are 
water-white coatings that not only 
give the desired protection, but add 
great sales appeal through their 
crystal clarity. There are specifica- 
tion coatings for Army, Navy, and 
Air Force use. In addition, there 
are many hot melt compounds made 
to fit specific needs. 

“The variety of compounds of- 
fered, the development of better 
melt tanks and increased stability in 
the compounds themselves have re- 
sulted in much better bath life and 
foolproof operation. The simplicity 
of application and the economical 
nature of these coatings are con- 
tributing to their fast increasing use 
on all types of precision parts.” 
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... ON JET RINGE 


By switching to flash butt-welding of extruded sections, we 
helped one customer cut fabricating costs of a jet engine ring 
from $67.85 to $41.93. A saving of $25.92 per ring — roughly 


40%. 


This is one of many cases in our files where rolling and flash 
butt-welding of bars, sections, extrusions or plate has proven to 
be the most economical and practical method of fabricating 
circular components. Shown below are some other ‘‘American 
Welded’ components. 


If you require a similar part, it is very likely that this type of 
fabricating can cut your costs. Why not write our Product 
Development Division today? They will be glad to study your 
problem. 


THE AMERICAN WELDING & MANUFACTURING COMPANY 
460 DIETZ ROAD * WARREN, OHIO 


e ’ 
MACHINED 
RINGS WHEEL AND RIM 
ASSEMBLIES 
Weldment of 
carbon steel bor 
ond plate for use 
on heovy earth- 
moving equipment. 


Rolled and flash- 
welded rings,. ma- 
chined to exact 
specifications and 
delivered ready 
for assembly. 





SPECIAL MILL 

R 
COMPRESSOR poise 
CASES 


Amweld can show 
you how to sove 
critical material 
and valuable ma- 
chinery time by use 
of these sections. 


Welded bond for 
hermetically sealed 
refrigerator 
compressor. 
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TURBINE FRAME 
ASSEMBLIES 


butt-weided rings 
fabricated into o jet 
engine component. 
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Validity of Oral 


Contracts 


of Purchase and Sale 


By Albert Woodruff Gray 


SUMMARY: Nature of the contract 
actual goods must be involved) and 
size of the contract ($500 or more) 
determine whether a_ transaction 
comes within the provisions of this 
ancient and well established law. 
The contract becomes valid and 
binding if (1) purchaser accepts any 
part of the goods, or (2) makes a 
payment to bind the contract, or (3) 
signs a written memorandum of the 


agreement. 





N ORAL ORDER was given a 

grain dealer in Nebraska for a 
earload to be shipped in October 
and for 10,000 bushels, December 
shipment. The seller delivered the 
grain on the October shipment, but 
failed to deliver the 10,000 bushels 
in December. 

The purchaser brought suit for 
breach of contract. Seller’s defense 
to this action was that two separate 
contracts had been made, and that 
his obligation for the December de- 
livery was void under the statute of 
frauds. This contention was based 
on a provision of the Uniform Sales 
Act, that is substantially the law in 
all of the states, as follows: 

“A contract to sell or a sale of 
any goods or choses in action of the 
value of $500 or upwards shall not 
be enforceable by action unless the 
buyer shall accept part of the goods 
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or choses in action so contracted to 
be sold, or sold, and actually receive 
the same or give something in earn- 
est to bind the contract or in part 
payment, or unless some note or 
memorandum in writing of the con- 
tract or sale shall be signed by the 
party to be charged or his agent in 
that behalf.” 

The law under which this statute 
is derived was enacted in England 
nearly 300 years ago, with the iden- 
tical three restrictions applying to 
contracts involving goods to the 
value of £10 sterling or more. 


One Contract or Two? 


The buyer in the Nebraska trans- 
action contended, however, that 
there were not two contracts, but 
only one, and that the delivery and 
acceptance of the October carload 
was a delivery and acceptance un- 
der that contract, fulfilling the re~ 
quirements of this statute in rela- 
tion to oral agreements and binding 
the seller to make the December 
delivery. 

The court said, in its decision of 
this action: 

“The application of the statute of 
frauds in case of the purchase of a 
number of articles at the same time 
may depend on whether there is one 
contract or more. Whether the ne- 
gotiations for separate articles re- 
sult in one entire contract for the 
whole, or whether the contract for 
each remains separate and distinct, 
may depend on many circumstances. 

“It does not necessarily follow 
that the transaction is not a single 
transaction constituting but one 
contract because a separate price 


was agreed on for each article of 
merchandise, or because some of 
the articles purchased were to be 
delivered at one time and some an- 
other. 

“If this contract is in fact one 
contract, then the part performance 
takes it without the statute. If in 
fact there are two contracts, then 
the part performance becomes full 
performance as to the one and no 
performance as to the other. The 
only construction is that there was 
one contract.” 


Binding the Bargain 


In addition to the provisions in 
this old statute that an oral con- 
tract is valid and enforceable when 
the buyer accepts part of the goods 
agreed to be sold, an oral purchas- 
ing agreement is also enforceable 
when the buyer shall “give some- 
thing in earnest to bind the bar- 
gain”. 

This feature of the law was the 
defense to an action in the New 
York courts to recover damages for 
a seller’s failure to deliver $13,068 
of iron bars under an oral contract. 
The purchaser, in seeking to sus- 
tain the contract, maintained that 
it had met the requirements of this 
clause by giving the seller an ir- 
revocable letter of credit. The court 
held that the letter of credit-was not - 
“something in earnest to bind the 
bargain” under that statute. 

“As used in the statute of frauds 
providing that sales of personality 
over a certain value shall be void 
unless the purchaser give something | 
in earnest,” said the court, “ ‘earnest’. 
means a part payment of price.” 
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YOUNGSTOWN ALLOY STEEL BARS 


for uniform shaping 


Photo courtesy Transue & Williams Steel Forging Corp. 


SPECIFY 


@ Quality control of Youngstown Hot 
Rolled Alloy Bars insures uniform 
chemical composition and mechanical 
properties, as well as uniformity of 
dimensions. These desirable charac- 
teristics result in minimum forging 


rejects and less loss in flashings. Alloy Bars 


THE YOUNGSTOWN SHEET AND TUBE COMPANY sion Aiisy and Yoloy Stee 


General Offices: Stambaugh Building - - Youngstown 1, Ohio 

Plants: Youngstown, Ohio; Struthers, Ohio; Indiana Harbor, Indiana 
SHEETS - STRIP - PLATES - STANDARD PIPE - LINE PIPE - OIL COUNTRY TUBULAR GOODS - CONDUIT AND EMT - 
MECHANICAL TUBING - COLD FINISHED BARS - HOT ROLLED BARS - BAR SHAPES - WIRE - HOT ROLLED 
RODS - COKE TIN PLATE - ELECTROLYTIC TIN PLATE - RAILROAD TRACK SPIKES - MINE ROOF BOLTS 
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The feature of this statute, how- 
ever, that has caused the greatest 
disagreement among the courts is 
the distinction between contracts for 
the sale of merchandise (which, ex- 
cept for these exceptions must be 
in writing) and contracts for labor 
or services, that are unrelated to 
its provisions. 

Three famous decisions have es- 
tablished as many rules for deter- 
mining whether an agreement is for 
the sale of goods, and subject to the 
strictures of this ancient statute, or 
for services, and thereby unaffected 
s provisions. 

absence of uniformity in the 
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recover £21 Sterling for artificial 
teeth he had made under an oral 
agreement with a patient. This sta- 
tute was interposed as a defense, 
that the action was for the recovery 
of more than £10 and for mer- 
chandise sold under an oral agree- 
ment. The dentist contended that 
the action was not for recovery in 
the sale of goods, but for the value 
of his labor and services, and not 
governed by this law. 

The court in its decision that this 
action was for recovery under an 
agreement for the sale of goods and 
not services, said: 

“If the contract be such that 
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court decisions governing the appli- 
cation of the statute under such cir- 
cumstances emphasizes the caution 
to be used in making oral agree- 
ments for the purchase of “goods, 
wares and merchandise.” 

A dentist in England sought to 
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when carried out it would result in 
the sale of a chattel, the party can- 
not sue for work and labor; but if 
the result of the contract is that 
the party has done work and labor, 
which ends in nothing that can be- 
come the subject of a sale, the 





party cannot sue for goods sold and 
delivered. 

“The case of an attorney em- 
ployed to prepare a deed is an il- 
lustration of this latter proposition. 
It cannot be said that the paper and 
ink he uses in the preparation of a 
deed are goods sold and delivered. 
The case of a printer printing a 
book would most probably fall 
within the same category. In the 
present case the contract was to 
deliver a thing which, when pre- 
pared, would have resulted in the 
sale of a chattel; in other words, 
the substance of the contract was 
for goods sold and delivered.” 


Contract for Manufacture 


A few years after this decision, a 
suit was brought in New York 
State for breach of an oral con- 
tract for the manufacture and sale 
of ten tons of paper, which the sell- 
er had failed to deliver. Here the 
court held that the contract was not 
for the sale but for the manufacture 
of the paper. 

“The paper to be delivered was 
not in existence at the time of the 
making of the contract. It was yet to 
be brought into existence by the 
labor and science of the manufac- 
turer. Of the 20,000 pounds to be 
delivered not an ounce had then 
been manufactured. It was all of it 
to be created by the manufacturers 
at their mill. 

“In such a case it is well set- 
tled that the statute of frauds does 
not apply. The distinction is be- 
tween the sale of goods in existence 
at the time of the making of the 
contract and an agreement to manu- 
facture goods. The former is with- 
in the prohibition of the statute and 
void unless it is in writing or where 
there has been a delivery of the 
goods sold or a payment of the pur- 
chase price. The latter is not.” 


Goods Made fo Special Order 


After this case had been decided 
by the New York courts, a lawsuit 
was before the Massachusetts courts 
involving the interpretation of this 
same law. 

A customer had orally ordered a 
carriage from a Boston manufac- 
turer with detailed instructions for 
its manufacture, the work to be 
completed and the carriage ready 
within a specified time. The car- 
riage was completed within the 
time agreed and the purchaser no- 
tified. Before the carriage was de- 
livered, however, it was destroyed 

(Please turn to page 302) 
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Vertical Turret Lathes ° Automatic Screw Machines ° B&S 
Automatics ° Ex-Cell-O Bor-Drill and Gun Drilling Machines 
- Centerless O.D. Grinders ° Centerless 


e« Form Grinders 


1.D. Grinders 

Surface Grinders (plain and rotary) ° Milling 

Thread Milling Machines ° Thread Rolling Machines ° Criden 
Threaders ° Broaching Machines ° Groove Grinding 
Machines * Flat and Cylindrical Lapping Machines ° Pro- 
duction Honing Machines *° Special High Production Equip- 
ment ° Ex-Cell-O Precision Boring Machines and Thread 
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You can get more information on any new 
product shown in this section. Just check the 


number that follows each 


item and circle the 


corresponding number on the Inquiry Card, page 
17. Drop the card in the mail and we'll do the 


rest. 


Yearly Saving of $14,902 Possible 
With New Shielded Arc Welder 


low-cost carbon 
shielding the arc, a new 
welder for mild and me- 
bon steel offers substantial 
luction possibilities. Prior to 
lopment by the A. O. Smith 
tion of Milwaukee, com- 
available welding heads 
ted in their application to 
tion of carbon steel products. 
1ade use of either argon or 
gas to shield the are and 

ere high. 
[ests have shown that carbon di- 
a shielding agent cost about 
hour of welding time. Argon 
bout $4.80 per hour; its unit 
much higher than carbon 
and it is necessary to use 
it per hour of welding time. 
that the welder is used on 
-shift, 260 work-day year. 
carbon dioxide would be 
Cost of argon would total 
Thus, a saving of $14,902 
vhat A. O. Smith calls the 
C-Omatic” process. A cost com- 
between helium and car- 
xide would give a compara- 
iving favoring carbon dioxide. 
With carbon dioxide shielding, an 
,dditional advantage is achieved. It 
sible for the welder to see the 
As a result, there is no need 
ix and the attendant cleanup 


uses 


time that is required. The welder 
can readily locate the are in the 
welding groove and observe the 
metal being deposited. 

The “C-Omatic” welding head is 
designed for speeds from 6 to 600 
inches. Special filler wire is fed to 
the head with rollers and a motor 


drive permits easy selection of feed 
speeds. Either a d-c or a constant 
potential welding machine can be 
used to provide a power source. 
The weld resulting from the new 
method is reportedly so clean that 
slag removal is not required. 
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The “C-Omatic’” gas-shielded metal arc process is remotely controlled from a panel. In 
addition to savings on cost of gas, the process has the advantages of a visible arc, freedom 
from slag removal, and no need for other clean-up resulting from use of flux. 
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SUNOCO’S “SHIRTSLEEVE” REPRESENTATIVES 


Sun Oil Representatives loosen their white collars 
..:help solve industrial petroleum problems 


Does your plant use an industrial lubricant? 
...a process oil? Your Sun Representative is 
ready to roll up his sleeves and go to work 
for you. 


And he is not the only one! He is backed by 
technical men and engineers who have spent 
years specializing in the use of petroleum 
products in every industry ...chemical, rub- 
ber, metalworking, power, transportation... 
to name a few. These specialists, too, are ready 
to roll up their sleeves and go to work for you. 


Whatever your industry, if you use petroleum 





products, your Sun Representative can offer 
you a wealth of “shirtsleeve” experience... to 
help you increase production... reduce costs 


...and increase profits. See him the next time 
he calls. 


Watch your industry’s trade magazine 
to see how Sun Industrial Petroleum Products 
help serve your industry. 


INDUSTRIAL PRODUCTS DEPARTMENT 


SUN OIL COMPANY PHILADELPHIA 3, PA. 


IN CANADA: SUN OIL COMPANY, LTD., TORONTO AND MONTREAL 
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Bay State Centerless Grinding Wheels 


Produce more work with less dressing 
Meet your production requirements 
Have greater stamina 


Your present centerless grinding wheels 
may be giving all the production you need. 
However... 

In case after case, BAY STATE factory 
and distributor abrasive specialists are find- 
ing ways to improve even such apparently 
satisfactory conditions, by more accurate 
wheel selection. 


There are good reasons for this. For 
example, the exclusive Fractional Grades 
and Controlled Structure give BAY STATE 
engineers a wider choice from which to 
select the exact degree of wheel hardness 
and structure to meet each job’s require- 
ments. This wider-range of wheel char- 
acteristics becomes increasingly more im- 
portant as specifications of metals, toler- 
ances, and finishes become more difficult 
to meet. 


We are confident that the combination 
of these product features and engineering 
skills applied to your centerless grinding 


can give top conditions for real production. 
We invite you to ask us to prove that this 
is true. 

Send for Bulletin 201. Better still ask 
us, or any BAY STATE DISTRIBUTOR, 
for free engineering analysis. 





WN 
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Want 


better 
gate 


valve 
service? 


“Pee ease ede 4 






Cutaway, showing the simple 
and unique Darling fully re- 
volving double disc gate valve 
principle that equalizes disc 
and seat wear, compensates 
for valve body distortion and 
provides prolonged tight closing. 


I“ your service Darling gate valves will offer you many 
times the customary number of operating cycles before 
repair or replacement is necessary. 


It’s the unique Darling fully revolving double disc parallel 
seat principle that does it. Get all the facts and see how you 
save on down-time, part replacement and maintenance. 


Darling offers these gate valves in sizes, types and metals 
for all kinds of normal and unusual 
services. Write for details, specifying 
your service requirements. 








DARLING VALVE & MANUFACTURING CO. 
Williamsport 3, Pa. 


Manufactured in Canada by 
Sendilands Valve Manufacturing Co., Ltd., Galt 19, Ont. 
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Ball Bearings With Frictionless 
Seals 





A new series of wide type me- 
chanically sealed ball bearings is 
available in standard bores and out- 
side diameters. Their widths are 
the same as corresponding sized 
double row bearings. Coming in 
seven sizes, they are designed espe- 
cially for applications where fric- 
tionles sealing and large grease ca- 
pacity are important. They are pre- 
lubricated for long life. They are 
made by Fafnir Bearing Co., New 
Britain, Conn. 
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Low-Cost Industrial 
Gear Pumps 





A line of industrial hydraulic 
pumps has been developed for use 
on lift trucks, tractor front end 
loaders, and_ similar equipment. 
Their low cost results from using 
standardized parts and a single 
body casting for the different 
pumps. Fluid pressure from the 
outlet side is exerted on pump 
bearings to maintain the end clear- 
ance between gear and bearing faces 
at a thin film of oil. Wear is thus 
reduced for longer life. Models have 
rated flow of 10, 12, 16 gpm respec- 
tively. Pumps were developed by 
Pesco Products Div., Borg-Warner 
Corp., Bedford, Ohio. 
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Mr. Vincent Sillitta, Traffic Manager of Clarostat Mfg. Co., Inc., discloses 


‘“‘How this guided missile 
gets there on time!”’ 


“,..5, 4, 3, 2,1, fire... and a Clarostat product helps head 
the missile for an ‘enemy’ bomber! 

“But before its deadly rendezvous, that tiny part of the 
missile’s ‘brain,’ a Clarostat resistor, had to keep another vital 
appointment — with the Guided Missile production schedule. 

“That date was kept by Air Express! 

“We ship up to 15,000 pounds of Clarostat Resistors per 
month by Air Express. Their sizes range from the one men- 


tioned above—finer than a human hair—to shipments weigh- 
ing one hundred pounds and more. 

“With Air Express help, we can meet extremely exacting 
delivery specifications. Yet most shipments cost Jess than by 
any other air service. A 25 lb. shipment from Boston to 
Toledo, for instance, costs $6.45. That's 5¢ Jess than the 
next lowest air carrier—and the service can’t be compared!” 

It pays to express yourself clearly. Say Air Express! 


—__— & Air Express —__—— 


GETS THERE FIRST via US. Scheduled Airlines 


CALL AIR EXPRESS ... division of RAILWAY EXPRESS AGENCY 


AUGUST, 
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Mor-Grip 
v-belts 








SUPER RATED 





7.3 
__ STEEL CABLE 











OPEN END 








Maurey engineers v-drives for 
every situation; the “stop and 
go’’ spurts of refrigeration 
drives; the pulsating, high 
torque loads of rock crushing; 
the smooth, steady-pull of tex- 
tile drives... for short centers, 
and wide range of speed ratios. 
Maurey V-drive equipment has 
proved its value since 1917, 


improving the performance, and 


increasing the sales of thousands 
of products. Maurey delivers 
pulleys, belts and accessories 
quickly from complete stocks. 
Whether you are designing a 
new v-drive or improving an old 
one, contact Maurey. Call your 
local Maurey Distributor, or 
write direct. 











Pulleys, Sheaves 
V-Drive 
Accessories 











VARIABLE PITCH 


STEEL SHAFT COLLARS 


Sa Be . 














REFRIGERATION FANS 








Maurey manufacturing corp 
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Fluorescent Fixture Blends 
With Most Environments 





Sylvania Electric Products Inc., 
1740 Broadway, New York 19, N. Y., 
says that its new fluorescent fixture 
was designed primarily for use in 
corridors. Available in one and two- 
lamp units, the styling and simplic- 
ity of the fixture make it blend with 
nearly any architectural environ- 
ment. It is ideal for corridors, stair- 
ways, and storage areas or wherever 
continuous lines of light are needed. 
Knockouts are provided for either 
pendant or surface mounting. End 
tear-outs for continuous row mount- 
ing create a continuous wire-way 
the entire length of the installation. 
Circle No. 44 on Inquiry Card—Page 17 


Grinding Wheel With 
Increased Cutting Speed 





Bay State Abrasive Products Co., 
Westboro, Mass., has developed a 
raised hub disc-wheel type grinder 
to deliver substantial increases in 
cutting speed. Construction changes 
have been made which are de- 
signed to take advantage of each 
abrasive grain, permitting deeper 
penetration and bigger bites of met- 
al. Strongly reinforced internally 
and on the back, the wheel has 
been designed for all weld grinding 
and portable cut-off applications 
found in metal-working plants. It is 
available in 1” and 9” diam., thick- 
nesses 4%”, 3/16” and 4”. 
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YOU CAN COUNT ON CONTINENTAL 
FOR EVERY FASTENER NEED! 


Only Continental Engineers Are 
Specially Trained for Special Fasteners! 


Read why they now lead the industry 
in special fastener production 


Each engineer at Continental is required to 
undergo thorough experience producing ground 
thread taps and gages, with their exacting screw 
dimensions. This special training in the highest 
standards of precision is passed on to you in 
every Continental product—at no extra cost. 

Continental’s superior accuracy and greater 
thread uniformity has boosted it to the top of the 
industry in the production of special fasteners— 
with an average of over 6500 different blueprints 
turned out each week. Many times, Continental 
cold forged fasteners have been substituted for 
expensive screw machine products; improving the 


product by increasing its strength while reducing 
its cost. 

Why not put your special fastening needs in 
the most experienced hands? Call or write today 
and talk over your problem with the Continental 
engineers. 


Continental Screw Co. 


Manufacturers of Holtite Fastenings 
NEW BEDFORD, MASSACHUSETTS, U. S. A. 


For More Information Circle No. 166 on Inquiry Card—Page 17 





Your wiping problems increase 
in hot weather.. 


ABSORPTION 


is amazing ..« 


‘**Perf-Embossed’’® texture 
gives Scott Wipers 
their dirt-gripping, 
oil-drinking power 
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..| another reason ror switching 


to Scott Wipers 


This remarkable new product protects men and 
metal... steps up efficiency all year around! 


Because a fresh one is always available—Scott Wipers 
provide a constant source of clean wiping material. 


Scott Wipers are sanitary and disposable. They end the 
laundering problem . . . simplify distribution and control. 


Throughout the metalworking industry, Scott Wipers 
are providing ready answers to wiping problems. They’re 
two-ply and tough—yet soft and absorbent. And 
they stay tough even when soaked in solvents. 

















Compare them with whatever wiping material 
you’re using now—for cost, convenience, performance. 


The Scott representative or distributor in your area 
stands ready to help you set up a production line demonstra- 


tion in your plant. Call him or mail this coupon today. And, best of all, 


Scott Wipers are 
DISPOSABLE! 


DISTRIBUTION 


is simple. . «The Dispenser- 
box is a portable supply of 125 wipers 







1 
| 
' 





SCOTT PAPER COMPANY 
Dept. P-C Chester, Pa. 
Please send me full information on Scott Industrial Wipers. 





Name 








Company 


Address 
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subject! 


coo! water, that is—the kind that 
comes from an attractive Cordley 
Cooler to please and refresh em- 


ployees, build morale, efficiency. 


AND THE HOT TIP m=, 


IS THIS 


Cordley is built to last and last. It ~ 


has 18 important premium features 


—more than any other single make. © 
But the best news about the sturdy © 


Cordley is that it’s backed by the 


most generous 5-YEAR GUARANTY ~ 
in the whole industry. Of course, the ~ 


way Cordley Coolers are built, you’ll 
get many more years of trouble-free 
water service. 

So, if you’re cooler conscious right 
now, you owe it to yourself (and 
your company) to investigate Cord- 
ley —the name that has appeared on 
more than a million water coolers 
sold throughout the world. 

FREE! Write today for Bulletin Q-4 
describing the wonderful new line of 
economical Cordley Electric Water 
Coolers. 1424 © 


CORDLEY & HAYES®© 


Specialists in Water Coolers Since 1889 
443 Fourth Ave., New York 16, N. Y. 
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Aluminum Alloy Competes 
With Mild Steel 


A non - heat - treatable aluminum 
alloy, designated 5083, has been 
developed by Kaiser Aluminum & 
Chemical Corp., 1924 Broadway, 
Oakland, Calif, to compete with 
mild steel in fabrication and weld- 
ing costs. It is designed for welded 
structures requiring maximum joint 
strength and efficiency as well as 
light weight and corrosion resist- 
ance. It is available in “O” and 
H-113 temper plate ranging in gage 
from 0.250” to 2” and _ standard 
lengths in widths from 12” to 90”. 
Nominal composition of the alloy is 
4.45% magnesium, 0.8% manganeses, 
0.1% chromium and the balance alu- 
minum. It can be welded at high 
speeds with inert-gas arc welds hav- 
ing tensile strength of 42,500 psi. 
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Carbide-Tipped Masonry Drills 


A versatile carbide-tipped ma- 
sonry drill has been designed by 
Super Tool Co., 21650 Hoover Rd., 
Detroit, with removable shanks in 
sizes from 5%” to 6” diam. The re- 
movable shanks permit extension 
drilling of deep holes and easier 
access to places difficult to reach. 
A locknut holds any length shank 
securely. The drill features wider 
spiral flutes. They eliminate pack- 
ing and binding and generate less 
heat. Drill sizes are available from 
%4” to 6” hole sizes. 

Circle No. 47 on Inquiry Card—Page 17 


Aluminum Pigment Is 
Rust Inhibitive 


The effective hiding power, re- 
flectivity and protection to under- 
lying material, offered by aluminum 
pigment have been reinforced by 
rust-inhibitive properties in a modi- 
fied product. It is a paste made 
up of strontium chromate, which 
possesses outstanding rust inhibitive 
properties, and powdered aluminum. 
The new pigment, developed by 
Reynolds Metals Co., 2500 S. Third 
St., Louisville, Ky., combines the 
good characteristics of both pig- 
ments. Thus in a single coat, a 
paint made with this product pro- 
vides the benefits of a rust-inhibitive 
primer and a reflective topcoat finish. 
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TEXLITE 4 


SIGNS 


OF QUALITY 


Another famous sign 
quality built by Texlite 


Texlite is your com- 
plete source of porce- 
lain enamel, plastic and illumi- 
nated signs. Whether you need 
ten signs or 1000, just tell us 
your needs and we'll do the rest. 
As the nation's most complete, 
most modern sign manufactur- 
ing plant, Texlite is ably pre- 
pared to do a turnkey job for 
you from start to finish. You'll 
get quality signs and quality 
service, all the way. 





DESIGN e ENGINEERING 
FABRICATION e ERECTION 
MAINTENANCE 
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HERE'S HOV TO AVOID BEARING 


REPLACEMENT HEADACHES van 
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LZ, 


says HY WHEELER, 


} the sage of the socket wrench: 


Always replace a Hyatt with another 
identical Hyatt. 


Make sure shaft and housing bore 
seats are clean and smooth. 


When pressing on inner races start 
bearings on shaft with rounded corner 
radius of race going first. 


Direct the driving pressure straight and 
square, directly through race to be 

} press fitted. Never hammer directly on 
races or rollers, and never use a wooden 


or soft metal mallet (chips or splinters 
may get into the bearing). 


* Use a lot of sharp quick taps instead 
4 of a few heavy ones; have straight 
** square ends on driving accessories 


nd fixtures, and drive races solidly up 
» against shoulder of shaft or housing. 


i) Keep your hands and tools clean; don’t 
remove bearings from package until 


you're ready to use ’em—and most im- 
portant of all, be sure the package is 
the blue and yellow Hyatt box! 
Remember, when it comes to quality, 


there’s no 
substitute for... 





YATE ROLLER BEARINGS 


STRAIGHT ° BARREL © TAPER ( 





HYATT BEARINGS DIVISION « GENERAL MOTORS CORPORATION .« HARRISON, NEW JERSEY 
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BIG NEW HANDLE 


Meets specifications of MIL-C-4150-A and MIL-T-945-A. 
Grasping handle has insulating sleeve that will not crack 
or chip at — 65° F. or become sticky or tacky at ++ 160° F 


If you have a carrying case problem, 


ple ase read this. 
| all about a new kind of handle. 
it's a rattle proof handle a ae 
\ reclaiming spring forces the grip down 2 
against the surface and holds it Genie | in 
t | 4 € 


it 








it's sturdy and safe 
[t has a “‘snap-back’”’ feature ideally suited 
for many uses in industry where conven- 
tional type handles are not satisfactory. 
[t is strong enough to lift 200 pounds 
with an adequate safety factor. Fingers 
ure free from pinching. 

















geinscstaare 
= 





| 

Corrosion proof \ - 

Made of carefully selected materials which < 
ire treated to provide maximum resis- 

tance to rust and corrosion. 4 


Easily applied 
Nuts and bolts, welding or other suitable ° 
fastening may be as long as the 
surface to which it is attached is as strong 
as the back of the plate handle. 















































Send” - Jriez 


| FRIEZ INSTRUMENT DIVISION OF BENDIX AVIATION CORPORATION 
| 1456 TAYLOR AVENUE, BALTIMORE 4, MARYLAND 
L 





Export Sales: 
Bendix International Division, 205 E. 42nd St., New York 17, N. Y., U. S. A. 
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Grab Attachment Handles 
Diversified Loads 





A hydraulic grab attachment per- 
mits palletless handling of virtually 
all types of loads—barrels, cartons, 
cylinders, rolls, etc. This flexibility 
is made possible by the spring-steel 
arm structure that accommodates 
to the load shape, the application 
of selective grab pressures, and the 
high-friction surface on each pres- 
sure plate. Each pressure plate is 
loosely mounted on three spring- 
steel fingers, allowing the plate to 
tilt in direction dictated by the load 
shape. This attachment is available 
from Lewis-Shepard Products, Inc., 
Watertown, Mass. 


Circle No. 49 on Inquiry Card—Page 17 


Grease Retainer Cup Keeps 
Lubricant in Casters 





The Bassick Co., Bridgeport 2, 
Conn., has equipped its “H99” me- 
dium duty casters and its heavy 
duty “S99” casters with a snap-on 
grease retainer cup. Without extra 
cost, it prevents lubricant from 
draining out of caster swivel bear- 
ings. This not only prolongs the 
service life of the caster but also 
protects floors and caster wheel 
treads from the harmful effects of 
dripping grease. In addition, haz- 
ardous conditions due to oil or 
grease slicks on floors are elimi- 
nated. 

Circle No. 50 on Inquiry Card—Page 17 
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McLouth 


HIGH QUALITY 


Steel 


We are now operating the first 
Oxygen Steel Process in the 
United States. This dramatic 
new method of refining is 
producing high quality steel 
with a low nitrogen content. 


The advantages of the 

Oxygen Steel Process are another 
reason why McLouth high 
quality sheet and strip steels 
will serve you better in the 
product you make today 

and the product 

you plan for tomorrow. 


McLoutyn Stee. Corporation 
Detroit, Michigan 


MANUFACTURERS OF STAINLESS AND CARBON STEELS 








CARBON DIOXIDE - 





New, radio-active, automatic fire guard ! 


SYSTEM 


C-O-TWO PRE-DETECTOR 
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Each pre-detector head protects up to 3,600 square feet of area...harmless radio-active element utilizing ionization chamber 
principle quickly detects all forms of fire...requires only simple two-wire circuit and insignificant wall space for controls. 


This completely new and positive means of spotting fire 
is just what you’ve always needed and wanted . . . detects 
in the earliest stage, invisible combustion gases, visible 
smoke, slow smoldering, as well as open flame. The 
C-O-TWO Pre-Detector System is simple to install, 
extremely economical to maintain and doesn’t depend 
on thick smoke or heat for actuation. 

As many pre-detector heads as necessary can be con- 
nected together in a single circuit and up to 16 separate 
circuits or spaces handled by one system. With a single 
circuit the pre-detector heads are connected directly to 
the fire indicating cabinet, while with multiple circuits the 
pre-detector heads are first connected to one or more space 
indicating cabinets capable of visually showing by number 
the exact locationofthe fire. Relays perform such functions 


NEWARK 1 





PYRENE-- C-O-TWO 
NEW JERSEY 


Sales and Service in the Principal Cities of United States and Canada 


as sounding alarms, closing fire doors, shutting down 
ventilation and releasing fire extinguishing systems. 

The C-O-TWO Pre-Detector System has been subjected 
to extensive testing and carries Underwriters’ Labora- 
tories, Inc. listing, as well as Factory Mutual Laboratories 
approval. Proven pilot installations have been made in 
such diversified properties as a television station, an 
electric power company network analyzer room, a rail- 
road signal tower, an airline flight training equipment 
room and the offices of an insurance company. 

Don’t take unnecessary chances any longer... the 
extensive fire protection experience of PYRENE— 
C-O-TWO over the years is at your disposal without 
obligation. Get complete facts about this new C-O-TWO 
Pre-Detector System today! 





COMPLETE FIRE PROTECTION 


portable fire extinguishers ... built-in fire detecting and fire extinguishing systems 


DRY CHEMICAL + VAPORIZING LIQUID 


* SODA-ACID * WATER + CHEMICAL FOAM * AIR FOAM 
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Whatever the job... 







PERMACEL 30 HEAVY DUTY PLASTIC TAPE 








PERMACEL 97 ACETATE FIBRE TAPE 





PERMACEL IAPES 


In: our complete line, there’s a sélf-sticking tape for_every job.... . write Permacel Tape Corporation, New Brunswick, N. J. 


a Gofuuonafohmon company 
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Specify NEW Tannate’ 
heat-resistant 
packings 














190°F. constant use 


210°F. intermittent use 














Rhoads has recently developed a new heat-resistant leather 
for hydraulic and pneumatic applications. 
luring the last several months, these packings have been tested 
in the field under a variety of difficult operating conditions. 
his new Tannate leather has consistently outperformed the 
best of the previous leathers under higher temperatures 
and we are now proud to include it in our line. When specified, 
y will be supplied at no extra cost. 
Tannate heat-resistant packings are recommended for temperatures 
p to 190° F. continual use or for intermittent use up to 210° F. 
Tannate packings will not readily cold flow or score the most 
highly finished surface. They provide an effective seal against 
hydraulic oils and many other gases and liquids. 
Tannate has a low coefficient of friction . . . is custom impregnated for 
high or low pressure operation —precision molded and accurately 
- finished to fit snugly against shafts and cylinder walls. 


For further details write J. E. Rhoads & Sons, 
2100 W. Eleventh St., Wilmington 99, Del. 


*Availoble in U, Vee, Cup, Flange and disc for 







please specify Tannate Heat-Resistant packings 


INDUSTRIAL LEATHERS 


WILMINGTON + NEW YORK « CHICAGO + ATLANTA 
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hydraulic and pneumatic equipment. When ordering 


RHOADS 





Stocking Of Explosion- 
Proof Motors Facilitated 





According to The Louis Allis Co., 
Milwaukee 7, Wis., its line of ex- 
plosion-proof motors in ratings of 
1 to 25 hp, 3-phase and in ratings 
of 1 to 3 hp, single-phase, has re- 
ceived Underwriters’ approval for 
use in all Class 1, Group D, and 
Class 11, Groups E, F, and G haz- 
ardous locations. Such approval 
greatly reduces motor stocking 
problems, as a single motor can be 
used for the most hazardous lo? 
cations. Modifications of the 3-phase 
motors are also available with Un- 
derwriters’ approval for use in 
Class 1, Group C, hazardous loca- 
tions. 
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Brusher Cleans Dirt On 
Overhead Conveyor Chains 





Without work stoppage, a con- 
veyor chain brusher, built by The 
Fuller Brush Co., Hartford 2, Conn., 
automatically eliminates dirt and 
dust which sticks to lubricating oil 
on hard-to-reach overhead con- 
veyor chains. The danger of the 
spoilage of material being proc- 
essed, through dropping of accumu- 
lated dirt, is eliminated by two sets 
of these wheel brushes. The unit 
is mounted on the monorail sup- 
porting the chain conveyor, and the 
two brushes, powered by one 1 hp 
motor, pivot on the motor base and 
bear against the conveyor chain. 
If only periodical cleaning is de- 
sired, the brushes can be swung 
away from the chain. 
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ICC-approved 


closed head 


STEEL DRUMS 


The fact that Continental closed head steel 
drums meet Interstate Commerce Com- 
mission specifications for shipping inflam- 
mable and other dangerous articles is im- 
portant. Continental packaging, however, 
offers your products far more than rugged 
protection. Brightly lithographed with 
your name or trade mark, each container 
in your line becomes part of a handsome 
“package” family. And because customers 
find these cans so suitable for re-use, your 
sales story will keep on making good im- 
pressions for years. Let us show you how 
Continental drums can work for you. 
Call soon. 





| COMBINE YOUR ORDERS 





Why not order “Tripletite” paint cans, “F” 
style, and conventional cans when you order 
steel containers. We'll send them along 
in one freight car to shave your costs on 
warehouse space, shipping and inventory. 





Continental makes a complete line of lug 

cover, flaring pails, and utility containers, 

Whatever your product, you'll find sizes 

and styles to suit your individual needs. 
_—, 





FOREMOST IN QUALITY AND DESIGN 


Made from heavy 24- or 26-gauge steel, 
Continental closed head drums have a 
capacity of 5 U.S. gallons. Meet ICC 
specifications 17E and 37D. High-strength 
body available with straight sides or top 
and bottom beads. Drum top offset for 
easy stacking. Construction features in- 
clude electric lap-weld side seam, and 
compound-lined, double-seamed head and 
bottom. Four-finger handle securely 
welded to top for safe handling. 


Q@e ab a 


Also the tops in pouring spouts and closures 











CONTINENTAL E CAN COMPANY 


Eastern Division: 100 E. 42nd St., New York 17 
Central Division: 135 So. La Salle St., Chicago 3 
Pacific Division: Russ Building, San Francisco 4 
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viewed from any Angle .. . 


This HEAVY DUTY UNIT PACK 
CLEVELAND CONTAINER 


has definite advantages in both military and 
domestic uses. 


Me shown here, the product packaged is a 10” diameter synthetic 
bber diaphragm or bladder used in aircraft hydraulic accumulators. 
The pack is designed to eliminate distortion. 


Vickers Incorporated, leader in hydraulic products, has found that 
with the use of this type of Cleveland Container a labor saving was 
effected of 85% and packaging production increased more than 400%. 


Consult our nearest plant for similar advantages in using Heavy Duty 
Unit Pack Containers. 


. call CLEVELAND! 


PLANTS 
AND 
SALES OFFICES: 

CLE 


VELAND 


DETROIT COMPANY ® 


CHICAGO 


vewrsis 6 201 BARBERTON AVE., CLEVELAND 2, OHIO 


LOS ANGELES 


PLYMOUTH, WIS. e ALL-FIBRE CANS e COMBINATION METAL 
JAMESBURG, N. J. AND PAPER CANS « SPIRALLY WOUND 
OGDENSBURG, N.Y. TUBES AND CORES FOR ALL PURPOSES 


CLEVELAND CONTAINER CANADA, LTD. 


Sales Office: 
MONTREAL 


Why pay more? For good Quality . . 


SALES OFFICES: 


NEW YORK CITY 
peo o. c. 
. ¥. 


ane maaneutn, 
CONN. 


ABRASIVE 
DIVISION Plants & Sales Offices: 


CLEVELAND TORONTO AND PRESCOTT, ONT. 
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Accessories Enlarge Use of 
Square Gage Blocks 


The DoAll Co., 254 N. Laurel Ave., 
Des Plaines, Ill., has introduced a 
line of square gage blocks. Also, a 
new system of accessories has been 
developed to make it possible to 
extend the use of square gage blocks 
in everyday inspection tasks. The 
advantages of the accessory system 
are threefold. First, by permitting 
direct application of gage blocks 
to everyday inspection tasks, The 
advantages of the accessory system 
are threefold. First, by permitting 
direct application of gage blocks to 
everyday gaging operations, it re- 
duces chances of expensive errors 
in the manufacture of tools, dies, etc. 
Second, it encourages personnel 
productivity by eliminating the 
doubt present when measurements 
are transferred from gage blocks 
to less accurate instruments. Last, 
it eliminates need for special tool- 
room or production gages. 
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Sound Protectors Ward Off 
Harmful Occupational Noise 





The harmful effects of loud noises 
encountered in many occupations 
are many. For example, constant 
exposure to noises over 90 decibels 
may cause deafness. In any case, 
loud noises cause irritation, low- 
ered morale, and a decrease in plant 
efficiency by hindering communi- 
cation. They also may cause acci- 
dents since warnings cannot be 
heard when drowned out by louder 
noises. Sound protectors are now 
available which screen out loud, 
high frequency noises but make 
voices audible to the wearer. The 
soft vinyl foam pads are held on 
externally, fit snugly and conform 
to ear contours. They are a prod- 
uct of American Optical Co., Safe- 
ty Products Div., Southbridge, Mass. 
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Painting, courtesy Power Magazine 


New J-M 


Color Code -7 | 


identifies metal in Spirotallic Gaskets 


Most engineers know that Spirotallic 
Gaskets maintain a perfect seal despite 
extreme fluctuation in fluid pressure and 
flange compression. Consequently, these 
gaskets are used in a wide range of serv- 
ice conditions which include high tem- 
peratures, elevated pressures and active 
corrosives. To withstand these con- 
ditions, Spirotallic Gaskets employ a 
variety of corrosion-resistant alloys. 


Because so many of these metals look 
alike, only expensive tests or costly ex- 
perience with the gasket could determine 
the gasket metal used, once its identifying 
tag was lost. Now the color patch on the 
centering guide tells the metal employed 


JOHNS -MANVILLE 


JM 


PRODUCTS 


Avucust, 1955 


and saves time, trouble and expense. This 
new method of identification also makes 
it easier for storekeepers and mechanics 
who handle the gasket. In addition, it 
simplifies inventories. 

Spirotallic Gaskets hold their seal be- 
cause they are made of spirally wound 
interlocking plies of asbestos and spring- 
like metal strip. These gaskets compress 
easily with light bolting. For catalog 
PK-35A and copy of color code card 
write Johns-Man- 
















. c. 
ville, Box 60, New Spiroianode To iden: 
- ene cg 
York 16,N. Y.In |] S3eeemestket moun, 
~- 


Canada, Port 
Credit, Ont. 





Here are seven of the 
metals available and 
their color identifications 


Zinc-coated 
steel— 
white 


Type 304 
Stainless— 
yellow 


Type 316 
Stainless— 
green 


Type 347 
Stainless— 
lue 


Monel— 
orange 


Copper— 
brown 


Aluminum— 
aluminum 





Johns-Manville SPIROTALLIC GASKETS 
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it’s Terrific... 





CHUCK 


The Perfected 
Chuck- Locks Tight 


with a 
Cpineoh the vondurkeel! 


more rocking, socking 





nering with the new 
TOLEDO” SPIN TORQUE 
CHUCK. Now you can chuck 

pipe, or rod as 
, with a spin of 
dwheel. Jaws are 
vith chuck—exclusive 
edge action of jaws 
nts slippage — husky 
big hand” grip on wheel is 
to tighten — no end 
t slippage. See them 
at your pipe tool suppliers, 
Next time try 
ILEDO”. 

THE TOLEDO PIPE 
THREADING MACHINE COMPANY 
1445 SUMMIT ST., TOLEDO 4, OHIO 
BUILDERS OF THE WORLD'S FINEST PIPE TOOLS 


TOLEDO 


PIPE THREADERS « PIPE WRENCHES » PIPE MACHINE 
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General-Purpose Polyphase 
Motors 





Type DP general-purpose, ball 
bearing, polyphase motors have 
been made available by Wagner 
Electric Corp., St. Louis, Mo., in re- 
rated NEMA frame sizes 182 
through 326. The cast iron frames 
are corrosion-resistant and are 
suitable for indoor or outdoor use. 
Frames are smoothly contoured to 
prevent moisture collecting on their 
surfaces. Their construction is 
drip-proof so that the motors can be 
used for many applications, for- 
merly requiring splash-proof mo- 
tors. To protect motors from mois- 
ture, ventilating air intakes are lo- 
cated at bottom of the endplates 
and air outlets at base of frames 
on each side. Motors are rated at 
1 to 30 hp. 
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Silicone Tanned Safety Shoes 
Are Waterproof 





Leather safety shoes are now 
available treated with a silicone 
compound which renders them wa- 
terproof while allowing the shoes to 
“breathe.” In addition to water, 
the compound also stops chemical, 
oil, bleach and caustic absorption. 
The shoes will be found useful for 
all wet conditions such as are 
found in chemical plants, oil refin- 
eries, pulp mills, etc. They have 
neoprene soles with dacron stitch- 
ing, to guarantee long wear under 
the most severe conditions. The 
manufacturer is Record Industrial 
Co., Dept. SC-23, 3301 Arch St., 
Philadelphia 4, Pa. 


Circle No. 56 on Inquiry Card—Page 17 





ATLANTA, GEORGIA, Emerson 3451 
Warehouse Division, Atlantic Steel Co. 
BALTIMORE, MARYLAND, Peabody 2-7300 
Hill-Chase Steel Co. of Maryland 
BEAUMONT, TEXAS, Phone 4-2641 
Standard Brass & Mfg. Co. 
BIRMINGHAM, ALABAMA, Phone: 9-2127 
Hanna Steel Corporation 
CHICAGO METROPOLITAN AREA 
Fullerton Steel & Wire Co., Merrimac 7-2700 
Korhumel Steel & Aluminum Co. 
Evanston, Illinois, Ambassador 2-6700 
Miratile Mfg. Company, Hudson 8-2200 
(Serves House Trailer Industry only) 
CINCINNATI, OHIO, Wabash 1-4480 
Morrison-Drabner Steel Co. 
CLEVELAND, OHIO 
Copper & Brass Sales, Inc., Endicott 1-6757 
Nottingham Steel Company, Atlantic 1-5100 
DALLAS, TEXAS 
Delta Metals, Inc., Phone: Logan 7443 
Earle M. Jorgensen Co., Riverside 1761 
DAVENPORT, IOWA, Phone: 3-1895 
Nichols Wire & Aluminum Co. 
DETROIT, MICHIGAN 
Copper & Brass Sales, Inc., Lorain 7-3380 
Steel & Aluminum Products Corp. 
Phone: Vermont 6-9285 
GRAND RAPIDS, MICHIGAN, Empire 1-6681 
Copper & Brass Sales, Inc. 
HONOLULU, T. H., Phone: 5-2541 
Permanente Cement Co. 
HOUSTON, TEXAS 
Earle M. Jorgensen Co., Orchard 1621 
Standard Brass & Mfg. Co., Blackstone 6531 
INDIANAPOLIS, INDIANA 
Hubbell Metals Inc., Phone: Hickory 9261 
F. H. Langsenkamp Company, Imperial 4321 
KANSAS CITY, MISSOURI, Baltimore 7760 
Hubbell Metals Inc. 
LOS ANGELES, CALIFORNIA 
Eureka Metals Supply Co., Mutual 7286 
Earle M. Jorgensen Co., Lorain 7-1122 
Reliance Steel Company, Adams 3-3193 
MIAMI, FLORIDA, Phone: 84-3165 — 84-2490 
Fullerton Metals Co. 
MILWAUKEE, WISCONSIN, Evergreen 4-6000 
Korhumel Stee! & Aluminum Corp. of Wis. 
MINNEAPOLIS, MINNESOTA, Geneva 2661 
Korhumel Steel & Aluminum Co. 
NEW ORLEANS, LOUISIANA 
Orleans Steel Products Co., Inc. 
Phone: Raymond 2116 
Standard Brass & Mfg. Co., Auburn 1381 
NEW YORK METROPOLITAN AREA 
T. E. Conklin Brass & Copper Co., Inc. 
Phone: Walker 5-7500 
A. R. Purdy Company, Inc., Lyndhurst, N. J. 
Lyndhurst: Phone Webster 9-8100 
New York: Phone Chelsea 3-4455 
Newark: Phone Humboldt 2-5566 
OAKLAND, CALIFORNIA 
American Brass & Copper Co., Higate 4-2366 
Gilmore Steel & Supply Co., Glencourt 1-1680 
Earle M. Jorgensen Co., Higate 4-2030 
PHILADELPHIA, PENNSYLVANIA 
Hill-Chase & Company, Inc., Delaware 6-5400 
PITTSBURGH, PENNSYLVANIA, Churchill 2-3000 
William M. Orr Co., Inc. 
PORT ARTHUR, TEXAS, Phone: 5-9377 
Standard Brass & Mfg. Co. 
PORTLAND, OREGON, Phone: Tuxedo 5201 
Eagle Metals Inc. of Oregon 


isinibuie 


SAN FRANCISCO, CALIFORNIA 
Gilmore Steel & Supply Co., Klondike 2-0511 

SEATTLE, WASHINGTON, Phone: Lander 9974 
Eagle Metals Company 

SHREVEPORT, LOUISIANA, Phone: 2-9483 
Standard Brass & Mfg. Co. 

SPOKANE, WASHINGTON, Keystone 0587 
Eagle Metals Company 

ST. LOUIS, MISSOURI, Phone: Franklin 1-0212 
Hubbell Metals Inc. 

SYRACUSE, NEW YORK, Syracuse 72-6677 
A. R. Purdy Co., Inc. 

TULSA, OKLAHOMA, Phone: 85-1511 
Earle M. Jorgensen Co. 

WICHITA, KANSAS, Amhurst 7-1208 —7-1209 
General Metals, Inc. 
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Ina stew about costs ? 


think of your Kaiser Aluminu 


Your Kaiser Aluminum Distributor can cut your un- 
necessary raw material outlay ... cut your handling, 
insurance and depreciation costs ... raise your produc- 
tion profits. 


He can do all this if you use his warehouse as your 
own! He carries a wide variety of aluminum: almost 
any size, shape or alloy—slit, sawed or sheared. By using 
his supplies, you can cut down your own stock, increase 
your working capital and reduce your carrying costs. 
Profit-robbing storage space can be converted into room 
for production. 





And his services don’t stop there! He’s geared to 
meet your emergency needs the minute you call. Be- 
cause of his wide experience in the metals field he can 
specify the exact type of aluminum your product re- 
quires. He can suggest methods of using aluminum more 
economically. He can supply you with small quantities 
for experimental work. 


All these services mean more profits for you because 
they lower your costs. Take advantage of the personal- 
ized service offered by your Kaiser Aluminum Distrib- 
utor. Call him today! 
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noineered 


FOR LASTING SERVICE 


... Whether it's a cafeteria cooler, 
a model with stainless steel or vitre- 
ous china top, or a type for remote 
installation, you can be sure 
of outstanding performance 
if it's Halsey Taylor. 


»® 


Built with engineering pre- 
















cision, every Halsey Taylor 
provides the utmost in san- 
itation and convenience. 





Send for latest catalog 


or see SWEET'S THE HALSEY W. TAYLOR CO., WARREN, OHIO 
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HALLOWE aL 
STE 


SOLID STEEL 
COLLARS 


Size-marked for 
quick identification in 42 stock sizes 


And these precision-machined solid steel collars 
stay put because they are held in place 
on the shaft by the famous UNBRAKO Self- 
Locking Socket Set Screw. Authorized indus- 
trial distributors carry complete stocks in 
sizes from %"’ to 3’ inclusive. Write for 
Bulletin 868. STANDARD PRESSED STEEL Co., 
Jenkintown 31, Pa. 


HALLOWELL POWER TRANSMISSION DIVISION 
JENKINTOWN ME PENNSYLVANIA 
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Appliance Makes Fresh-Made 
Tape as Used 





A machine, the Tapemaker, pro- 
duces a continuous supply of pres- 
sure-sensitive tape at the point of 
use, ready for immediate applica- 
tion. The unit developed by Wil- 
liamson Adhesives, Inc., 8220 Kim- 
ball Ave., Skokie, Ill., can be in- 
stalled on the production line to 
handle any standard taping opera- 
tion, such as sealing, labeling, pack- 
aging, binding, strapping and wrap- 
ping. It can handle many varieties 
of material, including cloth, paper, 
impregnated stock, film foils, cel- 
lophane and printed surface. 
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Variable Speed Transmission 
As Separate Drive 





Sterling Electric Motors, Inc., 
5401 Telegraph Rd., Los Angeles 
22, Calif., has made available its 
variable speed transmission as a 
separate motor drive. Through 
means of a flexible coupling and 
mounting shaft, any foot mounted 
motor can be coupled with the 
company’s variable speed trans- 
mission. The latter can now be 
supplied with separate mounted ex- 
plosion-proof motors for locations 
in hazardous areas as well as with 
drip-proof and totally enclosed mo- 
tors. The transmission itself em- 
bodies such features as fingertip 
control of speed change and posi- 
tively displaced variable pitch pul- 
leys. 
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First in Red Sheet Packings! 


























U.S. RAINBOW 


The First Red Sheet Packing ever made—and always (3) Has the proper firmness to make a tight joint. 


the first choice of industry ever since! U.S. Rainbow® is designed for packing flanges and 


Here’s why Rainbow has never been matched: other parallel surfaces against hot or cold water, air, 
saturated steam pressures up to 150 pounds, and all 
hydraulic conditions. 


(2) Is pliable enough to fill up any irregularities in Call any of United States Rubber Company’s 27 
the flange—and is highly resilient. District Offices or write to address below. 


(1) Will not blow or squeeze out in service. 


“U.S.” Research perfects it. . .“U.S.” Production builds it... U.S. Industry depends on it. 


US UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 





Hose « Belting « Expansion Joints * Rubber-to-metal Products e Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 
Molded and Extruded Rubber and Plastic Products ¢ Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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[ = Safety Hook Eliminates 


is tus V-AMP-IRE 


BLEEDING YOUR POWER SUPPLY? 


Human Error Element 





Newman Mfg. & Sales Corp., P. O. 
Box 5939, Dept. U, Kansas City 11, 
Mo., has developed a _ fool-proof, 
positive locking safety hook. A load 
cannot be lifted without the yoke 
or gate automatically locking. To 
open, the hook must be manually 
pressed against a compression 
spring. 
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New Bronze Valve Cuts 
Replacement Costs 





The V-amp-ire preys on plants that neglect proper 
lighting and drains off productivity as well as cur- 
rent faster than you can say “‘bat’’. To keep him out, 
light up with efficient, long-lasting CHAMPION 
Lamps and follow the practical practises outlined 


in the Champion Maintenance Manual.* 





one 


“CHAMPION 


a Mfrs 
SS 


“We'll be glad to send you a 


complimentary copy. 






A new bronze globe valve—the 
LQ600—combines two radically new 
elements. One is a new seating met- 
al, “Brinalloy,” which is hardened 
all the way through. It resists wear 
and corrosion better than 500 Brin- 
ell stainless steel. The second ele- 
ment is the flat-seat design of the 
valve. This design is possible be- 
cause “Brinalloy” is so resistant to 
wear and corrosion that it can be 
CHAM PION LAMP WORKS fused permanently into the valve 

for its entire service life. Tests have 
shown that the valve will last for 
years in installations in which other 
valves had to be replaced from 
month to month. It is a product 
of The Lunkenheimer Co., Box 
... _! | 360, Cincinnati 14, Ohio. 
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324 Lynnway, Lynn, Massachusetts 

















Se ca nee 


LUDLUM TOOL STEELS are clearly 


marked 





you can’t mix up grades in your stock 





for _— 


Production Men Only 
“TOOL STEEL HANDBOOK” 


We say “production men only’’ because 
this is a work book, not a picture book. 
It’s a case-bound volume of 196 pages, 
packed full of technical data on the analyses, 
uses, handling and shop treatment of all 
tades of A-L Tool and Die Steels. Sent 

ree, but ask for it on your company 
letterhead, please. 


Address Dept. P-68 


Aucust, 1955 





“What's that piece?” “Are you 
sure?” . . . In anybody’s toolroom or 
stock racks, the best inventory or ma- 
terial identification system is apt to go 
haywire once in a while—and some- 
times with grievous results. 

But not when you're using tool steel 
grades produced by A-L! Each length of 
Ludlum Tool Steel is clearly marked 
with its grade name every few inches 
the entire length of the bar—stencilled 
in such a manner that the marking 


For complete MODERN Tooling, call 


stays bright and clear, and can’t be 
blurred or wiped off in handling. 
Even a small crop end on a machine 
bench is readily identifiable—you can’t 
go wrong. And that’s only a small part 
of the benefit you can realize by using 
Ludlum Tool Steels—available from 
stocks coast to coast. Let our Metal- 
lurgical Service go to bat on some of 
your tougher tool steel problems. 
Allegheny Ludlum Steel Corporation, 
Oliver Bldg., Pittsburgh 22, Pa. 





Allegheny Ludlum 
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You'll be wise to choose 


K&M APAC 


Asbestos-Cement Sheets 





Interiors —Exteriors 


Moisture-resistant. K&M Apac sheets are used on the ceiling of this toll entrance and custom 

i sure at the Port Huron, Michigan, Blue Water International Bridge. 
Tt sir at the bridge won't harm them. Remarkable economy | 
. 


You'll find a thousand and one uses 
for these flat asbestos-cement sheets: 
as an interior and exterior siding, 
office paneling, plant and office ceil- 
ings, machine shop sheathing, stock 


Temperature, humidity safeguards. Walls of K&M Apac sheets give dependable aid to a room sidewalls, basement partitions, 
rer in an important process—where temperature and humidity are accu- 





linings for elevator casings. Use them 
almost everywhere, inside and outside. 


Built to last. K&M Apac sheets are 
made of two practically indestructible 
materials, asbestos fiber and portland 
cement. They won’t burn, rot, or 
corrode. And they never need pro- 
tective paint. 

Look over the illustrations. See a 
few of the many places where Apac 
sheets are applied. Then contact your 
K&M distributor, and ask him to tell 
you more about low-cost K& M Apac 
sheets. Informative folders also avail- 
able on request. Address inquiries to 





All-purpose sheets. This photo shows K&M Apac sheets being applied on a building where : 
they r both outside and inside walls as well as for ceilings. our headquarters in Ambler, Pa. 





KEASBEY & MATTISON <P 


COMPANY e AMBLER ¢ PENNSYLVANIA «' 
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smash the thermal barrier 


with Linear 
PRECISION MOLDED PARTS 


Is YOUR PRODUCT'S performance limited by a thermal barrier 
because some important molded rubber component 


“can't take it”? Then it will pay you to look to LINEAR. 


LINEAR precision molded parts are not only overcoming heat and 
cold barriers from 500° F. to —125° F., but solve design 
problems imposed by moisture, abrasion and corrosion. 

LINEAR'S research and testing programs for natural and synthetic 
rubbers, fluorethylene polymers and silicones are helping 


engineers in virtually every field of industry. 


When you need "“O” Rings, Boots, Diaphragms or odd shaped parts, 
precision molded with exact uniformity, compounded to meet severe 
thermal specifications, always consult LINEAR in the design stage. 


“PERFECTLY ENGINEERED PACKINGS 


Z if MINI IN = 


LINEAR Inc. STATE ROAD & LEVICK ST., PHILA. 35, PA 
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Whatever your gear requirements may call for 

with respect to size, type of basic material, accuracy, 
quantity, delivery schedules . . . a call at Perkins today 
can bring you many more practical reasons 

why, for precision custom-made gears, it’s a good idea, 
and good economy too to CALL PERKINS 

FIRST for quotations! 


PERKINS MAKES : bevel gears, ratchets, sprockets, 
ground thread worms, spiral gears, helical gears, 
spur gears with shaved or ground teeth. 


NOTE: The PERKINS PRECISION SPRING COILER is the 

latest development in the spring coiler field and eliminates entirely 
the use of arbors and long set-up -time. It is a complete self-sufficient 
machine and enables you to make the spring you want when 

you want it — in seconds. The coiler produces any type 

of spring, in any diameter and any pitch with this range: 

Wire sizes .005 to .125. Diameter, from 3/32” to 12” and larger. 
Size of the compact coiler is only 712x16”. 

A POWER MODEL is available, Information on request. 


Perkins Machine & Gear Company 
107 Circuit Avenue, WEST SPRINGFIELD, MASS. 
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Dry Scrubbing Machine 
Gets Rid of Grease 


A heavy-duty scrubbing machine, 
manufactured by the Kent Co., 832 
Canal St., Rome, N. Y., facilitates 
dry scrubbing heavy grease accu- 
mulations. Four individual ball- 
bearing mounted brushes efficiently 
remove ground-in dirt, grease and 
grime without wet scrubbing. Easier 
handling of the machine and the 
covering of a wide area with every 
movement cut labor costs. Bal- 
anced-power design counterbal- 
ances the handle weight, minimizes 
torque and provides easy-to-control 
finger-tip steering that reduces op- 
erator fatigue. Full all-weight-on- 
brush efficiency is provided, thus 
prolonging brush life. The % hp 
motor is dustproof and waterproof. 
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Heat Transfer Unit Replaces 
Pipe Coils, Saves Time 























The product is fabricated by 
Tranter Mfg., Inc., Lansing 4, Mich., 
by embossing half of a fluid passage 
on each of two sheets of metal and 
then seam and spot welding them 
together. The plate thus formed re- 
sults in a compact unit, through 
which heating or cooling media can 
be circulated. Two styles have 
header construction and are de- 
signed primarily for a vapor phase 
medium such as steam. The third 
style has serpentine passages and 
is intended for liquid heating and 
cooling media. The product saves 
time in installation because it is 
lighter, easier to handle and simple 
to install. The units have high heat 
transfer coefficients as units heat or 
cool 50% faster than the same sur- 
face area with pipe coil. 
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KNOBS... 


a iA ~ / 


RM 


Ch Now (UL-purpose Funstional Design 
Sn a Standard Ling of Qustumony Knob 





Now, without tooling charge of your own, you 
can dress up your instrument line with these 
beautifully designed, readily available knobs 
by Kurz-Kasch. 


Undersides are counterbored. Color, metalized, 
and filled or unfilled indicator lines at your 


option. Here’s style at a price! 


Turn to Kurz-Kasch for the most complete 


Look them over! Shown actual size, dimen- line of standard knobs in the industry—and 


- sions given are flange diameters. All sizes have | SAVE. Send for samples and specification data 
Y4” shaft holes—come with or without brass | today—or request full line data on knobs not 


inserts—any type of setscrew (one or more). shown. Inquiries answered at once. 





Don’t overlook these popular Kurz-Kasch designs for bar 
knobs, pointer knobs and dual control vernier knobs. 


KURZ-KASCH 


Specialists in Thouns-Setting Plastics for 37 years 


Kurz-Kasch, Inc. * 1431 S$. Broadway * Dayton 1, Ohio 


BRANCH SALES OFFICES: New York, Mt. Vernon MO 4-4866 ® 
Rochester, E. Rochester 941 * Chicago, Merrimac 7-1830 * Detroit, 
Jordan 6-0743 ¢ Philadelphia, Hilltop 6-6472 * Dallas, Logan 5234 
* Los Angeles, Richmond 7-5384 ° St. Louis, Parkview 5-9577 °*° 
Atlanta, Exchange 5516 * Toronto, Riverdale 3511. 

EXPORT OFFICE: 89 Broad St., New York City, Bowling Green 9-775T, 











Pallet Container Handles 
Bulk Solids Without Boxes 





A vas container has been de- 
veloped which permits handling 
bulk solids and at the same time 
eliminates boxes to effect marked 
savings in handling costs. It is sup- 
plied with aluminum or steel base 
and tiering posts. When not in use, 
the canvas container collapses flat 
with the base. When tiering posts 
are set up, the canvas container is 
raised to form a bulk container 
which can be used for bulk solids, 
granules, powders, or small parts 


items. It is furnished in 


C is, duck, water resistant ma- 
teria rubber or plastic material. 
Standard sizes are 32” x 40” x 24” 


and 40 48” x 24”. Paltier Corp., 
1701 Kentucky St., Michigan City, 


I 
Ind nakes it. 
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Polyethylene Wax An Inex- 
pensive, Versatile Product 





Eastman Chemical Products, Inc., 
New York, N. Y., announces the 
introduction of a new polyethyl- 

wax, known as Epolene. It is 


expected to provide a less expen- 
sive substitute for high-cost in- 
gredients. It has particular appli- 
cation in melt coatings of the kind 
used on bread wraps, milk cartons, 
etc. The new synthetic wax will be 
available in small pellet form about 
the size of a grain of rice and will 
be packaged in easy-to-handle 50 


Ib bags. The small size pellet of 
the wax facilitates in-plant handling 
and accelerates the melting down 
process. It is available in two forms: 
(1) Epolene-E, which provides a 
major ingredient in self-polishing 
emulsions; (2) Epolene-N which 
can be widely used in paste pol- 
ishes. 
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Plastic Liner Cuts Chemical 
Transport Costs 





A heavy-gage plastic liner for 
steel containers has been developed 
by Jones & Laughlin Steel Corp., 3 
Gateway Center, Pittsburgh 30, Pa., 
enabling chemicals and other liquids 
to be transported at reduced costs. 
Trade named “JaLiner,” it is the 
first closed-top plastic liner for steel 
containers to have the liner as an 
integral part of the container, and 
also the first liner to be installed 
during container production. It is 
available for 5-gal shipping pails, 
either open with a 16-lug cover or 
with a close top. 
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Chain Won’t Break at Weld 


An x-weld design has been in- 
corporated by American Chain & 
Cable Co., York, Pa., into its indus- 
trial chains. It is claimed that the 
design increases the weld area of 
the chains by 225%. It is said to 
represent the rst fundamental im- 
provement in the chain industry 
since the advent of electric welding. 
It provides a chain that will not 
kink and that will not bend until 
100% overload has been applied. 
Tests show 2 to 3 times greater 
service life for the chains over 
widely used lap and butt weld 
chains. They are made in five sizes 
from 4” to 34” and in working load 
limits from 3250 lb to 23,000 Ib. 
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REYNOLDS DISTRIBUTORS 

ALABAMA 

Southern States Iron Roofing Co., Birmingham 

CALIFORNIA 

Bralco Metals, Inc., *Los Angeles 

Clingan & Fortier, Inc., Fresno, *Los Angeles, San 
Francisco and Vernon 

Perry Kilsby, Inc., (Tubing & Pipe) *Los Angeles 

Pioneer Aluminum Supply Co., *Los Angeles 

Turner Metal Supply Co., (Wire, Rod, Bar) 
*Huntington Park 

Union Hardware & Metal Co., *Los Angeles 

United States Steel Supply Div., Los Angeles 

CONNECTICUT 

American Steel & Alloys Corp., *Hartford 

Peter A. Frasse & Co., Hartford 

Scovill Mfg. Co., (Wire, Rod, Bar) *Waterbury 

FLORIDA 

Coral Gables Supply Co., Miami 

Southern States Iron Roofing Co., Jacksonville, Miami, 
Orlando and Tampa 

GEORGIA 

Southern States Iron Roofing Co., Atlanta ond 
*Savannah 

ILLINOIS 

Aluminum Distributors Inc., *Chicago 

J. G. Braun Co., (Architectural only) Chicago 

Joseph T. Ryerson & Son, Inc., Chicago 

Scovill Mfg. Co., (Wire, Rod, Bar) Chicago 

United States Steel Supply Div., *Chicago 

Benjamin Wolff & Co., *Chicago 

INDIANA 

W. J. Holliday & Co., *Iindianapolis 

Kasle Steel Corporation, Elkhart 

KANSAS 

Industrial Metals, Inc., Wichita 

KENTUCKY 

Southern States Iron Roofing Co., Louisville 

LOUISIANA 

Southern States Iron Roofing Co., New Orleans 

MARYLAND 

Clendenin Bros., Inc., *Baltimore 

Lyon, Conklin & Co., Inc., *Baltimore 

MASSACHUSETTS 

Jos. T. Ryerson & Son, Inc., Boston 

MICHIGAN 

Kasle Steel Corporation, *Detroit and Grand Rapids 

McDonnell Bros., Inc., (Architectural only) *Detroit 

Meier Brass & Aluminum Co., *Detroit 

MINNESOTA 

MacArthur Co., (Architectural only), *St. Paul 

United States Steel Supply Div., St. Paul 

Vincent Brass & Copper Co., *Minneapolis 

MISSOURI 

industrial Metals, Inc., *Kansas City and St. Louis 

United States Steel Supply Div., St. Lovis 

NEW JERSEY 

Edgcomb Steel and Aluminum Corp., Hillside 

Peter A. Frasse & Co., Lyndhurst 

Mapes & Sprow! Steel Co., *Union 

Ray Miller, Inc., (Tubing & Pipe) *Newark 

NEW YORK 

J. G. Braun Co., (Architectural only) *New York 

Edgcomb Steel and Aluminum Corp., Hillside, N. J. 

Peter A. Frasse & Co., Buffalo, *New York, Rochester, 
Syracuse 

Mapes & Sprow!l Steel Co., Union, N. J. 

Ontario Metal Supply, Inc., (Wire, Rod, Bar) 
*Rochester 

NORTH CAROLINA 

Southern States Iron Roofing Co., Raleigh 

OHIO 

Kasle Steel Corporation, Cleveland 

Mutual Manufacturing & Supply Co., *Cincinnati 

Vorys Brothers, Inc., *Columbus 

PENNSYLVANIA 

Athos Steel Service Co., *Philadelphia 

Peter A. Frasse & Co., Philadelphia 

Merchant & Evans Co., *Philadelphia 

Penna. Industrial Supplies Co., Inc., *Pittsburgh 

Potts-Farrington Company, *Philadelphia 

RHODE ISLAND 

Congdon & Carpenter, *Providence 

SOUTH CAROLINA 

Southern States Iron Roofing Co., Columbia 

TENNESSEE 

Southern States Iron Roofing Co., Memphis and 
Nashville 

TEXAS 

Allied Metals Inc., *Houston 

Moncrief-Lenoir Mfg. Co., Dallas, Harlingen, 
*Houston, Lubbock, San Antonio and Temple 

Vinson Steel and Aluminum Co., *Dallas, Odessa 
and Amarillo 


UTAH 

Salt Lake Hardware Co., *Salt Lake City 
VIRGINIA 

Southern States Iron Roofing Co., Richmond 


WASHINGTON 

Clingan & Fortier, Inc., Seattle 
WISCONSIN 

Benjamin Wolff & Co., Milwaukee 
TERRITORY HAWAII 

American Factors, Ltd., *Honolulu 
*indicates main office 


Look Under “Aluminum” in Your 
Classified Telephone Directory 


7-1-58 
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Your Reynolds 


right next door ; 


Distributor owned and operated 
equipment reduces your equipment 
investment — saves floor space— 
eliminates fabricating operations— 
reduces waste — saves shop time 
and labor. 

You buy Reynolds Aluminum 
tailor-made for your plant operation 
when you buy from your nearby 
Reynolds Distributor. Slitting, cut- 
ting, shearing, sawing and other 
specialized operations are available 
to supply you with materials ready 
for your production line. Our many 
distributor services save you time 
and money. Let us tell you more 
about them. Reynolds Metals Com- 
pany, Louisville 1, Kentucky. 













Call your nearest 
Reynolds Distributor, listed 
in the adjoining column, 

for his aluminum stock list 
and assistance on 

your problem. 


REYNOLDS @% ALUMINUM 





MODERN DESIGN HAS ALUMINUM IN MIN D 
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f the parts identification marking 
Markem solves is this one involv- 

al tail pipes. In place of costly, wrap- 
paper labels that wouldn’t stick, the 
turer now prints complete label 
pressure-sensitive tape, using a 
6A machine. Imprints are neat 

- tape stays on. If identifying, 

g or designating a product, part 
Kage is your problem, let Markem 
Since 1911, Markem machines, 
nk have helped industry make its 
better. They can do the same for 
t write Markem Machine Company, 


34, New Hampshire. 


\, oer 
(panty 
More Information Circle No. 190 
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Vinyl Sheet Cuts Formed Parts 
Fabricating Costs 

Developed by the Bakelite Co., 
Div., Union Carbide & Carbon Corp., 
260 Madison Ave., New York 16, 
N. Y., a calendered rigid vinyl sheet 
makes possible deep-drawn vacu- 
um formed parts at a saving in 
fabricating costs. By an improved 
process, a low cost rigid sheet is 
produced for the first time in thick- 
nesses up to .040”, in widths up to 
5142” and in continuous or custom- 
cut lengths. It makes the sheet com- 
petitive with other plastic materials 
and with metal for many applica- 
tions. Complex shapes have been 
formed with as little as eight sec- 
onds preheat time, using relatively 
inexpensive equipment. Because 
of its high tensile and flexural 
strengths, the sheet resists wear and 
rough handling. 
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Large Black Granite Surface 
Plate Features Accuracy 


The Lawley Granite Surface Plate 
Co., Wyoming, Pa., announces the 
successful making of the world’s 
largest one-piece genuine black 
granite surface plate. It measures 
72” x 144” x 16”. It has an overall 
accuracy of .0009. Harmful outside 
vibration which might be passed on 
to surface plates used in the vicinity 
of heavy machinery, is claimed to 
be nullified by a new method of 
mounting. All precision plates made 
by the company are now mounted 
on special resilient neoprene vibra- 
tion-damping mounting pads, in- 
stead of on leather or belting pads 
as formerly 
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Dry Chemical Pipe System 
Cuts Fire Hazards 


A dry chemical piped system of 
fire extinguishment, approved by 
Underwriters Laboratories, Inc., 
provides automatic fire protection 
against class B and class C fire 
hazards. Dry chemical is conveyed 
through pipes and expelled in the 
area surrounding the hazard. The 
dry chemical pipe systems can be 
installed to protect such hazards as 
paint dip tanks and spray booths, 
ovens, driers, generators, flammable 
liquid storage rooms, etc. The auto- 
matic systems are operated either 
by pneumatic rate-of-rise type of 
heat detection or by electrically 
operated releases. Within a few 
seconds of detection of a fire, dry 
chemical is discharged over the fire 
area. The system was developed by 
Ansul Chemical Co., Marinette, 
Wis. 
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BORES MOTOR BLOCKS 22% FASTER— 
AND WITH 28% LESS TOOL WEAR 


...thanks to 
FERROCARBO 


Users every where rep rt sim ar experi 
ences. In fact, on 67 machining tests i1 
large machine shops, casting 

treated with FERROCARB 

89.5% greater machinability per t 
untreated castings. I hese prer 

are finer-grained, denser, stronger, yet 
COST YOU NO MORI 

foundryman, using FERR‘ 


ww ieladsh a itite savings in raw material <« 


FOR FREE BOOKLET on FERROCARBO, citing 
actual case histories of faster machining, with 
longer tool life, write The Carborundum Com- 
pany, Dept. 34, Niagara Falls, N.Y. — 2-5 


CARBORUNDUM*® 
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BOWERS 


BATTERIES 


Always 


BOWERS BATTERY & SPARK PLUG CO., READING, PA 
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Save 50-60% on fuel...with Yale Trucks 
using approved LP-Gas System 


Now available in truck capacities fram 2,000 to 10,000 Ibs. 


You pay up to 7¢ a gallon less 
—when you buy and store Liquefied 
Petroleum Gas in bulk. 

Yale LP-Gas system is completely 
safe—approved by Underwriters’ Lab- 
oratories. Sealed fuel system elimi- 
nates danger from leaks, evaporation. 
Safety valve automatically shuts off fuel 
when engine stalls or fuel line is 
damaged. Use permanently attached 
A.S.M.E. containers or removable 
LC.C. containers (shown above ). 
Quick cold-weather starts. LP-Gas 
eliminates detonation, lugging and 
choking for smooth, quiet operation. 
No knocks or ping even with a 10/1 
compression ratio. 

More efficient while idling —when 
carbon forms most rapidly. LP-Gas en- 


ters cylinders as a vaporized gas, burns 
completely. This reduces engine wear 
from carbon deposits, sludge, cylinder 
and piston ring washing, crankcase oil 
dilution. 


Downtime cut in half —cleaner 
engine runs twice as long without 
overhaul. Oil lasts 5 to 8 times longer. 


No fumes or odor. Yale LP-Gas 
trucks can operate around sensitive 
foodstuffs, in deepfreezes, warehouses 
and enclosed areas with complete safety. 


Factory-installed LP-Gas systems 
are available on all new Yale Gas 
Trucks. And amy Yale Gas Truck you 
already own can be converted by 
factory-trained personnel. For more 
details, calla Yale Representative today. 


YALE 


INDUSTRIAL LIFT TRUCKS AND HOISTS 


* Reg. U. S. Pat. Off. 














Write today 
for the FREE 
Brochure — 


“YALE LP-GAS 
SYSTEMS—Instal- 
lation and Operation” 


Address: The YALE & TOWNE Mfg. Co., Dept. 258 
Roosevelt Boulevard, Philadelphia 15, Penna. 








Gas, Electric, Diesel & LP-Gas Industrial Trucks * Worksavers « Hand Trucks * Hand & Electric Hoists * Pul-Lifts 
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New Frigidaire Water Coolers 
Cool water for 
pennies a day— 

the trouble-free way 


Cold water flows in instant response to the all- 
electric Toe-touch Pedal. Flash-O-Matic principle 
vastes no water — wastes no electricity. Magic 
\ction Bubbler never fades or surges — built-in 

itomatic regulator holds uniform stream height 

ven when the water pressure varies from 25 to 
150 pounds. Gleaming stainless steel top with 
exclusive Splash - proof basin. 

[wo bottle-type coolers are also available — 
ye model with refrigerated compartment pro- 
ides two Quickube Ice Trays plus room for 

rt bottles or 36 soft drinks. And Frigidaire’s 
complete water cooler line includes a new “ ex- 
plosion-proof” model for use in hazardous areas. 
\ll are powered by the famous Frigidaire Meter- 
Miser Compressor. Call your Frigidaire Com- 

ercial Dealer or write: Frigidaire, Dayton 1, 
Jhio. In Canada, Toronto 13, Ontario. 


Frigidair e Water Coolers 


BUILT AND BACKED BY GENERAL MOTORS 


ee 
— 
_— 
— 
. 
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Magnesium Ramp Can be 
Moved by One Man 


Designed primarily for use in the 
loading of yard cars, an all-mag- 
nesium mobile loading ramp makes 
possible full utilization of power 
trucks in the loading operation. As 
a result, costly hand loading meth- 
ods can be eliminated while car 
spotting and demurrage expense 
can be greatly reduced. While one 
man can move the ramp about the 
area, it is engineered to support 
loads of 13,000 lm. Measuring 30’ 
long x 6’ wide, it is equipped with 
a hydraulic lifting mechanism to 
raise it to any car level. It is made 
by Magline Inc., Pinconning, Mich. 
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Crimping Tools For Securing 
Tamper-Proof Bands 





Upressit Products Corp., Dan- 
bury, Conn., has on the market two 
new crimping tools for securing 
tamper-proof bands, used in con- 
junction with closures on contain- 
ers. One is air-operated, the other 
hand-operated. The air-operated 
tool couples to the end of a com- 
pressed air hose. After placing the 
cap on the nozzle of the container, 
the tamper-proof sealing band is 
placed in the recess in the tool 
and the tool is lowered over the 
cap, thereby closing it. An easy 
squeeze of the trigger crimps band 
tightly in place over the cap, pre- 
venting it from being removed so 
long as the band is in place. An in- 
tact band is proof that container’s 
contents have not been tampered 
with. The hand-operated tool has 
lever-type action. 
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Pianos contain American Quality Felt in various types 
to assure good tone, instant action and acoustical cor- 
rection. Piano felts are most exacting, and American 
leads in this field. No wonder industrial users find that 
American felts make sweet music for them, protecting 
the performance and reputation of the machines that 
use them for lubrication, sealing, vibration control, 
filtration, honing, weatherstripping, insulation. It is 
important to select the right type of felt; American engi- 
neers will collaborate with you on specific applications. 


FREE! Booklet on the use of 
economical and efficient felt 
mountings for machines, ab- 
sorbing up to 85% of vibra- 
tion. Write for ‘‘How to 
Reduce Vibration.’’ 


..makec cweet mucie 
















AmericanFelt 


GENERAL OFFICES: 74 GLENVILLE ROAD, GLENVILLE, CONN. 


SALES OFFICES: New York, Boston, Chicago, Detroit, Cleveland, Roch- 
ester, Philadelphia, St. Lovis, Atlanta, Dallas, San Francisco, Los 
Angeles, Portland, Seattle, Montreal.—PLANTS: Glenville, Conn.; 
Franklin, Mass.; Newburgh, N. Y.; Detroit, Mich.; Westerly, R. |.— 
ENGINEERING AND RESEARCH LABORATORIES: Glenville, Conn. 
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Steam Hose 
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Charging Hose 


Flexible Connections 





Exhaust Hose 





Platen Press Connections 








Tar and Asphalt Hose 
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General Utility Hose 
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Unloading Hose 
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NOW...you can get all these needs 


from a single source — your 


Flexonics Stocking Distributor 





Distributor. 


Flexonic 


entifies 





exonics 
n that 
justry 


> years. 








e Your source of a complete metal hose line is no farther than 
our telephone. Your local Flexonics Distributor stocks the 
ost complete line offered by any manufacturer—one call or 
ne order will cover all your needs. 

You can buy with confidence, too, when you use the facilities 
f your Flexonics Distributor. You get top quality and top value 
Flexon hose backed by an established, responsible manu- 
acturer with over fifty years manufacturing experience. 

Prompt, competent, on-the-spot service is assured by the nation- 
vide network of Flexonics Distributors. 

We will be pleased to send you the name of your Flexonics 


FORMERLY CHICAGO METAL HOSE CORPORATION 


Manufacturers of flexible metal hose and conduit, expansion 
joints, metallic bellows and assemblies of these components. 
In Canada: Flexonics Corporation of Canada, Ltd., Brampton, Ontario 









CHICAGO METAL HOSE DIVISION 


1316 S$. THIRD AVENUE @ MAYWOOD, ILLINOIS 
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Bench Grinder Gives Long 
Tool Room Service 


Roberts Motor Co., Bronson, 
Mich., has on the market a bench 
grinder in the popular price bracket, 
yet having top quality features such 
as a powerful 1/3 hp motor and a 
starting relay in easy-to-get-at po- 
sition in the base. The capacitator- 
type motor is fully enclosed, with 
sealed-in ball bearings, and is rated 
at 3450 rpm. Ruggedly made to give 
long service, the grinder comes 
equipped with one fine and one 
coarse grinding wheel. Tool rests are 
fully adjustable to compensate for 
wheel wear. Wheel guards may be 
removed to attach buffing, polishing 
wheels or other accessories. 
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Overhead Conveyor Chains 
Interchange With Others 















A new series of drop-forged riv- 
etless chains for overhead conveyor 
use has been developed by U. S. 
Engineering Co., 14561 Lesure Ave., 
Detroit 27, Mich. The new chains 
are interchangeable with other 
makes. Outstanding features of 
these chains are dry lubricant im- 
pregnated pins and machined bear- 
ing surfaces of both inner and outer 
links. This eliminates need for sur- 
face lubrication, reduces the coef- 
ficient of friction by 75% and de- 
creases chain pull. Permanent dry 
lubrication cuts maintenance costs 
and permits operation in tempera- 
tures ranging from —30 F to 800 F. 
Circle No. 73 on Inquiry Card—Page 17 
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50-ton crane becomes 
with no increase In size 


United States Steel’s Edgar Thom- 
son Works in Braddock, Pennsyl- 
vania, needed new and heftier crane 
equipment to handle larger ladles. 
One requirement was four new crane 
trolleys which were to operate on the 
same bridges, if possible, and in 
exactly the same clearances as before. 

The trolleys had to be stronger but 
no larger than before; so ordinary 
steel wouldn’t do. Needed, was a 
steel of exceptional strength which 
could be welded easily. Lots of alloy 
steels could have met the strength 


UNITED STATES STEEL CORPORATION, PITTSBURGH 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA. 


Qa 
USS 


77] 


uN 4 


Et 


requirements; but USS “T-1” Steel 
was the only steel that could supply 
not only the required strength, but 
good weldability as well. 

“T-1” Steel plate—in 34” and 1” 
thicknesses—was used in box girders 
and lateral stiffener plates of the 
trolleys. This change increased the 
crane capacity from 50 to 85 tons 
with no increase in size. 

The structure was welded with 
AWS E12015 electrodes. It was as 
easy as welding carbon steel. No 
stress relief was needed. And the 


_oe mF E S 


5-ton crane 


welds developed the full yield 
strength of the steel: 90,000 psi. 
minimum. 

Remember this story when you 
must weld very high strength parts 
—parts that must operate at tem- 
peratures as high as 900°F. or as low 
as 40°F. below zero, parts that must 
withstand tremendous impact abuse, 
abrasion or tensile stress. Then con- 
sider USS “T-1” Constructional Al- 
loy Steel. For full particulars write: 
United States Steel, Room 4771, 
Pittsburgh 30, Pa. 


COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO 
UNITED STATES STEEL SUPPLY DIVISION, WAREHOUSE DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


SEE THE UNITED STATES STEEL HOUR. It’s a full-hour TV program presented every 
other week by United States Steel. Consult your local newspaper for time and station. 


CONSTRUCTIONAL ALLOY STEEL 
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Increase 


25% to SO% 





G-E FS-400 
Watch Dog* 
STARTERS 


two-lamp fluorescent fixtures the 
e lead lamp is shortened by volt- 
es occurring before the lamp 
; are adequately preheated. 
FS-400 Starter prevents this 
burnout by delaying the start 
id circuit lamp until sufficient 
ting time has elapsed. 


| lamp life is often increased 
100%; average lamp life (both 
| lag lamps) 25% to 50%. As a 
,aintenance costs are reduced and 
relamping programs made even 
ictical. 


FS-400 offers all the other ad- 
es of G-E Watch Dog starters, too. 
tomatically cuts failing lamps out of 
n, protecting ballasts and fixture 
and eliminating lamp blinking. 
when a new lamp is installed, 
ng the red reset button starts the 
lamp without the usual waiting 
And, one Watch Dog starter will 
p to ten ordinary starters. Wiring 
Department, General Electric 
pany, Providence 7, R. I. 
Registered Trade-mark of General Electric Co. 


GENERAL @® ELECTRIC 
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Safety Hat Gives Insulation 
Protection Against Shock 
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A plastiglass safety hat provides 
protection, style and comfort. It 
is said by the manufacturer, Welsh 
Mfg. Co., 25 Magnolia St., Provi- 
dence, R. I., to be particularly ef- 
fective in guarding against falling 
objects, electrical shock and drip- 
ping fluids. It has the strength to 
exceed impact of 40 ft/lb. High di- 
electric properties gives insulation 
protection against shock. The resil- 
ient material is moisture proof and 
will not crack or break. The hat re- 
duces inventory problem by the 
universal cradle which adapts one 
hat to all sizes. 
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Magnetic Broom Keeps 
Work Areas Clean, Safe 





A rotary magnetic broom, requir- 
ing no batteries or electric wiring, 
utilizes a permanent, rotating-cylin- 
der magnet and is operated like a 
domestic carpet sweeper. The unit 
picks up nails, screws, nuts, bolts, 
scraps, chips, etc. It assures clean- 
er work areas and improved safety 
conditions for personnel. The scrap 
load is easily released for disposal 
by sliding a neoprene unloading 
ring from one end of the cylinder 
to the opposite end. he broom is 
available in a choice of 5 different 
widths from Multifinish Mfg. Co., 
26341 W. Eight Mile Rd., Detroit 
19, Mich. 
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Sure we've been making 
stampings for 40 years! 
. .. But we're going up 

the hill faster than ever! 


Expanded facilities! . . . 
Newer equipment! .. . 
Wider diversification! 
... Even more 
customers—and from 
every major industry! 


The mere fact that we're 
the nation’s best-known 
job stamping manv- 
facturer ... shows how 
we've progressed. 


. . as our life 
steps up at 40... would 


Now. 


us do a bang-up job 
for you, too! 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
: be a good time to let - 
| 
| 
a 
be? 


DETROIT STAMPING 
COMPANY 


408 Midland Ave., Detroit 3, Mich. 





America’s Best-Known 
Job Stamping Manufacturer 
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“Bower sphero-honed desiqn provides 


heller bearing lubrication 





The large oil groove built into Bower Spher-O-Honed 
bearings is just one of several important Bower design 
features which reduce maintenance and increase effi- 


ciency. Combine it with generated spherical roll-heads 
and a higher flange surface, and smooth, precision- 
honed races, and you have the basic elements of 
Spher-O-Honed design. 


A careful look at the illustration above will show you 
other important Bower features, too. Note particularly 






LARGE 

OIL GROOVE 
GIVES POSITIVE 
LUBRICATION 

TO ROLLER HEADS 


that the roller heads contact the flange over a wide 
two-zone area—thus reducing wear and minimizing 
resultant “end play.” 


Built of the highest quality materials and workmanship, 
Bower bearings are available in a complete range of 
sizes and types to meet your present requirements. 
Call in a Bower engineer now! 


BOWER ROLLER BEARING COMPANY e DETROIT 14, MICHIGAN 


A COMPLETE LINE 

OF TAPERED, STRAIGHT 
AND JOURNAL 

ROLLER BEARINGS 
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| Have you read.. 


Know a company that is going places—the 
United States Gasket Company. 

A company that boasts a unique combination of 
forward thinking management and engineering talent 
seldom found in an organization of its size. 

A company that is the recognized leader in the 
fabrication and application of such new materials as 
the ‘“‘wonder plastics’ —duPont’s TEFLON, Kellogg’s 
KEL-F, etc. 

“Inside U.S.G.” a twenty-page brochure, shows 
the engineering and manufacturing experience and 
facilities of the United States Gasket Company— 
and the materials, products, components and assem- 
blies that are going into the electrical, electronics, 
chemical, food, petroleum and general industry, as 
well as serving the requirements of the A.E.C., the 
guided missiles program and other armed ser- 
vices projects. 

Whatever your business, you should know more 
about U.S.G. Write for your copy today. 


Write for Bulletin No. IN-554. 


UNITED STATES GASKET COMPANY, CAMDEN 1, NEW JERSEY 


FABRICATORS OF a 
FLUOROCARBONS & OTHER PLASTICS 
Representatives in principal 
cities throughout the world 
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Flexible Conveyor Roll Protects 
Parts From Damage 





Flexible conveyor rolls, made of 
specially compounded _ synthetic 
rubber, are designed to handle 
formed, painted, embossed ' or 
enameled parts without damage or 
distortion. The conveyor loads are 
oil-resistant. They feature an ex- 
clusive “Z”-type cross section which 
instantly and continuously conforms 
to the varying contours of moving 
loads. They are made by The Box- 
ley Co., 7410 Woodward Ave., De- 
troit 2, Mich. 
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Height Gage Checks Large 
Jigs, Fixtures, Parts 





A differently designed height gage 
uses a triangular scale beam for 
superior strength and exceptional 
rigidity. The sliding head moves 
through its entire range by the 
action of the full-length, large di- 
ameter screw in rear of the beam. 
The engaging nut is split and dis- 
engaged for quick approximate set- 
ting of the head by simply pressing 
the two lugs on the sides and slid- 
ing the head along the beam. A dis- 
tinct advantage of the height gage 
is the location of the fine adjust- 
ment screw in the base. In making 
adjustments, downward pressure on 
screw holds gage firmly to surface 
plate. It is marketed by George 
Scherr Co., Inc., 200 Lafayette St., 
New York 12, N. Y. 
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Draftivs: 


Optical [ool 













e@ Since 1867 engineers, scientists, designers, 
surveyors, draftsmen have relied on K&E as 
the foremost, most progressive, and most com- 
plete source of supply for the tools, equipment, 
and materials they work with. When you buy, 
think first of K&E, headquarters for 7,000 


items. For example... 


Avucust, 1955 


Slide Rule 


PARAGON® RED TIP RULING PEN 
This is the only ruling pen with tungsten 
carbide points, so ‘od pot durable that 
they hardly ever need sharpening—even 
after continued use on glass cloth, plas- 
tics and metals. Like the Paragon Red 
Tip Pen, all Paragon drawing instruments 
are outstanding—in durability, precision, 
balance and the many years of perfect 
satisfaction they give to draftsmen. That 
is why the Paragon name is the recog- 
nized ‘‘first’’ in fine drawing instruments, 


ma 





KEUFFEL & ESSER CO. 


New York . Hoboken, N. J. 
Detroit + Chicago + St. lovis + Dallas 
San Francisco + Los Angeles «+ Seattle + Montreal 
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to test Quality of 


Gray Iron at Forest City 
a Foundries 





® Are you getting the quality of gray iron you want in your castings? You 
can depend on Forest City Foundries to meet your exact requirements. 


Among the many tests and controls that assure the high quality of Forest 
City castings are the two illustrated here. 


Frequent pourings of small castings known as “chill wafers”, as shown 
ibove, are made to determine beyond question the quality of iron as it 
comes from the cupola. Each wafer then is measured for depth of white 
iron, and control is accomplished by variation of the amount of inoculant. 
The chart below shows the type of record that is kept, right at the cupola. 


CHILL CONTROL SHEET 


Taken ‘ . c- 


Chill | Hardness | Chemical 
1 Brinell Bar 


. 





Control of chemical composition is 
important to assure uniformity of 
casting hardness and strength, but 
modern foundries must also control 
the structure of the iron as well. Here 
the metallurgist is examining a pol- 
ished sample of iron to be sure that 
the structure conforms to the desired 
pearlite iron specification. The spec- 
trophotometer at the technician’s left 
is used for many accurate and rapid 
analyses of alloys every day. 


To see how you can profit by having 
your gray iron castings made by Forest 
City Foundries, send us sketches, blue 
prints or samples for quotations. 








Economizing On Wiping Cloth 


* 





Cleveland Cotton Products Co., 
1833 East 23rd St. Cleveland 14, 
Ohio, says that a dispenser solves 
the wiping cloth problem found in 
industry. It enables any desired 
length of wiping cloth to be used 
as required. Furthermore, it elimi- 
nates waste. The wiping cloth ma- 
terial is furnished in rolls, to fit 
the dispenser especially designed for 
the product. The individual re- 
quiring the wiping cloth simply 
pulls out what he wants and tears 
along a cutting edge. The dispenser 
is installed in 10” or 20” width 
sizes on a yearly token rental basis. 
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Gap Presses Adapt to 
Synchronized Automation 





A group of smooth-lined, fabri- 
cated steel gap presses has been 
introduced by the Minster Machine 
Co., Minster, Ohio, Single entrance 
connections for air and power per- 
mits quick setting up for immediate 
operation. Presses incorporate a 
patented adjustable-in-motion ro- 
tary limit switch which is direct- 
driven through mitered gears. This 
highly efficient unit is ideal syn- 
chronizing automation equipment. 
Presses have standard slide strokes 
of 5” with 80 or 105 strokes per 
minute on flywheel press; 37 strokes 
on geared press. 
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REPORT FROM _ DANY 
yeats heavy handling 


“AROUND THE CLOCK’’ 


fiom 9 Whiting Cranes! 


In 1940, Danly Machine Specialties, Inc., a 
leading manufacturer of mechanical presses, 
installed nine Whiting Overhead Electric 
Traveling Cranes in their Chicago plant. These 
cranes have been in operation practically 24 
hours a day, six days a week, for fifteen years. 
All production moves via these cranes, and 
Danly depends on them to meet schedules 
without fail. This phenomenal record is the 
result of (1) Danly’s program of specialized 
crane maintenance, (2) the foresight of Danly 
executives and Whiting engineers — working 


together and planning the installations to meet 
future as well as present needs, (3) the ouft- 
standing features built into Whiting Cranes 
that assure peak performance at low cost. These 
features, to mention a few, include anti-friction 
bearings, precision-made gears, securely-fitted 
shafts and flanged couplings. Send for our new 
booklets — Unit 79 ““How to Select A Crane” 
and Unit 80 “Presenting Whiting Cranes.” 


WHITING CORPORATION 
15616 Lathrop Avenue, Harvey, Illinois 
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Bullard Safety Buyer's Guide 


CLEAN COMPRESSED AIR PROTECTS 
dog WEN AND MACHINES 


| Give pure air to workers wearing air- 

| supplied hoods, helmets or masks. 

| Bullard compressed air purifiers remove 
dust, moisture, and oil fumes from 
compressed air making it completely 
safe for breathing. 


| These purifiers will also rapidly pay for 
themselves by eliminating grit and dust 
that damage delicate parts of com- 
| pressed air tools, and by supplying 
moisture-free air for fine quality lac- 
| quering and enameling. 


| Three sizes available . . . 10 to 150 
J cubic feet per minute of clean air. 








RED IS FOR RIGGER 


| ——_ ’ . 
By Bullard’s process for manufacturing permanent 
4 molded-in colors in glass fiber safety hats and 
~ J caps has developed a new trend in purchasing 
head protection. Many industries are selecting 
hats or caps with a different color for every crew. 
| Red might be for riggers, blue for carpenters, 
green for safety, yellow for electricians. All colors 

are available. 


ough, resilient glass fiber construction of Bullard hats and 
s provides life-saving resistance from falling objects. The univer- 
leather or leatherette headband fits all head sizes—6%% to 7%. 
eable in 10 seconds. There are Bullard winterliners, face 
is and chin straps to fit all hard hats and caps. 


HELPS CUT 40% OF TRUCK ACCIDENT CLAIMS 


dents incurred while 
nbing in and out of 
cks account for about 
1 of compensation claims 
led by truckers. This fully 
ractable safety truck step 
reduce this rate. When 
in use it retracts flush 
back of the vehicle. 
Attaches easily under trucks, 
tail gates, work tables 

| loading docks. 





see our catalog in 





New safety equipment catalog now available . . . write for it! 


- MARD 
or write for copy eonse 
EVERYTHING 


IN SAFETY & 


E. D. BULLARD COMPANY - ; 


15 Eighth St., San Francisco, California 
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Bar Stock Carrier Moves 
Heavy Loads Over Floors 





A portable bar stock carrier has 
been specially designed to permit 
heavy floor movement of bulk loads 
raw materials or finished products. 
The all-welded steel unit is basi- 
cally composed of heavy channels 
with a heavy duty tow bar welded 
to the base. It measures 4’ wide by 
86” long. It has two 12” diam rub- 
ber tired wheels and four castered 
and rubber tired wheels for easy 
maneuverability. It is produced by 
Rack Engineering Co., 180 Sixth 
St., Connellsville, Pa., in standard 
capacities of 5 and 10 tons, and on 
special order in capacities from one 
to 20 tons. 
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Peg-Rack Conveyor Handles 
Easily Damaged Parts 











An adjustable peg-rack conveyor 
has been developed for the safe 
and efficient handling of such parts 
as light metal castings, gears, and 
other items costly to replace when 
damaged. The conveyor is a mov- 
able unit which supports various 
shaped products by means of mov- 
able pegs. Rigid and swivel casters 
give it easy maneuverability. The 
pegs are adjustable on 3” centers 
and uprights are adjustable on 6” 
centers. Standard capacities are 
1000, 2000 and 3000 lbs, according 
to the manufacturer, Rack Engi- 
neering Co., 180 Sixth St., Connells- 
ville, Pa. 
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Number of 
AMERICAN. Phillips Screws 
Driven per Minute 

















on Every Screw 








Lower Costs 
Higher Profits 
















Write in your 


= 
own figures 


= 











You start to save money with the first American Phillips 

Screw driven in your assembly departments. And your savings 
multiply from then on. No waste motion, less fatigue. No screws 
dropped or lost. No backing out and re-driving . . . because 
American Phillips Screws drive straight automatically. No broken 
screwheads. No gouged work-surfaces... because the 4-winged driver 
can’t slip out to rip and scar. Now add up all these savings, and 

you come out as much as 50% ahead of old-fashioned fastening methods. 


Next — add up all the advantages of buying American ... still the 
first-choice source for Phillips Screws. American’s capacity, 
unmatched experience, and engineering pioneering mean 
that you have a top supplier that you can always 

bank on to keep your pe rm rolling. Yes, you 
lift a load off your mind when you buy American. 
Let’s talk it over ... any time you say. 


x marks the spot .. . the mark of extra quality 





AMERICAN SCREW CO. 


PHILLIPS HEADquarters 
WILLIMANTIC, CONNECTICUT 
Plonts at Willimantic, Conn. and at Norristown, Po, 


Warehouse and office at Chicago 
Office, Detroit, Michigan 


PECECOPOO 
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Your Browning Distributor offers... 


COMPLETE 
POWER TRANSMISSION 
— SERVICE 


BROWNING 
GRIPBELT BROWNING 
DRIVES ROLLER CHAIN 
BROWNING .. - DRIVES 
POLY-V (ga 
DRIVES ' = ' BROWNING COUPLINGS 


RIGID 
CHAIN 


wy FLEXIBLE © 


BROWNING 


All with PULLEYS 
Browning’s Malleable 
Split Taper Bushing 


Your Browning distributor is a dependable source of power trans- 
ssion equipment. His engineering services, backed by the complete 
Browning line, enable him to select that equipment exactly suited to 
yur particular need. Browning Gripbelt drives, chain drives, cou- 
‘lings and paper pulleys all utilize one simplified bushing system, are 
therefore simpler, more efficient, easier to install and maintain. Off- 
the-shelf, ready to use. Call on your Browning distributor to survey 
your facilities. You'll find his help invaluable. Ask him or write us 
for Catalog GC101. 





: YS ae 
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Cemented Carbides Cut 
Metal Machining Costs 


Two new types of cemented car- 
bides for use in the machining of 
steel are in production by the 
Carmet Div., Allegheny Ludlum 
Steel Corp., Henry W. Oliver Build- 
ing, Pittsburgh 22, Pa. They have 
been developed by using a new 
anti-cratering ingredient called 
“Crystalloy” which gives superior 
performance in tungsten-titanium 
carbide steel cutting grades. In 
producing Crystalloy material, ti- 
tanium metal is used in place of 
titanium dioxide as a basic raw ma- 
terial. Grade CA-610 is designed 
for use where breakage limits tool 
life. Grade CA-608 is for use where 
edge wear and cratering are prob- 
lems. 
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Perforated Baskets Permit 
Quick Draining 


Chas. Wm. Doepke Mfg. Co., Inc., 
8899 Blue Ash Rd., Rossmoyne, 
Ohio, announces a new line of 
tiering perforated stainless steel 
baskets. They combine the strength 
and rigidity of the standard sheet 
steel tiering and nesting box with 
the rigid draining and easy cleaning 
features of the basket. The basket 
is available in five sizes ranging 
from 12” to 36” in length. Its de- 
sign permits handling parts or prod- 
ucts through all production opera- 
tions in the same container, thus 
eliminating rehandling of contents 
into special baskets for dipping or 
degreasing. When filled the baskets 
tier in rigid stacks. Empty baskets 
nest to save floor space. 
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FOR FURTHER INFORMATION 
ON PRODUCTS IN THIS ISSUE 
PLEASE USE INQUIRY CARD 
ON PAGE 17 
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CLEVELAND /accdal TOOLS 


Lesigned and Cnginecred by Ervaflhmen 


All CLEVELAND Special Tools are manufactured to the same high 
standards of quality as regular tools bearing the famous <> trade- 
mark. Why not take advantage of CLEVELAND’s experience, ‘know- 

how” and service in designing, producing and testing special 


Drills, Reamers, End Mills or other tools for your next job? 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street Cleveland 14, Ohio 
Stockrooms: New York 7 * Detroit 2 * Chicago 6 * Dallas 2* Son Francisco 5 * Los Angeles 58 
E. P. Barrus, Ltd., London W. 3, England 


TELEPHONE YOUR INDUSTRIAL SUPPLY DISTRIBUTOR 








OFFICE EQUIPMENT 








Alwac III, latest in the line of digital 
computers produced by Logistics Re- 
search, Inc., Redondo Beach, Calif., 

veloped primarily for use by 

ommercial and technical or- 
ganizations with large computational 
ements, is now available. With 
he basic computing speeds of 
Alwae computers, the new ma- 
s 2048 additional words avail- 
the main memory. Fast access 
has been increased from 64 to 
128 words and provisions have been 
for additional supplementary 
output equipment. It uses a 
drum storage with a memory 
of 4096 words. Word length is 

digits plus sign. 
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The Noble & Westbrook Mfg. Co., 
East Hartford, Conn., has announced 
oved, hand numbering device 
he. Stampmaster. Part num- 
code numbers, etc., are set 
by indexing individual wheels. The 
master is currently available in 
1 4%” character sizes. Eleven 
wheels are used with en- 
characters 1 through 0 and 

nk space. 
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Carter’s Ink Co., Boston, Mass., is 
marketing its drawing ink in plas- 
queeze” bottles. A pinpoint ap- 

speeds pen or instrument fill- 
revents spilling or drying out, 
just the right amount of ink, and 


uses the ink to the last drop. The ink 
is electro-polarized so no shaking is 
necessary. 
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A stamp pad that never needs re- 
inking has been announced by Target 
Products Corp., Newark, N. J. The 
unique pad consists of a cloth covering 
over a plasticized, gelatin-like ink, 
which never dries out in the container. 
Because there is no absorbent material 
in the “Never-Ink” stamp pad, stamps 
don’t clog up or get dirty. It is guar- 
anteed by the manufacturer for two 
years. 
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The Rotolite, a low-cost machine 
which makes white copies of trans- 
lucent originals has been announced 
by Rotolite Co., Basking Ridge, N. J. 
With an operating size of 42 inches 
wide, any length, the machine requires 
no special wiring or plumbing. 
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The C. F. Pease Co., Chicago, has an- 
nounced a new, high-speed, white- 
printing machine. Called the Pease 
Century Automatic, it will actually 
print and develop whiteprints at speeds 
up to 70 feet per minute. It uses an in- 
expensive 5000 watt printing lamp and 
a unique design of multiple interlock- 
ing roller developments to permit the 
use of full strength 26 degree aqueous 
ammonia. It is manufactured in 42” 
and 54” sizes. 
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News 


A detailed description of how re- 
duced-size photocopies made with the 
Peerless Neoflow continuous-flow re- 
ducing camera save reproduction ma- 
terials, speed up print production, ease 
assembly operations, and save filing 
space, postage and shipping costs is 
presented in a new 8-page brochure 
released by Peerless Photo Products, 
Inc., Shoreham, L. I. 
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New literature describing its “Biue 
Streak” electric checkwriters and check 
signers is being offered by the Todd 
Co., Inc., Rochester, N. Y., the nation’s 
largest manufacturer of check disburs- 
ing equipment. Five electric models 
are described and illustrated in the 
new 8-page brochure, including Todd’s 
“Blue Streak” tandem checkwriter and 
check signer. 
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York Safe & Lock, Canton, O., has 
announced a new line of steel trans- 
fer files. An outstanding feature of the 
files is the simplified and _ positive 
method of locking the units together 
as they are stacked. Tie-links are 
dropped into pre-formed standard slots 
and are permanently seated in posi- 
tion when the next file is placed on 
top. 
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THESE THREE PRODUCTS ARE SAVING TIME 


AND MONEY FOR PURCHASING DEPARTMENTS 





Visible-tip Follow-up Folders Pay Off for 
Libbey-Owens Ford Purchasing Dept. 


Each of the 4,000 open purchase orders in process at Libbey-Owens 
Ford Glass Company at Toledo (for its 7 manufacturing plants) is in 
an individual Follow-up Folder, vertically filed by vendor’s name and 
then numerically. A movable colored signal on the visible edge, set to 
the proper calendar date, shows clerks at a glance which orders need 
attention. The company says, “The Follow-up Folders have served us 
well for over ten years at very low cost, and have helped our depart- 
ment to operate in the smooth and efficient manner that we like.” Get 
full particulars on Kardlok Visible-tip Follow-up Folders with the 
sliding signals that lock in place — exclusive with Remington Rand. 
Circle LBV567. 
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Noise Never Comes Between Them 


The new Remington Noiseless makes it possible for 
a secretary and an executive to work side by side 
(or for a large number of typists to work in a single 
office) without the disturbance of typewriter noise. 
Output is increased, space saved, costs cut and 
morale of your office staff boosted, by elimination 
of fatigue producing din and clatter. Circle RN8719 
on the coupon for illustrated folder giving particu- 
lars on the world’s quietest typewriter —the New 
Remington Noiseless. 


New Remington Rand Kompakt Files Save Space 


These new Kompakt Files can save up to 
50% of your costly filing floor space... give 
you an extra drawer in every file without 
adding to its overall height. The desk- 
height Kompakt file has 3 letter or legal 
size drawers instead of 2...counter-height 
Kompakt has 4 instead of 3 drawers... 
5-drawer Kompakt is no higher than the 
regular 4-drawer file...6-drawer Kompakt 
is comparable to a 5-drawer file! 

And Kompakt — the file with the extra 
drawer—has smoother operation...modern, 
streamlined appearance...greater strength, 
rigidity and durability! Get all the details 
and see how Kompakt can save you many 


5-drawer Kompakt File along times its original cost in savings of office 
side regular 4-drawer file space. Circle LBV692. 


in Many Departments 


Memington. Fland. 


DIVISION OF SPERRY RAND CORPORATION 

















| Room 1829, 315 Fourth Ave., New York 10 J 
l l 
| Kindly circle the literature desired: l 
| ! 
| LBV567 RN8719 LBV692 l 
| I 
| Name | 
Title - = | 
l l 
1 Firm saa a | 
| l 
| Address | 
— — ——— State . 
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Save time, save money and improve 


efficiency with the correct sorting tool 








VERY company regardless of its 

r is faced with varying de- 

grees of difficulty and annoyance in 

handling manual sorting operations. 

Naturally, the larger and more com~ 

plex the company, the more expen- 

and time-consuming the sort- 

ng function becomes. Yet the very 

ture of the work, sorting checks, 

vouchers, purchase orders, 

etc., makes it mandatory 

tha ich an operation be consid- 

ered in its full importance, rather 

han by its relatively menial status 
office system. 

Manual sorting, by the use of the 
word “manual”, cannot help but in- 
dicate comparatively high costs and 
slow operation due to the reliance 


na 


on physical labor. Done by the old 
methods of spreading material to be 
sorted on a series of desks, tables, 
chairs, etc., the operation is not only 
slow, but open to errors and lost 
papers. On the basis of work per- 
formed, it often is one of the most 
expensive operations in the office. 

To meet the need for speeding up 
the work and improving its efficien- 
cy, office equipment manufactur- 
ers produce a variety of tools aimed 
solely at the sorting operation. In 
a simple, all-inclusive description, 
the manual sorter consists of a 
series of movable flaps or partitions, 
mounted on a rigid base, to provide 
separators in preparing material for 
filing. 





Manual 


Sorting 


By G. H. Gutekunst, Jr. 












Made Easy 


A Sort-O-File, mounted at a work station, 
provides easy and fast handling of checks. 


In the field itself, the manual 
sorters differ from each other in the 
number of partitions involved, over- 
all width of the individual parti- 
tions, and the over-all length of the 
sorting instrument. In addition, 
some models are adaptable to vari- 
ous types of sorting systems while 
some of the sorters can be com- 
bined to handle several systems 
simultaneously. As a rule, the sort- 
ers are adaptable for numerical, al- 
phabetical, alpha-numerical, geo- 
graphical, or monthly systems. In 
other cases, it is possible to make 
up the sorter to handle the opera- 
tion by states, cities or any other 
system in use in an office. In other 
words, manual sorters are “tailor- 
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CATERPILLAR 


50 YEARS ON TRACK 


“We believe the growth of our company 
and the increased acceptance of our prod- 
ucts over the past 50 years are due, in large 
measure, to our constant search for more 
efficient, economical ways of performing 
every Operation. Thus we can continually 
produce better products to meet custom- 
ers’ expanding needs and applications. 
“We use National accounting machines 
in Our accounting work, not only to save 
valuable time and reduce operating costs, 


THE NATIONAL CASH REGISTER COMPANY, vayron 9, on10 


en 


“ Pvalional Accounting Machines save us, 
in operating costs, 51% a year on our investment.” 







—CATERPILLAR TRACTOR CO., Peoria, Illinois 


but also to help our operators do more and 
better work with less effort, and to obtain 
needed data on schedule. 

“The versatility of these machines, 
which enables us to switch them from one 
job to another, and the simplicity of train- 
ing Operators, are also important to us.” 


Wy ae Vice President 


977 OFFICES IN 94 COUNTRIES 


Aveust, 1955 


ie 
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“World's largest maker of crawler tractors” 


In your business, too, National ma- 
chines will pay for themselves with 
the money they save, then continue 
savings as annual profit. Your near- 
by National man will gladly show 
how much you can save—and why 
your operators will be happier. 





pi 
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made” to most efficiently handle the 


specific requirements of a specific 
Tic € 

To realize the importance and 
value of the instrument, it is only 


y to refer to the informa- 
tion provided by studies conducted 
by some of the manufacturers. One 
such study revealed that the aver- 
-all hand sort took one 
handle 500 to 600 items. Not 
it, using a properly labeled 
signed sorting device, the 
sanie operator was able to sort 1,- 
2,000 items in one hour. 
Ro y, that’s a saving of some 
50 time alone. 
Adding to this one big advantage 
fact that errors were con- 
iderably reduced; lost papers 
eliminated: considerably less space 
* the operation; and almost 
elimination of operator 





Naturally, 


the question arises as 
to how many companies require a 
will sort around 1,000 
items per hour? Yet, the value of 
the tool must also be considered in 
this light. Often the sorting opera- 
is an additional task of an of- 


| | 
tool that 


tion 


fice employee. Speeding up this one 
phase of work makes it possible to 
direct the employee’s efforts to more 
productive work. If the sorting task 


is combined with the filing opera- 
tion, it means that relatively high- 
priced labor is saved from costly 
effort on a simple job. 
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This Duplex sorter of 
Associated Industrial 
Designers is set up 
for alphabetical or 
numerical sorting. 


In the larger office, it means that 
people detailed to the handling of 
sorting-filing operations become 
more efficient and rapid in their 
work. This, in turn, has its effect on 
providing more up-to-date files, 
quicker handling of accounting and 
posting operations, and general im- 
provement in the over-all office 
operation due to the bolstering of 
this one small, but important, op- 
eration. 

It is most important, in today’s 
high-speed business, to realize that 
an office is only as good as its weak- 


Terminal digit filing is made easier 
with the Kohlhass Vert-A-Sort 
numerical sorting device. 


est operation. If filing procedures 
are slow, the whole office must suf- 
fer. Much time can be “wasted” 
looking for important papers that 
have failed to reach the proper fil- 
ing folder after a “reasonable” 
length of time. Speeding the sort- 
ing operation is a contributing fac- 
tor toward the general improve- 
ment. 

As an indication of the manufac- 
turers’ belief in the importance of 
the sorting function, most of them 
will study, examine and dissect the 
operation to recommend the best 
possible system to use. Briefly, they 
determine the volume of material, 
type of filing method used, and 
recommend a sorter which will most 
efficiently handle the job. 

Some of the companies and their 
equipment are: Amberg File & In- 
dex Co., Kankakee, Ill, (Amfile 
Sorters); Associated Industrial De- 
signers, Los Angeles, Calif., (Sort- 
O-File); Automatic File & Index 
Co., Chicago, IIl., (Automatic Sort- 
ers); Cooks’ Inc., Blackwood, N. J., 
(FulVu Universal Sorter); The 
Kohlhass Co., Chicago, Ill., (Vert- 
A-Sort); LeFebure Corp., Cedar 
Rapids, Iowa, (Vertical Sorters); 
Recordplate Co., Pasadena, Calif., 
(Shorter Sorters); Remington Rand 
Inc. New York, (MultiSort); 
Speedo-Sort Co., Chicago, Ill, 
(Speedo-Sort); Strayer Coin Bag 
Co., Inc., New Brighton, Pa., (Stray- 
er Aluminum Sorter); Yawman and 
Erbe Mfg. Co., Rochester, N. Y., 
(Sort-O-Mat); and The Globe- 
Wernicke Co., Cincinnati, Ohio, 
(Every Day Sorters). 

Whatever the sorting need and 
whatever the filing system, there is 
a tool to speed up and improve the 
efficiency of this small, but very im- 
portant operation. 
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At the Fifth An- 
nual Lithographic 
Awards Competi- 
tion, SPONsored by 
Lithographers Na- 
tional Association 

all Winning entries 
In the Business Sta- 


tionery Classifica- 
{ion were litho 
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FREE 
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ntaining »° 10d 
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Gilbert PAPER COMPANY 


Menasha, Wisconsin 
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The Elbe File & Binder Co., Inc., 
Fall River, Mass., has prepared a 98- 
page catalog which includes over 2,000 
stock items. The catalog includes a 
complete presentation of binders and 
folders of all types, record holding de- 
vices and sales presentation equip- 
ment. It is catalog number 62. 
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A new 16-page illustrated booklet 
entitled “Quality with Quantity”, re- 
cently published by American Auto- 
matic Typewriter Co., Chicago, con- 
tains techniques and tips on inject- 
ing the personal touch into repetitive 
correspondence or direct mail promo- 
tion. Copies are available on request. 
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Bull’s Eye Products Co., New York, 
has announced an indexed filing case 
for calling cards. Called the Secretariat, 
it comes in various colors of simulated 
leather as well as real leather, has 
25 alphabetical index separaters, blank 
address cards, and can be supplied 
with initials. 
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The Corridor-Liter, a fixture designed 
especially for the effective lighting of 
long, narrow areas, has been an- 
nounced by Smithcraft Lighting Divi- 
sion, Chelsea, Mass. 
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To enable banks to assist business 
firms in check reconciliation, new 
pre-punched voucher checks printed on 
tabulating cards have been designed by 
American Lithofold Corp., St. Louis. 
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An automatic card rack that elimi- 
nates the tedium of individually col- 
lecting time cards has been introduced 
by International Business Machines 
Corp., New York. It automatically col- 
lects, in sequence, all cards in the rack 
by sliding the card collector upward. 
The collector can be locked in a static 
position at the base of the rack to pre- 
vent unauthorized use. Tabs with odd 
numbers are located on one side of 
the rack and even numbers on the 
other side. The equipment is molded 
of high impact styrene plastic. 

Circle No. 99 on Inquiry Card—Page 17 





ith your present carbon ribbon, type this line 
on your business letterhead: “Read your ad in 
he August issue of Purchasing.” Include make 
pf typewriter and your name. Mail toColumbia 


ill Road, Glen Cove, N. Y. for your free 
olumbia Carbon Ribbon. 
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CHOOSE THE RIGHT 
POINT FOR THE WAY 


You can’t go wrong on this guaranteed* 










desk set... with its giant ink fountain-base YOU WRITE...BY NUMBER 
that automatically fills the pen and keeps it 
idy to write a full page or more when- Saw eer2e lise 
ever you take it from its socket. — 
Aavktettpains 
2550 
) °© 30-DAY MONEY-BACK TRIAL OFFER 9314M 


Carter’ 


( Your regular dealer will be glad to ten quilt mieales watt 

( let you try one of these fine Model 444, 9460 

( Self-Filling Desk Pens on your own desk 7 

( for 30 days with the understanding you Cu bra Aue 
can return it for a full refund if you 9550 


don’t agree it’s the best you’ve ever used, 


668 


7 pond 
‘SETS 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East; Toronto, Ontario 


L— 


COPYRIGHT 1955, THE ESTERBROOK PEN COMPANY 
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Steel Service Mfg. Co., Steubenville, 
O., has announced the availability of 
a complete line of storage and wardrobe 
cabinets in two new colors—mist green 
and desert sage. These colors are in 
addition to the standard forest green 
and office gray. 
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Koh-I-Noor Pencil Co., Bloomsbury, 
N. J., is now offering 12 brilliant Koh- 
I-Noor polycolor media in four different 
forms: pencils, square chalk sticks, 
thick round leads and flat lead sketch- 
ing pencils. 
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A new, low-priced, 300-watt slide 
projector has been announced by 
Eastman Kodak Co., Rochester, N. Y. 
Particularly recommended for home 
use or before small groups, it is known 
as the Kodaslide Signet 300 Projector 
Model A. It has a 5-inch f3.5 Ektanon 
lens and a lumenized condenser lens 
system. Slides are inserted in the top 
of the Signet 300, a design feature 
which increases ease of operation and 
eliminates jarring of the projector. 
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The introduction of a separate micro- 
film recorder and reader that will 
allow any business, large or small, 
to have a completely flexible micro- 
filming system has been announced by 
Burroughs Corp., Detroit. The reader is 
Model B. H. 206 and the recorder is 
Model B. H. 205. The reader, having an 
exclusive indexing meter, weighs only 
16% lbs. and is available with either, 
or both, 24 and 37 magnification. It 
scans documents on 8 mm, 16 mm or 35 
mm film. 
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The introduction of a new flexible 
high speed automatic check endorser 
to be used in conjunction with Bur- 
roughs’ Micro-Twin microfilm recorder 
and reader, or the Twin without the 
reader, has been announced by Bur- 
roughs Corp., Detroit. Featuring an in- 
terchangeable printing head that can 
be installed or removed without open- 
ing the microfilm machine, the en- 
dorser will accurately endorse checks 
at the same time and speed with which 
they are microfilmed. Extra printing 
heads may be purchased if more than 
one type of endorsement is required. 
It can also be used to endorse, cancel 
or imprint other material on docu- 
ments. 


Circle No. 360 on Inquiry Card—Page 17 


PuRCHASING 











Featuring a one-piece, all plastic 
shielding, a new series of fluorescent 
fixtures known as the “Scott Line” 
has been announced by Sylvania Elec- 
tric Products Inc., Wheeling, W. Va. 
Its light efficiency of 89.8% makes it 
one of the most efficient commercial 
fixtures yet produced. 
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Columbia Ribbon and Carbon Mfg. 
Co., Inc., Glen Cove, N. Y., has a new 
hectograph master, the X-200 Black 
Ready-Master Unit, specifically engi- 
neered for preparation on xerographic 
equipment. 
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A Programmatic Flexowriter which 
reads edge-punched cards or punched 
paper tape and automatically prepares 
documents and by-product tape for 
data processing, has been announced 
by Commercial Controls Corp., Roches- 
ter, N. ¥Y. The same Flexowriter also 
provides for punching the master rec- 
ord cards or tape used for document 
preparation. It is completely flexible, 
and tape and cards can be used inter- 
changeably. 
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A lightweight, vinyl plastic portfolio 
is being marketed by Constructo Prod- 
ucts, Inc., New York. Called the “Zip- 
palope”, it is made of Monsanto’s Ul- 
tron taffeta embossed vinyl plastic and 
has a toothless plastic zipper. It is 
available in charcoal gray, brown, blue 
and black. 
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Techn:fax Corp., Holyoke, Mass., has 
announced a new reproducible film 
which blocks ultra-violet light more 
effectively than “lith” types of photo- 
graphic film. A diazo-sensitized clear 
plastic film (for ammonia develop- 
ment) called Ultrafoil, it yields a dense 
black image from any translucent 
original. 
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Prominent Users of Strathmore Letterhead Papers: No. 117 of a Series 





WILLIAM SHIMMER 6 SONS | her er frm her Ton Clee toe 








A time for QUALITY 








As brides wear gowns of Skinner satin, so important firms write let- 
ters on Strathmore paper. Their reasons are similar and absolutely 
valid: they both want quality when quality is traditional. It is also a 
tradition, and a good one, that the character of a company is implicit 
in its stationery. Thus the choice of Strathmore — surely superior by 
the most demanding standards—by innumerable prominent firms. 
It might well and wisely be your own choice. Have your supplier 


show you samples of your letterhead design on Strathmore papers. 


William Skinner & Sons has manufactured fine 
fabrics for 107 years. Bridal satin has become syn- 
onymous with Skinner ; and its many other fabrics 
are standards in their field. In its vast Holyoke 
Mills, Skinner research constantly pushes forward, 
designing increasingly better and more useful 


fabrics for tomorrow. 


STRATHMORE LETTERHEAD PAPERS: Strathmore Parchment, Strathmore Script, Thistlemark 
Bond, Alexandra Brilliant, Bay Path Bond, Strathmore Writing, Strathmore Bond. 
Envelopes to match converted by the Old Colony Envelope Company, Westfield, Mass. 


STRATHMORE THIN PAPERS: Strathmore Parchment Onion Skin, Strathmore Bond Onion 
Skin, Strathmore Bond Air Mail, Strathmore Bond Transmaster. 


STRATHMORE 


MAKERS OF FINE PAPERS 


Strathmore Paper Company, West Springfield, Massachusetts 
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Vue-Fax Corp., Westbury, N. Y., 
has announced an entire new line of 
its vertical filing systems sold under 
the trade name of Vue-Fax. Among its 
features are lucite roller bearings on 
isional guide which reduces 
frict by 80%, and an entirely new 
base upon which the cards rest, cov- 


each div 


ered by a special non-slip nylon ve- 
lour finish. Each card seats itself auto- 
matically on its own base and pivots 


on its own axis. Each row of cards is 
prot i by a new plastic guide. 
Circle No. 366 on Inquiry Card—Page 17 

\ new kind of portable metal par- 
tition that’s as easy to handle as or- 
dinary office furniture is now being 
introduced to the market by Martin- 
Parry Corp., Toledo, O. Called Metl- 
wal jr, the predecorated, interchange- 
able partitions come in three standard 
and 10 standard widths. The 
s have a protective Bonderite 
coating and are available in gray or 
ked enamel finishes. 
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Universal Color Slides Co. New 
York, has announced an expanded line 
of Universal index number tabs. The 
pre-perforated, pressure-sensitive tabs 
stick to any surface without moistening 
and are especially suited for all forms 
of filing, indexing and cataloguing. 
They are printed in consecutive order 
(1 to 850), with 170 to a sheet. They 
are available in red, green, blue, or- 
ange and black. 
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Moduwall, Inc., Madison, N. J., has 
introduced a new bulletin and tack- 
board with a washable vinyl plastic 
surface. Thumb tack punctures in the 
Livewall tackboards, are self healing. 
Vinyl plastic is bonded to a strong 
woven fabric backing to make up the 
board. The material is fire resistant and 
also resists staining, cracking, chipping 
and mildew. It is available in six 
pastel shades: coral, gray, citron, nat- 
ural, green and blue. 
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Planoramics, Boston, Mass., is pro- 
ducing an office planning kit of new de- 
sign. Using special plastic cutouts, an 
easily changed floor plan can be cre- 
ated. The equipment is guaranteed to 
last indefinitely, needing only an oc- 
casional wiping to remove grease, etc. 
Once completed, the Planoramic plan 
can be photocopied for a permanent 
record. 
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Announced to the office equipment 
field by The Bates Mfg. Co., Orange, 
N. J., is a unique, two-headed, elec- 
tric, desktop, stapling machine that 
produces its own staples as it fastens 
papers together. Using an electric mo- 
tor, the machine is claimed to be 
“Jam proof”, the machine being actu- 
ated only on the insertion of a paper 
or papers. Each has a capacity of 5000 
staples at one loading. 
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Users of whiteprint process equip- 
ment can now get cleaner, clearer, 
sharper and more uniform copies of 
originals through the use of a new 
reproduction ribbon introduced by 
Consolidated Ribbon and Carbon Co., 
Chicago. Called the Challenge Brand 
Ribbon, it is available for any make of 
typewriter or office machine. The color 
is black only, on long lasting cotton in 
three degrees of inking. 
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ELLIPTI¢ 

Coss , rubber in handy ellipt- 

Excellent for all- 

Es lly effective 

s ee =. trated. 
2020 MASTER PINK 

ber, handy elliptical 

| for pencil erasing 

for general use and 






WELDON ROBERTS RUBBER co.¢ 
365 Sixth Ave., Newark 7. N.J. 4 
World's Foremost Eraser Spec alists 
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"GOMMES 4 EFFACER’... 


ON FOR 
| \ Quickest, CLEANEST 
1) ERASING 


Fifty million 
WON'T be wrong! 
they buy “gommes a effacer”, job. 
they insist upon Weldon 
Roberts Erasers, 
famed for Correcting Mis- 
takes In Any Lauguage— 
quickest and cleanest. 


Superb quality, uniformity; 
convenient shape, “feel” and 
texture save typists’ time 
and tempers and your office 
overhead. Your 
stocks Weldon Roberts Eras- 
ers exactly suited to your re- 
quirements —including the 
Abas two “opposite” styles illus- 


Enon 


Correct Mistakes in Any Language f 





Frenchmen 
When 


world- 


reference. 
stationer 












TO PURCHASING DEPARTMENT 
PERSONNEL 


AT THE PRESENT you are reading a copy of Pur- 
chasing Magazine most likely addressed to the head 
of your department... 


YOU WELL KNOW 
cation definitely helps you do a better purchasing 


KEEPING YOU INFORMED on trends and new ideas, 
Purchasing helps you prepare for advancement 
within your company. 


YOU SHOULD have your own, personal copy to 
completely digest the articles—and to have your 
own file copies always available for immediate 


TO HELP YOUget your own copy, we have inserted 
in this issue of PURCHASING, a special order 
blank. It is for YOUR use! Tear it out... fill 
in your name ... and mail, postage free, to PUR- 


CHASING MAGAZINE. 


WE SHALL then enter a one year subscription for 
you and bill you (or your company) at a later date 
—at the one year rate of $4.00. 


MAIL IT TODAY! 


or an assistant. 


that the contents of this publi- 








PURCHASING 








A low priced, portable addressing 
machine designed to mechanize repeti- 
tive writing has just been released by 
Addressograph - Multigraph  Corp., 
Cleveland. Known as the Addresso- 
graph Model 30, it features a recently 
developed long-life carbon ribbon that 
produces fine-line printing and keeps 
plates, files and hands clean. It weighs 
19 lbs. and occupies less space than a 
manual typewriter. Standard equip- 
ment includes an automatic plate feed 
with automatic refile in original order 
and provision for visual selection of 
plates. 
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Peerless Photo Products, Inc., Shore- 
ham, L. L., has introduced a redesigned 
model of its Dri-Stat combination 
printer and processor for dry-process 
photocopying. The new unit is 5 lbs 
lighter than the previous model, is 
easier to clean and service, has an im- 
proved light source, and a new expo- 
sure-control system. 
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A new filing system, which has 
proved space-saving in over 1500 na- 
tionwide installations, is now available 
from Visi-Shelf File, Inc., New York. 
Basis of the Visi-Shelf Filing System is 
space-saving file units which hold the 
equivalent of two four-drawer filing 
cabinets, yet occupy half the floor space. 
These filing units are available in a 
range from seven to ten openings and 
come either with doors on all openings 
for added record protection, or without 
doors for areas where light and dust 
are not a problem. 
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A portable intercom that works just 
by plugging into existing electric wires 
has been announced by Mark Simpson 
Mfg. Co., Inc., Long Island City, N. Y. 
Called the Wireless-Talk, it provides 
contact between any two _ stations, 
even in adjacent buildings. The units 
weigh only four pounds and feature a 
collapsible handle. 
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ere’s how you can 
be sure of getting 


the exact business 





form you need: 


FOR AN UNBIASED RECOMMENDATION, 
BUY FROM A FIRM WITH A COMPLETE LINE! 


CONTINUOUS M. NY On : 
roan ANY, many forms are needed in modern 

















business. But for every situation there is only one 
right type of form to use. You can be sure of get- 
ting this one exact form you need by buying 


HANDYSET from a firm (1) that offers a complete line and (2) 
ONE-TIME whose salesmen are skilled in form-design. 
CARBON FORMS 

That’s why it will pay you to contact Baltimore 
Business Forms. Our salesmen know forms— 
they’ ve designed them for leading business houses 
throughout the country. Their experience, com- 
bined with our complete line, is your guarantee 
of the precise form you need for your specific 
problem. Use the coupon today: there’s no obli- 


gation, of course. 


MULTIPLE COPY 
BOOKS 






: NCR FORMS COUNTER REGISTERS 
(no carbon required) AND FORMS 


he Raltimore Business Forms Company 


(THE BALTIMORE SALESBOOK COMPANY) 


Saving time and reducing costs in business and industry 





The Baltimore Salesbook Company, 3142 Frederick Avenue, Baltimore 29, Md. 
We are interested in seeing samples of Baltimore Business Forms. 


Name 





Company 





Type of Business 


Address 








City Zone State 





ee | 
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AMONG THE Associations 





sition | 








Five Associations to Sponsor Upstate New York Conference 


\ctober 27 and 28, an Up- 
New York Purchasing Agents 
( ce will be held in Roches- 
t [heme is “Profits Through Pur- 
cl ’ The conference is a joint 

f the Buffalo, Eastern New 

Y Elmira, Syracuse, and 

Associations. 
1st such conference was held 
ester in March, 1950. It was 
success. Since then, new 
ig problems have emerged 
of the old ones still aren’t 


~ 


The committees, which have 

been chosen, plan on de- 

f a top notch program which of the 
will be of real assistance to the Conference. 
pur ng agent. The program will 


be announced in a future issue of 
PURCHASING. ; 





John Hoover—he is serving as chairman 
forthcoming Upstate 


The following committee appoint- 
ments for the conference were re- 
cently announced: Wilson B. Wight, 


Eighth N.A.P.A. District vice presi- 
dent, honorary chairman; John 
C. Hoover, Burke Steel Co., general 
chairman; Clarence Buss, Bausch 
& Lomb Optical Co., co-chairman; 
William T. Naylon, General Railway 
Signal Co., co-chairman; Edwin A. 
Galen, Eastman Kodak, chairman, 
registration committee; E. Phillip 
Kron, Eastman Kodak, chairman, 
hotel reservations committee; A. 
Kemp Stevens, Air Cooled Motors, 
chairman, program committee; 
James Conklin, Toledo Scale Co., 
chairman, arrangements and wel- 
coming committee; Edwin H. Stif- 
fler, Will Corporation, chairman, 
publicity committee; and Donald S. 
Judd, American Brake Shoe Co., 
Kellogg Division, finance officer. 


New York 





Officers-Elect for New Orleans and Tri-City Associations 





This is the time of the year when Associations choose a new slate of 
officers to serve. Unanimously elected to serve as officers of the 
Purchasing Agents Association of New Orleans for 1955-56 were, 
left to right: F. E. Ducos, second vice president; L. H. Moss, alternate 
national director; G. U. Sanford, first vice president; E. J. Koehl, na- 
tional director; E. G. Wintle, president; F. J. Basile, secretary; and 


- 


G. A. Lyncker, treasurer. 


186 


New officers of the Tri-City Association of Purchasing Agents include, 
seated, left to right: W. H. Rodgers, American Air Filter Co., national 
director; W. M. Davis, Rock Island Bridge & Iron Works, president; 
and F. W. Macy, Innes Co., first vice president. Standing are: R. G. 
Neville, Nu-Way Corp., treasurer; T. R. Sterrett, J. 1. Case Co., 
secretary; R. P. Choate, Warren-Nicholson Co., third vice president; 
and G. W. Thomas, Bendix Aviation Corp., second vice president. 
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is my Business!" 





Your Gould Field Engineer has one job—to 
make sure you get greatest possible service 
from your batteries. In performing that job he 
sees to it that your batteries are properly cared 
for and maintained; he instructs your personnel 
in systematic maintenance methods; he helps 
you anticipate battery needs; he makes sure 
you get maximum battery performance. 

Gould Field Engineering Service is nation- 
wide. Every member is factory-trained ... has 
plenty of on-the-job know-how. There’s a Gould 
Field Engineer in your area. He’s as near to you 
as your telephone. Call him. And when you see 
him, ask him for the new Gould Plus-Perform- 
ance Plan material for your battery mainte- 
nance staff. 


America’s Finest! 
GOULD 
Industrial 





Truck Batteries 
©1955 Gould-National Batteries, Inc. 


GiGi 


= GOULD-NATIONAL BATTERIES, INC. 
TRENTON 7,N. J. . 





“BETTER BATTERIES THROUGH RESEARCH” 





Always Use Gould-National Automobile and Truck Batteries ad 
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Kalamazoo Association Takes Summer 
Siesta After Elections 








Admini 
year are, left to right: 
Hapman-Dutton Co., 
Co president; 


and E. C. “Bus” Wilbur, 





strators of the Kalamazoo Valley Association of Purchasing Agents for the 1955-56 
Howard Dean, Kalamazoo Paper Box Co., 
vice president; Robert A. Johnson, Panelyte Division, St. Regis Paper 
Don Corre, Ingersoll-Kalamazoo Division, 
Precision Castings Co., 


treasurer; Gordon Dietz, 


Borg Warner Corp., secretary; 
national director. 





Metropolitan Purchasers Elect Officers, 
Present George E. Henry Award 


Metropolitan Purchasers’ As- 


sistants Club of New York wound 
up its activities for the 1954-55 term 
with dinner and entertainment, 
recently. Devoting the evening to 
friendship and pleasure, the group 
took a few minutes to complete two 

portant business items. They 
elected, and received, their new of- 
ficers for the 1955-56 term. They 
Harold T. Hill, Brooklyn Union 
G Co., president; George L. 


Stapleton, Charles F. Hubbs & Co., 
vice president; William M. Nagle, 
American Brake Shoe, secretary; 
and Paul M. Tintera, HCF Indus- 
tries, treasurer. It was also at this 
meeting that the winner of the 
George E. Henry Memorial Award 
was announced. This award permits 
its recipient to attend a college for 
one year for further study in the 
purchasing profession. The winner, 
this year, was Paul M. Tintera. 


A dinner at the Harris Hotel on 
Tuesday evening, June 14th, wound 
up the regular business meetings of 
the Kalamazoo Valley Association 
of Purchasing Agents for the sum- 
mer. The next regular meeting will 
be held on the second Tuesday in 
September and similarly during the 
winter and spring months. A very 
full program had been arranged for 
the June 14th meeting, beginning 
with cocktails at 6 p.m. and fol- 
lowed by a sumptuous. dinner 
which the Harris Hotel knows 
so well how to turn out with all the 
trimmings. 

After dinner, the Association’s 
officers for the coming year were 
duly installed with general applause 
testifying to their popularity among 
their Association fellow members. 
The officers for the coming year 
are: 

President: Robert Johnson, Pan- 
elyte Div., St. Regis Paper Co. 

Vice-President: Gordon R. Dietz, 
Hapman-Dutton Co. 

Secretary: Don J. Corre, Inger- 
soll Kal. Div., Borg-Warner Corp. 

Treasurer: Howard Dean, Kala- 
mazoo Paper Box Co. 

National Director: E. C. Wilbur, 
Precision Castings Co. 

The stay-at-homes during this 
year’s National Convention were 
regaled with high lights of the con- 
vention by a group of those who at- 
tended. At the meeting, also, the 
Secretary, who is Fourth District 
Public Relations Chairman, gave 
the report on Public Relations 
which he presented to the Fourth 
District Conference at East Lans- 
ing, Mich., in April. It was an- 
nounced that the Association’s An- 
nual Stag Outing will be held this 
year at the Elks Country Club. 





Robert H. Miller, president of the club 


for 1954-55, congratulates George E. 
Henry Memorial Award winner Paul M. 
Tintera 
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the executive board. 


The new officers of the Metropolitan Purchasers’ Assistants Club of New York are, left to 
right: Harold T. Hill, president; George L. Stapleton, vice president; Paul M. Tintera, treas- 
urer; William M. Nagle, secretary;. and Robert H. Miller, past-president and chairman of 
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costs no more 


lasts longer-cuts faster 


Heller NUCUT files combine coarse, fine and extra fine teeth in a 
planned irregularity, creating the ‘‘wavy-teeth"’ design. The coarse teeth 
cut deep, clean; the fine teeth leave a smooth, scratch-free finish. 

This ‘‘Wavy-Teeth"’ design makes the file clear itself, adds longer 

life. NUCUT ‘‘wavy-teeth"’ files cut faster without scraping or 

chattering. Ask your distributor for Heller NUCUT files 


with patented ‘‘wavy-teeth.”’ 





~ 
~~ 
a 
~*» 






im 
4, ~ > 
eae oe 
> = 


(il 





WM) VIXEN Grnerican-Striss NUCUT 


} 
FAMOUS BRANDS MADE ONLY BY 


AMERICA’S OLDEST FILE MANUFACTURER 
Newcomerstown, Ohio 


BRANCH OFFICES: New York Chicago Detroit A NEW JERSEY CORP. 
YOUR HELLER DISTRIBUTOR CAN SUPPLY ALL YOUR FILE NEEDS 
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One-Source Buying Simplifies Purchasing, Speeds Production 
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C-D-F DILECTO LAMINATED PLASTICS 


IN MANY GRADES FOR EVERY APPLICATION 


the years by leading manu- 

electrical equipment, C-D-F 
; been proved to have outstand- 
ical and physical properties and 

of quality that can always be 
on. 


made in many grades and is 
in the form of sheets, tubes, rods, 


nplete fabricated parts. Bases avail- 
lass mat, woven glass cloth, cotton 


mat, cotton fabric, cellulose or asbestos 
paper, woven asbestos fabric, asbestos mat, 
woven nylon fabric. Resins include phe- 
nolic, melamine, silicone, polyester, epoxy, 
Tefion*. 


C-D-F gives fast service on raw stock or- 
ders, has complete machining and fabri- 
cating facilities. Call your C-D-F sales en- 
gineer for purchasing and technical help, 
or write C-D-F for new catalog D-55. 
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3019 
BIRMINGHAM | 

Americ 
BOSTON 

1245 H 
BUFFAL 

Ellicott 
CHICAGC 

1201 Pa 
CLEVELAN 


DAYTON 


DENVER 2, € 
Ernest & Cran 
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550 Leader B 
221 Third Natior 


ner Building 


C-D-F Celoron 


MOLDED PLASTICS 


combine high strength, 
durability 


If you buy gears, couplings, 
s, molded plastics of almost any 
the facts on C-D-F Celoron, a 
and/or combination 
d material bonded with phenolic 
eloron is strong enough for auto- 
timing gears, versatile enough for 


the smallest molded insulating part or the 


electromechanical supports. Get 
samples by writing to C-D-F. 
for Bulletin DC-54. 


NOrthfield 5-0964 


3-6131 
FICE Granite 2-2150 
Quincy 69, Mass 
W Ashington 3929 
ad ng 
DElaware 7-6266 
Building 


Cherry 1-5220 


Adams 4291 
Building 


AComa 2-2236 NEW YORK 17 


DIAMOND 


VULCANIZED FIBRE 


in any form, size 


Arc-resistant, arc-quenching, non-corrod- 
ing, and mechanically strong, Diamond 
Fibre’s high uniform quality is assured 
by America’s most experienced fibre 
makers. Available from C-D-F in sheets, 
rolls, strips, tubes, rods, formed and ma- 
chined specialties. Write for the new 
Diamond Fibre Catalog DVF-55. 





15 Harding St., Wethersfield 9, Conn. 
HOUSTON 4, TEXAS 
3514 Crawford Street 
INDIANAPOLIS 5, IND. 
709 E. 38th Street 
MILWAUKEE 2, WIS. 
jing 828 N. Broadway 
MINNEAPOLIS 2, MINN. 
610 Plymouth Bldg. 


290 Madison Avenue, Room 501 


C-D-F SALES OFFICES NEAR YOU 


DETROIT 2, MICH. 

443 New Center Building 
FT. WORTH 7, TEXAS 

3414 Camp Bowie 
HARTFORD SALES OFFICE 


TRinity 5-O335 OMAHA 2, NEBR. 
110 North 40th Street 
Fannin 3339 
Bridgeport, Pa. 
PHOENIX, ARIZONA 
P.O. Box 1587 
PITTSBURGH 21, PA. 
309 Shields Bidg. 
RICHMOND 22, VA. 
101 Oronoco Avenue 
ST. LOUIS 17, MO. 
2683 Big Bend Bivd. 
SPARTANBURG, S.C. 
834 Hayne St. 
TULSA, OKLA. 
204 S. Cheyenne St 


Hartford-Jackson 9-0397 
Capitol 5525 
Hickory 9803 

BR 1-2980 
Atlantic 3388 
one | Hill 6-0870 








ATlantic 6548 

PHILADELPHIA DISTRICT SALES OFFICE 

Norristown 5-0800 
Alpine 8-7893 
Churchill 1-0969 


Richmond 32210 


Spartanburg 3-6397 


Complete Line of Plastics, Fibre, 
Mica Products 
The advantages of “one-source” buyin 
were recently summarized for purchasing 
agents by Continental-Diamond Fibre, on 
of the country’s largest manufacturers an 
fabricators of electrical insulation and 
plastics products. No other supplier in its 
field, explains C-D-F, offers as wide and 
varied a range of products. One call to a 
nearby technically-qualified C-D-F sales 
engineer puts the purchasing agent in 
touch with a well-integrated, large com 
pany with modern producing and fabri- 
cating plants. Low competitive prices and 
fast service are shown to be direct results 
of C-D-F’s post-war expansion and mod- 
ernization. 
Saving P.A.’s Interviewing Time 
A recent poll among purchasing agents in- 
dicates that buyers spend 20 to 50% of 
their time talking to salesmen. Shorter, 
fewer interviews with the man from C-D-F, 
each covering the ground of four or five 
separate sales calls, give the purchaser more 
time for improving his own job. And the 
electrical insulation and plastics buyer 
knows that the C-D-F sales engineer is 
thoroughly familiar with his problems, can 
give expert advice in the design stage and 
offer dependable quality-control service. 
Many New C-D-F Materials 
Among the new and specialized dielectric 
products made by C-D-F are flexible in- 
sulating tapes of Teflon*, mica combina- 
tions, silicone rubber, and _ silicone-var- 
nished fiber glass. Other new products are 
metal-clad laminates for printed circuits; 
post-forming grades of Dilecto laminated 
plastics (see elsewhere on this page for 
details); intricate molded parts; fire-resis- 
tant plastics; silicone, epoxy, and polyester 
glass-based laminates. 

One-Source Buying Cuts Costs 
Using C-D-F as a single large, reliable 
source of supply for all vulcanized fibre 
and laminated and molded plastics prod- 
ucts speeds the acquisition of technical in- 
formation, effects closer control of inven- 
tory, makes possible group buying of di- 
verse materials which, bought separately, 
might prove far more costly. One C-D-F 
salesman, replacing often as many as 
twenty salesmen, gives the purchasing 
agent simplified buying, improved products 
—at lower cost. 


Pacific Coast Representative 
MARWOOD LIMITED 


SAN FRANCISCO 3, CAL. Hemlock 1-7893 
357 Ninth Street 


SEATTLE 4, WASH. Elliot 4747 
1714 First Avenue, South 

PORTLAND 4, ORE. Beacon 5123 
209 S.W. First Avenue 

LOS ANGELES 13, CAL. Mutual 3241 


320 East 3rd Street 


Mission 5-2253 


Canadian Representative 
DIAMOND STATE FIBRE CO. OF CANADA, LTD. 
46 Hollinger Rd., Toronto 13, Ontario, Can. 
EXPORT DEPARTMENT: BRIDGEPORT, Pa., U.S.A. 


5-6189 
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MICABOND INSULATING COMPONENTS 
help you build a better motor 


C-D-F built-up or bonded mica products are 
being used to assure quality insulation in 
America’s best-selling motors and generators. 
Only the finest mica splittings are used in 
Micabond; thus Micabond parts have uniform 
high heat-resistance and dielectric strength. 


Forms of Micabond available: Sheets—Tub- 
ing—Flexible Tapes (with cotton, silk, paper, 
woven glass, and Mylar*. backings)—Fabri- 
cated Parts in the form of Segments, “V” 
Rings, Slot Liners, Washers, Punchings of 
various shapes. 


Make C-D-F your dependable source for 
mica products, and assure yourself strictly- 
followed specifications, low costs, fast de- 
liveries. Call your C-D-F sales engineer or 
write for samples of Micabond materials. 


Micabond Catalog M-51 is also yours for the 
asking. 








Fangd 


Photos Courtesyof Photocircuits Catalog D-55. 
Corporation, Glen Cove, N 


Dependable printed circuits rely on 
C-D-F metal-clad dielectric materials 


AT Printed circuits etched from C-D-F Metal-Clad Dilecto 
Laminated Plastics are proving themselves in thousands of 
TV, radio, and communications equipment applications. Clad 
with copper foil and having superior heat-resistance, bond- 
ing strength and mechanical and electrical properties, Di- 
lecto printed circuit materials are based on epoxy, phenolic, 
and Teflion* laminated plastics. Low dielectric loss, oper- 

7 ating temperatures up to 200°C. in certain grades are char- 
C >. acteristics of C-D-F Metal Clad Dilecto. High bond strength 

i abd of foil to plastic makes punching and machining readily 
possible either before or after etching. Write for new 


C-D-F plastics fabrication 
offers undivided 
responsibility for 
quality, delivery 




































Many manufacturers using machined and fa 
bricated plastics parts have learned the econ 
omy of letting C-D-F do the fabrication fo 
them—faster, more efficiently! By the time a 
manufacturer experiments, tests, and probabl 
rejects much expensive raw material, C-D-F’s 
experience with all plastics work can complete 
and ship the order without waste and without 
delay. 
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C-D-F’s small-parts machining and inspection ge 
results like this. These automotive electrical insu 
lators are mass-produced with uniform high qualit 
at rock-bottom prices for the manufacturer. 


At C-D-F’s machine shops in Newark, Del., 
and Valparaiso, Ind., fabricating is done nea 
the presses that produce the raw materials 
No time is lost in handling materials; specia 
production runs may be scheduled to coincide 
with machining operations; C-D-F’s “experi 
ence bank” provides innumerable short cuts 
little tricks that result in lower prices for the 
purchaser. 


Simplified Production, Storage 
Ultimate advantages to you in choosing C-D- 
to machine and fabricate your plastics and 
fibre parts: Assurance of delivery to meet 
your production schedules; elimination of 
waste materials, shortages, rejects; uniform 
high quality of every fabricated part. These 
become C-D-F’s responsibility, not yours. 








Pressure-sensitive, thermoplastic, and thermoset- 
ting insulating tapes for all types of electrical 
equipment uses are made by C-D-F from sili- 
cone varnish, silicone-rubber, Teflon*, and Mica- 
bond, with various supporting fillers and backing 
materials. High-heat electrical applications are 
served by these durable materials and by the wide 
range of backings in which the tapes are provided. 
Color Identification—C-D-F tapes of Teflon are 
made in the standard RETMA colors for easy 
wire identification in assembly and repair of 
electrical equipment. Call your C-D-F represen- 
tative, or write for test samples. 














CONTINENTAL-DIAMOND FIBRE DIVISION OF THE BUDD COMPANY, INC. 
NEWARK 41, 


C-D-F Flexible Insulating Tapes 
have high heat- -resistance, durability 








DELAWARE 
















NEW C-D-F SPIRAL TUBING 


Here’s a low-cost spirally-wound 
paper-plastic tubing available in 
18 grades for a wide range of uses. 
Round, square, rectangular shapes 
for use as coil forms, insulating 
tubes, paint rollers, shipping con- 
tainers, bushings. These are just 
a few of the many applications. 
Small sizes, thin walls are no 
problem. Write for 8-page Tech- 
nical Folder ST-53, which gives 
properties, sizes, tolerances. Or 
call your C-D-F representative. 





*duPont trademar 





































“One Bunn Tying 
Machine does the work 
of at least 5 hand tyers,” 


says R. E. Lamkin, 
LAMKIN LEATHER CO., Chicago 


“The Bunn Tying Machine has reduced 
our packaging costs tremendously, and 


has eliminated ail shipping room bottle- 


n reports Mr. Lamkin, Vice- 
Presid of the country’s largest pro- 
ducers of leather golf grips. “It’s one of 
our t valuable pieces of equipment.” 


wopeed 


1d economy are only two of 
the a advantages of Bunn Package 
Tying Ma ichines. Check these others. 


Automatic adjustment to any size or 
shape no waste of twine . . . proper, 
uniform tension . tight, slip-proof, 


tamper-proof knots . . . fatigueless op- 
eration requires no training .. . easily 
moved to any work area. 

Whatever your product, whatever your 
business . anything that can be tied 
by hand can be tied faster, better, more 
economically with a Bunn Package Ty- 
ing Machine. 


B. H. BUNN Co., Dept. P-85 
7605 Vincennes Ave. 

Chicage 20, Ill. 

GET THE WHOLE STORY 


Send todey for this fact-packed 
booklet, which illustrates the 
many advantages of Bunn Tying 
Machines. There is no obligation, 


MAIL THIS COUPON NOW 

















5 s 
i 1 
; B. H. Bunn Co., Dept. P-8§ 1 
: 7605 Vincennes Ave., Chicago 20, Ill. : 
t Please send me a copy of your free booklet & 
which shows how Bunn Machines can save | 
; time and money in my business. r 
, v 
1 Name 1 
. f 
: Company. - 
; Address ; 
: ' 
a City : Zone. State. 1 
o. ee ee a eo auaakeuimnibeatnaidel 
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Purchasing Agents Association of 
Los Angeles and the University of 
California recently conducted a 
purchasing seminar on the campus. 
Among the purchasing notables on 
hand standing from left to right 
were: Edwin S. Thompson, second 
vice president, California State, 
County and Municipal Purchasing 
Agents’ Assn., San Diego City 
Schools; E. O. Haymond, vice- 
president, District One, National 
Assn. of Purchasing Agents, pur- 
chasing agent, Shell Oil Company; 
Thomas N. Lord, City of Hunting- 
ton Park; Don E. Vanderzyl, secre- 
tary-treasurer, California State, 


Leaders at L. A. Conference 





County and Municipal Purchasing 


Agents’ Assn., City of Riverside. 
Seated from left to right: Wm. T. 
Reynolds, national director, Pur- 
chasing Agents’ Assn. of Los An- 
geles, Inc.; G. W. Howard Ahl, 
president, National Association of 
Purchasing Agents, Philip Morris & 
Co., Ltd.; Sam McFadden, presi- 
dent, California State, County and 
Municipal Purchasing Agents’ 
Assn., Stores Superintendent, De- 
partment of Water & Power, Los 
Angeles and David L. Wilt, presi- 
dent, Purchasing Agents’ Assn. of 
Los Angeles, Inc., University of 
California. 





Detroit Association Completes 
Another Successful Year 


Purchasing Agents Association of 
Detroit wound up its 1955-56 sea- 
son of regular meetings on June 23 
with Past Presidents’ Nite. This 
was the first meeting at which the 
newly elected officers presided. 
Serving the Association for the com- 
ing year are: 


Fred Alcorn—he was recently named 
president of the Detroit Association. 


Fred W. Alcorn, 


Boyer-Campbell Co., president; 
Russell T. Stark, Burroughs Corp., 
first vice president; Edward B. 
Adams, Socony Vacuum Oil Co., 
second vice president; and Raymond 
Stefanac, Hoskins Manufacturing 
Co., treasurer. 


(Please turn to page 194) 


Russell T. Stark—the new first vice presi- 
dent of the Detroit Association. 
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HOW TO SAVE MONEY 


wit OLAINLESS STHEL TUBING 


Downtime and the labor cost of 
replacing worn-out tubing made of 
common materials can be a great 
deal more expensive than the extra 
first cost of long-lasting stainless. 


The tube failure pictured is a 
dramatic reminder of the indeter- 
minate, and usually shorter, service 
life of tubing which may bear a 
smaller price tag, but whose /ofal 
cost can be measured only after 
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the ravages of time and corrosion 
have tested its durability. 

For optimum strength, corrosion 
resistance and oxidation resistance, 
there’s a stainless grade, size, heat 
treatment and finish best suited to 
your particular pressure and temper- 
ature requirements. Ask Mr. Tubes, 
your link to B&W, how to get more 
for your money with stainless. Or 
write for Bulletin TB-356P. 


THE BABCOCK & WILCOX COMPANY 
TUBULAR PRODUCTS DIVISION 


Beover Falls, Po. and Milwaukee, Wis.: Seamless Tubing, 
Welded Stainless Steel Tubing 
Alliance, Ohio: Welded Carbon Steel Tubing 
Milwaukee, Wis.: Seamless Welding Fittings 


TA-5038(P) 
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Are you wasting 
OVERHEAD 
plant space 7 


It costs money to light, heat and 
shelter overhead plant space. 
Get a return on your investment. 
Use this space to move or store 
materials with CM Hoists. You'll 
have more valuable floor space 
for other operations. 








iy 






A favorite with production men 
CM METEOR 


WIRE ROPE ELECTRIC HOISTS 
Capacities: Ye to 5 tons 


Designed for continuous duty. Airplane type 
cooling. Thermal protection for motor. 


® Compact, enclosed construction. Operates un- 
der dusty, moist, steam or acid fume condi- 
tions 


Balanced design. Low headroom. 


@ METEOR Catalog 
142... shows all 
details of hoist 
suspension, opera- 
tion and construc- 
tion. Request one 
today for your file. 


Only 110 volts at push button control. Safety 
type hook blocks. 


Precision bearings. Helical gears. 


Long life with minimum maintenance. 








Me ALSO...comet Electric Hoists (3 to 2 tons), Cyclone Hand Hoists af 


(s te 10 tons), CM Pullers (% to 6 tons), CM Trolleys and CM Cranes. 


=> Call the CM distributor tor catalogs, prices and quick delivery from stock 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 
TONAWANDA, NEW YORK 


REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 
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(Continued from page 192) 

At the election night meeting, 
Edward McFaul of Chicago de- 
livered an_ interesting address. 
Another indication of the high qua- 
lity programs presented by the As- 
sociation throughout the year was 
the April 21 meeting. The general 
meeting was preceded by a very 
interesting presentation by the De- 
troit Edison Co—‘“A for Atom.” 
Detroit Edison is a partner with 
several other large companies on 
project designed to provide an ato- 
mic power plant in the Detroit area. 
Guest speaker at the dinner meet- 
ing was Frank B. Rackley, presi- 
dent of the Jessop Steel Co. 
Mr. Rackley discussed “Purchasing 
Comes Into Its Own” and cited 
numerous examples in his own com- 
pany that proved to him that pur- 
chasing is a profit-making function. 

The educational aspects of asso- 
ciation activity weren’t neglected in 
Detroit last Spring. A number of 
very interesting and informative 
plant tours were made. Members 
visited the General Hardwood Com- 
pany’s Detroit plant, for example. 
There they learned something about 
lumber grading problems. The com- 
pany imports hardwood from all 
over the world, kiln dries it, and 
then resells a large portion to fur- 
niture manufacturers. The company 
also operates a completely equipped 
woodworking miil for custom panel- 
ing, etc. 

Another interesting visit was 
made to Acme Quality Paints, Inc. 
This company started production in 
Detroit in 1897 and the plant now 
covers a 14 acre site in the heart of 
the city’s industrial district. 

All in all, the Detroit Association 
had one of its most successful years. 


Wichita Ass’n Holds Elections 


The Wichita Purchasing Agents 
Association installed new officers at 
a recent meeting. Newly elected 
president is F. E. “Gene” Akin, 
staff assistant to the director of 
material, Boeing Airplane Co. He 
succeeds Wayne Perkins, also of 
Boeing, who becomes national di- 
rector. 

Other officers for 1955-56 are: 
Paul Jones, Kansas Gas & Electric 
Co., first vice president; Lee Huff- 
man, Beech Aircraft Co., second 
vice president; Roy Bartles, Mid- 
Western Industries Inc., secretary- 
treasurer; and Rex Griffin, South- 
west Scientific Corp., alternate na- 
tional director. 
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(ENGINEERING DEPARTMENT ) 


For You...“Right-Now” Help 
From an Emerson-Electric 
Motor-Drive Specialist 


What kind of motor-drive help do you 
need —now or later? If it has anything 
whatever to do with appliance motors, 
here’s your man—with a background 
of 65 years of specialized experience 
in power drives, he can give you val- 
uable on-the-spot help. 


An Emerson-Electric motor-drive spe- 
cialist will start at the beginning, or 
idea stage, of your problems—will stay 


with it through every phase of develop- 
ment, test and application stages—will 
work closely with your engineering and 
management personnel on any product 
or sales improvement you have in mind. 


Call an Emerson-Electric motor-drive 
specialist...even if you have no 
immediate problem, he’!l be glad to 
confer with you. He may be able to 
make a suggestion you'll find valuable. 
No obligation, of course. 





Emerson-Electric supplies motors for 
appliances and equipment principally 
in these classifications: Oil Burner « 
Blowers « Unit Heaters * Water Circu- 
lators « Air Conditioning * Washers « 
Driers * lroners * Garbage Disposers « 
Refrigerators « Freezers * Water 


Pumps « Air Compressors 











] M 4020-C Integral [] M 4020-F Jet Pump 


Emerson -Electric 


of St. Louis « Since 1890 


[] M 4020-G Blower 


* . 

# 2 

4 Write THE EMERSON ELECTRIC MFG. CO., : 

. ST. LOUIS 21, MO., for bulletins listed below. 4 

7 ' 

. [_] M 4020-A Capacitor-Start [_] M 4020-D Fan Duty 4 

' 7 

For For Hermetic Motor For For ; [_] M 4020-B Split-Phase [_] M 4020-E Oil Burner : 
Oil Burners Pumps Parts Laundry Equipment Blowers : ' 
| 

' 

' 

o 

' 

' 


—— en ee 


BRANCHES: New York7,N. Y., 11 Park Place « Chicago 23, Ill., 1623 S. Pulaski Road + Syracuse, N. Y., 209 Oakley Drive « Detroit 7, 
Mich., 1375 E. Jefferson Ave. « Los Angeles 42, Calif., 5415 York Blvd. « Davenport, Iowa, 617 Brady St. « Cincinnati 11, 
Ohio, 2917 Ratterman Ave. 
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Go ahead and dream! Here’s the exciting new material 


to complement your design and engineering skill! 


REYNOLDS ALUMINUM 





What Tubed Sheet Is: Tubed Sheet is actually 
two sheets of aluminum metallurgically bonded 
together so that the heat transfer passageways are 
in the sheet. These expanded passageways route 
gas or liquid wherever needed with greater free- 
dom, greater efficiency and at lower cost. 


Where this new concept in heat transfer ap- 
plies in transportation, chemical and petro- 
leum, construction and many other industries: 


Imagine the possibilities that Tubed Sheet offers in 
automobile radiators and air conditioning systems 









































—perhaps even in future radiant heating systems 
for cars! Or consider trucks and trailers with re- 
frigerating panels inside roof, sides or floor to 
surround cargos with constant temperatures! 
Take aircraft, too. De-icing applications in skin 
of planes; cockpit cooling systems; guided mis- 
siles! Chemical, petroleum and petrochemical in- 
dustries can benefit from Tubed Sheet in air cool- 
ers and other heat transfer applications. Radiant 
heating panel and solar heating systems can bring 
the advantages of Tubed Sheet to the building 
and construction industry. 


See “Mister Peepers”, starring Wally Cox, Sunday nights on NBC-TY 


REYNOLDS 9% ALUMINUM | 


BLANKING « EMBOSSING ¢ STAMPING ¢ DRAWING ¢ RIVETING ¢ FORMING 
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How Performance 
a ED m% \ fa ) _’ Economy Benefits 
Have Been 
Proved: 


Refrigerator evaporators now be- 
ing produced by Reynolds for the 
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Le appliance industry point up the ad- 
y vantages of Tubed Sheet. Here are 
— some already proved benefits: 
| ee le a en ORE EEE 
a te aenentine 
| Greater freedom in 
, | aay x > A tubing pattern designs 









al he eatin 
1 aes Greater efficiency because there is no loss in 
4 conductivity as tubing is integral to sheet. 


—O—O——O— 
— Oe 





Greater economy 


through savings in > < 
manufacturing 4 








~ operations and in metal e 7 : 

— . 

Greater strength : 

because there are no : ° 

tubes to pull away from “4 > ° 

sheet—passageways = rd 

can be flat or oval and < 

A placed closer together = - ~ 

phe" ° for extra rigidity ? : 
A » . - 
: Reynolds Tubed Sheet is available : 

. with smooth surface or embossed ° 

= : pattern. Where desired, Reynolds . 

° Tubed Sheet parts can be furnished ° 

ms ° color anodized in a variety of eye- ° 
re- : appealing colors. : 
to ° Get full details on Reynolds Tubed : 
a! a Sheet now. Contact the Reynolds ° 
nS ° office listed under “Aluminum” in . 
an ° your classified telephone directory ° 
is- . Pcs ° 
-— J And consider a paste Pera and engineer- : Write : 
ing men are planning uses for this amazing new ; ° 

- : rial in bs li a ther than heat t : f ; 6 RETNOLES Cae 
materia cations other than heat transter . ° 

nt elias eR! ar ee a, “pte : FABRICATING SERVICE : 
ng a gene Oo goa vs and dream. : eynolds Tu pee anne Saath St Reni : 
ag Sheet is the exciting new material that can give Louisville 1, Kentucky : 
your ingenuity a chance to really operate! . . 

N SPeseeeeeeeeoeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


| FABRICATING SERVICE 


ROLL SHAPING ° TUBE BENDING ° WELDING ° BRAZING ¢ FINISHING 
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/tholds fast at both ends 


The threaded collar on this Jacobs Chuck provides a positive lock 
between chuck and drill press spindle. Here’s a chuck that won’t 
let go on either end, however you use it. 

The locking grip on the spindle end is more than matched by 
a holding grip of tremendous 
power on the business end. And, 
like all Jacobs Plain Bearing 
Chucks, this one is capable of 
greater accuracy and longer pre- 
cision service than any compara- 
ble chuck made today. 

Jacobs Chucks for every tool 
and work holding need are as 
near as your industrial distribu- 
tor. Call him for prompt, 
experienced service, or write 
The Jacobs Manufacturing Co., 
1\JUS Jacobs Road, West Hart- 
ford, Conn. Ask for Catalog 100. 











JACOBS AND YOUR 
LOCAL DISTRIBUTOR 


are ready to deliver the chucks you 


need and the service you deserve. 
first in chucks . . . first in service Sacobs 


CHUCK S 


if it's a Jacobs -it holds 







Pacific Conference to Be Held 
in Los Angeles in September 


Committees have already been 
lined up for the 9th Pacific Inter- 
Mountain Conference that will be 
held at Los Angeles Statler Hotel 
on September 22-25. Appointments 
were announced by S. H. Bellue, 
chief of material, Hughes Aircraft 
Co. 

Purchasing agents that are par- 
ticipating are: David L. Wilt, Uni- 
versity of California, associate 
chairman; Charles N. Perry, Nord- 
strom Valve Division, Rockwell Mfg. 
Company, co-chairman; Gordon 
Burt Affleck, Church of Jesus Christ 
of Latter-Day Saints, Salt Lake 
City, co-chairman; Phil Rypinski, 
Square D Company, Reservations 
and Registrations; George M. Wild, 
Union Bank & Trust Company, Fi- 
nance Committee; William Broker, 
Gough Industries, Inc., Publicity 
Committee; E. L. Hoyt, Calavo 
Growers of California, Ladies Com- 
mittee; W. T. Reynolds, Los Angeles 
Transit Lines, Program Committee; 
E. H. Metcalf, Huntington Land 
Companies, Greeters Committee; 
Wayne Rising, Ducommun Metals 
|& Supply, Exhibit Committee; F. V. 
| Keenan, Keenan Pipe & Supply, En- 
tertainment Committee; John R. 
Hairgrove, Braun Corporation, Ad- 
visor. 

An Industrial Products Exposi- 
tion, which will be held in conjunc- 
tion with the conference, brings 
back an exhibit which was a regu- 
lar feature of the Purchasing 
Agents’ Association for many years. 


aT: Fog 


Milwaukee Association Holds 
Annual Meeting 


North Hills Country Club was 
'the scene of the Annual Meeting of 
‘the Milwaukee Association of Pur- 
chasing Agents. Prior to getting 
/underway with business end of the 
/'meeting, members enjoyed a round 
|of golf. 

At the dinner meeting, George L. 
Altman of Maysteel Products Inc. 
'was chosen to succeed Harold J. 
Jungbluth of the Oilgear Co. as 
president of the association. Other 
newly elected officers are: Bill 
'Mett, Burlington Mills Inc., vice 
'president; Jack Clancy, Kremers- 
Urban Co., secretary; James E. 
| Moriarty, Sivyer Steel Casting Co., 
treasurer; and Frank A. Messar, 
'Globe-Union Inc., local director. 
| With this meeting the Milwaukee 
| Association wound up one of the 
| most successful years in its history 
/and is now making plans to make 
| 1955-56 a better year yet. 
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“Amazing how little this 
TORRINGTON NEEDLE BEARING cosis!’’ 


Initial cost of the Torrington Needle 
Bearing is much less than that of any 
comparable anti-friction bearing. But 
economy in first cost is only the start 
of savings which accrue to users of the 
Needle Bearing. 

Because of its unit construction and 
small size, housings and related mem- 
bers can be made smaller and lighter. 

Ease of installation trims costs on 
the assembly line, too. Just a simple 
operation on an arbor press places the 
hardened outer shell of the Needle 
Bearing in the housing. 

Throughout the life of the completed 
assembly, the Torrington Needle Bear- 
ing continues to pile up benefits. Low 


friction, high load capacity and reten- 
tion of lubricants all contribute to the 
characteristically long service life of 
Needle Bearings. 

For twenty years, our Engineering 
Department has helped designers and 
manufacturers throughout industry to 
adapt the unique advantages of the 
Needle Bearing to their products. Let 
us help you make the Needle Bearing 
“standard equipment”’ in yours. 

See our new Needle Bearing Catalog 
in the 1955 Sweet’s Product Design File 
—or write direct for Catalog No. 55. 


THE TORRINGTON COMPANY 


Torrington, Conn. « South Bend 21, Ind. 


District Offices and Distributors in Principal Cities of United States and Canada 





TORRINGTON //£/D// 


Needle « Spherical Roller + Tapered Roller « Cylindrical Roller « Ball « Needle Rollers 














These features make 
the TORRINGTON 
NEEDLE BEARING unique 


ie 


e low coefficient of starting and 
running friction 


e full complement of rollers 


e unequalled radial load 
capacity 


eee ee 


e low unit cost 
e long service life a 
® compactness andlight weight 


eruns directly on hardened 
shafts 


® permits use of larger and 
stiffer shafts 
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ALLOY METAL 


ey 


Ween 


Almet Stainless Steels 


MEET MORE REQUIREMENTS 


THAN OTHER ENGINEERING MATERIALS 


Does your Fine Wire application call for resistance to 
heat? . . . to corrosion? Does it require good fatigue 
properties . . . excellent weaving or other forming char- 
acteristics? There’s a good chance you will find the mate- 
rial you need among the more than 20 grades of stainless 
steel we fabricate into high quality Fine Wire. No other 
family of metals has the combination of properties com- 
mon to the stainless steels. 

Learn more about the interesting properties and ap- 
plications of our stainless steel Fine Wire, as well as 
our stainless Rod and Strip . . . send today for a copy 
of our new 40 page Stainless 


Steel Design Handbook. 





WIRE DIVISION 


H. K. PORTER COMPANY, INC. 
Prospect Park, Pennsylvania 







HIKP 


"© PORTER COMPanT mt 
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Baltimore Ass’n Elects 
President for 1955-56 


Mr. Joseph M. Kalista, assistant 
manager procurement at the Metal 
Products Division of Koppers Com- 
pany, Inc., has been elected Presi- 


- dent of the Purchasing Agents’ As- 


sociation of Baltimore for the year 
1955-56. Mr. Kalista has been a 
member of the Association for seven 
years. During that time, he has 
served as a director of the organiza- 
tion and as chairman of several com- 
mittees. 





J. M. Kalista 


Mr. Kalista has been with the 
Koppers Company, Inc., since June, 
1916. In 1932, he became the Assist- 
ant Purchasing Agent and Traffic 
Manager for the Division and in 
1945, he was made The Division 
Purchasing Agent. He has been the 
Assistant Manager of the Procure- 
ment Department since January, 
1949. 

Mr. Kalista will assume office in 
June and is succeeding Mr. Robert 
C. Rex of the Glenn L. Martin Com- 
pany as President. 


Toledo Ass’n. Holds 
Executives’ Night 


PAs were encouraged to invite 
their bosses and other executives 
to the June 16 meeting of the To- 
ledo Purchasing Agents Associa- 
tion. Guest speaker for the dinner 
meeting was Dr. Allan Stockdale. 

One of the highlights of the pro- 
gram was the election of new offi- 
cers. The nominating committee, 
consisting of Norm Earley, Cliff 
Penske, Walt Gogel, Bob Hecker, 
and Carl Wanamaker, presented a 
slate of candidates to the member- 
ship. Elected to lead the Association 
as president during the coming year 
was Max Thayer. 
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Delivery when promised ... dependability in every piece 





| ...and economically produced in stainless steel 


on Carlson Order No. 17656 


Not every shipment is as diversified as 
GOC 17656 but it illustrates the typical all- 
around service in stainless steel available 
from G. O. Carlson, Ine. 


There are plates, heads, rings, circles, flanges, 
bars and rounds—all stainless steel to chemi- 
cal industry standards—all made to match 
the specifications on the customer’s blue- 
print. It took special equipment to make up 
this order—equipment designed and _ built 
by Carlson engineers who work exclusively 
in stainless. 





This equipment in the hands of Carlson 
specialists lowers costs. You pay no freight on 


material you can’t use and you save man- 
hours in easier fit-up, because the material is 
ready for fabrication when you get it. 

When you order your stainless steel from 
G. O. Carlson, Inc. you can be sure of three 
things: (1) it is economically produced from 
the highest quality material; (2) it is cut to 
your specifications; (3) it is shipped on time. 
Write right now for complete information. 






, Stainless Steels Exclusively 


ARLSON,_ we. 


THORNDALE, PENNSYLVANIA 
Plates « Plate Products « Forgings « Bars « Sheets (No. 1 Finish) 
District Sales Offices in Principal Cities 
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SERVICE 


d Type KL, capacitor 


run, drip-proof, 
resilient base, 
Va, or VY HP 





Leland Type RA, repulsion start, 
induction run, drip-proof, ball 


bearing, horizontal or vertical, 


1 or 1% HP 








For More Information 


Service through any one of almost 200 Leland 
motor service stations, in all principal cities 
throughout the nation. 


A smile because records prove our customers 
seldom need these extensive service facilities! 


From its very founding, Leland’s proud policy 
has been to build motors that not merely meet, 
but surpass specifications ... motors that will 
do the job they were intended to do, and then 


some, to give you years of trouble-free, service- 


free operation. 


Yet for this very same reason—this policy of 
doing everything possible to assure customer 
satisfaction, Leland maintains an extensive, up- 
to-date motor service system to provide imme- 
diate, expert attention to your motor problems 
—whenever, if ever, they should arise. 


Next time you need motors you can depend on 
—a few, a hundred, or thousands—look to 
Leland. The extensive line of Leland motors 


ranges from % to 5 hp., an ee all popular 
types and frames. 


Write 

THE LELAND ELEctTric COMPANY 

Division of American Machine& Foundry Company 
Dayton 1, Ohio 


Visit Leland at Booth 349, 
Production Engineering Show, Navy Pier, 
Chicago, September 6-16 
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If you’re growlin’ about 
replacement costs... 


IT’S TIME TO SPECIFY 


MONARCH 
INDUSTRIAL SOLID TIRES 


IF YOUR COMPANY HAS MONEY “TO BURN”... 
TURN THE PAGE. We are talking only to buyers who 
want to reduce solid tire replacement costs .. . with 
no sacrifice of performance or quality. That’s our 
specialty. That’s why Monarch gives you premium 
lift truck tires at standard prices. 


j 

Ta ~ 
Md de. } 

Monarch pressed-on solids are manufactured 

from higher quality materials than j 4 

the best premium passenger car tires. ? a tf 

This is no idle claim! Our tires last ~~ ae 

longer because they actually are my 7 lye, 

made better. It’s as simple as that. ; iP 

We can supply a complete range 


of types and sizes to meet every 
normal or special need. 


If economy is your goal... 


MONARCH IS YOUR TIRE! 











459 LINCOLN PARK * HARTVILLE, OHIO 
’ 7-255 General Motors Bldg., Detroit 2, Mich. 


6194-MR 


TORTURE 
TESTS 
PROVE... 


oot BETREEEERED! 


Engineered fatigue tests ... on these standard tires .. . produced these results For the complete story, 


write for Bulletin TD-200. 
~-. MONARCH Mono-Cushions® WEAR BETTER ...tLAST LONGER 
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KEWANEE-ROSS CORP., Div. of 
American Radiator & Standard Sani- 
ry Corp. use SIL-FOS in making 
ROSS Heat Exchangers. Here copper 
ll is torch brazed into bronze hub 
around in only 5 to 6 minutes. 





FEDDERS-QUIGAN CORP., use a lot 
of SIL-FOS 5 in assembling their 
FEDDERS Room Air Conditioners. 
Here 3 rows of return bends (40 

s) are gas-air brazed to con- 
lenser tubes at one time in less than 
i minute, 


HANDY & HARMAN 





SIL-FOS is the low-temperature silver 
brazing alloy originated and perfected 
by Handy & Harman specifically to speed 
up and cut the cost of joining non- 
ferrous metals. 

Through the years since its introduction, 
SIL-FOS has won the confidence and 
preference of manufacturers by the 
thousands because of its standout con- 
sistency in making joints as strong and 
enduring as the parent non-ferrous 
metals—at surprising speed and low cost. 
In composition . . . in time-labor-material 
saving properties...there is only one 


SIL-FOS. 


..» AND YOU GET THIS 
VALUABLE EXTRA DIVIDEND 


The full benefit of the most extensive 
technical knowledge about silver brazing 
and practical experience in its applica- 
tion, is always at the call of every user 
and prospective user of SIL-FOS — with- 
out obligation. There’s no “or equal” 
for this service. 


GET THE FULL SIL-FOS STORY 
IN BULLETIN 20... 


Write for a copy 
... today. 





OFFICES and PLANT$ 








General Offices: 82 Fulton S$t., New York 38, N.Y. 
DISTRIBUTORS IN PRINCIPAL CITIES 


MONTREAL, CANADA 
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Ed Krech Elected President 
of New York Association 


At the June 21 Annual Meeting 
of the Purchasing Agents Associa- 
tion of New York, Ed Krech of 
J. M. Huber Co. was elected presi- 
dent for the year 1955-56. Other 
newly elected officers are: William 
F. Rae Jr., The Mennen Co., first 
vice president; David S. Gibson, 
Worthington Corporation, second 
vice president; and Edward B. 
Fielis, treasurer. 





Ed Krech accepts the gavel of his office 
from retiring President Stanley MacKenzie at 
the New York Association’s Annual Meeting. 


After Ed Fielis presented his 
thirty-third financial report, Ed 
Krech presented a certificate of 
service to Stan MacKenzie, the re- 
tiring president. Mr. MacKenzie, 
expressing his appreciation of the 
certificate and the sentiment behind 
it, said that he would give “no vale- 


dictory.” “The association moves 
on... it must move on”, he de- 
clared. 


Michael MacBurney, past presi- 
dent of the association and a very 
active member of the executive 
committee, was also awarded a cer- 
tificate of service, as was William 
Old, retiring member of the com- 
mittee, in recognition of his “long 
service” and “willingness to take 
on extra assignments.” 

The featured program, “Atomic 
Energy—Weapon for Peace,” was 
one of the most interesting general 
interest programs presented at a 
local association meeting. Dr. Her- 
bert N. Alyea, professor of chemis- 
try, Princeton University, described 
some of the general principles of 
chemistry and physics that are the 
basis of the atom bomb and atomic 
power. His talk was highlighted 
with spectacular demonstrations of 
various chemical reactions. All in 
all, it was both first-class entertain- 

(Please turn to page 206) 
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@ That’s how key men in companies throughout 
the country have voted. They’ve given Lyon five 
times more first choice votes than any other manu- 
facturer! And more than the next thirteen manu- 
facturers combined! 


Those are the findings of a nationally known research 
organization that asked executives in 5,000 companies 
this question: 


“If your company were in the market for steel 
equipment such as steel shelving, lockers, work 
benches, shop boxes, etc., what manufacturers 
‘would you consider?’’ 


Your nearest Lyon Dealer offers the world’s most diver- 
sified and most preferred line of quality steel equipment. 
(A few are shown below.) Equally important, he can 
show you how to get the most out of steel equipment 
in terms of time, space and money. 


LYON METAL PRODUCTS, INC. 
General Offices: 833 Monroe Ave., Aurora, III. 
Factories in Aurora, Ill. and York, Pa. 
Dealers and Branches in All Principal Cities 


Lyon also has 

complete facilities for 
manufacturing special items 
to your specifications. 
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A PARTIAL LIST OF LYON STANDARD PRODUCTS 


lated nalate] | Oi laste Gel elial-ti 7 melicliate in Galella: 


Tool Toters ® New Freedom Kitchens ° ° 

Lockers Cabinet Benches Bar Racks ® Display Equipment ® Revolving Bins ® Coat R 
a > 
. >. 


* 
. 

Stools Storage. Cabinets © Tool Boxes ® Toolroom Equipment 
. 


"fel a’ 
Bin Units Drawing Tables Parts Cases ® Wood Working Benches Bench 
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WE COULD REDUCE 

W/ INVENTORY COSTS 
AND HERBS FRUSTRATION 

mae—\\ BY STANDARDIZING ON 

WOODS "SURE-GRIP“ 
LINE WITH THE 


INTERCHANGEABLE 
BUSHINGS 


“Sure-Grip" bushings are re-usable with Wood's 
“Sure-Grip™ pulleys, "Sure-Grip" sheaves, “Sure-Grip" 
couplings and Timing Belt Pulleys. As a result, you can 
now meet nearly all your requirements and yet carry 
fewer pulleys, sheave and coupling sizes in stock, thus 
materially reducing inventory costs. 

Wood's "Sure-Grip" line means lower costs too, be- 
cause “Sure-Grip" bushings allow easier and quicker 
mounting and removal for speed changes or routine 
maintenance of equipment. 

“Sure-Grip" will not work loose; maintains a positive 
“Sure-Grip" on the shaft. There are bushings for every 
bore. Be sure, standardize on "Sure-Grip"! 


(2) T.B.WOOD'S SONS CO. 





















CHAMBERSBURG, PA. 


« Cleveland, Ohio 





Cambridge, Mass. - : * Dallas, Texas 





For More Information Circle No. 232 on Inquiry Card—Page 17 





(Continued from page 204) 
ment and an excellent educational 
presentation to laymen interested in 
but not thoroughly familiar with 
the scientific principles that are the 
real building blocks for atom bombs. 


Yr. eae 


Officers Elected in Scranton 


Ralph R. Rhodes of U. S. Hoffman 
Machinery Corp. is the newly 
elected president of the Scranton 
Association of Purchasing Agents. 
Other officers are: John H. Shafer, 
Federal Pacific Electric Co., first 
vice president; and J. Marshall 
Lewis, Murray Corp. of America, 
second vice. president. Newly 
elected directors include: Ralph 
Kerr, Bendix Aviation Corp.; Tom 
Leahy, Capitol Records Inc.; and 
Fred Gilbert, Hudson Coal Co. 


, 3 Ve 


Cleveland PAs Picnic 


Purchasing Agents Association of 
Cleveland held its thirty-eighth an- 
nual picnic for members and their 
families at Euclid Beach park on 
July 21. The program included free 
rides, ice cream, popcorn balls, and 
soft drinks for every boy and girl 
under 16 as well as a special gift. 
In addition, one lucky girl and one 
lucky boy each won a bicycle. A 
pleasant afternoon was had by both 
oldsters and youngsters. 


Electronics Chairman Named 





Joseph A. Milner, purchasing agent, Holy- 
oke Wire and Cable Corporation of 
Holyoke, Mass. was recently elected 
chairman of the Electronic Manufac- 
turers Buyers Group of the National As- 
sociation of Purchasing Agents. Inter- 
ested PAs who would like to learn more 
about this group can get full details by 
contacting Mr. Milner. 
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*Fictitious name used to typify over 400 Walworth Distributors 


Here’s why it pays to do business with 
distributors like Mr. Hansen’ 


Andy Hansen is typical of Walworth Distributors 
throughout the nation. He has been a distributor 
of Walworth Valves and Fittings for years. Like 
Andy, the Walworth Distributor in your area 


provides these services and savings: 


He reduces your inventory costs. He’s aware 
of the valve and fitting needs peculiar to his area. 
He stocks the products that will best serve your 
needs. Deliveries are always prompt and eco- 
nomical — emergency orders can generally be 
delivered within hours. 

He offers you application and engineering 
assistance. His technical experience can be invalu- 


able in solving your particular problems. He has 


50,000 Walworth products at his disposal. You can 
be sure that the items he recommends are exactly 


right for the job. 


He is a double guarantee. His business depends 
upon providing you with the very finest products 
and unsurpassed service. Every valve and fitting 
is backed by his own reputation and that of 
Walworth —a complete line manufacturer. 


There’s a Walworth Distributor near you ready 
to help. Call on him today. 


WALWORTH 


valves ... pipe fittings... pipe wrenches 
60 East 42nd Street, New York 17, N. Y. 
Walworth Company of Canada, Ltd., Toronto 
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Now you can have both! 













lf you have been hesitating about 
ling high-efficiency Sylvania 
Mercury Vapor lighting because of 
herent color—you need wait no 


re] 


vania phosphor-coated mercury 

por lamps, used in standard mer- 
ry vapor circuits, will give greatly 
proved color rendition that is ade- 
for most applications. If still 
tter color is needed, combine Syl- 
mercury vapor lamps with 

vania fluorescent lamps in lower- 
nted fixtures—up to 40 or 50 


LIGHTING - RADIO ° 














Vv The high efficiency of Sylvania 
Mercury Vapor Lighting 


/ Improved COLOR as well 


feet. For high mounting heights, com- 
bine Sylvania mercury vapor with 
Sylvania incandescent lamps. 

When you combine mercury vapor 
with fluorescent or incandescent 
lighting, you gain another important 
advantage, too... greater protection 
in the event of momentary power in- 
terruption. 

So... there is no longer any need 
to hesitate because of color. Get the 
real economies that only mercury 
vapor lighting can give you—plus 
improved color through Sylvania 


TELEVISION ° 


phosphor-coated lamps or regular 
high-output Sylvania mercury vapor 
lamps in combination with Sylvania 
fluorescent or incandescent. 


Sylvania’s Lighting Engineering 
Department will gladly help you 
plan your mercury vapor installa- 
tion. For complete information and 
application data, write to: 


SyLvania ELeEctric Propucts INc. 
Lighting Division, Salem, Mass. 
In Canada: Sylvania Electric (Canada) Ltd., 
University Tower Building, 
St. Catherine Street, Montreal, P. Q. 


# SYLVANIA 


...fastest growing name in sight 
ELECTRONICS ° 
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| Never leave 
"| dependability 


out of your fuel picture 


nw sicsil S 





N A sailboat has no choice—it must depend 

upon an undependable wind for locomotion. 
Fortunately, you have a choice in fuels for 
your firing system. Select the fuel known for 
complete dependability —Bituminous coal! 
It’s the one fuel which gives you: 


/ 

| Dependability of Supply—Bituminous 
coal provides, for centuries to come, an inex- 
haustible source of low-cost heat and energy. 
The vast Bituminous fields served by the 
B&O contain a great variety of outstanding 

coals for every purpose. 


—— 
a 
— 


Dependability of Cost—Cost is kept low 
: and stable thanks to the advancements made 
by modern mechanized mining. And coal is 
. economical and safe to store. 





~ Call on our Coal Technical Service! You 
I will receive authoritative information on 
: | how to select the right Bituminous coal for 
a | your specific firing job... how to make the 

| most of your fuel dollar. Ask our man! 














Write: COAL TRAFFIC DEPARTMENT 
BALTIMORE & OHIO RAILROAD 
BALTIMORE 1, MARYLAND 

















r BITUMINOUS 
a \ a COALS FOR 
” EVERY PURPOSE 
ig j 
yu 
Re 
id 
1, — 
= F-Y Real fe}. sr. me} item F-Vie cey-¥e) 
Constantly doing things — better! 
\— | } 
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UNITED CHROMIUM...a prime source for 


UNIQUE COATINGS 


for your special organic finishing needs 








® A line of unusual organic coatings offers you new de- 
pendability . . . coatings based on United Chromium’s 
long experience with corrosion problems and chemical 
resisting coatings. Investigate and you'll see why they 
offer the results you want .. . durability, economy, easy 
application and the right appearance. 

In Unichrome* Plastisols you'll find heavy-duty, resil- 
ient, thick vinyl coatings applicable by almost all methods 
... including spraying. 

In Unichrome Lacquers, Enamels, there’s protection, 
eye-appeal, and cost-cutting “mileage” in each gallon of 
clear or pigmented coating. 

In Ucilon* Protective Coatings, your maintenance de- 
partment has available systems of coatings to combat hun- 
dreds of corrosives, protect equipment under severest 
conditions, stretch time between repaintings. 

Send for Bulletins that describe each group. 

*Trade Mark 


METALLIC and ORGANIC FINISHES .. . EQUIPMENT 





100 East 42nd Street, New York 17, N. ¥. 
UNITED CHROMIUM DIVISION Detroit 20, Mich. Waterbury 20, Conn. 
Chicago 4, Ill. Los Angeles 13, Calif 
METAL . oo : 
& THERMIT CORPORATION In Canada: United Chromium Limited, Toronto 1, Ont. 
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NAM Staff Speaker Guest 
of Toledo Association 


On Thursday, June 16th, at their 
Executives’ Night Dinner, held at 
the Toledo Yacht Club, the Toledo 
Purchasing Agents’ Association had 
as their guest speaker, Dr. Allen 
A. Stockdale. Known as the “pitch- 
ing parson,” Dr. Stockdale is staff 
speaker for the National Association 
of Manufacturers. He chose as his 
subject “The Present Day Chal- 
lenge.” His masterful treatment of 
the subject convincingly proved to 
his attentive audience that the Dr’s 
international fame is based solidly 
on his ability to portray the human 
side of business and industry. On 
July 21st, the Association held its 
annual Golf Party, for members 
only, at Highland Meadows. Free 
beer and pop were served on the 
course with, apparently, impartially 
disastrous results to golf scores 
turned in. 


fk -F 


Southern Conn. PAs Hear 
Stan McKenzie 


The Southern Connecticut Pur- 
chasing Agents Association held its 
last meeting of the 1954-55 year at 
the Ridgewood Country Club in 
Danbury. Guest speaker was Stan- 
ley W. McKenzie, director of pur- 
chases of U. S. Rubber and imme- 
diate past president of the Purchas- 
ing Agents Association of New 
York. His topic was “Objective of 
a Purchasing Association.” 

This was the first meeting con- 
ducted by George McShane as 
president of the Association. Mr. 
McShane is PA for American Felt 
Co. Other newly elected officers 
are: W. R. Ferguson, Barden Co., 
first vice president; Clifton W. Boy- 
lan, Sorenson and Co., second vice 
president; Alfred Green Jr., Burn- 
dy Engineering, secretary; and Ed 
Cunningham, Conde Nast Publica- 
tions, treasurer. 


*’ ££ = 


Chemical Fact Book Issued 


The second edition of the “Chemi- 
cal Industry Facts Book” has been 
published by the Manufacturing 
Chemists’ Association. The 160-page 
reference work contains 15 chapters 
on all aspects of the chemical in- 
dustry. Single copies are priced at 
$1.00 and may be obtained from 
Manufacturing Chemists’ Associa- 
tion, 1625 Eye St. NW, Washington 
6, D.C. 
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A Message from DuPont 


on Advanced 


Product Design 








JET FUELS and synthetic lubricants demand a hose material that’s strong, flexible 





and corrosion-resistant. With Du Pont “Teflon” (shown above being extruded), 
long, trouble-free service life is assured. “Teflon” is unaffected by the solvent 
action of lubricants and has a useful temperature range of —450°F. to 500°F. Hose 
assemblies manufactured by Resistoflex Corporation, Belleville, New Jersey. 


How industry profits from the 


unrivaled heat and chemical 
resistance of Du Pont TEFLON” 


Discover how “Teflon” 
can help lower 
replacement costs for you 


Millions of dollars are lost each year 
when parts break down from expo- 
sure to heat or corrosion. Du Pont 
“Teflon” — with its amazing proper- 
ties —is helping overcome this prob- 
lem in scores of industries. 

The working temperature range 
of “Teflon” starts at —450°F., and 
extends up to 500°F. No acid, alkali 
or solvent normally encountered in 
industry will attack “Teflon.” 

While many materials swell or de- 
teriorate from contact with mois- 
ture, “Teflon” has zero water 
absorption. “Teflon” also makes an 
excellent bearing —it’s tough, has a 
coefficient of friction equivalent to 
ice against ice, and usually needs no 





ZYTEL® ALATHON® 


nylon polyethylene 
resin resin 








oil maintenance. ““Teflon”’ combines 
excellent dielectric properties with 
superior thermal characteristics, 
which are useful in miniature com- 
ponents. And, because of its non- 
sticky characteristics, this versatile 
material is also used for handling 
viscous materials. 

“Teflon” tetrafluoroethylene resin 
is one of four plastic engineering 
materials made by Du Pont. The 
others are: “Zytel’” nylon resin, a 
material with outstanding abrasion 
resistance, impact strength, resili- 
ence and molding economy; “Ala- 
thon” polyethylene resin, noted for 
its toughness, corrosion resistance, 
flexibility and lightness; and “Lu- 
cite” acrylic resin, which has excel- 
lent light-transmitting properties, 
resistance to shattering and weather- 
ability. You can obtain information 
on these materials by filling out the 
coupon at right. 





TEFLON® LuciTE® 


tetrafluoro- acrylic 
ethylene resin resin 
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BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 






mie 


PROTECTS PROCESS EQUIPMENT. The bellows 
on this flexible coupling is machined 
“Tefion.” Its flexibility compensates for mis- 
alignment between pipe connections and ab- 
sorbs vibration. None of the chemicals 
normally found in industry will affect it. 
Expansion joints manufactured by United 
States Gasket Company, Camden, N. J. 


% : ene 
TOUGH BUSHINGS of “Teflon” are used on 
this dyeing machine which operates under 
high heat and pressure. The bushings are not 
corroded by the dyes...nor distorted by the 
heat or pressure encountered here. They 
never need oiling. 


. 
i 


210°F. VAPORS won’t break down the lead- 
through insulators and gauge gaskets in the 
Best Automatic Coffee Maker —they’re of 
Du Pont “Tefion.” “Teflon” has zero water 
absorption and high heat resistance. Its di- 
electric properties are excellent. Equipment 
manufactured by Best Products Company, 
Chicago, Illinois. 


E. I. du Pont de Nemours & Co. (Inc.), 
Polychemicals Department, 
Room 378, Du Pont Bidg., Wilmington 98, Del. 


in Canada: Du Pont Company of Canada Limited, 
P. 0. Box 660, Montreal, Quebec. 


| 

| 
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| 

| 

| Please send me more information on the 

Du Pont engineering materials checked: ‘“Tef- 
lon’’ tetrafluoroethylene resin ( ); ‘‘Zytel’’ 

I nylon resin (_ ); ‘‘Alathon’’ polyethylene resin 

j ( ); ‘‘Lucite’’ acrylic resin ( ). I am inter- 

| ested in evaluating these materials for: 

| 

| 

| 

I 

I 

| 

| 
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Name 

Position 

Firm Name 
Type of Business 
Street Address -. 
City. _State 
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TON STOPS RUST... 
ACKAGING TIME 


ORCHARDUP/ 








Eaton Manufacturing 
Company, Cleveland, 
Ohio uses Orchard VPI 
to prevent rust on axle 
parts. 
Eaton reports, “We save 
in packaging time 
vith Orchard VPI Pa- 
per The illustrations 
right show Eaton 
gears and pinions pre- 
served with a single 
wrap of Orchard VPI;.a 6 year test 
lusively proved Orchard VPI’s 
ting qualities for protection 
inst rust. 


placement 


Write For 
| Free vp; 

Sample Kit 
No Obligation 








rchard VPI gives off an invisible 
vapor that stops rust on all ferrous 
etal parts. It is economical for 
for shipping and for 


ORCHARD PAPER CO., Dept. P52 
3914 N. Union, St. Lovis 15, Mo. 


Please send us the Orchard VPI Sample Kit. 


] 

| 

packaging, t 

rage. It saves time, delivers parts ! 
resalable condition and is easy . ee eee cubist dddebeck ySdapee 

use! Orchard VPI is available in , 

heets, rolls, bags and shrouds — : 

t 

+ 


hapes and sizes to fit your needs. 


Requested by............... 


Address............... n 
MIR scassicnosascsiasecipsass ied 
Ll 


Low ce eceaeeaeeoaedt 


ORCHARD PAPER CO. 


3914 N. 


UNION 


Atlanta 


ST. LOUIS 15, MO. 


Dallas 
Syracuse 


Offices in Cleveland 


New York * 


Chicago 


Indianapolis * Kansas City * Los Angeles > 
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Al Soell Honored at St. 
Louis Luncheon Meeting 


Newly elected N. A. P. A. Presi- 
dent Al Soell was honored at a spe- 
cial luncheon held at the Missouri 
Athletic Club on June 17. On hand 
to offer congratulations were J. J. 
Ritterskamp, president of the Pur- 
chasing Agents Association of St. 
Louis and J. M. Arndt, vice presi- 
dent and director of sales of Mr. 
Soell’s firm, Gaylord Container 
Corp. Among the honorary mem- 
bers of the St. Louis Association 
present at the luncheon were five 
men who were at the organization 
meeting of the St. Louis Associa- 
tion in 1916. They are Fred Russe, 
Arthur Sherwood, V. W. Bergen- 
thal, J. A. Hecker, and Walter M. 
Lowry. 

The regular meeting of the St. 
Louis Association on June 28 was 
also designed to honor the national 
president from St. Louis, Al Soell. 
In addition, members voted on new 
officers to serve during the coming 
year. They are: Earl B. Boub, Star 
Manufacturing Co., president; Frank 
Jost, McQuay-Norris Manufactur- 


ing Co., first vice president; Bill 
Bridwell, General Steel Castings 
Corp., second vice president; J. J. 


Staed, McCabe-Powers Auto Body 
Co., secretary; and J. M. Tyler, 
Gruendler Crusher and Pulverizer 
Co., treasurer. Chosen to serve on 
the Executive Committee were: 
Harry O. Donnohue, A. B. Chance 
Co.; Norvell F. Slay, Key Co.; and 
Marvin W. Cox, Wagner Electric 
Co. 

New members of the St. Louis 
group include Robert A. Griesdieck, 
Jack L. Johnston, Clyde R. With- 
row, Robert M. Mayer, Everett L. 
Schlottman, D. H. Clark, and Frank 
E. Bergin. 


& 4a 


302 Attend Dayton Ass’n 
Picnic and Golf Party 


The Dayton Association’s biggest 
and best picnic and golf party yet 
was held recently at Walnut Grove 
Country Club. Credit for the fine 
program should go to President Ted 
Thompson and his committee chair- 
man, Phillip B. Hull. However, like 
all successful events, it wasn’t a 
one-man show. Every member of 
the various committees deserves 
plaudits for his contribution to make 
the outing a success. 

New members of the Dayton As- 
sociation include Miss Betty Ann 
Jackowitz, Kowhler Aircraft Prod- 
ucts Co.; James B. Snapp Jr., W. H. 
Kiefaber Co.; and R. S. Wood, Kits, 
Inc. 
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TO THE 


FASTENER BUYER: e FAST DELIVERY 


Lamson & Sessions has 


oem © COMPETITIVELY PRICED 


fasteners for the aircraft 


industry for many years eo FULL RANGE OF TYPES & SIZES 


Therefore their experi 


ence with aluminum goes 


back a long ways. Now, Here’s good news for users of aluminum fasteners. 


however, Lamson has 
added to its aluminum Lamson & Sessions has now added “standard” bolts, nuts, screws and 
fine stendord tostemam cotters of aluminum alloy to its famous full line of fasteners. 


from stock 


Henceforth the products illustrated above will be readily available. They 
come in a wide range of standard sizes, including machine screws down 
to No. 6 diameter by 14” in length. 


This means that users of aluminum bolts and nuts can now buy at com- 
petitive prices with the added advantages of fast delivery and service. 


From now on it will pay you to insist on Lamson & Sessions aluminum 
fasteners — made by one of the world’s largest fastener manufacturers. 


THE LAMSON & SESSIONS CoO. 


1971 WEST 85th STREET - CLEVELAND 2, OHIO 
Plants at: Cleveland and Kent, Ohio + Birmingham + Chicago 
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Wire that’s 
BEST for 
difficult 


cold heading | 


terrific displacement of metal 

the cold heading process 

res a wire that’s processed 

ically to meet the exact re- 
rements of the job. 


ints where Keystone ‘‘Spe- 
Processed”’ Wire is specified 
lifficult cold heading, produc- 
ecords show these valuable 
1) increases the produc- 

rate which lowers cost per 
2) greatly prolongs die life 

h reduces machine down-time 
i labor costs; (3) provides high- 
juality finished products 
h minimizes rejections and 


10ms. 


on our wire specialists for 
ance on any problem con- 
erning steel wire. Contact your 
eystone representative or write 
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Youngstown PAs Hear 
Sportscaster 


Guest speaker at the June 21 
meeting of the Youngstown District 
Purchasing Agents Association was 
Joe Valicenti, sportscaster for 
WFMJ Youngstown. Mr. Valicenti 
had just returned from the Pee 
Wee Golf Tournament and his in- 
teresting talk included comments 
on this event as well as other hap- 
penings in the world of sport. 

New officers of the Association 
include: C. H. Egan, Westinghouse 
Electric Corp., vice president; C. T. 
Blumenschein, General Fireproofing 
Co., secretary; and H. R. Williams, 
Mahoning Valley Supply Co., trea- 
surer. Serving as directors during 
the coming year are C. T. Blumen- 
schein, H. R. Williams, W. C. Hur- 
son, M. W. Stewart, and C. H. Egan. 


“Purchasing Problems” Topic 
At N.J.P.A.A. Meeting 


A regular meeting of the North 
Jersey Purchasing Agents Associa- 
tion was held June 8 at the Robert 
Treat Hotel in Newark. 

Guest speaker at the affair was 
Robert Smith, editor of “Purchas- 
ing News.” Mr. Smith spoke on 
purchasing’s problems and its role 
in maintaining the free enterprise 
system. Mr. Smith, who said that 
it was only in the past “couple of 
years” that purchasing had been re- 
cognized, discussed things he be- 
lieves the purchasing agent can do 
to gain stature in the field. He said 
that today’s purchasing agent should 
become “engineer-minded . . . part 
lawyer...” and get interested in 
“this thing of economics.” 

In the question and answer period 
following his address, Mr. Smith 
declared that “purchase analysis 
people are being dropped” by most 
companies. He said that value ana- 
lysis sections were something that 
were kept by industry only in “lush 
years.” 

Fred Esser, president of the as- 
sociation, presented a certificate of 
service to Charles Sherwood, retir- 
ing secretary and one of the found- 
ers of the group. Mr. Sherwood, 
Vice President of Purchases for 
Federal Telephone & Radio Corp., 
has been transferred to another di- 
vision of the company. Charles Mes- 
sner has been named secretary to 
succeed Mr. Sherwood, and John 
Byrne takes over Mr. Messner’s 
post as editor of the association 
bulletin. 
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pxaabapane f Thermoid | 
Multi-V¥ Belts Industrial 
cut operating costs 


There’s a Thermoid V-Belt for every plant application. C, Dand E 
Every belt is pre-stretched to provide longer service and Section Belt 
maximum power transmission without slippage. Thermoid 

C, D and E sections are rayon-grommeted for brute 

strength and extra flexibility that withstands repeated 

shock loads. The entire belt is vulcanized into a solid unit 

that resists moisture, abrasion, internal friction and heat. 


Get longer wear with less maintenance . . . cut your 
operating costs with Thermoid Multi-V Belts. To meet the 
exacting requirements of any plant service, your Thermoid 
Distributor carries a complete line of Thermoid 

Multi-V Belts, Hose and Conveyor Belting. Call him 

or write direct for complete information. 


ae 
& Elevator Belting + THensinission Belting hermol Rubber Sheet Packings + } 
| V-Belts « Wrapped & Molded Hose | : 


ve 


Thermoid Company « Offices & Factories: Trenton, N. J., Nephi, Utah 





Central lowa Ass’n to Hold 
Products Show 


Iowa’s first Products Show, an 
all-industry trade exposition of in- 
dustrial products and services, will 
be held Nov. 17 and 18, 1955, at the 
new Veterans Memorial Auditori- 
um in Des Moines. 

Plans for the event, sponsored 
by the Purchasing Agents Associa- 
tion of Central Iowa, were an- 
nounced by G. R. Barcus of the 
John Deere Ottumwa Works, as- 
sociation president. 

A. W. Baldock of Globe Ma- 
chinery and Supply Co. Des 
Moines, was named chairman of 
the show committee. Other com- 
mittee members are Donald Foster 
of Midwest Metal Stamping Co., 
Kellogg, lowa, and James M. Casey 
of Wood Brothers, Inc, Des 
Moines. 

Approximately 150 manufacturers 
and suppliers of products for indus- 
trial use are expected to have ex- 
hibits in the show, which will oc- 
cupy 50,000 square feet of floor 
space in the auditorium. 

Persons attending will include 
purchasing agents, foremen, super- 
intendents, engineers, designers, 
production executives and other 
personnel of Midwestern industrial 
plants. 

Although this is a new event in 
Iowa, similar expositions have 
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high-strength 
aluminum castings 


without heat treatment! 
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Foundries without heat treating facilities are producing high- 


strength aluminum castings with Federated’s Tenzaloy. Me- 
chanical properties are equivalent or superior to the common 
heat-treated alloys, and impact strength is greater. 


Tenzaloy, a product of Federated research, is a self-aging 
alloy of the aluminum-zinc-magnesium type. It reaches full 
strength after a few days aging at room temperature. No 
special casting precautions or facilities are required. 


Tenzaloy castings have excellent machinability. They can 
be anodized to a superior white color. Tenzaloy is one of the 
few casting alloys that can be brazed at high temperature. 
It has corrosion resistance equal to or better than the aluminum- 
silicon alloys. 


If your heat treating facilities are inadequate or too costly, 
or if you are paying for outside work, or if you are casting 
large and complex aluminum shapes which cannot be con- 
veniently heat treated, call Federated for more information on 
modern Tenzaloy. Any of our 13 plants and 23 sales offices 
across the country is ready to help. 


been “highly successful” in other 
major cities, providing a “show- 
place where buyers can see and 
compare the offerings of supplier 
industries,” Baldock said. 

With approximately 3,400 manu- 
facturing plants, Iowa has become 
“one of America’s great industrial 
states,’ the chairman pointed out, 
and “we believe it is time for Iowa 
industry to have such an exposition 
as we are planning.” 


FF) oe 


Company History Booklet 


The Worcester Stamped Metal 
Co., Worcester, Mass., has published 
a booklet “Men of Metal,” a history 
of the company. The booklet shows 
how the growth of the company 
paralleled the development of the 
mass production era. It describes 
the services and contributions to 
the development of stamping meth- 
ods and techniques of J. F. Wilson, 
H. R. Sinclair and F. E. Billings, 





all of whom were closely connected 
with the company over its 72-year 
history. Copies are available from 
The Worcester Stamped Metal Com- 
pany. 


DIVISION OF AMERICAN SMELTING AND REFINING COMPANY 
120 BROADWAY, NEW YORK 5, N. Y. 

IN CANADA: FEDERATED METALS CANADA, LTD., TORONTO AND MONTREAL 

Aluminum, Anodes, Babbitts, Brass, Bronze, Die Casting Metals, Lead and Lead Products, Magnesium, Solders, Type Metals, Zinc Dust 
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DISSTON 


HAS THE EDGE 
in metal-cutting 






Whatever your metal-cutting needs, Disston “‘know- 
how” will give you better cutting, longer tool life, more 
value for your tool dollars. 

' For example, the new Disston Roll-Chip Buttress- 
Tooth Metal Cutting Band Saw incorporates a new and 
stronger tooth design with a wide, non-clogging gullet. 

It makes possible heavier work loads. It “cuts cool,”’ 

lasts longer and gives smooth finish. It is excellent for 

removing gates and fins from aluminum and mag- 
nesium castings and other non-ferrous metals. 

In Disston files the exclusive Bite-Rite® tooth design 
means faster, smoother, easier cutting. The wavy teeth 
form curls instead of chips—thus assuring clean, open 
gullets. They are available in American or Swiss Pattern 
types for every filing need—from large castings to 
small intricate shapes. 

The new Super-Safe Hack Saw Blades are the safest 
blades you can buy. With long-life high-speed-steel 
cutting edges on tough, shatterproof alloy-steel backs, 
they absorb heavy strains, will not shatter. Depend on 
Disston for better hack saw blades and frames, metal- 
cutting band saws, all types of files and circular saws. 

Call your Disston distributor today and have him 
demonstrate these tools right in your shop. On your 
own machines you will see for yourself why Disston qual- 
ity means more efficient, more dependable metal-cutting. 


























Write for more information on these tools. 


HENRY DISSTON & SONS, INC. 


833 Tacony, Philadelphia 35, Pa. 


Other factories and branches: 
Toronto, Ont.; Seattle, Wash.; Chicago, Ill. 


ESTABLISHED 1840 





REG. PAT. OFF, 
For prompt service, 
expert advice, 

reliability, many economies 
SEE YOUR DISSTON DISTRIBUTOR 
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Crane wheels are one of the many types of products made from Bethlehem blanks. Here a wheel, bearing, axle, and 
coupling are being assembled at the plant of Whiting Corporation, builder of high-quality industrial machinery. 


How to be sure of high strength 
in a circular forging 


Sirength is often the very first requirement in 
a heavy-duty circular part. Bethlehem forged- 
and-rolled circular blanks give you consistently 
high strength, without excessive weight. 

How is this done? The answer lies in Beth- 
lehem’s unique process of manufacture. The 
steel blanks are not just forged, not just rolled, 
but oth — in a most unusual mill that combines 
the steps as a single operation. The mill is thus 
able to produce a uniform product—one so 
strong that customers can often specify lighter 
blanks than they formerly used. 

Bethlehem forged-and-rolled blanks are used 


in gears, crane wheels, industrial wheels, turbine 
rotors, clutch and brake drums, sheave wheels, 
flywheels, tire molds, pipe flanges, and many 
other circular products. The blanks are available 
in sizes from 10 to 42 in. OD and can be fur- 
nished either heat-treated or untreated. For fur- 
ther details, ask for a copy of illustrated Booklet 
216; it will be sent to you promptly without 
cost or obligation of any kind. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by Bethlehem 
Pacific Coast Steel Corporation. Export Distributor: Bethlehem 
Stee! Export Corporation 


BETHLEHEM STEEL 
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New oro 


standard industrial 
hydraulic pumps... 















new low-cost gear 
pump line designed for 
lift trucks, front-end 
loaders, road graders 


keye,y Shap, 






standard 
you a choice 


of design and mé 
they inco 
“Pressure Loaded” 
efficiency and 
performance th 












If you want to build sup magneto flange 


performance plus econé 


































off-the-road or mate rt we ag — 
equipment, get the full story o mp a isplace- al 

Pesco Pumps. Contact your lo Model Flow ment Pressure Speed 

sales engineer or write: PESCC available Series GPM Cu. In. PSI RPM 

North Miles Road, Bedford, in three 051002 | = 10.0 1.32 2000 2000 

popular 052973 12.0 1.56 2000 2000 

capacities: 052941 16.0 1.93 1500 2200 














*Pesco’s patented principle of gear pump construction. 








eT eee tee spatoneess: ey NT oR ee _ 
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PRODUCTS DIVISION BORG-WARNER CORPORATION 


[ XN So > . 24700 NORTH MILES ROAD . BEDFORD, OHIO 
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Aluminum 





WASHERS 


Another one-source service of Joliet. Now 


you can order non-ferrous washers 





alumi- 


num, brass and copper from Joliet Wrought 
Washer Company. Also, of course, a com- 
plete line of special, standard, S.A.E., rivet- 
ing washers, machine screw washers, carbor- 
ized structural steel washers, malleable and 
lock washers. Special washers our specialty 


—Since 1914! 


For More Information 
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N. A. P. A. to Sponsor 
Student Essay Contest 


Prior to 1950, when it was dis- 
continued because of uncertainties 
resulting from the draft, etc., the 
National Association of Purchasing 
Agents sponsored a Boffey Memo- 
rial Award Students’ Contest. A 
competition of essays dealing with 
purchasing submitted by graduate 
and undergraduate students, it was 
a project of the Schools and Col- 
leges Development Committee of 
the N.A.P.A. Committee on Educa- 
tion. 

At the end of 1953, it was de- 
cided to investigate to determine 
whether the contest should be re- 
newed or discontinued permanently. 
The Schools and Colleges Committee 
consulted with the Policy Commit- 
tee and District education chair- 
men and recommended that the 
contest be renewed but with one 
important change. Instead of spon- 
sorship on a strictly national level, 
it was suggested that it be handled 


at the local association level 
through the District education 
chairmen. 


The contest has now been re- 
newed for 1955-56 on the premise 
that the education committee of 
each local association will give it 
its wholehearted support. Each as- 
sociation should try to stimulate 
interest locally by correspondence, 
personal visits, and discussion with 
representatives of local schools and 
colleges. 

The rules of the contest provide 
that papers are to be judged at 
the local level with the three best 
ones submitted to the District 
chairman. Three District winners 
are then selected and sent to the 
national. A national winner will 
be chosen from the 24 papers pre- 
sented from the 8 districts. 

The N. A. P. A. will provide cash 
prizes of $500, $400, $300, $200, and 
$100 for the five best papers. In 
addition, it will supply certificates 
of merit for winners of local or 
district contests. Any local or 
district desiring to supplement the 
certificate of merit with an addi- 
tional award is privileged to do so. 

The objective of the contest is 
to stimulate interest in the pur- 
chasing field in schools and colleges. 
It will also help local associations 
to broaden their contacts while they 
are promoting the contest. 
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P-K “proving ground” for j 


ASSEMBLY STRENGTH 


The “proving ground” for the holding 
power of P-K Socket Screws is 
industry-wide. Millions of assemblies 
made by thousands of satisfied 
customers are your assurance that 
screws made to P-K quality standards 
meet every test. 

In many of these assemblies, P-K 
Socket Screws are subjected to extreme 
conditions of shock and vibration... 
such as ordnance and other products 
made to exacting demands of the 
Armed Forces. 


Get samples, information from your 
P-K Distributor, or write: 

Parker Kalon Division, General 
American Transportation Corporation, 


STAY TIGHT UNDER TOUGHEST CONDITIONS 200 Varick St., New York 14. 
In the warp knitting machine, above, P-K Socket Screws stay 

tight under constant vibration. Some of many different P-K 

Socket Screws used are shown — P-K Cap Screws in shaft bear- 

ing pads and needle bar clamps, and P-K Set Screw in collar 

on needle bar rocker shaft. 





SOCKET SCREWS 


SP D> pe, 
err’. 
Fonembet PK means OK 
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Lima Ass’n Holds Elections 


Donald J. Kerr of Westinghouse 
Electric Corp. was recently elected 
president of the Lima Area Pur- 
chasing Agents Association. He suc- 
ceeds C. W. Babcock of Ex-Cell-O 
ELIMINATE DELAYS with Corp. Other newly elected officers 


° ° \ include: Har Birch, first vice 
Quick Acting JOHNSON Furnaces | i] president; William Mason, second 
4 T vice president; William Ebling, sec- 

Heat treat high speed steels = 4 retary; and Robert Gray, treasurer. 
Harden high carbon steels = New directors include L. E. Pennell 


Braze carbide tipped tools and David Williams. 


JOHNSON No. 120 Hi-Speed ek. 


eat tools, dies and small metal parts in your Committee Makes Ready for 
nt. Quick Acting JOHNSON No. 120 Hi- Sixth District Conference 


lelivers 1500° F. in 5 minutes, reaches 2300° ‘ 
30 minutes. Gets the job done fast to save Thomas O. English, assistant gen- 
and gas. Temperatures easily regulated with eral purchasing agent, Aluminum 
.cy. Firebox 5 x 73%4 x 13%. Complete with Company of America, national di- 
rax Hearth, G. E. Motor and Johnson Blower. rector of the Purchasing Agents As- 
sociation of Pittsburgh, and program 


ene F. & - apsrsed chairman for the Sixth District Con- 
There is a Quick Acting JOHNSON Unit for every toolroom ference, reports that a number of 
nd shop. Write for complete catalog. Johnson Gas Appli- ° 


ey . outstanding speakers have been se- 
ance Company, 603 E Avenue N. W., Cedar Rapids, lowa cumad See thd Sit Dantes Cis 


ference to be held at the Hotel 
Webster Hall in Pittsburgh next 
October. One of the innovations at 
this conference will be a panel dis- 
cussion on the legal aspects of pur- 
chasing, which will provide an op- 
portunity for questions to be sub- 
mitted by those attending the Con- 
ference. 

Another innovation will be that 
one of the three District Chairmen 
on Education, Standardization and 
Public Relations will preside at the 
Friday morning, Friday afternoon 
and Saturday morning sessions. 

eae bos ee George A. Renard, executive sec- 
Ard retary of the National Association 
BEFORE ae . ASMA ARAL A’ of Purchasing Agents will speak on 











Sees ! ; eae A A AA re the Saturday morning program. 
You Buy SO Re ees ics, SB ASAD os Other speakers, and the subjects 
33 \(¢4 Bi Sy Ree: which they will discuss, will be an- 


nounced later. 


LAX Y James L. “Roy” Mills, purchasing 
Konik is a special alloy steel that gives Conti- J agent of the General Fireproofing 

Get the Facts on — Se ee oh = gs te. Co., Youngstown, Ohio, and Sixth 
ance for longer life and lower upkeep costs. Pee « tant : : a 

60 3 TI 4 E NTAL Its greater tensile strength (over 85,000 lbs. per #Eeae District — President of the Na 
sq. inch) withstands abusive shocks and ~ Mui tional Association of Purchasing 
The Only— stresses, extremes of temperature, without Tage Agents, has scheduled the Sixth 
Chain Link Fence sagging or losing alignment. Bright-galvaniz- (yee District Council Meeting to be held 


ing after weaving and 13 other features mean ame : 
made of KONIK STEEL. xtra protection and fine appearance. Com- beginning at 1:30 p.m. on Thursday 


plete engineering and construction service. + x afternoon, October 13. 

The Conference will open Friday 

Send for FREE COPY morning, October 14, and will close 
* at noon Saturday, October 15. Fri- 

of PLANNED PROTECTION sia day morning breakfast from 7:30 

I I to 8:30 a.m. will be included in the 


Gentlemen: Please send us without i 


a 
I obligation a copy of ‘'Planned Protection." registration fee for all who register 
CON rINENT ‘AL | i for the Conference. Registration fees 
wae lso include the Friday lunch 

STEEL CORPORATION: KOKOMO, INDIANA J] — ae Se ea em, 
Friday evening banquet and Satur- 

8, te ene ee firiahes, Including Galvanized, day morning breakfast. 

KOTE, Flame-Seale ry 

r Finighed, Bright, and special wien ALGO Guened City State Theodore R. Zenk, purchasing 


od Stee! Sheets, Nails, Continental Chain i { 
e, and other products. a2 eee ee ee ee eee ee eee eee eee ee (Please turn to page 226) 





Firm 
PRODUCERS OF: Manufacturer's Wire in many sizes, ] Address 
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onary industrial 
engine lubricant 
developed specifically 
to meet problems posed 
by new engine designs, 
higher loads, economy fuels 


New STANODIESEL Oil M meets— 
and with plenty to spare—the performance 
requirements imposed on diesel lubricants 


by new engine designs, higher loads and the use of 
economy fuels. It meets these requirements because, 
first of all, it is an oil refined from the finest quality base 
stocks. It thus has superior stability. Then additives 
exclusive with STANODIESEL Oil M have been blended with 
these base stocks. The additives do these things: 


INHIBIT OXIDATION. Prevent unwanted increases 
in oil viscosity. Prevent corrosion of bearings. 


PROVIDE DETERGENT-DISPERSANT ACTION. 
Keep crankcase, pistons, cylinder walls and other 
parts clean. Keep contaminants in suspension, 
prevent redeposit. 


PROVIDE ANTI-FOAM ACTION. Foaming 
tendencies of oil are controlled. Oil is suitable 
for use in hydraulic governors. 


INCREASE LUBRICITY. Wetting agent increases 
oil's ability to reach and maintain a film on highly 
stressed parts. 


STANODIESEL Oil M is a “‘Mil” type oil. 


Your next move? Find out how STANODIESEL Oil M 
can serve you. In the Midwest call your nearby Standard Oil 
lubrication specialist. Or contact Standard Oil Company, 
910 South Michigan Avenue, Chicago 80, Illinois. 


STANODIESEL OIL M 


Does these things for your engine 








Lessens engine deposits, ring 
and cylinder wear. 


STANDARD 


Lessens spark plug fouling. | 


Lessens fuel injector and pump 
sticking resulting from engine 
deposits. 


§. takes a lot of doing to 


maintain leadership in a field for 90 long years! 


We thank our many friends for the opportunity 


they have provided us to fill their needs for 


Pressure Gauges Dial Thermometers 
Water Regulating Valves Solenoid Valves 
Heating Specialties 


MARSH INSTRUMENT co. Soles affiliate of Jas. P. Morsh Corp, 
Dept. G, Skokie, Ill. 


| oF Accuracy” 
Vee Aap pocomncr 
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has the answer 
fo your sealing 
problems 


Engineers the country over have found the 
solution to trouble free, leak proof sealing by 
specifying and using PRECISION “O” Rings and 
Dyna-Seals. PRECISION, the world’s largest ex- 
clusive producer of these specialized products, 
has engineered and solved the industrial sealing 
requirements of hundreds of manufacturers. 
PRECISION ‘O” Rings and Dyna-Seals are per- 
formance proved, dependable seals against 
gasoline, fuels, oils, gasses and chemicals. 


PRECISION ‘0’ RINGS—Compression molded 

from quality controlled compounds to meet 
SAE, JIC, ASTM, AMS and all military and commer- 
cial specifications and standards. Rigidly inspected. 
195 standard sizes — specials to your specifications. 
PRECISION ‘'O"' Rings seal against pressures up to 
5,000 psi. For static or dynamic installations in fluid 
power mechanisms, couplings, control valves, etc. 


\ 


} PRECISION DYNA-SEALS—For face-to-face seal- 

ing on any flat surface. This one piece syn- 

thetic rubber sealing member, bonded to a steel 

washer, eliminates the need for grooves, flanges and 

special machining — cuts assembly costs! Reduces 

bolting torque. Dyna-Seal provides a positive seal 

under pressures up to 10,000 psi. It has hundreds 
of time saving applications. 





You too can rely on PRECISION — for quality — for service — for technical help. Call in a PRECISION Engineer today. 


recision Rubber Products 


CORPORATION G2] 


“0” Ring and Dyno 





Dept. P, Oakridge Drive, Dayton 7, 0. Canadian Plant at: Ste. Thérése de Blainville, Québec 
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the various conditions under which the loop will operate. 






speed of response; low inertia and high stall torque. 


SYSTEM 
STABILITY 














to inertia characteristics possessing 
inherent damping rangin 
1%" diameter are available. Low 


required can also be provided. 










(shown 3% size) 


‘There is no one “cure all’”’ for system instability.. The desired stability of a 
servo loop is attained through the proper selection of components that satisfy 
earfott offers four 
basic motors and combinations for providing system stability. All feature high 


SERVO MOTORS: Servo motors with high torque 


(built-in) 


in size from %" to 


speed, low 


power motors for use in simple instrument servos 
where high damping and/or low time constant is 


VISCOUS DAMPED SERVO MOTORS: Provide 
integral viscous damping for simple instrument 
servos. Any degree of damping can be provided. 
These units reduce no load speed of standard 
motors to 50% or 75% of normal, providing 70% 
or 50% of critical damping respectively. 






4 size) 


ly damped 


or deceleration basis with little loss 


amplifiers. 










(shown \% size) 









linearity, high output and maximum 
fundamental null ratios. 

























giving data of components of interest 


KEARFOTT COMPONENTS 
INCLUDE: 


Gyros, Servo Motors, Synchros, 
Servo and Magnetic Amplifiers, 
Tachometer Generators, Her- 
metic Rotary Seals, Aircraft Navi- 
gational Systems, and other high 
accuracy mechanical, electrical 
and electronic components. 


A SUBSIDIARY OF GENERAL PRECISION EQUIPMENT CORPORATION 


KEARFOTT 


7 


FS ERA Sec OD Oe 





with 
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(shown approximately 


INERTIAL DAMPED MOTORS: Integral inertial- 
motors for use in high speed and/or 
high gain servo systems—damping on acceleration 


in normal 


no load speed. These units make possible system 
cut off frequencies up to 25 cps using magnetic 


SERVO MOTOR TACHOMETER GENERATORS: 
For system stabilization by voltage feedback from 
an integral tachometer generator. May 
tained as damping generators for use in simple 
rate servos or as rate damping generators for use 
in very high gain systems. The latter feature high 


be ob- 


output to 


These servo motors are suitable for most exacting 
requirements. Write today for descriptive bulletin, 


to you. 





eecemmencn 





(Continued from page 222) 
Agent of Latrobe Steel Company, 
Latrobe, Pa., is Chairman of the 
Women’s Program. The registration 
fee for members’ wives will include 
a full day’s activities Friday, three 
meals on Friday, including luncheon 
at a Country Club, and breakfast 
on Saturday. 

The Committee plans to distribute 
registration forms for the Con- 
ference early in September. 


a, = 2s 


Directory of German Suppliers 


The 1955 edition of BDI-Germany 
Supplies, a comprehensive directory 
of German export industries is now 
available. The book, published by 
the Federation of German Indus- 
tries, has 2000 pages and 35,000 
classified trade headings. It is print- 
ed in English, Spanish, French and 
German. The directory is distri- 
buted by Atlantic Service Agency, 
136 Liberty St., New York 6, N.Y., 
at ten dollars per copy. 


. £- 2 


Should the Buyer Take 
Part in Management’s 
Decision-Making? 


By E. A. Moss, Vice President 
Swift & Company 


Some people have gone so far as 
to say that management is synony- 
mous with decision-making. Any- 
one who makes a business decision 
is performing a management func- 
tion, and the reason we have de- 
tailed instructions and specifications 
is to enable people to avoid making 
the decisions that are already made 
for them and incorporated in the 
manual. 

This is going pretty far in stretch- 
ing a definition but it does make a 
point. We expect every man on our 
staff to make decisions but if you 
think of the pyramid of decisions 
that go to make up the running of 
a business, I think it gives a good 
framework for us to use as we think 
through this question of manage- 
ment and the role of the chemical 
buyer. 

We utilize large quantities of 
chemicals as raw materials and in- 
gredients in our meat packing and 
other operations. Our annual pur- 
chase of chemicals is in excess of 
75 million dollars. Thus, we are both 
a consumer and a manufacturer of 
chemicals. 

How far up the pyramid of man- 
agement decision-making should we 

(Please turn to page 228) 
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There’s an EX-CELL-O , wa 


Precision Spindle 


ne BUILT ESPECIALLY 
MACHINE TOOL b. _ FOR YOUR WORK 















For production grinding to precision limits 
“just any spindle” won't do. It must be carefully selec- 
ted to suit the work. From Ex-Cell-O’s widely-varied 
line of precision spindles you can select a standard 
model, or we'll make one special to your require- 
ments. These spindles have long been the original 
equipment choice of leading manufacturers. | 


Features of the line include: SEE EX-CELL-O 










AT THE 
igidi MACHINE TOOL 
Rigidity Nee 
Permanent adjustment CHICAGO, SEPT. 6-17 


No vibration, no chatter 
Precision ball bearings preloaded for 


EX-CELL-O High-frequency Spindle, rated at predetermined speeds 


40,000 rpm, grinds small holes in bushings. Phone your Ex-Cell-O representative, or phone or 
write Ex-Cell-O in Detroit, for CATALOG LISTING 
HUNDREDS OF STANDARD GRINDING SPINDLES 


EX-CELL-O for PRECISION — 
| ospeeeeennnennenanesaeaandl 


MANUFACTURERS OF PRECISION MACHINE TOOLS ¢ GRINDING 
SPINDLES @ CUTTING TOOLS ® RAILROAD PINS AND BUSHINGS ae we 
DRILL JIG BUSHINGS @ AIRCRAFT AND MISCELLANEOUS PRODUC. 


TION PARTS © DAIRY EQUIPMENT CORPORATION 
DETROIT 32, MICHIGAN 


* 
—_ 








Get TEFLON that 


behaves as it should 







... With 


RRs py 


products 


FLUOROFLEX-T 








Did you know that Teflon comes in various “grades”? Grade 
is governed by processing method and by purity. When you 
get the right grade for the job you will benefit by consistent 
performance from Teflon. 

Premium grade is derived from virgin Teflon. That’s what 
you get with “electrical grade” Fluoroflex-T. Conformance 
to important properties is certified.* Its non porosity and 
optimum tensile strength assure reliability in even the most 
exacting service. 

Economy is achieved without impairing chemical inertness 
in “mechanical grade” Fluoroflex-T. Some physical features 
of this reprocessed Teflon are even improved, since it offers 
better resistance to elongation with better dimensional sta- 
bility the result. 

In addition, uniformity of both grades is assured by a qual- 
ity control system approved by the USAF under MIL-Q-5923, 
and by relieving of internal stresses in Fluoroflex-T rods, 
sheets, tubes and parts. 

Send for more data—and for quotations on your needs. 

*Copies of test reports on file available on request. 


luorofler is a Resistofler registered trade mark for products from fluorocarbon 
ns. Teflon is the DuPont registered trade mark for its tetraftuoroethylene resin. 


RESISTOFLEX 


CORPORATION Belleville 9, New Jersey 


Warehousing Distributors: Western nian Glass Products Co., Los Angeles. 
Cal. Gofonial Kolonite Co., Chicago, Ill. F. B. Wright Company, Detroit, Mich. 
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(Continued from page 226) 
expect the chemical buyer in our 
purchasing department to go? I 
think he should go pretty far, and I 
think it is worth our time to talk 
about this aspect of his job for a 
little while. 


Basic Responsibilities Defined 


It might be well at this point to 
define the basic responsibilities of a 
Purchasing Department as we see 
it because this will illustrate the 
place in management, Here are a 
few extracts from the policies fol- 
lowed by the Purchasing Depart- 
ment of Swift & Company. 

Our Purchasing Department has 
as its main function the responsi- 
bility of keeping all units adequate- 
ly supplied with materials and 
equipment necesary to successful 
operation of the business. 

The department strives to ne- 
gotiate all purchases at the lowest 
possible price, giving full consid- 
eration to quality and service. 

Members of the department co- 
operate closely with product and 
operating divisions to maintain sup- 
ply inventories at levels in line 
with general economic and operat- 
ing conditions. 

Purchasing agents interview 
vendors and salesmen promptly and 
courteously, with no restrictions on 
calling hours, giving equitable con- 
sideration to all. Tradesmen are re- 
garded as an important source of 
advice, essential to the successful 
completion of purchases Their re- 
spect and good will are sought in 
all dealings. 

We think it important to receive 
the sales representatives of other 
companies promptly and that apart 
from the courtesy involved, there 
is a potential reduction in business 
expense here that Purchasing men 
can aid by helping their friends in 
the selling field make more efficient 
use of their time. We appreciate it 
when our own customers help con- 
serve the time of Swift salesmen 
and we believe there is a growing 
desire to help reduce the time lost 
by selling representatives. 

Our policy further is to solicit 
new ideas and to develop them with 
our operating, research, engineer- 
ing and sales departments. Vendors 
are encouraged to submit informa- 
tion about new developments or 
substitutes. 

All items purchased are analyzed 
for value and placements of orders 
are based on these analyses. 

Every effort is made to plan for 
alternatives that may be needed 
in event of an emergency. 


(Please turn to page 232) 
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*Yes, we'll even ship elephants! \\ 


Everything goes—by UNITED AIR FREIGHT! ‘ 


From heavy machinery to cabbages, you can ship 


practically anything by fast, economical United Air Freight. | 
And here are some of the reasons why it pays: me 
Decreased unit weight—lower crating costs, or none. Vancouver, BC 


Wider marketing—through quicker delivery. 






Lower warehouse expense—because you can ship 


direct to distributors and customers. Pen York Newark 
tladelphia 

~ . ~< (\eatmore 

Faster turnover—lower inventory, less money Washington 


tied up in goods in transit. 


Only United provides one-line air service linking 

the East, the Midwest, all the Pacific Coast and Hawaii— 
also fast connections with other carriers to speed 

your goods nation-wide, or anywhere in the world. 


Learn more about the advantages of United Air Lines’ Air Freight Serv- AIR LINES 
ice—write for free booklet, “Industry's Flying Partner.” Cargo Sales 
Dept., United Air Lines, Dept. C-8, 5959 S. Cicero Avenue, Chicago. 
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PUTIFR TP GML, 


OF 6000 HORSES 
STARTS wira EXIDES 


TREMENDOUS POWER SURGES FROM 
EX|DE-!RONCLAD BATTERIES TO SPIN BIG 
DIESEL ENGINES... TO ASSURE FAST 
ACCELERATION OF ENGINES TO FIRING SPEED. 
EXIDES ALSO PROVIDE AN AMPLE RESERVE 
OF POWER AT HIGH, SUSTAINED VOLTAGES TO 
ASSURE POSITIVE OPERATION OF CONTROLS. 
THIS SAME RUGGED, HEAVY DUTY POWER IS 
IN |RONCLAD INDUSTRIAL TRUCK BATTERIES. 
PROVED LOWEST IN COST TO OWN, OPERATE 
AND MAINTAIN, EXIDES ARE ALWAYS oy 


BEST POWER BUY-ATAWY PRICE !/ 








A 2% 6 YEARS OF - GEUDG s oe aan 


A@GOOD EXAMPLE OF THE LONG LIFE OF EXIDE CONTROL 
BATTERIES COMES FROM THE LARGE WESTMORELAND 
SUBSTATION OF THE PHILADELPHIA ELECTRIC COMPANY, ONE 
120-CELL EXIDE WAS INSTALLED IN DECEMBER 1927, ANOTHER 
IN FEBRUARY 1928. TWENTY-SIX YEARS LATER THE FIRST 
WAS REPLACED WITH A NEW, IMPROVED EXIDE~MANCHEX- 
THE OTHER BATTERY CONTINUES TO PROVIDE DEPENDABLE 
SERVICE! DO YOU HAVE A STORY LIKE THIS ABOUT YOUR EXIDE 
BATTERIES? SEND IT TO US FOR THIS ILLUSTRATED FEATURE, 
























' ae 
DIAL SYSTEMS PMOL 
AND EXIDES HELP THEM 00 IT f 


AUTOMATIC SWITCHING DEMANDS A STANDBY 
SOURCE OF POWER TO INSURE SERVICE CONTINUITY. 
TO SUPPLY INSTANT, AMPLE POWER, EXIDE MAKES 
A COMPLETE LINE OF TELEPHONE BATTERIES—™ 
iN BOTH GLASS AND PLASTIC, BACK OF EACH 
EXIDE STANDS YEARS OF CONSTRUCTION 

SKILL AND ENGINEERING RESEARCH! 











EXIDE INDUSTRIAL BATTERIES ARE BULT FOR LONGER 
LIFE AND GREATER POWER. LET AN EXIDE SALES 

ENGINEER SHOW YOU HOW EXIDES CAN IMPROVE YOUR 
OPERATIONS, CUT COSTS, PROTECT YOUR BUSINESS. 


~~ a —_— - 4 


. . 
Exide INDUSTRIAL DIVISION, The Electric Storage Battery Company, Philadelphia 2, Pa. 
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New capacity-packed TIMKEN’ bearings 


save space and weight, cost less 
than previous bearings of same bore sizes 









TYPICAL 
OLD _ 
DESIGN |; 


i le a cs i 


ERE’S big cost-saving news if 
you use bearings in 4”, 14” 
or 1%” bore sizes. 

The Timken Company has de- 
signed three new tapered roller bear- 
ings that take up less space, weigh 
less than previous bearing designs 
and cost less! They’re packed with 
Capacity, too — no bearings have 
ever delivered so much capacity in 
so little space. 

If you now use tapered roller 
bearings of these bore sizes you can 


TAPERED ROLLER BEARINGS 


Ts 





soaon-ssste—aetienoncsnannmeannssesnntticntiteeteessicll 


NEW, 
SPACE-SAVING 
DESIGN 











enjoy big savings two ways by re- 
designing for the new Timken® 
bearings: savings in bearing cost 
and, because the bearings are small- 
er, savings in related parts. 

The new Timken bearings also 
make it possible for you to enjoy 
the advantages of tapered roller 
bearings in many additional appli- 
cations—and at minimum cost. 

In less thana year, industry has al- 
ready designed well over 1,000,000 
of the new Timken bearings into 


its products. Why not re-examine 
your bearing applications today 
to see if you, too, can reduce 
the manufacturing cost of your 
products, or improve their per- 
formance, or both, by adopting the 
new low-cost Timken bearings. 
Bearings and all auxiliary parts are 
immediately available. Write: The 
Timken Roller Bearing Company, 
Canton 6, Ohio. Canadian plant: St. 
Thomas, Ontario. Cable address: 
“TIMROSCO”. 


TIMKEN ... your number 1 bearing VALUE 


NOT JUST A BALL CONOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER O— BEARING TAKES RADIAL AND THRUST —-())— LOADS OR ANY COMBINATION >i 
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CORROSION 
1 RESISTANCE 


...for ACID PUMPS for instance 


One of the strongest plastics known . , . .Ace 
Hard Rubber . . . got the nod for the impeller 
and casings of this acid pump. Why? (1) It’s 
resistant to almost all corrosives; (2) High 
strength and abrasion resistance; (3) Won't 
warp or swell; and (4) Costs much less than 
corrosion-resistant alloys. Typical result: On 
one job this hard rubber pump handles 12% 
hydrofluoric acid, turns on and off twice a min- 
ute, 24 hours a day, six days a week... a mighty 
tough test for corrosion-resistant materials? 


Many other Ace hard rubber compounds are 
available . . . tensiles as high as 10,000 psi, mois- 
ture absorption as low as 0.04%, power factor 
as low as 0.006, heat resistance to 300 Deg. F. 

. also many new plastics and rubber-resin 
blends. All Ace compounds are tailor-made to 
fit the job . . . never over-designed. That’s why 
Ace is the only material that meets all four big 
requirements for parts like acid pumps. 


and here’s a 5" 


Hard rubber sleeve provides electrical 
insulation as well as mechanical 

and chemical strength in this coupling 
for electroplating agitator. 





80-pg. Ace handbook 
free to design engineers. 


E’rubber and plastic products 








AMERICAN HARD RUBBER COMPANY 
93 WORTH STREET +» NEW YORK 13, N. Y. 
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(Continued from page 228) 

Where does the idea for a new 
product or activity originate? It 
may be from the Research Depart- 
ment or from the production or 
sales department. But in many cases 
the ideas for new developments are 
submitted through the Purchasing 
Department and when this occurs 
Purchasing is fulfilling one of its 
important parts in the role of man- 
agement. 

The chemical buyer is not just “a 
man with a specification looking for 
a supplier.” This is a part of his 
job to be sure, but if it’s the whole 
thing, he is probably a poor op- 
erator. 

The chemical buyer can realize 
his maximum effectiveness only if 
he operates as a member of the 
management. I don’t care what com- 
pany he is affiliated with or what 
the products may be. He may act on 
specific instructions and he no doubt 
often feels circumscribed by them. 
But unless he knows more than 
just specifications and bid taking, 
he can’t do more than half his job. 

The chemical buyer is, in a very 
real sense, one of the eyes and ears 
of the company he serves. He is the 
avenue for new ideas. The things he 
discovers may very well influence 
the future of his company. The alert 
buyer has opportunities not avail- 
able to the man whose assignment 
is confined within the four walls of 
his plant. 

No company can permit uncon- 
trolled contacting in plants by sales- 
men and this delicate matter usu- 
ally is decided by the Purchasing 
Department. But on the other hand, 
the chemical buyer should be care- 
ful not to hinder beneficial direct 
contact between outside salesmen 
and internal research, engineering, 
and production people. The buyer 
must recognize, however, the pos- 
sibility of loss as well as gain of 
valuable information by such con- 
tacts and should restrict them to 
responsible individuals whose good 
judgment in conversation has been 
demonstrated. 


Purchasing An Arm of 
Management 


The purchasing agent doesn’t just 
sit on the outside and look at mar- 
kets. He is right in the middle of 
markets. He is a part of them. He 
should consider himself an arm of 
management which reaches out— 
sensitive, alert to change—seeking 
ways in which better end-products 
can be produced, in which expenses 
can be cut, in which convenience 
and salability of end-products can 


(Please turn to page 234) 
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VICKERS INCORPORATED, DETROIT, MI 
puns nettiecatatets ast, 








NEW-For Smaller Vehicle 








LOW COST 


Vickers Series S22 is a new, 
streamlined steering booster built 
especially for smaller vehicles. 
The design permits significant 
production economies .. . and 
these economies are passed on to 
vehicle manufacturers. 


SUPERIOR PERFORMANCE 

The Series $22 has excellent op- 
erating characteristics ... provid- 
ing smooth, easy, fingertouch steer- 
ing under all conditions. Obstruc- 
tions, chuck holes, blown tires, etc. 
cannot spin the steering wheel or 
jerk it out of control on vehicles 
equipped with this Booster. Safer 
in traffic ...on the farm... in 
the plant. 


SERIES $22 BOOSTER 


SIMPLIFIED DESIGN 


Servo valve is simplified and 
smaller. Ease of servicing is an- 
other advantage. 


EASY INSTALLATION 


Oil connections can be placed in 
any one of four positions (90° 
apart) with respect to ball stud. 
This and the compact design make 
installation exceptionally easy and 
reduce its cost. 


NEEDS LESS SPACE 

Design is unusually compact and 
streamlined. Series S22 will go 
into a minimum space and usu- 
ally requires little or no linkage 
change. 

DEPENDABLE 


All the “know-how” acquired in 








Vickers more than 25 years expe- 
rience with hydraulic power steer- 
ing has gone into the design and 
manufacture of the Series $22. 
Vickers hydraulic equipment of 
all kinds has a remarkable record 
of dependability. This booster is 
no exception. 


ASK FOR NEW BULLETIN 


A new bulletin gives more infor- 
mation on the Series S22 together 
with appropriate Vickers Pumps 
and typical circuit diagrams. Send 
for Bulletin M-5107. 


For heavier steering applications 
and longer piston strokes, use 
Vickers Booster Series S23 (see 
Bulletin M-5106) or Model S6-315 
(see Catalog No. M-5101). 












ICKERS. Incorporated 


1566 OAKMAN. BLVD. « DETROIT 32, MICH. 
Apatite Eecineerng Offices ATLANTA + CHICAGO 



















 GICINNATI's CLEVELAND ~ austen ioe meas 
__ AREA (El Segundo) + NEW YORK AREA (Summit, Na) 
* PITTSBURGH AREA (Mt. Lebanon) 

SAN FRANCISCO AREA (Berkeley) 
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Amazing NEW Material! 
OAKITE 


RUSTRIPPER 


e Degreases 
e Derusts 
e Strips Paint 


in ONE Operation! 


With revolutionary new Oakite RUSTRIPPER you 
can now remove heavy greases, paints and rust 
from metal parts in one operation! And because 
RUSTRIPPER is an alkaline material, immersed 
parts require no pickling or neutralization. This 
means that many conditioning operations formerly 
requiring as many as seven costly tank installa- 
tions can now be performed with as few as three 
when you change to Oakite RUSTRIPPER! 


Oakite RUSTRIPPER means bigger savings too, be- 
cause it doesn’t require expensive stainless steel 
equipment or present a costly disposal problem. 
It doesn’t attack sound metal or give off trouble- 
some fumes. And it comes in convenient powder 
form ...may be used either hot or cold. 


Suggested uses for Oakite Rustripper 


* Derusting precision parts 

* Reconditioning rejects 

* Salvage reclamation 

* Stripping paint from conveyor hooks 

* Conditioning steel molds 

* Derusting Tank interiors 
For more information, or a FREE demonstration 
of amazing Oakite RUSTRIPPER, call in your local 
Oakite Technical Service Representative today. 


No obligation. Oakite Products, Inc., 54 Rector 
St., New York 6, N. Y. 


qqauizto INDUSTRIAL ¢, tay 


OAKITE 











ar guic* 
‘Rats , mernoos ° *** 


Technical Service Representatives in Principal Cities of U. $. and Canada 
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(Continued from page 232) 
be increased. The market is the 
place where many of these objec- 
tives become clearly defined and 
the avenues to their attainment 
become visible. 

Suppose we limit our discussion 
now to the individual chemical 
buyer. He is exposed to the ideas 
and innovations brought to him by 
the sales representatives of many 
companies. He is usually the route 
through which new developments 
are submitted to the organization. 
His responsibility is to grasp the 
possible ultimate importance of the 
item or idea and to see that it is 
submitted to the right departments 
for consideration. The chemical 
buyer may become the spokesman 
for the supplier in subsequent com- 
pany discussions. There may be 
meetings where the new product or 
activity is discussed at which the 
chemical buyer may be the only one 
present to project the merits of the 
proposal or the viewpoint of the 
supplier. 

In these situations the role of the 
chemical buyer obviously becomes 
very important in management. 
This chemical buyer must have a 
general knowledge of the subject— 
if not an exact knowledge—how it 
is produced—how it is to be used— 
the function, and so forth. 


Mutual Confidence Important 


The different groups that the pur- 
chasing agent works with speak 
different languages. The purchas- 
ing agent must be able to under- 
stand each group and interpret it 
to the others. He meets the 
exuberant optimism of visiting 
salesmen and soon learns how many 
grains of salt he must take with 
each salesman’s presentation. To an 
ever greater extent, however, sales- 
men and purchasing agents are 
finding that mutual confidence is 
the best basis for profit to each. 

In buying for the research or- 
ganization of his company, the pur- 
chasing agent finds that scientists 
often use strange, polysyllabic words 
and talk and think in terms of 
the metric system. Engineering, 
construction and production depart- 
ments typically are in a hurry and 
wonder why items cannot be de- 
livered immediately upon order. 
They frequently expect chemical 
buyers to perform miracles in ex- 
pediting deliveries. Perhaps this is 
understandable because top man- 
agement is often expecting them to 
work miracles in maintaining pro- 
duction or meeting starting sched- 

(Please turn to page 238) 
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PLUG-IN POWER WHERE YOU NEED IT... IN MINUTES! Each section of BullDog Plug-in Duct is 10-feet long with plug-in openings on 
10-inch centers. Exclusive scarf-lap construction joins sections in a rigid form. All bus plugs are fastened to casing flanges at any 
plug-in opening. Reinforced fingers engage bus bars for positive pressure contact. 















CUTS DOWNTIME! 100% REUSABLE! 


You are always one step ahead of your plant realignment or 
modernization plans with BullDog Plug-in Duct. It’s the 
completely flexible, reusable electrical distribution system 
that provides instant plug-in power wherever, and whenever, 
you need it. 

Simple to install, rugged plug-in duct allows circuits to be 
swiftly added or removed without rewiring. Downtime is 
eliminated. New tool setups can be made, machines shifted, 


IF IT’S NEW 
... IF IT’S DIFFERENT 
~ WTS GETER... 19 






BULLDOG PLUG-IN DUCT WITH 
ALUMINUM CONDUCTORS GIVES 


Lightweight, 
_ Elexible 


Power 


at low cost! 


SAFER, MORE EFFICIENT POWER! 


entire layouts revamped, without interrupting the flow of 
power. Also, duct can be easily dismantled and relocated. 


Whatever your power requirement, present or future, you're 
always prepared with BullDog Plug-in Duct. You'll find 
BullDog your first source for the most efficient, most modern 
electrical distribution equipment. See your nearby BullDog 
Field Engineer or Qualified Distributor. Or, write: BullDog 
Electric Products Company, Detroit 32, Michigan. @BEPCO 


ta BULLDOG 


ELECTRIC PRODUCTS COMPANY 
A Division of |-T-E Circuit Breaker Company 
Export Division: 13 East 40th Street, New York 16, New 


York. In Canada: BullDog Electric Products Company 
(Canada), Ltd., 80 Clayson Road, Toronto 15, Ontario. 
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for economical protection 


against product contamination 
and discoloration 


** made by the Bart Process 
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Now you can give your products protection against 
contamination and discoloration during processing, 
storage and transportation . . . and at a surprisingly 
low cost! It’s possible through the use of CF&I 
LECTRO-CLAD Nickel Plated Steel, electroplated by 
the patented Bart Process. 


For over ten years, the Atomic Energy Commission 
and leading chemical processing firms have used 
pipe and fittings nickel-electroplated by the Bart 
Manufacturing Corporation process. Now, by com- 
bining Bart’s experience in this field with CF&lI’s 
wide range of research facilities, this process has 
been extended to produce CF&I LEcTRO-CLAD 
plate and sheet as well as pipe and fittings. 


These steel products have all the strength of regular 
carbon steel; in addition, they’re coated with a 


Claymont Steel Products 


Products of Wickwire Spencer Steel Division - The Colorado Fuel and Iron Corporation 


Wilmington, Delaware 





uniform, heavy layer of metallic nickel that’s over 
99% pure. This gives much better protection 
against product contamination and discoloration 
than bare carbon steel or steel protected with 
various coatings. 


What’s more, CF&I LEcTRO-CLAD Nickel Plated 
Steel can be shaped and fabricated by all of the 
usual methods without damage to its nickel coat- 
ing. Bend it... weld it... roll it... the protective 
nickel layer will not check, spall or flake! 


Perhaps You can use CF&I LEcTRo-CLaD Nickel 
Plated Steel to excellent advantage in your product 
handling, transportation and storage operations. 
For full details, contact the nearest district sales 
office listed below. 





2942 


Abilene + Albuquerque - Amarillo - Atlanta - Billings - Boise - Boston - Buffalo - Butte - Casper - Chicago + Denver ~ Detroit - El Paso - Ft. Worth - Houston - Lincoln (Neb.) - Los Angeles 
New Orleans - New York - Oaklond + Odessa - Oklahoma City - Philadelphia - Phoenix + Portland + Pueblo - Salt Lake City - San Francisco + Seattle - Spokane + Tulsa + Wichita 


CANADIAN REPRESENTATIVES AT: Edmonton + Toronto + Vancouver + Winnipeg 


OTHER CLAYMONT PRODUCTS 


Stainless-Clad Plates + Carbon and Alloy Steel Plates + Flanged and Dished Heads + Manhole Fittings and Covers + Large Diameter Welded Steel Pipe + Flame Cut Steel Plate Shapes 
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/$ Guaranteed by @ 


> 


PROMPT 
DELIVERY 


NATIONALLY DISTRIBUTED . 


@ Bands for Every Purpose 
@ Saves Time and Labor in Production 


@We'll Make Them for Your Special Needs 


. . AVAILABLE AT YOUR REGULAR SUPPLIERS 
All Plymouth Standard Bands Made to Federal Specifications 


PLYMOUTH RUBBER COMPANY, Inc., Canton, Mass. 


PLYMOUTH 


(/ OUTSTRETCH 
OUTLAST 
ALL OTHERS 
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WSER SAYS TAP LIFE UP 43% 
ON THIS THIN-WALLED CASTING 


...thanks to 


FERROCARBO’ 


Users everywhere report similar experi 


ences. In fact, on 67 mac hining tests in | 
large machine shops, castings of gray iron 
treated with FERROCARBO averaged 
69.5% greater machinability per t 
Untreated castings. | hese premium castings 
are finer-grained, denser stronger, yet the; 
COST YOU NO MORI because y 
foundryman, using FERR‘ 3 
Worthwhile Savings in raw materia 


FOR FREE BOOKLET on FERROCARBO, citing 
actual case histories of faster machining, with 
longer tool life, write The Carborundum Com- 
pany, Dept. 36, Niagara Falls, N.Y. 84-56 


CARBORUNDUM’ 
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HI 
NEIGHBOR! 





With 5 plants and 20 offices, Milford 
is “next-door neighbor” to everyone 
who uses tubular rivets. That means 
THE fast deliveries, prompt 
Tt service and top quality! 






RIVET & MACHINE Co. 


Plants: Milford, Conn.; Norwalk, Calif.; Elyria, Ohio; 
Aurora, Ill.; Hatboro, Pa. 

Offices: Atlanta, Chicago, Cleveland, Detroit, Fort 
Worth, Indianapolis, Newark, New York, Pittsburgh, 
Racine, St. Louis, St. Paul, San Francisco, Seattle; 
Norwalk, Calif.; Stratford, Conn.; Charlotte, N. C.; 
Seneca Falis, N.Y.; Jenkintown, Pa.; Westwood, Mass. 


Headquarters for RIVETS 





and Rivet-setting Machines 
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(Continued from page 234) 

ules and we should be aware of 
the pressure on them for getting a 
new project under way quickly. 

In our company we believe that 
a chemical buyer’s information 
should include an accurate knowl- 
edge of materials and products and 
their application. He should know 
not only what the company is buy- 
ing but also why it is being pur- 
chased. He cannot be expected to 
know all the details of processing 
or to have the technical knowledge 
of the chemist, but he must have or 
acquire sufficient information so 
that he can pass intelligently on 
the buying questions relating to the 
materials and supplies he is called 
on to buy. What kind of a product 
is it? What kind of materials are 
used in its manufacture? For what 
purpose is it being used? How ex- 
tensive will its use be in our op- 
eration? Value analysis is an ef- 
fective tool with which to develop 
this information. 


What Should A Buyer Know? 


The chemical buyer with a 
knowledge of his company’s re- 
quirements and who maintains on 
his own initiative a continuous 
search for new products, for im- 
proved and substitute materials, 
and developments in manufacturing 
processes will make the best sug- 
gestions and will cooperate most 
effectively with the using depart- 
ments to the end that the needs 
of those departments may be served 
better and greater profits will re- 
sult. The Purchasing Department 
is at the hub for information c/ 
this kind, and no other unit of the 
business has a greater opportunity 
to keep the company abreast of 
outside developments. The fact that 
the departments concerned do not 
always adopt suggestions of this 
sort in no way lessens our duty to 
make suggestions. 

In the chemical industry where 
new products are developed the 
key to the purchasing function is 
found in successful negotiation with 
vendors. Negotiating a successful 
purchase is one of man’s oldest arts. 
Since the dawn of history, in all 
the market places of the world, buy- 
ers and sellers have matched their 
wits, their knowledge, their per- 
suasion and their personalities. 





FOR FURTHER INFORMATION 
ON PRODUCTS IN THIS ISSUE 
PLEASE USE INQUIRY CARD 
ON PAGE 17 
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NEW. .- more than a catalog— 


Z 
Vj 
yA 


—it’s practically a 
“treatise’ on gears 


Never before, to the best of our knowledge, has so much help- 
ful information been assembled between the covers of a gear 
catalog . . . 72 pages of illustrations, diagrams, definitions, 
tables, charts, and explanations regarding all types of gears. 
If you design, use or buy gears, you can’t afford to be without 
a copy of this Book—-so fill in coupon below for your copy 


of this valuable text. 






HILADELPHIA 


INCORPORATED 
ERIE AVE. AND G ST., PHILADELPHIA 34, PA. 


NEW YORK « PITTSBURGH + CHICAGO + HOUSTON « LYNCHBURG, VA. 
BALTIMORE «+ CLEVELAND 
Virginia Gear & Machine Corp., Lynchburg, Va 
Industrial Gears & Speed Reducers - LimiTorque Valve Controls 
Established 1892 


PHILADELPHIA GEAR WORKS, INC. P-8 
Erie Ave. & G St., Phila. 34, Pa. 


Please send me a copy of your NEW 76 page GEAR BOOK. 


NAME ° re TITLE 
COMPANY_ a . 
ADDRESS — 
CITY _ZONE _STATE 
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CRUCIBLE ACCUMET 
STAINLESS CASTINGS 


provide smoother surfaces ... closer tolerances —cut finishing costs 


Even intricately shaped parts, like this cream 
separator neck piece, can be used essentially as- 
cast when produced by the ACCUMET method. 
That’s because ACCUMET casting employs hot 
molds with special inner linings. You get cast- 
ings on which thin sections are minutely defined 

_.and with exceptionally fine surface finish. 
Costly finishing operations are practically elim- 
- inated. 

On this stainless steel part, for example, the 
only finishing operations necessary are drilling 
and tapping of the stem section, grinding flats 


on the bow end, and polishing. 

To minimize finishing operations on your prod- 
ucts, consider the advantages of ACCUMET 
precision investment castings. Let your Crucible 
representative show you how their close toler- 
ances, fine finish, and physical and metallurgi- 
cal accuracy can spell substantial savings for 
you. And — to see what information is available 
on these and other Crucible special steels, write 
for your free copy of the “Crucible Publication 
Catalog.” Crucible Steel Company of America, 
Henry W. Oliver Building, Pittsburgh 22, Pa. 


first name in special purpose steels 


Crucible Steel Company of America 
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Asbestos-Cement Boards—Corrugated and Flat—Careystone Corrugated 
for roofing and siding. Furnished in %” thickness, 42” wide 
and in lengths as required up to and including 12.0’. Easy to 
saw and erect. Flat Careystone sheets in 4%", 4 ", %” and % ” 
thicknesses. Standard sheet size 4.0’ x 8.0’. Color: Gray. 


Asbestos Gasket Stock—For making gaskets, filters and discs. 
Asbestos Fiber and Specialties 


asphalt 


Asphalt Emulsions—F or roofing, waterproofing, sound deadening, 
tile adhesive. 


Asphalt Plank and Tile—For long life and low maintenance under 
heavy foot and wheel traffic. 


\\N 


Asbestos Paper—F or all types of wrapping; covering hot air fur- 
nace pipes. 

Asbestes Millboard—For fire screens, partitions, range lining, ra- 
diator recesses—wherever heat-resistant, fire-resistant ma- 
terial is required. 

Asbestos Ducts—Careyduct all-asbestos air ducts for air-condi- 
tioning and warm air heating systems. Goes up easily and 
fast. Rectangular and round sections with slip-joint assembly. 
All types of fittings can be fabricated from these 3.0’ sections. 


Asphalt Paints, Coatings and Cements—Protective coatings for roofs, 
exposed surfaces, structural steel. 


Asphalt Plyboards—For interior and exterior partitions, walls of 
all types, easily die-cut. 


magnesia 


Magnesia Compounds—Light Oxides and Carbonates, ‘“Technical’”’ 
and “‘U.S.P.” grades. Heavy Oxides, ““Technical” and “U.S. 
P.”’ grades. Heavy Carbonates, ““U.S.P.” grade. 


Magnesia Industrial Insulations—Super-Light 85% Magnesia precision 
molded blocks and covering—Alltemp Pipe Covering— 


Tempchek blocks and Hi-Temp No. 19 blocks. For tempera- 
tures to 1900° F. 


Many other Carey products for industry are available to you. 
Call your nearest Carey office or representative for prompt 
service. 





















FREE! Latest Carey reference list for asphalt, asbestos 
and magnesia products and specifications, including 
Army, Navy, MIL, Federal, ASTM. Clip and mail 
coupon for your valuable FREE copy today. 











QUALITY PRODUCTS FOR INDUSTRY, FARM AND HOME SINCE 1873 


ee Lee ae eee Tne eg ee 


THE PHILIP CAREY MFG. COMPANY, Lockland, Cincinnati 15, Ohio 
In Canada: The Philip Carey Co., Ltd., 277 Duke St., Montreal 3, P.Q. 


sf 





THE PHILIP CAREY MFG. COMPANY 
Lockland, Cincinnati 15, Ohio = Dept. PU-§ 






Gentlemen: Please rush my free copy of the Carey Reference Manual for 
Asphalt, Asbestos and Magnesia Products. 





these CAREY offices are as close as your telephone 


TLANTA........ ATwood 5793 
DSTON. ... TRowbridge 6-7700 
HICAGO..... DEarborn 2-4775 


HOUSTON..... TWin Oaks 3393 
INDIANAPOLIS. MElrose 5-7332 
LOS ANGELES. Richmond 5207 


PHILADELPHIA BAldwin 9-6430 
PITTSBURGH..... GRant 1-7490 
ST.LOUIS. .... JEfferson 1-1930 


. NCINNATI....... POplar 1323 After May1—Richmond8-5207) SAN FRANCISCO. .SUtter 1-4850 

— ‘ 7 SEATTLE......... SEmeca 2351 §« AMEDD... wo eee eecrev een rcneereererrneses eee esseseeeeesssesessescesssesssesese 
VELAND..... ida 1- MONTREAL. .UNiversity 6-4680 ’ 

[ING ” eteneh S-e ' WASHINGTON, D.C. 
RE TRinity 5-4680 NEW YORK. . VAnderbilt 6-1530 eee ae I onic is saceckddcdecoonnasesienketina 





ersonalities 





IN THE NEWS 


[lgenfritz, vice-president—pur- office supplies groups. In 1950 he be- 
United States Steel Corp., New came office manager of the Purchasing 
" as announced the appointment Division, the post he held prior to 
Robert F. Ames as New York pur- his present appointment. 
representative. Mr. Ames 
USS in 1934 as a messenger in 
ping department of the South Harvey Sommerer has been promoted 
( 120 works. With the formation of to manager of purchasing for the Ap- 
planning at South Works paratus Division of Federal Telephone 
absorption of the shipping of- & Radio Corp., Clifton, N. J. He suc- 
became secretary to the de- ceeds Charles G. Sherwood, who was 
t superintendent. He later be- transferred from vice president and 
sales correspondent and served’ director of purchasing to vice president 
a resident salesman in the and manager of railroad sales. It was 
hia and Denver offices. In also announced that Hank Weischebie 
444 he transferred to the Purchasing was promoted from purchasing agent 
in Pittsburgh, where he served to manager of purchases of the firm’s 
iyer in the construction and Components Division. 





As part of its centennial observation, Michigan State College conferred special awards 
» outstanding alumnae in business and commerce. In photo, Dr. H. J. Wyngarden (left), 
dean of MSC’s School of Business and Public Service, presents one of the awards to 
Stanley W. MacKenzie, director of purchases, U. S. Rubber Co., and president of the New 
York Association of Purchasing Agents. It was presented in recognition of Mr. MacKenzie’s 
influence in developing and maintaining standards in the field of purchasing.” 


1? 
+ 








Westinghouse Electric Corp., Pitts- 
burgh, has announced the appointment 
of A. M. Kennedy, Jr., as general man- 
ager, purchases and traffic. He succeeds 
Bruce D. Henderson, who has been 
appointed to the apparatus products 





A. M. Kennedy 


staff. Mr. Kennedy joined the Westing- 
house purchasing department in 1941, 
at the Lima, O., plant. He held various 
purchasing positions at Newark, N. J., 
and Sharon, Pa., before going to the 
Pittsburgh headquarters as director of 
steel purchases in 1951. He has been 
assistant general manager of purchases 
since 1952. 


Calaveras Cement Co., San Francisco, 
Calif., has named B. B. Woodward, Jr., 
as purchasing agent. He has been with 
the firm since 1953, and has served as 
acting purchasing agent since January 
of this year. 


Dan W. Burns is now director of pro- 
curement for Menasco Mfg. Co., Bur- 
bank, Calif. At the same time, it was 
announced that A. H. Knight had been 
made assistant purchasing agent. 


(Please turn to page 252) 
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‘our business i making 3 
UNUSUAL PAPER 


~<~ for your business = = 


For instance. .. SEPARATING PAPERS to protect 


4 


Lm 


PLASTIC LAMINATES, 
POLISHED STONEWORK, 
ENAMELLED SIGNS, ETC. 





X-RAY FILMS, COATED 
FABRICS, ETC. 


NEWLY ENGRAVED BANK 
NOTES, GOLD LEAF, ETC. 





These are just a few examples of Riegel's ability to tailor- 
make papers for nearly every ordinary or extraordinary 
industrial need, 


More than 600 grades now made... many with technical 
properties that would amaze you. Tell us what you want 
paper to do for you... Write to Riegel Paper Corporation, 
260 Madison Ave., New York 16, N. Y. 





tailor-made = 
INDUSTRIAL PAPERS 


papermaking, impregnating, printing, 
poly-coating, waxing, laminating FREE sample and 


i 1 
bei Dh te & ‘ co Mate Mile of AL papers: 


Aueust, 1955 














sual Papers 





(ata file of Uv 


- 


—— 


eo 








@ Valuable source file of “out 
of the ordinary” papers gives 
actual samples, technical prop- 
erties, uses, etc., of some of the 
most interesting of Riegel’s 600 
special industrial papers. For 
your free copy, write today to 
Riegel Paper Corporation, P.O. 
Box 250, New York 16, N. Y. 


v3 lie 
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COOLING VENTILATION 


~ that’s easy on 
the budget! 














- that improves 
working conditions! 







; 


-that’s quiet 
and trouble-free! 


the w 


DESIGN 53 / 


A BELT TAIR 


STATIC ae 


From F. D. through %* 








a? 

















CAPACITIES | 
5,000 through 250,000 crm 








and ; Bee 





SIZES 


24" through 120° diameter 


DESIGN 53 
PACKAGE 
PROPELLER FANS 








e EASY TO PICK THE RIGHT SIZE! Com- e HIGHLY EFFICIENT — small horsepower 
plete selection includes 5,000 to 250,000 cfm requirements for high air delivery. 
capacities. 

, ' » er: ; e SATISFACTION ASSURED — the “Buffalo” 

e EASY TO INSTALL! Shipped to you as ready “Q” Factor* of Quality built into every fan. 


to-run “packages”. Can be inexpensively Backed tor 78 years of fan lendesshie. 


mounted in window or wall openings. 


e PERFORMANCE MEETS TEST CODES of e WRITE FOR BULLETIN FM-315 — see how 
A.S.H.V.E., N.A.F.M., P.F.M.A. and U.S. quickly, easily and inexpensively your plant 
Commercial Standard CS-178, can be enjoying this healthful ventilation! 


*The “Q” Factor — the built-in Quality which provides 
trouble-free satisfaction and long life. 


BUFFALO FORGE COMPANY 


143 MORTIMER ST. BUFFALO, N. Y. 
PUBLISHERS OF “FAN ENGINEERING” HANDBOOK 


Canadian Blower & Forge Co., Ltd., Kitchener, Ont. 
Sales Representatives in all Principal Cities 





INDUSTRIAL EXHAUSTERS BELTED VENT SETS PROPELLER FANS “E” BLOWERS-EXHAUSTERS 
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ROGERS MAKES OTHER UNIQUE MATERIALS 


This sheet molding compound is one of the many special materials created by 
Rogers to provide unique utility values. In the race for product improvement, 
you are most likely looking for new ways to use materials more efficiently. You 
may need a combination of properties unavailable in an existing material. You 
may want a material that will give certain essential characteristics without making 
it necessary for you to pay for properties you don’t need. You may want a mate- 
rial designed to effect production economies. 

Rogers — as a manufacturer of special materials — is in business to help you 
cope with these requirements. Our manufacturing methods permit us to work 
with a wide range of chemicals and fibres. The possibilities are virtually infinite. 

Please write Dept. PA for our booklet “Here’s Rogers Again’. 


@"*% ROGERS CORPORATION 


ROGERS, CONNECTICUT 





PRODUCTS 
DUROIDS—for Gaskets, Filters, Electronic Devices, etc. ELECTRICAL INSULATION—for Motors, Transformers, Generators, etc 
SHOE MATERIALS—for Counters, Midsoles, Liners, etc. PLASTiICS—Special Purpose Molding Compounds and Laminates. 
SERVICES 


FABRICATING—including Combining, Coating, DEVELOPMENT—Research and Engineering of New Materials, 
and Embossing. Parts, and Products. 
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United Printers and Publishers, Inc., 
Chicago, has named Donald IL. Hol- 
brook as director of purchases. Mr. 
Holbrook had been director of pur- 
chases for Rust Craft Greeting Cards 
since 1947. In his new capacity, he will 





D. I. Holbrook 


coordinate the purchases of the five 
divisions of United; Rust Craft, P. F. 
Volland Co., Greetings, Inc., Gerlach- 
Barklow Co., and Artographic Corp. 
Mr. Holbrook is also a vice president 
of the New England Purchasing Agents 
Association. It was also announced that 
Arthur Gora had been appointed pur- 
chasing manager for the firm’s Joliet, 
Ill., Division. 


The appointment of George H. Bol- 
ton as director of purchases and stores 
has been announced by the Boston and 
Maine Railroad. Mr. Bolton joined the 
railroad in 1917 as a clerk in the pub- 
licity and advertising departments and 





G. H. Bolton 


was transferred to the purchasing de- 
partment in 1918. In 1930 he was made 
assistant chief clerk, and in 1940 he 
was named assistant to the purchasing 
agent. He became tie and timber agent 
in 1948 and in 1950 was appointed pur- 
chasing agent. He is a member of the 
Purchasing and Stores Committee and 
the Purchasing Procedures Committee 
of the Association of American Rail- 
roads, and is a member of the New 
England Purchasing Agents Associa- 
tion. 










CHECK your tackle 
blocks for best service. 
Worn sheave 
fs gs 

pins 
9 expensive. 


LOWER HANDLING 
COSTS 


are often attained by using “the one BEST 
block” for a specific load. MADESCO 
Blocks correctly designed and engineered 
for your specific operation may effect 
savings YOU can benefit from! 

Twenty-five years’ experience in design- 
ing and making blocks for “a-thousand- 
and-one” different uses means that 
MADESCO Blocks help speed hoisting, 
give trouble-free service, help prolong 
rope life. 

Write—today—for bulletins and consult 
us about your specific needs. 


MADESCO TACKLE BLOCK CO. 
EASTON, PA. 
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TOUGH 


These precision parts, made for textile knitting 
machines and refrigerator valves, take a_terrific 
beating. That’s why the manufacturers’ require- 
ments are so high. Strength, precision, and 
flatness are musts. And that’s why Uddeholm 
Swedish cold-rolled strip was used to make them. 


Furthermore, on large scale stamping runs, 
like those for making the parts above, it is 
very important that the strip be uniform in chem- 
ical composition, physical properties, flatness, 
thickness, and finish. And 
reason Uddeholm filled the bill. 


that’s another 


If you want uniformly high grade, cold-rolled 
strip—wide or narrow, thick or thin, hardened 
or annealed, finished blue or straw or bright— 
just let us know. 





JOBS NEED TOUGH STEELS 


Stocks of clock spring steel, bandsaw, flapper 
valve, thickness gauge, razor, and many other 
types, are carried in New York, Cleveland, 
and Los Angeles. 

WRITE FOR SUBSCRIPTION TO UDDEHOLM’S MONTHLY 
STOCK LIST OF STRIP STEELS. 
UDDEHOLM, 155 East 44th St., New York 17, N. Y. 

Please send me monthly strip steels stock list. 


NAME 





TITLE 





COMPANY 





ADDRESS. 





CITY. ZONE STATE 





UDDEHOLM COMPANY OF AMERICA, INC. 


Tool and Die Steels 
Specialty Strip Steels 


New York: 155 East 44th Street, MUrray Hill 7-4575 
Cleveland: 3756 Carnegie Avenue, HEnderson 1-7440 
Los Angeles: 5037 Telegraph Road, ANgelus 2-5121 
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RITCO Forgings, in steel or non- 
ferrous metals, are clean, bright, 
accurate, and strong. Made in 
weights from % lb. to 15 Ibs., they 
have maximum strength for their 
weight. Parts are smooth, free of 
flash, and conform to your blue- 
prints. Use RITCO Drop Forgings: 
They’re the economical, right 
answer to your design problems. 
Send blueprints and specifications 
for free estimates. 


We offer complete machining and 
grinding facilities for finishing 
forgings. 

We also make special fasteners and 
finished bolts with regular or heavy 
heads. Exclusive New England 
representatives for Cleveland Cap 
Screw Company. 


RHODE ISLAND TOOL CO. 


Since 1834 
148 West River Street 
Providence 1, R. I. 


13245 Ga9Ne4 ae 
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J. S. Hamley has been appointed 
purchasing agent for the Pittsburgh 
Standard Conduit Co. He joined Pitts- 


J. S. Hamley 


burgh Standard in 1947 as assistant to 
the general manager of the Pittsburgh 
Pipe Coil & Bending Division. 


The Worthington Corp. has made J. 
Edward Kidd purchasing agent of its 
Buffalo works. Carl J. Takac has been 





J. E. Kidd C. J. Takac 


appointed assistant purchasing agent. 
Both Mr. Kidd and Mr. Takac have 
been in Worthington’s Purchasing De- 
partment for more than 20 years. 





C. B. Kershner 


Claude B. Kershner has been ap- 
pointed director of purchases for the 
Birdsboro Steel Foundry & Machine 
Co., Birdsboro, Penna. Mr. Kershner 
has been with Birdsboro as purchasing 
agent since 1951. 

For More Information Circle No. 278 
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ea advanced power sweepers! 


Completely new 

ears-ahead power sweepers 
engineered to outlast, 
outperform 

any other sweeper! 


“power-fiex"’ action 


Enables Wayne to pick up larger 
objects or to travel without sweep- 
ing if desired. 


WAYNE MANUFACTURING CO. 


World’s Largest Producer of 
Power Sweepers for Cities and Industry 


power dumping 


Hydraulically operated while driver 
is seated. Disposes of refuse in one 
quick, simple operation. 





Sweeps over 100,000 square feet per hour! 


Only the producers of the famous 
Wayne Street Sweepers could make 
a power sweeper so rugged, dependable 
and efficient. It’s performance that 
counts, and these exclusive features 
make the new Wayne the most econom- 
ical and practical power sweeper you 


“filter-vac"’ dust control 


A revolutionary new design prin- 
ciple. High velocity fan deposits fine 
dust into main dirt hopper auto- 


can buy! * New Advanced design with 
automotive-type steering affords greater 
maneuverability. * Largest Hopper 
Capacity. © Vacuum Cleaning Hose 
Connection. ¢ Extra Power gives greater 
sweeping capacity, ability to climb the 
steepest grades. 


“reach-easy" controls 


All control levers can be operated by 
driver while seated. Provides for 
maximum safety and control. 


matically. No dust bag to empty. 


Write for new illustrated literature and further infor- 
mation to: WAYNE MANUFACTURING CO. 


1224 E. Lexington Street * Pomona, California 
a Dealer Inquiries Invited. 














re 









WESTINGHOUSE 
10W WHITE 
uSAre® 

















Ask these 

questions, too, 

when you judge 

a fluorescent lamp..« 


Is its phosphor 
factory-controlled 
for color match? 





Westinghouse makes its own fluorescent lamp 
pl . to be sure of. strictest uni- 
s you can be sure that the West- 

ump you buy today will exactly 
Westinghouse lamp of the same 

fication you bought yesterday or 


Are its electrodes 





“aries " 
i built for longest 
i lamp-life? 
development of new and better 
ke fluorescent lamp electrodes has 
Westinghouse to triple the life of its 
lamps since 1948. 


Is it the correct 
type, size and color 
for the lighting 
job to be done? 





Westinghouse fluorescent family of 290 
nt lamps—including Slimline and Rapid 
ere’s a type and size precisely right 


office, plant and merchandising ap- 
Colors include seven different 
white’ alone. 


For the full story on how 
to get more for your 
money in fluorescent 
light, contact your West- 
inghouse Lamp Repre- 
sentative. 


you CAN BE SURE...1F 7S 


Westinghouse 
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Walter N. McFadden has been named 
director of purchasing for Philip Mor- 
ris, Inc., New York. He succeeds G. W. 
Howard Ahl, immediate past president 
of the N.A.P.A., who is taking on a 
permanent post with the association. 





W. N. McFadden 


Mr. McFadden joined Philip Morris in 
1926 as manager of the Pacific Coast of- 
fice, a position he held for three years. 
Successive promotions within the com- 
pany made him Manufacturing Depart- 
ment head in Richmond in 1934, man- 
ager of the Smoking Tobacco Depart- 
ment in 1939, and Louisville factory 
manager in 1944. 


J.-B. Hildebrand general director of 
purchasing, Fisher Body Division, Gen- 
eral Motors Corp., Detroit, has an- 
nounced the appointment of A. D. 
Kiddle as head of Fisher Body’s pur- 
chasing research analysis activities. At 
the same time, he announced that W. J. 
McGrail is now buyer-in-charge of 
springs, foundation panels and insula- 
tion materials. Mr. Kiddle joined Fisher 
Body as a clerk in the purchasing de- 
partment. During World War II, he 
served as senior buyer in the tank 
division. He has been a senior buyer 
in the general offices since 1945. Mr. 
McGrail started with the company 
as a staff assistant in the accounting 
department. Since 1952, he has been a 
senior buyer at Fisher Body’s aircraft 
plant in Grand Rapids. 


Two promotions have been announced 
in the purchasing department by Texas 
Gas Transmission Corp., Owensboro, 
Ky. Royce Cox, former assistant to the 
manager of purchasing, has been named 
assistant purchasing agent in charge 
of purchasing materials for compressor 
station operations and _ construction. 
Mr. Cox joined Texas Gas in 1950 as 
assistant manager of general services. 
He became assistant to the manager 
of purchasing in 1952. B. L. Cooper, 
former assistant expediter, has been 
promoted to expediter. Mr. Cooper 
joined the firm in 1949 as a machine 
operator in the purchasing department. 
He was made an assistant expediter in 
1951. 


The appointment of Leo J. McPharlin 
as purchasing agent for Chrysler Cor- 
poration’s Automotive Body Division 
has been announced. Mr. McPharlin 
has been supervisor of purchases at 
ABD since 1950, when Chrysler bought 
the Briggs Mfg. Co. facilities. Associated 
with Briggs for 27 years, he joined the 
company in 1923, as a clerk in the in- 
spection department. Five years later 
he moved to the Purchasing Depart- 
ment as a follow-up and planning man 
until his promotion to steel buyer in 
1945. He became assistant director of 
purchases in 1947, and three years later 
was promoted to director of purchases, 
serving in this capacity until Chrysler’s 
acquisition of Briggs. 


Perry S. Odell has been appointed 
head of the rubber purchasing division 
of the United States Rubber Co., New 
York, according to an announcement 
from S. W. MacKenzie, the company’s 
director of purchases. Mr. Odell has 
been a rubber buyer for the past 14 
years and before that was a banker. He 
joined U. S. Rubber in 1942, as a rub- 
ber buyer, and five years later was 
named assistant to the head of the 
rubber purchasing division. In his new 
post, he will supervise buying of all 
natural, synthetic, reclaimed and scrap 
rubber and rubbet latex. 


Thomas G. Lewis, a veteran of 30 
years service with The Youngstown 
Sheet and Tube Co., Youngstown, O., 
has been appointed assistant to H. H. 
Waldschmidt, director of purchases. In 
his new post, Mr. Lewis will supervise 
the purchases for special projects, in- 
cluding large construction projects. He 
joined the firm in 1925, as an office 
boy in the purchasing department. In 
1926, he transferred to the seamless 
tube mill, returning to purchasing in 
1928 as an invoice clerk. He was named 
chief invoice clerk in 1940; chief clerk 
in 1945; and a buyer in 1946. 





Earl C. Ramsey, administration staff 
member for the last four years, is now 
purchasing agent for the Detroit plant 
of the Kelvinator Division, American 
Motors Corp. 
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... point No. 


The “phosphor” in a fluorescent lamp is 
Po A 4 O the light-producing coating inside the 
ash abo ut glass tube. Only if the phosphor 


successfully resists ceterioration will the 


lamp—1) continue to give high light-output 
and—2) retain its original color to the 


end of its long life. Tops for deterioration- 





resistance among the different types of 
phosphors now in use are Halo 

Phosphors. Westinghouse (and only 
Westinghouse) uses Halo Phosphors 
throughout its entire fluorescent lamp line. 


~Y on Pe 


yOu CAN BE SURE...1F - Westinghouse 
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Always fasten 


aluminum 


% 


Vitae .\ Si etey:\ 
Aluminum Fasteners 


G@uatlable at your local 
ALCOA distributor 
= fill out coupon for 
complete application 
and specification 
data. :. 


wy, 
Soot] >. ° 
oO ~ re) 


ian 
MINUM COMPANY 
F AMERICA 


8-H Alcoa Building, 
rgh 19, Pa. 


penrtiemen: 


e send complete specification data 
ymples of your aluminum fasteners. 


ompany — 
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W. J. Heckman has been named vice 
president for purchasing and trans- 
portation for Olin Mathieson Chemical 
Corp., New York. He also continues as 
director of purchasing and will super- 
vise the director of trade relations 
as well as purchasing and transporta- 
tion for the international divisions of 
the company. Mr. Heckman, who has 
moved his headquarters from Baltimore 





W. J. Heckman 


to New York, joined Mathieson Chemi- 
cal Corp. in 1953, before it merged with 
Olin Industries, Inc., as director of pur- 
chasing. Prior to that he was vice 
president in charge of purchasing and 
traffic of Aramco Overseas Co., a 
wholly-owned subsidiary of Arabian 
American Oil Co. 


Walter F. Martin has been appointed 
purchasing agent of Morse Twist Drill 
& Machines Co., New Bedford, Mass. 
Mr. Martin formerly served as assistant 





W. F. Martin 


purchasing agent for two and one half 
years and steps into the post left vacant 
by R. E. Zilly, now purchasing agent 
for Brown University. Mr. Martin is 
treasurer of the Southern Massachusetts 
Purchasing Agents Association. 


Chris Walden has been appointed 
purchasing agent of the Elizabeth Iron 
Works, Elizabeth, N. J. Mr. Walden 
was formerly purchasing agent of the 
Crocker-Wheeler Division, Elliott Com- 
pany, Jeannette, Pa. 








"GERVRITE 


THERMOCOUPLE 


the head that’s ahead 
in every way... 


This new ‘'Serv-Rite’’ thermocouple head 
is actually small enough to be held com- 
fortably in the palm of your hand. But 
size is only one of the many features that 
make this thermocouple head really ex- 
traordinary. It is loaded with installation 
and service conveniences that any user 
of thermocouples will appreciate at once. 


The body is of malleable iron, cad- 
mium plated for durability. A new type 
friction lock assures easy removal or 
tightening of the cap—a quarter turn 
does it. An asbestos gasket makes the 
head dirt- and moisture-proof. With a 
choice of 2”, 3%”, or 1” IPS opening 
for the protecting tube, you can standard- 
ize on one style head. 


The connector block is of a material 
especially selected to withstand, without 
damage, temperatures up to 900° F. in 
continuous service. Improvements over the 
conventional type of inserts greatly sim- 
plify the making of the lead wire connec- 
tions. The complete thermocouple ele- 
ment, including connector block, can be 
easily withdrawn for inspection. 


Install a ‘‘Serv-Rite’’ thermocouple 
head and see for yourself how much 
better it really is. 


Write for complete details 


aD «4 500s 
a ety 
came SERVICE. ' 
CLAUD S. GORDON CO. 


Manufacturers « Engineers * Distributors 


Thermocouples & Accessories * Temperature Control 
Instruments + Industrial Furnaces & Ovens 
Metallurgical Testing Machines 


619 West 30th Street, Chicago 16, Illinois 
2015 Hamilton Avenue, Cleveland 14, Ohio 


ene 
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manufacture of 
DETROIT SELECTAFLOW CONTROLS 


greatly amproved by 





One of the finest thermostat control 


mechanisms for year-around air-conditioning 
systems is the automatic SELECTAFLOW, a 
product of the Detroit Controls Corporation. 
To maintain the high quality of this 

efficient unit and at the same time speed 

up and simplify assembly, the body, 

bonnet and side cover are being forged 
and completely machined to close 
tolerances by the Mueller Brass Co. In all, 
thirty-four machining and finishing 
operations are performed. This is but one 
more example of how Mueller Brass Co. 
machined forgings have improved a product 
and speeded production. With a wide 
range of copper-base alloys for forgings, 

a tremendous background of product 
engineering, and facilities for precision finish 
machining, the Mueller Brass Co. can 

supply machined brass or bronze forgings 
to your exact specifications. It will pay 

you to consider Mueller Brass Co. forgings for your new or 


redesigned products. Write us for full color catalog and technical information. 


=7 MUELLER BRASS CO. 


co. 
STREAMLINE 
PRODUCTS 





PORT HURON 21, MICHIGAN 
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TWO HEADS ARE BETTER 
THAN ONE 


Sometimes two heads are the only solution to 
a part or fastener problem. Take a quick look 
at the belt buckle roller illustrated. This was a 
really special job and it solved a special prob- 
lem for both the Armed Services and their sup- 
pliers. The big problem here was to produce 
this roller in quantity, inexpensively and 
quickly ... and HASSALL double-heading did 
the trick. 


Double-heading is only one example of the almost 
limitless possibilities Hassall cold-heading offers you. 
lf you have a fastener problem just send us samples 
or specifications for a quotation. 


WRITE FOR CATALOG. .... with it we will send 
our popular decimal equivalent wall chart. 
John Hassall, Inc., Box 2268, Westbury, L. |., N. Y. 


HASSALL 


SPECIAL WAILS RIVETS SCREWS 


NAILS, RIVETS, SCREWS 
AND OTHER COLD-HEADED 
FASTENERS AND SPECIALTIES 


SINCE 1850 


SPECIAL MAILS RIVETS SCREWS 
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The appointment of Henry J. Christ, 
Jr., as director of purchases and plan- 
ning superintendent has been an- 
nounced by the Gabriel Co., Cleveland. 





H. J. Christ 


He had been manager of purchases 
and planning for the Deepfreeze Appli- 
ance Division of Motor Products Corp. 
Mr. Christ will direct the purchasing 
and production planning activities of 
the entire Gabriel organization. 


Joseph P. Ogulnick, assistant pur- 
chasing agent for the past 10 years, 
has been promoted to purchasing agent 
for Park & Tilford Distillers Corp., 





New York. He succeeds the late John 
G. Toomey. Mr. Ogulnick joined P&T 
in 1945, after 10 years as purchasing 
agent for the Schulte Retail Stores 
Corp. 


Purchasing headquarters for the 
Vanadium Corp. of America have been 
opened at the company’s executive of- 
fices, 420 Lexington Avenue, New York 
City. Director of Purchases Frederic W. 
Thomas, newly appointed Assistant Di- 
rector of Purchases. Arthur G. Paugh 
and their staffs are now located at that 
address. 


The Engine Accessories Division of 
The Parker Appliance Co., Cleveland, 
has named Walter A. Keller as division 
purchasing agent. Mr. Keller has been 
a machining estimator for the past two 
and one half years. 
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3151 


A PRODUCT OF THE COLORADO FUEL AND 


BARGAIN 


THAT BY-PASSES 


THE DISTRIBUTOR 


IS NO BARGAIN AT ALL! 





In these times of mounting production 
costs, many purchasers of industrial sup- 
plies and materials are beginning to look 
upon their distributors as an extra ex- 
pense. At first blush, it might seem 
cheaper to buy direct from the maker. 

Actually, the distributor helps both 
the buyer and manufacturer save money. 
Like this: 

He saves the buyer warehousing, 
handling and storage details, paper- 
work, provides an immediate single 
source of supply for thousands of items 
that industry needs, often in a hurry. 

He saves the manufacturer the cost 


of heavy inventory maintenance in all 
parts of the country, the expense of an 
army of salesmen, a fleet of trains and 
trucks, and a staff of credit and collec- 
tion experts. In a sense, your distributor 
represents a cooperative distribution fa- 
cility that you share with all other firms 
in your area. 

Next time you’re tempted to get a 
direct quotation from the manufacturer, 
whether on a big or small item, figure out 
all the costs—not just the first cost—and 
you'll find you gain much more, yet in 
the long run pay no more, by utilizing 
the services of your distributor. 
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INDUSTRIAL Developments 








More than half the production equip- 
t required for initial operations of 
2avenswood, W. Va., foil and sheet 
of Kaiser Aluminum & Chemical 
Corp., Oakland, Calif., has been or- 
ered. By mid-1956, the equipment is 
eduled to begin production. Under 
resent plans, the ultimate annual 
| capacity of the plant will total 
50,000,000 Ibs. of aluminum sheet and 
f products. 
The purchase of the paint spray 
siness of Kellogg Division, American 





Brake Shoe Co., has been announced 
by M & E Mfg. Co., Indianapolis. The 
purchase involved all patents, designs, 
tools, equipment and material. 


Willson Products, Inc., Readirig, Pa., 
manufacturers of sun glasses and in- 
dustrial safety equipment, has been 
purchased by Ray-O-Vac Co., Madi- 
son, Wis. 


Branches of the U. S.-Mengel Ply- 
woods, Inc., located throughout the 
south and southwest, are now operat- 


Here is part of the intricate piping at Hercules Powder Company's new oxychemical plant 
at Gibbstown, N. J. In the foreground is the pure phenol still column, utility batch still 


column, and to the right, the phenol recovery still column. 


In the background, to the 


right, are the acetone recovery area still columns. The plant produces phenol, acetone, 


56 


alpha-methylstyrene, acetophenone and hydroperoxides. 
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ing under the name of United States 
Plywood Corp. They are located at 
Atlanta, Ga.; Birmingham, Ala.; Jack- 
sonville, Miami and Tampa, Fila.; 
Louisville, Ky.; Memphis, Tenn.; Dal- 
las, Houston and San Antonio, Texas; 
Denver, Colo.; Kansas City, Kan.; New 
Orleans, La.; Oklahoma City, Okla.; 
and St. Louis, Mo. 


The Norton Co., Worcester, Mass., is 
building a new electric furnace plant 
at Huntsville, Ala. Completion of the 
$1,285,000 building is scheduled for 
January, 1956. 


Carrying on its program of expan- 
sion in the chemical field, Koppers 
Co., Inc., Pittsburgh, has purchased the 
American Aniline Products, Inc., fifth 
largest manufacturer of dyestuffs in 
the U. S. Koppers plans no change in 
the corporate name and will operate 
American Aniline as a wholly-owned 
subsidiary. It will be under the gen- 
eral supervision of Koppers’ Chemical 
Division. 


A $3,000,000 aluminum extrusion 
plant is being built in Bellwood, Va., 
14 miles from Richmond, by Reynolds 
Metals Co., Louisville, Ky. Completion 
is scheduled for early next year. The 
plant is to provide a supply source for 
the eastern market. 


Kaiser Gypsum Co., Inc., Oakland, 
Calif., is building a $5,000,000 gypsum 
board plant and plaster mill at Pitts- 
burg, Calif. The installation is sched- 
uled for operation by August, 1956. 
The plant will have an annual produc- 
tion capacity of 180,000,000 sq. ft. of 
gypsum board products and 20,000 tons 
of plaster. It will mainly serve the 
needs of northern California, northern 
Nevada and Utah. 
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Superior 
Stainless 








SuVeneer® 
Copper Clad Metal 


in modern product fabrication—wherever 
lower costs 
higher performance 
better appearance 
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are vital to sales 


The almost limitless range of fabrication provided by 

Superior Stainless and SuVeneer® Clad Metals makes 

SuVeneer® these materials truly basic in metal product design and 
Brass Clad Metal | manufacture. Each Superior coil represents precision 
Bae manufacture at its best—strip accurate in gauge, width 

and specified finish—uniform in composition—exact in 


“QUICK FACTS on Superior Strip Steels”... and temper for your particular need. Check with us/ 


ie 
“An Introduction to Clad Metals’. . . two useful, free com 
publications you should have. Write for them today! fas 





SUPERIOR PRODUCTS 


Cy 
Superior teel Hot Rolled and Cold Rolled Strip Steels 
CORPORATION * Stainless of all Analyses 


CARNEGIE, PENNS Yi Vane * SuVeneer® Clad Metals 
* Alloys, Spring Steels and Specialties 
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the best “soft” hammer 


you can buy! 
































Special processing of the tough, re- 
silient rawhide in C/R faces, controls 
the rebound to permit longer contact 
with the striking surface. This means 
C/R Jawhead hammers transmit 
greater pound force easier—do more 
work with fewer blows. SAFER for 
delicate parts and finishes, C/R water 
buffalo faces will not spark, crack, 
mar surfaces or soften during inces- 
sant use or temperature variations. 


COST LESS than most comparable 
“soft faced” striking tools. C/R Jaw- 
head hammers also have proved 
more durable under severe and con- 
tinuous heavy industrial use. And 
they cut costs through increased 
safety, speedier work and reduced 
worker fatigue. 


@ CHANGE FACES 
IN SECONDS 


Threaded collar locks 
new faces securely in 
place. They cannot 
slip, loosen or fly off, 





C/R Jawhead hammers, mallets and mauls are available from your local industrial supplier, 


: t 
emenco (rawhide MFG. CO. 


1301 Elston Ave. 


Chicago 22, Illinois 


In Canada: Distributed by Super Oil Seal Mfg. Co., Lid., Hamilton Ontario 
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A new 350-ton press which com- 
pletely automates the manufacture of 
outer housings for sealed beam head- 
light units is now in operation at the 
Lockland, Ohio, plant of The Electric 
Auto-Lite Co., Toledo. Since the press 
has been in operation, faulty pieces 
have dropped to seven-hundredths of 
one percent. The huge press, which 
takes aluminum blanks at one end, 
turns out finished housings at rate of 
nearly 1,000 per hour. 


The American Brake Shoe Co., New 
York, manufacturer of railroad equip- 
ment and industrial products, has pur- 
chased The Denison Engineering Co., 
Columbus, O., manufacturer of hydrau- 
lic presses, pumps and automatic con- 
trols. Denison is now a wholly-owned 
subsidiary of Brake Shoe. 


The purchase of a new plant to 
provide expanded production and serv- 
ice facilities has been announced by 
Prenco Products, Inc., Hazel Park, Mich. 
Prenco produces Porlox Seal for im- 
pregnation of metal castings and weld- 
ments. 


Inland Container Corp., Indianapolis, 
has nearly completed its million dollar 
converting plant at Krannert, Ga., 10 
miles west of Rome and adjacent to 
the Rome Kraft Co. When completed 
in September, it will provide facilities 
for the manufacture of corrugated boxes 
from kraft containerboard produced at 
the Rome kraft mill. jj 


The purchase of the patents and pro- 
duction facilities of Vaporized Metal 
Coatings, Inc., Roosevelt, N. J., has been 
announced by Continental Can Co., 
New York. 








Zero Mfg. Co., Burbank, Calif., manu- 
facturers of deep-drawn metal instru- 
ment cases, drawn aluminum housings 
and junction boxes, is again increasing 
its production capacity with the instal- 
lation of two new hydraulic presses. 


Youngstown Sheet and Tube Co., 
Youngstown, O., is building a new 
seamless tube mill at the company’s 
Indiana Harbor works in the Chicago 
district. 


The plant and inventory of former 
Byers Machine Co., Ravenna, O., has 
been acquired by The Thew Shovel Co., 
Lorain, O. A new subsidiary corpora- 
tion, Byers Machine, Inc., will operate 
the Ravenna works. 


Atlas Powder Co., Wilmington, Del., 
has acquired Parke Thompson Associ- 
ates, Kirkwood, Mo. Parke Thompson 
is a leading designer of fuses and 
boosters for bor ks, rockets and other 
ordnance materiel. 


Rockwell Mfg. Co., Pittsburgh, has 
opened an 81,500 sq.ft. water meter 
plant in Uniontown, Pa. The plant pro- 
duces all of Rockwell’s domestic water 
meters. 
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Skyrocketing enthusiasm of America’s homeowners for high- 
quality solid-brass lighting fixtures created a temporary bot- 
tleneck in the polishing room of Globe Lighting Products, 
Inc., one of the leaders in the field. This production problem 
coincided with the introduction of Formbrite* to the metal- 
working industry a couple of years ago. 

Globe’s acceptance of this easy-to-polish fine-grain draw- 
ing brass was immediate and enthusiastic. Results were 
highly successful from the very beginning. Work pile-ups in 
the polishing room were eliminated and polishing costs were 
cut in half on many items (see typical examples below). In 
addition, Globe learned, as have many others, that Form- 
brite provides a more lustrous finish—is harder, stronger, 
springier and more scratch-resistant, yet has remarkable duc- 
tility for forming and drawing operations. 

Surprisingly, Formbrite doesn’t cost a penny more than 
ordinary drawing brass. Why not pass the good news along 
to those who head up your engineering, design or production 
departments? Ask them to write for booklet B-39 ... or 
phone for a sales representative . . . or request a free sample 
of Formbrite to try in your own shop. Address: The Ameri- 
can Brass Company, General Offices, Waterbury 20, Connect- 
icut. In Canada: Anaconda American Brass Ltd., New 


Toronto, Ontario. 5580 
*Reg. U.S. Pat. Off. 
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FINE-GRAIN DRAWING BRASS 
an ANACONDA product 









And now the SHORT of it 
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Only 12%" and 12%" with handles 





; ~ hs 
% -» No. 123 onda” 
No. 383 


Two new leaders in the 
liong line of Stanley Drills 


Maintenance men especially, wel- 
come these new short drills, ¥%” and 
2" capacity. Here, at last, are drills 
they can take into crawl spaces, 
behind heavy machinery, in any tight 
corner, and still do the job. 


Electricians, plumbers, carpenters 
all regularly find themselves in 
close quarters where they need drill 
power packed in less-than-usual 
length. These two new Stanleys meas- 
ure 1214” and 12%” with “D” 
handles attached . . . with handles 
removed (a quick, easy job) they’re 
only 9%” and 9%”. 


[ypically Stanley in design and 
material, both drills have full anti- 
friction ball and needle bearings and 
alloy steel gears. No. 123 drills up to 
2” in steel, 196” in wood and turns 
550r.p.m. No. 383 drills ¥%” in steel, 
| 4” in wood at 800 r.p.m. Both new 
light weight short drills have the 
easily wiped, high polish, Stanley 
finish. 


HARDWARE e¢ TOOLS °e 


ELECTRIC TOOLS « 


See your Stanley distributor, or for 
further information write Stanley 
Electric Tools, 878 Myrtle Street, 
New Britain, Conn. e 











A Division of The Stanley Works 


STEEL © STEEL STRAPPING 
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Robert Gair Co., Inc. New York, 
manufacturers of shipping containers, 
paperboard and folding cartons, has 
completed a long-range expansion pro- 
gram in the south with the acquisition 
of two new companies. Gair has ac- 
quired the Southern Advance Bag & 
Paper Co., which operates a paper mill 
and bag plant at Hodge, La. Also, Gair 
now has the Great Southern Box Co., 
which manufactures shipping containers 
at three plants in Louisiana and Mis- 
sissippi. The companies will operate as 
the Southern Advance Bag & Paper 
Divisicn and the Great Southern Box 
Division. 


The Budd Co., Inc., Philadelphia, has: 
acquired a new wholly-owned subsidi- 
ary known as the Continental-Diamond 
Fibre Division. C-D-F will continue 
operation without personnel changes 
and will continue to produce its line 
of electrical insulation and plastics. 


A new corrugated box manufacturing 
plant is being built in Chicago’s south- 
west industrial district by Wabash Fibre 
Box Co., Terre Haute, Ind. Equipment 
specifications call for the installation 
of one corrugator of 40 million sqft. 
per month capacity with provision for 
the subsequent addition of a second 
corrugator, which would double the 
plant’s capacity. Construction of the 
plant is scheduled for completion by 
November. 


Marmon-Herrington Co., Inc., Indian- 
apolis, has completed negotiations for 
the purchase of the Cardox Corp., Chi- 
cago. Cardox manufactures chemicals, 
mining equipment, fire-fighting equip- 
ment, and agricultural equipment. Car- 
dox will be operated as a separate cor- 
poration. 


A new, $1,200,000 plant is being built 
at Belmont, Calif., by Dalmo Victor Co., 
San Carlos, a wholly-owned subsidiary 
of Textron American, Inc. It will bring 
under one roof all of the electronic 
firm’s present facilities. Anticipating fu- 
ture expansion, the building is being 
designed to accomodate up to three 
times the compar-y’s present production 
capacity. 


A new electronic engineering firm has 
been formed under the name, J. P. 
Dunnett and Associates, at 18520 Con- 
ant, Detroit. 


International Resistance Co., Phila- 
delphia, has purchased Emec, Inc., Seat- 
tle, Wash. Emec, Inc., manufactures 
magnetic clutches for electronic and 
electrical applications. 


Industrial Associates, Inc., Los An- 
geles, has been purchased by Dumont 
Aviation Associates, Long Beach. Per- 
sonnel and physical assets of Indus- 
trial Associates have been moved to 
Dumont’s Long Beach plant. Industrial 
will operate as a division of Dumont. 
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; handles EVERY welding 
a ; 
: d heating job : 
: an eating jo 
x . 
NO OTHER SINGLE BLOWPIPE OFFERS ° 
aS * S 
i- THIS EXTENSIVE RANGE! ; 
id ; 
“ Anyone whose daily work includes welding and heating will readily : 
1€ appreciate the amazing wide range and versatility of the new OxwELD . 
W-45 Blowpipe. Its 18 head sizes (2 to 300 cu. ft. per hr. capacity) provide " 
a perfect flame for every metal thickness. Light sheet to heavy plate, ° 
- one blowpipe does it all! ° 
re : ; : . — . 
at From chrome-plated tip to offset hose connections, the W-45 shows the . 
“ results of over a decade of development work by LINDE engineers. Its : 
. exclusive “‘jiffy-lock” heads, “form-fit” handle, and advanced styling are . 
id as modern as guided missiles and atomic power. ““O” ring gas seals, flame- 
1€ “¥.* . . » . . . 
1e stabilizing mixers of improved type, and many other innovations put this ° 
; . 
" blowpipe far ahead of the field in economy, ease of operation, and low- . 
5 . 
cost maintenance. : 
\- See for yourself how you can enjoy tomorrow’s operating standards ; 
_ . today with an OxweLp W-45 Blowpipe. Ask your LINDE representative for . 
s, a demonstration, or write for free booklet, F-8684. z 
)- ° 
i " niin 
lt 
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n 
> CW-45 Cutting Attachment adapts the W-45 Blowpipe for 
a cutting steel up to 8 inches thick. 
i- 
“ Linde Air Products Company 
d A Division of Union Carbide and Carbon Corporation 
30 East 42nd Street CC New York 17, N.Y. 
bie Offices in Other Principal Cities 
" in Canada: LINDE AIR PRODUCTS COMPANY 
‘- Division of Union Carbide Canada Limited, Toronto So 
* | (formerly Dominion Oxygen Company) ee 
c The terms “‘Linde’”’ and ““Oxweld”’ are registered trade-marks of Union Carbide and Carbon Corporation. 
' 
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Find 
Suppliers Fast 
In The 


‘Yellow Pages’ 


\) 











The handy ‘Yellow Pages’ of the telephone 
directory provide PA’s with many important 
details regarding supplies and equipment they 
need — as well as the names, the addresses and 
telephone numbers of suppliers. 


Such helpful buying information is quickly 
and easily found ...and then a telephone call is 
all that is needed to get fast action. 
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The F. W. Wakefield Brass Co., Ver- 
milion, O., has changed its corporate 
name to The Wakefield Co. 


Southco Division, South Chester Corp., 
Lester, Pa., has purchased the working 
assets of Lion Fastener, Inc., Honeoye 
Falls, N. Y. 


The transfer from Pittsburgh of all 
departments forming the general offices 
in the U. C. of Ruud Mfg. Co., Kalama- 
zoo, Mich., has been completed. 


Inland Steel Co., Chicago, has started 
a five-year dredging project which will 
precede actual mining of iron ore from 
the company’s ore property near Atiko- 
kan in western Ontario. Both open-pit 
and shaft mining will be done, once 
the dredging operation is completed. 
When in full operation, about 1969, the 
mine is expected to produce 3,000,000 
tons or more annually of high grade 
iron ore. 


The American Pulley Co., Philadel- 
phia, has purchased the assets of 
Safeway Industrial Equipr-~nt Corp., 
Chicago, manufacturer of manually 
and electrically operated hydraulic lift 
trucks. Manufacturing and engineering 
will eventually be moved to the Ameri- 
can Pulley facilities in Philadelphia. 


The name of The Alpha Corp., Stam- 
ford, Conn., has been changed to The 
Alpha Molykote Corp. 


Mid-Western Industries, Inc., Wichita, 
has entered into a sales agreement with 
Massey-Harris-Ferguson, Inc., for the 
distribution of farm and _ industrial 
products made by Mid-Western. Under 
terms of the agreement, Davis front-end 
tractor loaders and back-hoes designed 
and made for Ferguson and Massey- 
Harris tractors will be merchandised 
and sold exclusively through Massey- 
Harris-Ferguson outlets in the U. S. 
The Davis Pit-Bull, an industrial ma- 
terials handling and excavating machine 
will be sold through a nation-wide net- 
work of M-H-F industrial dealers. 


Start of construction by Newport 
Steel Corp., Newport, Ky., of two ingot 
preheating furnaces as part of the mill’s 
program for a further increase in pro- 
duction capacity is well under way. 
The additional facilities are being in- 
stalled in the Wilder, Ky., plant sec- 
tion housing Newport’s new reversing 
hot strip mill, and will complement 
the six circular soaking pits which 
now service the hot rolling operation. 
Newport has also returned to opera- 
tion two more of its seven open hearth 
furnaces. A total of three electric and 
five open hearth furnaces are now in 
service. 


The Snap-On Tools Corp., Kenosha, 
Wis., is adding 45,000 sq.ft. of floor 
space to its plant in Mt. Carmel, II. 
The addition is scheduled for comple- 
tion in September, this year. 
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< HOW TO USE STANDARD HALLOWELL UNIT WORK BENCHES 
AND ACCESSORIES IN PLANT MODERNIZATION 
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Ill. BENCHES (CABINET, WORK, UNIT) « STOOLS AND CHAIRS « SHOP DESKS « TOOL 
STANDS AND CABINETS « DRAWERS, DRAWER TIERS « STEEL CARTS « SHELVING 
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SAVE $155 PER TON with 
WicroReld’ STAINLESS STEEL 


7°4 Per Lb. Price Differential Between Types 
430 and 302 Results In This Substantial Savings 


By specifying MicroRold Type 430 stainless steel for suitable applications, 
stainless steel buyers can take advantage of the 7*s¢ per pound difference 
in price between Type 430 and Type 302 stainless. A saving of $155 per 
ton merits consideration. Type 430 is a straight chromium-stainless with a 
nominal composition of 17% Chromium. During the Korean conflict, 
Type 430 was used extensively, due to government restriction on nickel- 
bearing stainless. 


WIDE USE FOR TYPE 430 


While Type 430 does not possess the same degree of corrosion resistance 
as Type 302, it has proven very satisfactory in a wide range of mild 
corrosion applications, both interior and exterior. It lends itself to a multi- 
tude of decorative and functional uses combining all the advantages and 
qualities of stainless steel — beauty, strength, corrosion resistance, long 
life, workability and ease of maintenance. Considering the price advantage, 
with no sacrifice in quality when applied properly, stainless steel buyers 
will find MicroRold Type 430 a worthwhile material for an impressive 
number of stainless steel applications. 


Washington Steel 
Corporation 


WASHINGTON PENNSYLVANIA 
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: for quality 


SAVE ON RAILS |<" 


BUY BUY “GUARANTEED - RELAYERS” 








Handle more cars better — spend less 
to install and maintain with Relayers 
from Foster. “Open-stock” shipments 
from Foster warehouses, all sections 
12# thru 1754 — plus Switch Materi- 
als and Track Equipment items. 

Send catalogs (] Rails () Track Equipment 
| Send Free ‘Track Maintenance’ Book P-8 


yA B 


PITTSBURGH 30 | , NEW YORK 7 









SCREW & SPECIALTY CO. 
450 BROOME STREET, DEPT. P 








CHICAGO 4 HOUSTON 2 NEW YORK 13, N. Y. 
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A new patenting furnace has been in- 
stalled at the Roebling, N. J., works 
of the John A. Roebling’s Sons Corp., 
Trenton, N. J. 


The Colson Corp., Elyria, O., has be- 
come a wholly-owned subsidiary of 
Great American Industries, Inc., Meri- 
den, Conn. Colson will retain its cor- 
porate identity. 


The W. H. Long Co., Inc., York, Pa., 
has changed its name to Adams Associ- 
ates, Inc. 


The establishment of Nuclear Mag- 
netics Corp., Boston, as a new sub- 
sidiary of The Perkin-Elmer Corp., 
Norwalk, Conn., has been announced. 
Nuclear Magnetic will market a com- 
plete line of nuclear magnetic resonance 
equipment. 


The number two blast furnace at the 
Fontana mill of Kaiser Steel Corp., 
Oakland, Calif., is back in production 
after completion of one of the fastest 
relining jobs in the history of the indus- 
try. The iron-producing facility was 
completely relined in 34 days. 


Start of a further phase in its three- 
year-old defense-supporting expansion 
of aluminum sheet rolling facilities at . 
its Davenport works has been an- 
nounced by Aluminum Co. of America, 
Pittsburgh. This latest step calls for 
a $20 million installation of the widest 
hot sheet rolling mill ever designed 
and built for the aluminum industry. 
It is expected to be in operation in 
1957. 


The Buckeye Soda Co., Painesville, O 
has been liquidated and its administra- 
tive operations absorbed by Diamond 
Alkali Co., Cleveland. Formed in 1923 
and operated since as a subsidiary of 
Diamond, The Buckeye Soda Co. has 
been producing and packaging chemical 
specialties for the grocery, drug and 
industrial maintenance supply fields. 
Purchasing, sales and allied activities 
are being handled at Diamond’s Cleve- 
land offices. Production and shipping 
continues at Painesville. 


The purchase of Kuchler-Huhn Co., 
Inc., Philadelphia, manufacturer of me- 
chanical seals for rotating shafts in jet 
engines, gas turbines and other high- 
speed, high-temperature equipment, has 
been announced by Koppers Co., Inc., 
Pittsburgh. K-H will be operated as 
a department of Koppers Metal Prod- 
ucts Division, which has its headquar- 
ters in Baltimore. 


Consolidated Chemical Industries Inc., 
New York, one of the world’s largest 
producers of sulphuric acid, has put on 
stream a large sludge acid regenera- 
tion unit at its Baytown, Texas, plant. 
A second unit also went on stream at 
Houston in mid-June. The units are 
capable of producing strong, white acid 
from any spent sulphuric acid, regard- 
less of hydrocarbon content. 


PURCHASING 
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DE ei can help solve 
FIELD your pumping problems 


REPRESENTATIVE 





Profit by his sound, versatile 
experience. He can aid you 
in selecting the IMO Pump 

you need ... give you facts 
and figures on performance 
... bring valuable judgment 
to bear on your specific 


fluid handling application. 





For example, De Lava!-IMO Series A313B Pump handles light or viscous 
fluids in hydraulic systems, rotary and steam atomizing oil burners, lubrication, 
governing systems and similar services. Use it for capacities to 
80 gpm, pressures to 275 psi and intermittent pressures to 325 psi. 





IMO Rotary Pumps have only 3 moving parts. There is 
nothing to get out of order, nothing to adjust. IMO 
Pumps are also easy to install. They can be direct-con- 
nected to electric motors, turbines or other high speed 
drivers, without reduction gearing, belts or chains. 


Rotors are in hydraulic and dynamic balance. That 
means pulsation free operation—no churning, no 





DE LAVAL 


pocketing, no intermittent strokes. The natural smooth 
rolling action of IMO rotors eliminates noise, vibration 
and hydraulic whine. 


Models can be furnished for almost any fluid handling 
problem in capacities to 750 gpm and pressures to 1,500 
psig. Ask for Bulletin LG-A which gives data in chart 
form on the wide range IMO line. 


IMO Pumps 


DE LAVAL STEAM TURBINE COMPANY 


Outre? 


Avucust, 1955 


807 Nottingham Way, Trenton 2, N. J. 








NEW Reliable Product 
from an OLD Reliable Firm 







Pereieiie Hi, Guy! 
Better Buy Hi-Dri 


BMA for a better buy ! 














ea 


WAVERLY 


7 Fa / Pore FOR SAFE, CLEAN, 
t | Dr f OIL-FREE FLOORS 


IT’S A BETTER BUY and HERE’S WHY: 
New Hi-Dri...high in QUALITY ! 
New Hi-Dri... high in ABSORPTION ! 
New Hi-Dri...high in VALUE! 

New Hi-Dri...high in COVERAGE ! 


Clip and mail coupon for FREE SAMPLE 


all-purpose 
Oi! and grease absorbent 


——— A 





We'd like to TRY WAVERLY HI-DRI, so send a 
free sample and literature without obligation to: 


WAVERLY 


Petroleum 





ee | 








Products ws 
Company Individual 
1724 Chestnut Street C 
ompany 
Philadelphia 3, Pa. 
/ SIN om 3 Street 
1880 City Sense 
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NEWS OF YOUR SUPPLIERS 





John Bermingham, formerly a sales 
representative for E. F. Houghton & 
Co., Philadelphia, has been made 
western sales manager for the com- 
pany. He will headquarter in San 
Francisco. 


J. H. Williams & Co., Buffalo has 
announced three sales changes. Dale 
Bethke, formerly a Williams repre- 
in Michigan, 


sentative is now the 








J. W. Murray 


Chicago district manager for the com- 
pany. Marshall H. Durston, who han- 
dled Williams products for the Pitts- 
burgh and West Virginia territory, 
takes over as sales representative in 
Michigan, and John W. Murphy be- 
comes sales representative in western 
Pennsylvania, West Virginia, south- 
eastern Ohio and northeastern Ken- 
tucky. 


Wolverine Tube, division of Calumet 
& Hecla, Inc., Detroit, has announced 
that J. H. Smith, east central district 
sales manager, has been transferred 
to Detroit, new headquarters for the 
district. Replacing Mr. Smith in Day- 
ton is R. B. Flynn, who has assumed 
the duties of territorial supervisor. 
Jack Gavigan, former sales representa- 
tive in Louisville, replaces Mr. Flynn 
in Detroit, and Jack Sheenhan replaces 
Mr. Gavigan in Louisville. 


Harold Nutt has been elected presi- 
dent and general manager of the Borg 
& Beck Division, Borg-Warner Corp., 
Chicago. 
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Printed circuit panel courtesy 
of Admiral Corporation 


Brass Snap-in Terminals — 
key to automatic circuit wiring 


Bridgeport High I.Q. Brass permits automatic, Inner Qualities of this alloy is its controlled temper 
high-speed insertion of miniature terminals into —exactly what is needed to meet the critical tension 

‘ ie tolerances for this precision machine assembly. 
printed circuit panels. 


The use of this alloy by Malco is another example 
Malco Tool and Manufacturing Company of Chicago of how Bridgeport’s High I.Q. alloys are helping to 


designed and manufactured these ingenious printed improve products and lower manufacturing costs in 
circuit components and the fully automated machines a wide variety of industries. To find out how Bridge- 
for inserting them into printed circuit panels. To port alloys can help in your particular application, 
make these precision components for the television, call the Bridgeport office near you. They'll give you 
radio and electronic industries, Malco uses Bridge- complete information and the help of Bridgeport’s 


port’s High I.Q. Brass Alloy No. 37. One of the High Technical Service on your metals and methods. 


~ wi BRIDGEPORT BRASS 


Offices in Principal Cities » Conveniently Located Warehouses 


Bridgeport Brass Company, Bridgeport 2, Connecticut > In Canada: Noranda Copper and Brass Limited, Montreal 
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A. O. Smith welding | 


ve frame and gear box bonus 
igth—guts to withstand extreme 
ishment—Caterpillar welds with 
O. Smith’s SW-35 electrodes. 
35 (E-6020) electrodes produce 
fillets without undercut, are 
| for downhand welding, too. 

















A. O. Smith SW-17 electrodes are 
used to complete the mighty D9’s 
frame. These AWS Class E-6012 
electrodes lend themselves to heavy 
production welding... possess great- 
er built-in toughness than other elec- 
trodes in their class. 


Critical parts of the D9’s steering 
clutch case are welded with A. O. 
Smith SW-15 electrodes. High heat 
and high speed combine with stand- 
out performance in all positions to 
make these the finest universal elec- 
trodes in AWS Class E-6013. 


PuRCHASING 











electrodes help build 


~ worlds biggest 
crawler tractor 


CATERPILLAR DY TRACTOR 


Built for brutal service . . . this the mightiest 
of all crawler tractors delivers 230 turbo- 
charged horsepower at the drawbar. 












Reliable performance on the world’s tough- 
est projects results from Caterpillar’s engi- 
neering and manufacturing skill... unfailing 
insistence on quality. The company is famous 
for using only the finest materials and com- 
ponents. For years, they have been among 
the largest users of A. O. Smith electrodes. 


NOTE! A. O. Smith supplies three kinds 
of welding electrodes for use in the manufac- 
ture of the world’s biggest crawler tractor — 
the D9. These electrodes are favorites with 
the welding operators who work on the D9 
line. Of course, all three electrodes were se- 
lected after thorough testing . . . after they 
had proved their ability to produce Cater- 
pillar-quality welds all the time. 


If welding quality is on your mind, too, it 
will pay you to investigate A. O. Smith elec- 
trodes. See the representative who calls on 
you... or write A. O. Smith Corporation, 
Welding Products Division, Milwaukee 1, Wis. 


PRODUCED BY WELDERS FOR WELDERS 
Because welding is our full-time business, we offer you America's 
top line of welder-proved electrodes, machines and accessories. 





Through research ...a@ better way 











The man ee 
from 
eering A. O. Smith... e * 
rAd Erv Steidl is the representative who ste Cater- oR ® Oe AY t oe 
4 pillar select the right A. O. Smith electrodes for use 
canaxs on the D9. Not just a salesman — but a trained WELDING PRODUCTS DIVISION 
“4 ” welding consultant — the man from A. O. Smith Milwaukee 1, Wisconsin 
_—_ will be glad to help you with your welding problems. INTERNATIONAL DIVISION: MILWAUKEE 1. WIS. 
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Today... As Then... the Best Way 
to Move Long-Distance 


The Mayflower of today is your Mayflower. It’s the great, 
nation-wide system that makes long-distance moving of house- 
hold goods safe and easy. It’s at your service, and at your com- 
pany’s service to take the work and worry out of moving. 
That’s what you want... that’s what your employees want. 
Mayflower assures it for both of you. Today, Mayflower han- 
dles more moves over longer distances than any other mover. 
Why not check your organization now to see that Mayflower 
is consulted whenever there’s long-distance moving to be done? 


AERO MAYFLOWER TRANSIT CO., INC. « INDIANAPOLIS 


Mayflower’s organization of selected warehouse agents provides on-the-spot rep- 
resentation at the most points in the United States and Canada. To locate your local 
Mayflower agent look in the classified section of your telephone directory under 
“Moving,” or call Western Union by number and ask for Operator 25. 







ge one Maytlower§’ 


NATION-WIDE FURNITURE MOVERS 
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Two appointments to the sales staff 
have been announced by Heller 
Brothers Co., Newcomerstown, O. Jack 
Royce is the territory representative in 
the Philadelphia area. Walter Dawson 
is the sales representative in the Chi- 
cago area. 


The C. J. Gaskell Co., Inc., Memphis, 
is now a sales representative for J. F. 
Pritchard and Co. of California, Kansas 
City, Mo. Gaskell will cover western 
Tennessee, southwestern Kentucky, 
northern Mississippi, northeastern Ar- 
kansas, and southeastern Missouri. 


Edward F. Brewster has joined the 
Acoustical Department of The Celo- 
tex Corp., Chicago, in sales and mer- 
chandising of the company’s trans- 
lucent ceiling panels. 


L. O. F. Glass Fibers Co., Toledo, 
has announced three new appointments. 
Hugh W. Paul is now manager of tech- 
nical sales service. The new manager 
of bonded mat sales is Milton W. 
Gregory. And, Fred W. Segerstrom 
takes over as manager of transportation 
sales. 


Dr. William H. Bowman has been 
appointed assistant general manager 
of the Organic Chemicals Division, 
American Cyanamid Co., New York. 


The R. L. Guimont Co., Indianapolis, 
has been made a representative by the 
Freelend Gauge Co., Detroit. Guimont 
will cover Indiana, except Lake County, 
the southwest portion of Ohio, and the 
north and west sections of Kentucky. 


Robert M. Johnson has been ap- 
pointed district sales representative for 
Leschen Wire Rope Division, H. K. 
Porter Co., Inc., St. Louis. His territory 
includes all of New England and east- 
ern New York. 


Vernon R. Quinby is division man- 
ager of the Industrial Associates Divi- 
sion, Dumont Aviation Associates, Long 
Beach, Calif. 


W. A. Mecca has joined DuAir Screw 
Corp., Gardena, Calif., as general sales 
manager. 


Gar Wood Industries, Inc., Wayne, 
Mich., has named Harold H. Hippler as 
general sales manager. 


The Pressed Metal Division, The 
Stanley Works, New Britain, Conn., 
has appointed Robert C. Fenton, Jr., as 
a sales representative. Mr. Fenton will 
cover Ohio, western Pennsylvania and 
western New York. 


J. E. Hachten Co., San Gabriel, Calif., 
is now the west coast representative 
for Condenser Products Co., division of 
New Haven Clock & Watch Co., New 
Haven, Conn. Condenser Products makes 
capacitors, high voltage power supplies, 
pulse forming networks, and transform- 
ers. 

For More Information Circle No. 300 
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KOPPERS 
WwW 


tative 


<= | Koppers Plastics 


Sales Offices: NEW YORK + BOSTON PHILADELPHIA - 


TS DyYLITE* FOAM PACKAGE you see bouncing down 
the stairs contains a 10 watt light bulb. The bulb 
is safe because the plastic foam package absorbed the 
bumps and jars — took the beating for the bulb. This 
is illustrative of the use of this versatile material for pack- 
aging large or small complex-shaped items. 

Attractive and colorful display packages can be made 
quickly and easily in multi-cavity molding machines 
from Dylite plastic. You simply pour the plastic beads 
in the mold, apply heat, and they puff up to fill the entire 
cavity. The finished package is smooth, strong and light 
weight. 

Products packed in Dylite polystyrene foam will be 
protected against temperature extremes and moisture 
because Dylite foam has outstandingly low temperature 
insulation and water resistant properties. 

Dylite expandable polystyrene can also be used as a 
sandwich-type core between sheets of various materials 
such as metal, wood or plastic. 

For more information about Dylite expandable poly- 
styrene write to the Koppers Company, Inc., Chemical 
Division, Dept. P-85, Pittsburgh 19, Pennsylvania. 

*Koppers Trademark 


ATLANTA + CHICAGO + DETROIT + HOUSTON + LOS ANGELES 
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America’s First 


Wire Fence—since 1883 
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e You need a fence if your property lacks protection against 
common hazards. And you certainly want time-tested quality in the safe- 
guard you provide. Whether you choose heavily galvanized Copper- 
Bearing Steel, corrosion-resisting Aluminum, or long-lasting Stainless 
Steel, PAGE Fence is quality controlled from raw metal to rugged fence 
erected on metal posts deep-set in concrete. Available are 8 basic styles, 
varied by heights, types of gates, top rails, and barbed wire strands for 
added security. Finally, your PAGE Fence will be expertly erected by 
a reliable, technically trained firm. For important fence data and name 
of nearest PAGE firm— 








Write to PAGE FENCE ASSOCIATION, Monessen, Pa., or look in 
Thomas’ Register forlisting of Page Chain Link Fence Distributors under"‘"PAGE 
STEEL AND WIRE DIVISION,”’ or see MacRae’s Blue Book for listing under ‘ 
"FENCING, WIRE, LINK,’’ or consult Sweet’s Industrial Construction File. 


PRODUCT OF PAGE STEEL & WIRE DIVISION OF AMERICAN CHAIN & CABLE COMPANY, INC, 
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MANY DUTIES ¢ ALL WELL BOE 


A Versatile Performer 
Wherever Liquids are Used 


TYPE GGU S 
Aurora Side a 
Suction Centrifugal Pump 


Discharge may be at any of 
eight positions. Only the 
pump end need be of special 
metals to handle corrosives. 
Combines numerous quality 
features for extra years of 
service, Capacities to 1800 
G.P.M.; Heads to 190 ft. 
Write for Bulletin 107-M. 





DISTRIBUTORS IN PRINCIPAL CITIES 


AURORA’? PUMP oivision 


THE NEW YORK AIR BRAKE COMPANY 


12 LOUCKS STREET ° AURORA > ILLINOIS 
For More Information Circle No. 302 on Inquiry Card—Page 17 








Don D. Sheriff is now a sales and 
service representative for Lewis-Shep- 
ard Products, Inc., Watertown, Mass. 
He will handle the company’s products 
for the state of Oklahoma. 


William J. Davies is now district 
manager of the Cleveland office for 
Worthington Corp., Harrison, N. J. 


L. W. Smith has beer’ appointed 
manager of the Distributor Sales Divi- 
sion, Leece-Neville Co., Cleveland. 
Leece-Neville manufactures alterna- 
tor-rectifiers systems, generators, mo- 
tors and voltage regulators for auto- 
motive, marine, aircraft and industrial 
use. 


L. O. F. Glass Fibers Co., Toledo, O., 
has announced two sales promotions. 
Stewart W. Schulmeyer is now sales 
manager in charge of electrical sales. 
He will supervise sales of the com- 
pany’s glass textile yarns to the elec- 
trical trade from his headquarters in 
Toledo. George L. Smead, also head- 
quartered in Toledo, has been made 
sales manager of glass fiber reinforce- 
ment products. He will supervise the 
sale of glass fiber yarn and roving 
products used as reinforcements in the 
plastics industry. 


Six new dealers have been appointed 
to sell and service the Michigan line 
of tractor shovels and excavator cranes 
produced by the Construction Ma- 
chinery Division, Clark Equipment Co., 
Benton Harbor, Mich. They are: 
Stephens Equipment Co. for central 
Iowa, R. E. Common Equipment Co. for 
west-central Illinois, Machinery Outlet, 
Inc., in central and western Kansas, 
and Totem Equipment Co. for Wash- 
ington (except for five southwest 
counties) and northern Idaho. Also, 
West Virginia Tractor and Equipment 
Co. in West Virginia (excepting the 
counties of Marshall, Ohio, Brooke, 
Hancock, Morgan, Berkeley and Jeffer- 
son), and Barker Equipment Co. for 
the province of New Brunswick, Can- 
ada. 


International Resistance Co., Phil- 
adelphia, has appointed Frank Van 
Gilder as assistant sales manager, Mer- 
chandise Division. 


Harry W. Cyphers, Jr., has joined 
the Chemical Division of the Borden 
Co., New York, as sales manager of 
its Durite Dept. in Philadelphia. 


Einar F. Anderson has been named 
eastern sales manager for adhesives 
by the Plastics Division, Monsanto 
Chemical Co., Springfield, Mass. He 
will have the sales responsibility for 
Monsanto’s resin and protein adhesives 
east of the Rocky Mountains. 


The Wheelco Instruments Division, 
Barber- Colman Co., Rockford, Ill., has 
moved its Chicago office to 6610 N. 
Sheridan Rd., Chicago 26. 


PuRCHASING 





ted 


nes 
fla- 
Co., 
are: 
tral 

for 
‘let, 
sas, 
sh- 
yest 
lso, 
ent 


ke, 
fer- 

for 
‘an- 


hil- 
Van 
[er- 


ined 
‘den 
r of 


med 
ives 
anto 
He 
for 
sives 


SING 





FIRST WE DEVELOPED 1105S ROPE WIRE. 





THEN WE MADE ROEBLING’S 





WIRE| NOOS5 ROPE 


1105 takes Royal Blue out of the ordinary wire rope class. 


1105 is a rope wire that’s new —that's stronger. It’s the biggest news in 
many years. 


1105 is the result of more than a century of research and development—it’s 
the wire that gives Roebling Royal Blue the stamina that pays off in service. 


Contact your Roebling distributor or write us for the full story. 


ROE Ee LiIRnic&e& 


Subsidiary of The Colorado Fuel and Iron Corporation 


ef 


JOHN A. ROEBLING’S SONS CORPORATION, TRENTON 2, N. J. erancHes: ATLANTA, 934 AVON AVE. » BOSTON, 5S! SLEEPER ST. + CHICAGO, 5525 w. 
ROOSEVELT RD. + CINCINNATI, 3253 FREDONIA AVE. «+ CLEVELAND, 13225 LAKEWOOD HEIGHTS BLVD. + DENVER, 4601 JACKSON ST. + OCETROIT, 916 
FISHER BLOG. + HOUSTON, 6216 NAVIGATION GLVO. «+ LOS ANGELES, 5340 €. HARBOR ST. + NEW YORK, 19 RECTOR ST. + GDOESSA, TEXAS,1920 €. ZNO 
ST. © PHILADELPHIA, 230 VINE ST. © SAN FRANCISCO, 1740 17TH ST. * SEATTLE, 900 1ST AVE. S. © TULSA, 321 N. CHEYENNE ST. © EXPORT 
SALES OFFICE, 19 RECTOR ST., NEW YORK 6, N. Y. 


Avcust, 1955 
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ATIONAL FOLDI NG BOX 


Ss Se ee PAN Y=. 
SUBSIDIARY OF FEDERAL PAPER BOARD COMPANY. INC. 


Orrices: CHRYSLER BUILDING, NEW YORK 17, N.Y.; NEW HAVEN AND VERSAILLES, CONN.; BOGOTA, N.J.; 
BOSTON AND PALMER, MASS.; STEUBENVILLE, OHIO: PHILADELPHIA AND PITTSBURGH, PA. 
'G BOX PLANTS: BOGOTA, N.J.; NEW HAVEN AND VERSAILLES. CONN : PALMER, MASS.; STEUBENVILLE. OHIO; PITTSBURGH, PA. 
BOARD MILLS: BOGOTA. N. J.;: NEW HAVEN, MONTVILLE AND VERSAILLES, CONN.; READING, PA.: STEUBENVILLE. O.; WHITE HALL, MD, 
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The Seymour Mfg. Co., Seymour, 
Conn., has named General Copper & 
Brass Co. its exclusive distributor in 
the greater Philadelphia area. The 
distributorship also covers’ eastern 
Pennsylvania, Delaware and southern 
New Jersey. 


Sig Strauss has been appointed na- 
tional sales manager by Larkin Welder 
& Machine Co., Brooklyn. 


The R-P&C Valve Division, Ameri- 
can Chain & Cable Co., Bridgeport, 
Conn., has named G. J. Helfrich as 
district sales manager for the newly 


G. J. Helfrich E. A. Antonelli 


J. W. Swanagon 


established Detroit office. Mr. Helfrich 
had been Chicago district sales man- 
ager since 1939, and will be replaced 
there by E. A. Antonelli, former south- 
eastern district sales manager. Mr. An- 
tonelli’s replacement, at Atlanta, is 
J. W. Swanagon, sales representative in 
Florida and Georgia for the past three 
years. 

The Powell Equipment Co., Houston, 
Texas is now a manufacturer’s repre- 
sentative in southeast Texas for the 
boilers and equipment _ produced by 

<) 


Cleaver-Brooks Co., Milwaukee. 
Townsend Wheeler has been appoint- 
ed central New York regional sales 
representative by Russell, Burdsall & 
Ward Bolt and Nut Co., Port Chester, 
N. ¥Y. Mr. Wheeler will headquarter 
in Syracuse and will supervise sales in 
the Albany-Buffalo area. 


Gordon T. Graham has been made 
manager of marketing, acccording to 
an announcement from the Small Inte- 
gral Motors Department, General Elec- 
tric Co., Schenectady. 


PuRCHASING 





ich 


an— 


th- 


ING 








Photo courtesy Mag- 
netic Metals Co. shows 
automatic production 
of power transformer 
laminations with DIE- 
CARB dies. 





Mr. Tooley Says: 


Thore ane two sidos to avery question’ 


CROMOVAN 


HIGH CARBON— 
HIGH CHROME STEEL 


@ Tougher edge 


® Better edge wear 
®@ Safe to heat treat 
@ Easier to machine 


DIECARB 
THE HIGH PRODUCTION CARBIDE 


@ Made expressly for blanking 
and lamination dies. 


®@ High resistance to shock and abrasion. 
®@ Low regrinding cost. 
® Greater production per die life. 


The question of which die material to use for blanking and 
laminating operations involves a choice of either stee/ or carbide. 
Consideration must be given to the factors which determine die 
life, such as abrasiveness of the material to be worked, burr limit, 
distortion of product or elimination of subsequent machining 
operations. 

In the selection and purchasing of die materials, Firth Sterling 
offers you unique advantages because it manufactures both steel and 
carbide. From one dependable source of supply you are assured of 
completely zzbiased recommendations and the right steel or car- 
bide or both for every die making need. 

Typically, Firth Sterling DIECARB and Firth Sterling 
CROMOVAN (die steel) are widely used for blanking and 
laminating operations, depending upon job requirements. Write 
today for literature and unbiased recommendations for your 


specific needs. 


VISIT OUR BOOTH 837 PRODUCTION ENGINEERING SHOW 


Firth Ss te dine g PRODUCTS OF FIRTH STERLING asm 


—INC— 


R-310 





Tool & Die Steels 


GENERAL OFFICES: 3113 FORBES ST., PITTSBURGH 30, PA. Stainless Specialties 


MILLS: McKEESPORT, TRAFFORD, DETROIT, HOUSTON 
OFFICES AND WAREHOUSES*: BIRMINGHAM CHICAGO* CLEVELAND DAYTON DETROIT* HARTFORD* 
HOUSTON LOS ANGELES* NEW YORK PHILADELPHIA PITTSBURGH WASHINGTON WESTFIELD,N.J. 





CALL YOUR FIRTH STERLING DISTRICT OFFICE OR DISTRIBUTOR. ASK MR. TOOLEY 
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YOUR PRODUCTS 
SET sass. 


Custom Compression 
Molding 


EFFICIENCY 


KUHN & JACOB, with a reputation for efficiently han- 
dling all problems in custom compression molding will main- 


tain the high product standards you set in modernizing your 
product. 


With practical tool and die, and molding experience, 
KUHN & JACOB offers you every delivery advantage so 


that your new products can be promptly introduced. 


The vast KUHN.& JACOB experience and knowledge is 
at your disposal—you can be sure that all possible savings 
will be yours. 


Write on your letterhead for copies of two new booklets: “How 
to Buy Custom Molded Plastics” and “Plastics.—The Story of an 


Industry’. 


KUHN & JACOB 


1221 Southard Street Trenton, New Jersey 
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Cost Saving Ideas 








Off-the-Shelf Carbide Tool 
Cuts Downtime Cost 


By using off-the-shelf carbide 
tools for flash trimming during its 
tube forming operation, Bissell Car- 
pet Sweeper Co., Grand Rapids, has 
increased production by 10% and 
saved the extra cost of a special tool. 
Flash trimming after welding was 
wearing steel tools rapidly due to 
high heat (2400F) and continuous 
cutting. Operations stopped for 10- 
15 minutes after running 1000 ft of 
tubing for a tool change. Using 
Carboloy tools, runs of 13,000 ft. of 
tubing are possible. 


Bos 


Fork Truck Replaces ‘Forbidden’ 
Trailer Truck in Crowded Area 


Moving 21 filing cabinets from 
the crowded Loop area to a large 
trailer truck, forbidden in the Loop, 
posed a big problem for Amstadter 
Storage & Van Co., Chicago. Using 
a Mobilift fork truck, two men 
loaded the 21 files in a small truck, 
moved them from the Loop and 
transferred them to a big trailer 
truck in 3 hours. In addition to the 
“special” job, Amstadter uses the 
fork trucks to solve the company’s 
warehouse problem—the absence of 
a loading dock. 
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You can't beat the combination of the RIGHT horsepower, the RIGHT 
shaft speed, the RIGHT features all in one compact power unit that 
you can use RIGHT where you want it. It's the best way and the easiest 
way to select your power drives because you purchase one unit, handle 
one unit in your receiving, production, or maintenance departments 

, set one unit in place and you're ready to go. 

Master Motors, available in thousands and thousands of ratings 
{% to 400 HP) give you the widest selection of electric motor drives 
in the nation . . . permit you to use a power drive that will add greatly 
to the compactness, appearance, safety and economy of each of your 
applications. 

Use Master Motors to increase the salability of your motor-driven 
products . . . improve the economy and productivity of your plant 


equipment. They're the horsesense way to use horsepower. 


THE MASTER ELECTRIC COMPANY ® DAYTON 1, OHIO 
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DRILL PRESS 


-4.UU 


read 


AIR FEED 













Ye” drill operates on 5 
Ibs. to 7 Ibs. air pressure; 
¥2” drill on 20 Ibs. to 25 
Ibs. air pressure. Feed 
pressure at drill point 
averages 14x greater than 
air pressure, i. e. air 
pressure at 20 psi delivers 
280 psi at drill point. 





oN 


Major components of new W-T Air 
Feed. No “electrics”. No “hydrau- 
lics”. Installs in about 10 minutes, 
no machining necessary. Just con- 
nect to nearest air supply. 














PAT. PENDING 





Ingenious Air Feed gives you AUTOMATIC CYCLING FOR 
PRODUCTION DRILLING — AT LOWEST POSSIBLE COST! 


The W-T Air Feed 
Drill Press is avail- 
dy for operation, at a surpris- 


s it cost? 


modest cost. For example: a W-T 


Air 


rat 
ur W 


Fe 


lab 


irilling, 


nite 


1D 


are these 


Travel Drill Press complete with 
nd Air Feed is priced from 
Or, if you prefer, you can get 
Feed unit at only $185.50 to fit 
I Drill Press (or any W- T type 
up to 4” spindle travel). 
prices with any other 
1 equipment! 


ress 


The W-T Air Feed is 100% 
pneumatic ... requires vir- 

© maintenance... gives you fully 
le, low-cost, automatic per- 
day-in-and-day-out for a wide 
production operations, includ- 
reaming, counterboring, 
burring, spotfacing, etc. Fits 
sral part of a drill press head, 


does not interfere with any function, 
swing or position of the machine. 


Accurate? Complete, sensitive air feed 
control — including check- 
ing and slowing-down at several points 
as well as at the break-through point — 
is accomplished by ingenious, fool-proof 
micro-valve action. Just by positioning 
a valve stop, the spindle will feed and 
retard as desired, continuously and auto- 


matically — and the accuracy of the 
stroke will hold indefinitely within 
0.003”. 

Available? Your local Distributor has 


W-T Drill Presses equipped 
with W-T Air Feed on demonstration 
right now. See them in action. You'll 
find your Walker-Turner Distributor 
listed under ‘“‘Tools” in the yellow pages 
of your local telephone directory. Call 
him, today. 


WALKER-TURNER 


« DIVISION + 
KEARNEY AND TRECKER CORPORATION 
PLAINFIELD, N. J. 


DRILL PRESSES— 


Hand and Power Feed @ AIR FEED DRILL PRESS ATTACHMENT @ 


RADIAL DRILLS © Wood and Metal Cutting BAND SAWS @ TILTING ARBOR SAWS 
RADIAL SAWS © JIG SAWS © LATHES © SPINDLE SHAPERS © JOINTERS 
BELT AND DISC SURFACERS © FLEXIBLE SHAFT MACHINES 
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Cut-Off Saws Speed Trimming 
of Extruded Aluminum 





Extruded aluminum is used in the 


manufacture of its combination 
storm doors and windows by Air 
Master Corp., Philadelphia. For fast 
cutting and trimming operations, the 
company uses 24 Delta cut-off saws, 
equipped with 10”-84 tooth steel 
blades. Because the saws are com- 
pletely adjustable and can be moved 
easily, Air Master often transfers 
equipment from station to station 
depending on work load. 


' ££ 


Fibre Box Cuts Weight 25 Ibs., 
Shipping Cost Reduced 


Dayton Pump Manufacturing Co. 
used to ship its household water 
systems in wooden boxes, It re- 
duced costs by switching to spec- 
ially designed corrugated fibre 
boxes supplied by Container Cor- 
poration of America. Each new box 
weighs 25 lbs. less and freight costs 
are reduced accordingly. In addi- 
tion it protects the product better. 
PS-36 (Narrow) 


T. & # 


Tax Statistical Machines 





Fast-growing Wichita and Sedg- 
wick County, Kan., posed acute tax 
handling problems for the County 
Treasurer. An installation of Under- 
wood Sunstrand tax statistical ma- 
chines stepped up the flow of tax 
returns processed. With many resi- 
dents coming to the office person- 
ally, two machines are used to 
handle the “window trade”. In- 

(Please turn to page 280) 
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FIRE TRAINING SCHOOL. Here at Marinette equipment. They will learn the basic techniques 
your key plant personnel will receive special for fighting every kind of fire. This is the best 
training in the proper use of every type of fire equipped private fire training school in the nation. 


There is no need to accept 
less than Ansul’s complete 
fire protection program! 





Experience can be a grim teacher. It has taught 
many a businessman that you need a complete fire 
protection program to guard against ruinous fire 
damage. You need fast, effective equipment, plus trained 
personnel to man that equipment. Ansul offers both and 
at no extra cost. Get in touch with the Ansul man, he 
has the story about complete fire protection. 

eA 


be a i 4 
TRAINING DEMONSTRATIONS. Our fire 


fighting experts provide training in the use of 
Ana equipment at your plant. : Call the Ansul Man ! 


Get in touch with your local Ansul man 
through the “yellow pages’ or write ANSUL 
CHEMICAL COMPANY, Dept. F-82, Fire Equip- 
ment Division, Marinette, Wisc. Write Ansul 
for your copy of new Fire Equipment Catalog. 








ALL ANSUL EQUIPMENT is backed by a si 


five year warranty, your assurance of fast, is 
effective fire protection. 
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WELDED _ ae 
STAINLESS? —“— An 


Whether it’s for a pressure, mechanical, ¥ 
sanitary or ornamental use — Standard 
offers you a convenient “one source” answer 


to your welded Stainless Steel Tubing need. 


™ 
— 
yo 4 






TUBE hea PIPE 
SIZES: cy SIZES: 
to 4” OD Ye” to 2” IPS 

25 to .148 Schedule 40 


TYPES: 430, 302, 304, 309, 316, 321, 347; and others including low-carbon grades. 


Pate 28 





SHAPES: > _ 
Squares, 1 SIZES: 

Rectangles A . Ve” to 4” IPS 
S moor ee pee Schedules 
Shapes ——_ siesta 


nd for Stainless Folder! Our engineers will gladly assist you in 
your selection of the tube best suited to your needs! Write today! 


TUBING AND PIPE “ ; | 


WELDED CARBON STEEL “yy 
MECHANICAL TUBING : 


BOILER AND HEAT 
EXCHANGER TUBING 


EXCLUSIVE 
“RIGIDIZED” PATTERNS 


THE STANDARD TUBE CO. 


Detroitz, <<} Michigan 


Fabricated Parts 
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(Continued from page 278) 


coming mail remittances are pro- 
cessed, rapidly and efficiently, on 
the third Underwood machine in 
the office. The new system puts the 
county two months ahead of pre- 
vious setup. 


. ee 


New Machines Gain Floor Space 
and Increase Productivity 





A New England manufacturer of 
textile machinery found that instal- 
lation of two new lathes not only in- 
creased production but freed a sub-- 
stantial amount of floor space for 
other productive operations. Instal- 
lation of two 18” x 30” Cincinnati 
Tray-Tops replaced six cone-head 
belt driven machines and the over- 
head line shafting that had supplied 
power for them. Broader range of 
speeds and feeds has increased pro- 
duction. 


T.2£..2 


Racks Slash Handling Cost 
For Auto Manufacturer 





One of the well-known “inde- 
pendent” auto manufacturers used 
to receive seat cushion springs from 
suppliers loose and they were han- 
dled piece-by-piece until they were 
installed in new autos. Now springs 
are shipped in special racks con- 
taining 55 to 80 assemblies. The 1200 
lb. racks are moved by overhead 
crane to a second story balcony in 
the plant and then moved easily by 
fork truck to the proper storage 
area. With the new method, labor 
costs were slashed drastically. 
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Dayton PM Pays ‘4,800 Bonus 


...in improved plant operation with Dayton V-Belts! 


*Preventive Maintenance Program 


You, too, can avail yourself of a bonus in 
increased plant operation — $4,899.90 in 
the case of this pharmaceutical company 
—the amount depending on the V-Belt 
drives peculiar to your operation. The 
secret is in the Dayton P.M. Program, 
combined with efficient, low cost, depend- 
able power of Dayton V-Belts. It’s a two- 
way program designed to give you 
increased production, fewer or no costly 
shutdowns. The result is improved plant 
operation that pays you an important 
benus in time and labor saved, plus 
greater output. 


Here’s how Dayton P.M. made 
possible $4,899.90 in bonus saving: 
to the operation shown her« 


This refrigeration compressor (right), 
equipped with 10 C-section Dayton 
V-Belts, must maintain the Capsule 
Banding Department at a specific tem- 
perature and humidity at all times. When 
this important unit is down for belt 
replacement during a production run, the 
minimum costs add up like this: 


Cost of new belts $ 74.90 
Cost of labor 15.00 
Cost of lost production 

during down time 4,810.00 


Total cost $4,899.90 


With Dayton’s P.M. Program and the 
right type and size of V-Belts, such costly 
down time can be practically eliminated 
More than that, installation of Dayton’s 
longer lasting V-Belts will easily extend 
the interval between belt changes as much 
as 50%, adding extra savings by decreas- 
ing belt replacement. Call your Dayton 
Distributor for details — he'll be glad to 
show you how you can get a bonus in 
improved operation for your plant — or 


write direct to Dayton Rubber Co., Indus- 


trial Division, Dept. 723, Dayton 1, Ohio 


See “Belting” in 
yellow pages 
for your 

local Dayton 
Distributor 





Weather Cover of “Hi-Twist’ fabric 
rubber-impregnated and bias-cut, for max- 
imum flexibility and wear. 

sive Dayton 327-V Blend, natural and 
synthetic rubbers, for easy stretch with 
instant recovery in tension section. 


o-Bonded Rayon Cords, with each fila- 
ment actually rubber-coated, for greatest 
tensile strength and flexibility. 


812-V compound in com- 

sion section, for perfect crosswise 

rigidity, greatest flexibility, greater strength, 
longer life. 


GOLDEN JUBILEE 


Day town ulala ex 


YEARS OF PROGRESS 


World’s Largest Manufacturer of V-Belts 
DAYTON RUBBER COMPANY e DAYTON 1, 
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 Forthe Right Sling Chain —— 
For Any Job! 


Guaranteed for a Full Year 


No matter what your requirements are for 
Mi Sling Chains, you’re sure to find what you 
need in Campbell’s complete line—Cam- 
Alloy, High Test Steel, or Wrought Iron. 
And with each Sling Chain you'll enjoy the 
protection of Campbell's ‘Guarantee and 
Certificate of Test.” 


a Every Campbell Sling (including attach- 
ments) is proof-tested at the factory to a 
load in excess of the working load limit 

) and carefully inspected, link-by-link, be- 

~ fore shipment. 

An identification ring is attached 

to the master coupling of each 

Sling Chain with grade, type, 

reach and register number in- 

dicated. 





Get complete information on the 
wide variety of Campbell Sling Chains. 
Write for your copy of the new Campbell 
Sling Chain Catalog. It con- 
tains specifications, working 
load limits, and helpful sug- 
gestions for use in ordering 
Campbell Sling Chains. 







" CAMPBELL ~ om 
() CHAIN 
\ ) } 
CAMPBELL CHAIN ~5 
I OX 
if *) ~~ 
e DSS 
ompany Hy) ARAL 
YORK, PA. i Hy RS 
West Burlington, lowa « Portland, Oregon * Sacramento, Calif. And iy zr 
Maker of the famous Lug-Reinforced Tire Chains ry AS u 
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“Inside” Phone System 
Steps Up Efficiency 


Revere Copper and Brass Inc., 
New Bedford, Pa., needed better 
company-wide communications to 
speed operations and give greater 
overall control to company officials. 
They installed a P-A-X- Business 
Telephone System, completely sep- 
arate from the city system, giv- 
ing ‘round the clock operation. In 
addition. Revere needed no tele- 
phone operator to handle the 
system. Relocation problems, too, 
were eased and speeded up as no 
outside authority was needed. 


, £23 


Filing System, New Cabinets 
Save Extra Filing Space 





Batteries of mortgage files, which 
extended from the floor to the ceil- 
ing along one wall of a vault, were 
becoming more difficult to maintain 
and refer to at the Staten Island 
Savings Bank. In addition, the bank’s 
sequential numbering system for fil- 
ing added to the confusion by re- 
quiring shifting of the bulk of file 
folders periodically. Switching to 
Remington Rand’s terminal digit 
numbering system and using their 
5-drawer legal size cabinets meant 
35% extra capacity gained within 
60% of the vault space formerly de- 
voted to mortgage files. 


= Fs 


Silk Screen Process Eliminates 
Labels, Cuts Cost 30°/, 


Potter & Brumfield, electric relay 
manufacturers, were faced with a 
cost problem in labeling because of 
the various information that was 
necessary on the product. Decal, 
rubber stamps, and general labels 
were eliminated by putting all ne- 
cessary information on a silk screen. 
Depending on the complexity of the 
particular label, minimum savings 
of 10 and up to 30% have been ef- 
ected. 
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What's special about 









Several things make this nut unusual. 

For instance, you can “stop” it at any position 
on the threaded length of the bolt . . . or 
wrench it tight against the work where it 
protects bolt threads against corrosion and 
prevents liquid leakage. No matter where you 
leave it on the bolt, it will remain tight in 
that exact position, even though you subject it 
to heavy vibration and shock loads. But 

use a wrench on it and it comes off as easily 
as it went on. The red locking collar is 
nondestructive—does not gall bolt threads 

or remove plating. You can remove it and 
re-use it again and again. 


: What gives it its grip? Will it hold under ALL conditions? 


“9 . vie : ® 
il Wes tenis acter & The locking principle of the Elastic Stop® nut has been tested 



























































































































re : and proved by over 25 years of actual field service. Elastic Stop 
; unthreaded and elastic. : ; 
‘in te h cite Giana Va arm, nuts are used on locomotives . . . and pile drivers. They fasten 
nd “ esa cg 4 ; hedge shears and harvesters, drilling rigs and washing machines, 
k’s a ye = rae bolt WY, —— trucks and roller skates. And no Elastic Stop nut customer has 
il- | ee Op —=> ever stopped using them because of unsatisfactory performance. 
———_—_——__—_, 
e- —<—#/, 
“1 2 The bolt impresses a se ° + 
ile Sn a i What about sizes and materials? 
to mating thread into the Vf ) 
git collar and the resulting yy EE] yj Elastic Stop nuts are available from a watchmaker’s 0-80 all the 
ale compressive forces exert Y ==y way to 4”—in materials that include stainless steel, brass, alumi- 
ant a constant friction grip G= U/, num and other alloys. Protect your product with “fastener in- 
; on the bolt. ... = Ys surance.” Try Elastic Stop nuts on trouble spots, whether to 
a — ville P 
le. -———_—_4 protect expensive heavy equipment from costly downtime or to 
-———_—4 guarantee the accuracy of delicate electrical equipment by main- 
>-——_—_— ange ss . > quip y 
—= taining precision adjustments. We'll supply. free test samples, 
_———— 3 and exert a downward oe ee es ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 
es <r thrust bringing the k 
4 ,— arr lower flanks of the ELASTIC STOP NUT 
lav V7, ———_ bolt thread into firm SNA 
y ———— MADE at CORPORATION OF AMERICA 
1 —— metal to metal contact 
of == “Wy with the matching nut Dept. N82-815, 2330 Vauxhall Road, Union, N. J. 
vas > threads, eliminating I Please send the following free fastening information: 
4 ————_- normal axial play 
cal, a , I [-] ELASTIC STOP nut bulletin (] Here is o drawing of our product. 
els | What self-locking fastener would 
1e- £ | 4 Nut is removable and 1 you suggest? 
en. g V reusable eee the Red I Name Title 
the Ui; ==7% Elastic Collar retains Bas 
———— “ ‘ Firm 
ngs jp$=——V its grip after repeated usage. l 
ef- —$<$— “7, ._ 
a City Zone ___State 
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to give you the Most Complete 











Line of Cutting Tools ever offered 





under one name! 


Now, nobody but nobody has a cutting 
tool line to match Morse in completeness 
. in productive capacity . . . in distri- 
bution . . . in engineering service . . . and 
in the ability to recommend without bias 
the best cutting tool for every job in your 
plant, regardless of tool requirements!! 
This complete new line of Morse Tung- 
sten Carbide Tools . . . both tipped and 


solid . . . conforms to Morse standards of 


quality and precision and is backed by 





years of experience in Carbide tooling. 
And, it will be available from your only 
source of Morse-cost-cutting tools... 
your Morse-Franchised Distributor. 

So call him now. . . get the whole story 
in detail. It’s the most interesting news 
that anyone in industry has heard since 
Stephen Morse invented the twist drill! 
MORSE TWIST DRILL & MACHINE COMPANY 

NEW BEDFORD, MASSACHUSETTS 


(Division of VAN NORMAN CO.) 
Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 
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DELIVERIES 


83.3% 


PRESTEEL licks tough price, delivery 


problem for Bendix Aviation Corp. 
BENDIX AVIATION 


Eclipse Machine Division ot Bendix Aviation faced a common post-war 
problem: cost of the fuel-pump housing shown above had steadily increased 
intil the product might have to be abandoned or a less satisfactory substitute 
employed. 

Could a way be found to retool the original housing at a lower cost? The Presteel 
engingering team, backed by over 72 years of stamping know-how, went to work. 


They researched the job, then designed a brand-new 4-draw tooling 
»mbination to do most of the job in one fast operation. Out went one annealing 


yperation, three separate handling operations, and the use of three additional 
presses! 


RESULT: Manufacturing costs, less materials, cut 29% . . . labor requirements 
educed substantially, thereby offsetting mounting raw material costs. 
Production time slashed 83.3%, with 18 days’ previous output produced in 
st three days! Plus the fact that Bendix could afford to use the original housing 
design again! 


if you have a troublesome stamping problem, where cost, delivery, or 
assembly is a big factor, just let us tackle it. Our 72 years of engineering and 
production skill is at your service. Send us the coupon now. 






614 Barber Ave., Worcester 6, Mass. 


Please ask your representative to call. (J 
Please send newest brochure. [J 


NULL LL 


Worcester Pressed Steel Company 
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<a 
ool Street 
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Purchasing Personnel 
(Continued from page 88) 


sity recently said that industry needs 
40,000 graduate engineers this year, 
while only 22,000 will be graduated, 
more than half of whom will be 
called into military service It is 
not unusual for an outstanding stu- 
dent to receive anywhere from 5 to 
20 offers prior to graduation. An- 
other factor which is important is 
that on the demand side, the ratio 
of technically trained to nontech- 
nically trained is going un fast. 

The future outlook on the supply 
side is not encouraging at this point. 

Let’s get down to cases on sal- 
aries. Northwestern Life Insurance 
Co., in a recent survey developed 
these salary ranges as being offered 
currently to college graduates. Lib- 
eral arts students $300 to $370 per 
month. Business administration stu- 
dents $325 to $385. Engineering stu- 
dents $350 to $425. These are quite 
wide ranges and I would like to get 
a little more specific. Nontechnical 
students with a bachelor’s degree 
in a four year course will be able 
to get $350 to $370 per month. Add 
another $25 for a one-year master’s 
degree and you get $375 to $400. 
And with a two-year master’s de- 
gree the price tag becomes $400 to 
$425. Technical students come a 
little higher and this will give you 
an idea of the price range. 4-year 
Bachelor of Science Degree $385, 
add $25 for a 5-year Bachelor of 
Science Degree, another $25 for a 
Master of Science and $140 for a 
Doctor’s Degree and you’re up in 
the $575 range. Bear in mind that 
these figures which I have men- 
tioned apply to men without ex- 
perience. The inducements must be 
greater to secure a man already a 
trained specialist. 

If you have gone to the trouble 
of selecting and developing a per- 
son to meet your requirements, it 
will prove an economy to protect 
your investment. 

Here again, the manager’s job is 
never ending. Hand in hand with a 
developmental program goes a con- 
tinuing program of evaluation and 
appraisal. So I recommend, at the 
very least, planned interviews and 
suggest that those be supplemented 
by other evaluation techniques. 

I have tried to describe a “do- 
it-yourself” kit for the hiring, 
training, and paying purchasing per- 
sonnel. If you are convinced of the 
profit-making potential of a well or- 
ganized, well-staffed, and well op- 
erated purchasing department, I 
am sure you will want to pick up 
the kit and go to work. 
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“..80 that others 
may profit with T5X.” 


M. E. Ford, Jr., superintendent, Yorba Linda Water Co., Yorba Linda, California. 


“For the past 8 years we've used Union’s T5X motor oil 
exclusively in this 250 hp 8-cylinder Atlas Imperial diesel, 
converted to use natural gas. It powers a 10-inch centrifugal 
pump with a rated capacity of 4,000 gallons per minute. 

“This engine with its present total of 43,579 hours of 
operation shows a maximum liner wear of only .007”. 
No liners or bearings have been replaced, although we 
did re-ring at about 29,000 hours. 


“We believe our finding is positive indication of the 


OF CALIFORNIA 


dependability and other fine qualities of this oil. We pass 
this information along so that others may profit by our 
experience with T5X° 


Stationary plant superintendents, like Mr. Ford, who've 
once used T5X usually have unusual stories to tell about 
the performance they get from engines with this amazing 
purple oil in the sumps. Order TSX next time your engine 
needs an oil change... you'll get prompt delivery from 
your nearby Union Oil representative. 


Los Angeles: Union Oil Bldg. * New York: 45 Rockefeller Plaza * Chicago: 1612 Bankers Bldg. * New Orleans: 
644 National Bank of Commerce Bldg. * Atlanta: 401 Atlanta National Bldg. * Kansas City, Mo.: 612 W. 47th St. 
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Uniform 
Class 3 Fit 


BOLTS 
NUTS 


TITANIUM 


Carbon Steel 
Alloy Steels 
Stainless Steels 
Silicon Bronze 
Naval Brass 
Monel Metal 

can depend on 

form Class 3 

f required 

when you buy 

Pawtucket 

threaded 

fasteners. 

Standard items 
specialties — 
Pawtucket 
lucts are 
urately made in 

standard dimensions 
to your 

fications. Heat 
reating with 

yrecision-controlled 

odern equipment. 


ea anemnt 


BETTER BOLTS SINCE 1882 


AW TUCHET 


ie MANUFACTURING COMPANY 


2 327 Pine St. + Pawtucket, R. 1. 
1) \ THE PLACE TO SOLVE YOUR BOLT PROBLEMS 
j T.M. REG. 
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Scrap and Surplus 
(Continued from page 110) 


Equipment should be offered for 
sale only when no longer needed 
or unsuited for further company 
use. Transfer from plant to plant 
or department to department with- 
in the company will ordinarily be 
more economical than direct sale, 
providing the equipment can be 
put to effective use. 

Before any equipment is sold out- 
side the company, a_ responsible 
individual or group should approve 
its condemnation. Depending on the 
type of equipment and the organiza- 
tion of the company, this can be 
handled by a production official or 
engineer, or an “equipment com- 
mittee” on which purchasing, pro- 
duction and engineering are repre- 
sented. 

When approval for sale is given, 
the scrap or salvage division should 
obtain a complete history of the 
equipment. This would include a 
proper technical description, type, 
model and other identification sym- 
bols, original cost, length of service, 
present condition, and all other in- 
formation of value in determining 
a selling price. The price should 
then be set by the purchasing agent. 

A list of prospective purchasers 
for the type of equipment in ques- 
tion should be compiled. If the com- 
pany has frequent offerings of cer- 
tain classes of machinery—i.e. elec- 
trical equipment by a public utility 
—a regular mailing list may be 
maintained and constantly revised. 
It should include dealers, contrac- 
tors, consulting engineers, public 
utilities and industrial firms. A 
complete description of the equip- 
ment should be mailed out to the 
list. Advertising in business pub- 
lications can also be used where 
the value of the equipment justifies 
the expense. 

When contact is established with 
a prospective buyer, he should be 
given all the additional information 
needed for his decision. This in- 
cludes photographs, and drawings. 
Personal inspection should be of- 
fered when practicable. 


The Records You Need 


Two records covering scrap dis- 
posal are essential. One should be 
a materials classification sheet or 
card, showing the sales of each 
item, the number of the sales order, 
date of sale, description, price, and 
amount of the sale. This will serve 
as a check on current bids and 
can be used for price studies to 

(Please turn to page 292) 


33% DECREASE IN DIE WEAR 
ON THIS GRAY IRON FITTING 


... thanks to 


FERROCARBO 


' 1 
Users everywhere report similar experi 
ences. In fac t, on 6/ machining tests in |] 
large machine shops castings of gray iron 


treated with FERRO averaged 


89.5% greater machinability per tool than 
untreated castings. [hese premium castings 
are finer-grained, denser, stronger, yet they 


COST YOU NO MORE 


foundryman, using FERR‘ \RBO, makes 


because your 
worthwhile Savings in raw material costs 


FOR FREE BOOKLET on FERROCARBO, citing 
actual case histories of faster machining, with 
longer tool life, write The Carborundum Com- 
pany, Dept. 35, Niagara Falls, N.Y. 84-58 


CARBORUNDUM* 
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HOT DIP 
GALVANIZING 


... EXCELLENT FACILITIES 
for PICKLING & OILING 


Our Record: Over 50 years of 
progressive galvanizing service 
to manufacturers and fabrica- 
tors of iron and steel products 

. . any size or shape, any size 
order from the smallest to the 
largest. Excellent facilities for 


pickling and oiling. 


“TO ECONOMIZE, 
GALVANIZE AT 
ENTERPRISE” 











ENTERPRISE 
GALVANIZING CO. 


MEO FE. CUMBERLAND STREET 
PHILADELPHIA 25, PENNSYLVANIA 
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Consistent uniformity in 
meeting exact specifications 
in your cold rolled strip and 
sheet requirements is simply 
a matter of quality control. 
Follansbee engineers and mill 


operators take pride in helping 


N 


you produce a better product by N 


rigidly controlling every step of 


production in the Follansbee plant. 


Consult your nearest Follansbee repre- 


sentative. He can be of assistance to you. 


LANSBEE 


STEEL CORPORATION 
FOLLANSBEE, WEST VIRGINIA 
Cold Rolled Strip e Seamless Terne Roll Roofing « Polished Blue Sheets and Coils 
Sales Offices in Principal Cities 





You may be asked 


these questions about 


BUSINESS COMMUNICATION 





Q. How can we keep our people where 
they belong—keep them from wander- 
ing away from their jobs? 


A. WITH A P-A-X “INSIDE” TELE- 
PHONE SYSTEM. Install a P-A-X tele- 
phone at the desk of every employee 


who needs to keep in touch with 
other departments. This will put an 
end to employees walking from de- 
partment to department to obtain 
information or issue instructions. 
You'll drastically reduce wasted time 


—and you'll step up production. 


Q. How can we be sure that cus- 
tomers’ calls will never be blocked by 
‘*inside’”’ calls? 


A. WITH A P-A-X “INSIDE” TELE- 
PHONE SYSTEM. The P-A-X handles 
all “inside”’ calls automatically—en- 











tirely apart from your city switch- 
board. That leaves your city tele- 
phones free to quickly receive 
“outside” calls from your suppliers 
and your customers. You’ll be able 
to give better service on these “‘in- 
come”’ calls. 





WITH THIS P-A-X FACT FILE YOU'LL 


¢ 






AUTOMATIC 


ORIGINATORS OF THE AUTOMATIC DIAL TELEPHONE 





HAVE THE FACTS WHEN YOU NEED 
THEM! Learn how P-A-X will cut 
telephone costs, yet improve service 
in your organization; how it will 
save time for executives, reduce over- 
head, and speed production. A P-A-X 
Business Telephone System for your 
company could be one of the best 
ideas ever proposed! 


Write today: Automatic Electric 
Sales Corporation, 1033 West Van 
Buren Street, Chicago 7, Illinois. Jn 
Canada: Automatic Electric Sales 
(Canada) Ltd., Toronto. Offices in 
principal cities. 


VAN 
WS 





ELECTRIC 
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BRISTOL BRASS 


/ You failfall deruai— 


Can there be one person alive in this country today who does not own at least 
one ball-point pen. Nol you? Very well! Then did you ever wonder why these 









pens write so well... last so long. . . cost so little? One of the main answers is 
=D Brass. For the golden-yellow alloy is the production expediter that enables one 
ale manufacturer, for instance, to turn out hundreds of thousands of pen-barrels 


a day on eyelet machines with Bristol Brass Strip. 


peed And this manufacturer does equally well with the self-ejecting collars for 
ill cigaret lighters for automobiles. For here again Bristol Brass Strip is the ticket 
>r- to production and profit in the rapid-fire automation of precision eyelet work 
Xx . . . just as it is for many other types of work involving forming, stamping, 
ur spinning, turning and heading. 
ast Why not try Bristol Brass Strip (or rod, or wire) for your product? All you 
have to do is call Bristol, Conn., Ludlow 3-9246, and say: ‘‘Connect me with 
the Sales Department.” 
m THE BRISTOL BRASS CORPORATION has been making Brass strip, rod and wire a 
here in Bristol, Connecticut since 1850, and has offices and warehouses in ae ee ee oer 
_ Albany, Boston, Buffalo, Chicago, Cleveland, Detroit, Milwaukee, New York, Self-slectiaiaaiar for automo 
In Philadelphia, Providence, Rochester, Syracuse. The Bristol Brass Corporation bile-dash cigaret lighter 
les of California, 1217 East 6th St., Los Angeles 21. The Bristol Brass Corporation 
in of Ohio, 1607 Broadway, Dayton. 





\ 
) Geol Feline 
—_ 
And now...BRASS FORGINGS, too... V7 
The Bristol Brass Corporation announces the acquisition of Accurate 
Brass Company, 73rd Ave. & 88th St., Brooklyn 27, New York. 
“How do you know it can’t be forged?” 
eR, 


VE 
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what's your | Economy? 
small motor 


| Quiet 


problem? operation 





1ODEL A MODEL E 
2-pole, shaded pole 4-pole, shaded pole MODEL F 
AC Induction Type AC Induction Type 2-pole, shaded pole 


AC Induction Type 





NOT SHOWN: 


MODEL C — 2-pole, 
shaded pole AC 
Induction Type 












MODEL B MODEL C 
4-pole, 4-coil shaded pole 4-pole, 4-coil shaded pole oe O — 2-pole 
AC Induction Type AC Induction Type apacitor Reversi- 





ble Type, AC only 
(for 6, 12 or 24 
volts) 







Write for Complete Motor Catalog 








tHE GENERAL INDUSTRIES co. 





DEPARTMENT BP « ELYRJA, OHIO 
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Scrap and Surplus 
(Continued from page 288) 


determine the relation between raw 
material and scrap prices, the lag 
in the two markets, the best time 
for selling and the maximum re- 
turn to be expected for any class 
of material at a given time. 

The second record should be a 
form similar to a vendor record 
card, only in this instance showing 
the buyer of the material or equip- 
ment. This should show the date 
of purchase, sales order number, 
description, price and the amount 
of material purchased. This will 
help measurement of the dependa- 
bility and reliability of the com- 
pany when there is a choice of bid- 
ders. 

Unless the cost department of 
the company keeps a record of labor 
cost, supervision cost, etc., it is 
desirable for the scrap or salvage 
division to keep an accurate record 
of these items. It should also have 
on record the quantity and quality 
of the material shipped, so that at 
the end of the month it can show 
how much it is costing the company 
to handle scrap per ton, from month 
to month. 

Only by keeping accurate rec- 
ords can you know where you are 
going. The larger companies estab- 
lish standards and keep records of 
the amount of scrap coming out of 
each division of the production de- 
partment. When excessive amounts 
show up from one division, the 
causes can be investigated and cor- 
rected. 

Looked at in the most funda- 
mental terms, scrap is money. As 
such it should be handled with the 
same relative care and organized 
effort expended on purchased ma- 
terials. Systematic scrap disposal 
will enable an industrial purchas- 
ing department to uncover profits 
in an area too often neglected. 


tt = 


Relation To Other Departments 
(Continued from page 113) 


derstood by all departments. We 
have such a policy in our organiza- 
tion. I feel it is eminently fair to 
purchasing and marketing, buyer 
and seller, alike. This is it: 

1. To give due consideration to 
quality, service, delivery, past per- 
formance and cost. 

2. To provide an opportunity to 
participate in our available business 
on a fair and equitable basis. 


(Please turn to page 296) 
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st new line 
prey the com ow Friction 
FIRST EDITION \ ‘ © MECHANIC'S Wt us set 
CATALOG nO. MEASURING 
» pint INDICATORS 
pi WHACKSAWS:- we 
= poe a for maximum 
any Production-prov® fet porn 


cutting performane 






BAND KNIVES UND 
set PRECISION pear 
DIE AND FLAT S a 
GROUND \no complete ge ar — 
2 ir, oil, OF 
: ging szes — OF, OM 
: : a aut hordening- 


EITS, U-S.* 


Presenting the world’s most complete line of - fe - £ 
mechanics’ hand measuring tools and get your copy 
precision instruments, dial indicators, steel 


Ask your Industrial Distributor or send 
tapes, hacksaws, band saws, band knives and 


precision ground die and flat stock. Completely ati cit k ati 
revised and brought up to date to commemorate 
Starrett’s Diamond Jubilee of Precision 
Toolmaking — including 85 new tools 

added since the previous edition. 


THE L. S. STARRETT COMPANY 
Dept. P, Athoi, Mass., U. S. A. 


Please send my free copy of the big, new Starrett 
75th Anniversary Catalog. 





® POR ecw nccsscsvticews Paes 0ssiseec nea | 
if @ “4 eC TEE ere eee giedendeedooeeeenaban 

PNR ic ka cctcue ess bd bas 4ie0 bd & we wre a | 
SINCE 1880...WORLD’S GREATEST TOOLMAKERS iia be ea 4 ei State | 
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"Mac—we can't risk 
a shipping delay. These lots must 
be delivered by Thursday } ' 


... or else they'll cancel!" 


, oo. ] 
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"Don't worry— 
they're going American. 
They have the largest cargo capacity of 


any airline in the business!" 


In addition to more space, 
American Airlines offers other advantages 
which are equally important to 

shippers. These are: 


COVERAGE --with more flights to 

more key industrial states and retail 

markets, American provides the most 
direct one-carrier service. 















SCHEDULES --with the most frequent 
scheduled departures, American is able 
to keep terminal time to a minimum and 

assure prompt forwarding. 


EXPERIENCE --first with scheduled air- 

freight, American continues to lead the way by 
developing special handling equipment and techniques 
as well as a unique Central Cargo Control System. 


For complete information about the advantages 
of shipping American, wire collect to 
American Airlines, Cargo Sales Division, 

100 Park Avenue, New York 17, New York. 


AMERICAN 
AIRLINES 
AIRFREIGHT 


--carries more airfreight 
than any other airline in the world 





CAT i144 


ae, ie 
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DECORATIVE CHROME PLATERS! 


Get a free sample of ZERO-MIST 
for an easy test in your own shop 
Now you can make your own simple test of Zero-Mist—the 
zie new product which controls mist and spray in chrome 
ating baths. Udylite is making this offer to familiarize chrome 
platers with the many advantages of Zero-Mist. 


Many chrome platers are now using Zero-Mist with amazing 
ults. Here’s what it will do for you: give absolute control of 
hromiec acid mist and spray saving up to 30% of chromic acid 
through the ventilating ducts—reduce the workroom air 
pollution—cut dragout losses—lessen pollution of rinse water— 
ve on maintenance of existing hoods, ducts and fans used in 
entilating systems—cut your chromic acid losses from mist, 
spray and dragout up to 70%. 


Write for a Zero-Mist sample today. We will send it to you free 
with complete instructions for an easy small scale test in your 
own shop. Fill out coupon below. 


"WORLD'S LARGEST PLATING SUPPLIER 











Lee) :i te) 7. yale]. 


DETROIT 11, MICHIGAN 




















Relation To Other Departments 
(Continued from page 292) 


3. To buy locally wherever pos- 
sible and practical. 

4. To apply the same ethics in our 
buying as we follow in our selltng, 
believing that: (a) Sound com- 
mercial transactions must be mutu- 
ally profitable, and (b) Cooperation 
between buyer and seller will re- 
duce the cost not only of purchas- 
ing, but of sales and distribution, 
with consequent profits to industry 
in general. 

5. To treat all proposals in confi- 
dence for company use only. 

For the over-all good of the com- 
pany there must be a maximum of 
cooperation between all depart- 
ments, with no attempt to usurp 
each other’s functions or responsi- 
bilities. 

The purchasing department must 
be careful not to overstep the 
bounds of good judgment. In the 
petroleum industry, for example, 
what purchasing agent would insist 
on furnishing one type of catalyst 
to his refinery when the engineer 
insisted he must have another? The 
engineer, not the purchasing agent, 
is responsible for the end product 
and under these conditions is with- 
in his rights in insisting he obtain 
what he ordered. 

On the other hand, there are 
thousands of items which purchas- 
ing departments buy daily, which 
are fabricated by reputable firms to 
recognized standards. 

Here, under ordinary circum- 
stances, a purchasing agent should 
be free to use his best judgment 
and purchase material to the best 
service, delivery and price, with 
assurance that quality is equal. 
Certainly he is justified in question- 
ing an engineer’s insistence that a 
particular make of product be fur- 
nished when he can save his com- 
pany money by buying another 
make manufactured to the same 
specifications. 


Some Items Raise Complications 


On complicated items, however, 
an engineer may have a legitimate 
reason for preferring one manu- 
facturer to another, even though 
both their products may be fabri- 
cated to the same recognized speci- 
fication. This is because on some 
items, such as gas separators and 
other types of pressure vessels, the 
specifications do not cover such de- 
tails as the location of nozzles, 
overall dimensions, type of safety 
device, etc. 


(Please turn to page 300) 
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Rollway 

Metric Series 
Steel Cage 
Roller Bearings 


TYPE D 


@ Rollway Metric Series Steel-Cage Bearings offe: 
the greater load capacity of solid cylindrical rollers, 
plus the true right-line rolling of trunnion rollers 
turning in a rigid steel cage. There's no roller skew, 
no pinch out, no cam action. Design permits maxi- 
mum bearing capacity ... within small space ... at 
moderate cost. 


eeeereree ere eee ereeee 


ROLLWAS 


BEARINGS 





e@eeeeveeeeo eee ee eae ee ee eee eee ee eeeeeeee eee 


happy balance between 
dependable performance and moderate cost 





Tru Roj brectsion, steel-cage, heavy-duty bearing with 


contoured guide lips assuring true right-line rolling, maintained 
roller alignment and thin oil film. 


@ Rollway’s TRU-ROL Steel-Cage Bearings afford 
wide latitude in balancing dependable performance, 
long life, and high load capacity against moderate 
cost. They rate high in any comparison on a cost- 
performance basis. 


A choice of stamped steel retainers with contoured guide 
lips, or steel segmented retainers assure true rolling and an 
evenly distributed thin oil film— big factors in reducing 
power losses and heating. 


“Crowned” Rollers Relieve End Stress 


TRU-ROL offers the extra advantage of a finish-ground 
“crown” radius on the roller ends. That relieves high end- 
stress and insures uniform load distribution over the entire 
length of the roller. The result: TRU-ROL Steel Cage Bear- 
ings carry heavier loads over longer periods without excessive 
end-fatigue. They are less affected by slight misalignment or 
shaft deflection. 


Investigate TRU-ROL Steel Cage Roller Bearings before 
selecting any bearing in the medium price range. 





awe # = 
e@eeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


ROLLWAY BEARING CO., INC. 
555 Seymour St., Syracuse 4, N.Y. 


Please send a free copy of New Tru-Rol Catalog with extra Alignment Charts. 











Name__— —————— 

Firm Name nda ee ee 
Street sidiiegtaneeeien ee an 
City Zone State _ 








ENGINEERING OFFICES: Syracuse © Boston @ Chicago @ Detroit © Toronto @ Pittsburgh © Cleveland @ Milwaukee @ Seattle ¢ Houston @ Philadelphia © Los Angeles @ San Francisco 
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Wagner Industrial Motors help continuity of 
operation at U. S. Steel's FAIRLESS WORKS 


Wasner® 


ELECTRIC MOTORS 


eee the choice of leaders 
in industry 


~~ 


r, 





Steel’s giant Fairless Works, hundreds of Wagner motors drive 
owers, pumps, coal breakers and other vital equipment. Shown 
re the 300 hp Wagner Type RP motors that operate gas washer 

Fairless. 
pe of Wagner motor is built in ratings up to 400 horsepower. 
cted by a heavy steel frame with ventilating openings at the 
mnly and by endplates of dripproof design. These motors have 
ling strength required to stand the shock of starting heavy loads 
ily and have adequate ventilation to operate continuously without 

g their 40° C temperature rise. 


|. Wagner engineer will be glad to help you select the correct 
for your specific application. Just call the nearest of our 32 
)ffices, or write for Bulletin MU-185 for complete information. 


Wagner Electric @rporation 


6360 Plymouth Ave., St. Lovis 14, Mo., U.S.A. 


BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 


ELECTRIC MOTORS + TRANSFORMERS + INDUSTRIAL BRAKES * AUTOMOTIVE BRAKE SYSTEMS-AIR AND HYDRAULIC 
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CUTAWAY VIEWS of airplane rib container show how Gair corrugated 





logs (arrows) “pressure-float” aluminum sections. 


Gair corrugated logs provide safe 
ride for contoured aircraft ribs 


Thirty-five pounds of odd-shaped aluminum air- 
plane rib posed quite a packaging problem for 
MPM, Inc., Cleveland specialists in Kellering and 
contouring aircraft parts. 

Chief difficulty facing the Gair Container experts 
called in by MPM was securing the long, contoured 
aluminum sections inside the container to prevent 
damage in transit. Gair’s imaginative and cost- 
cutting solution featured one of the industry’s first 





uses of corrugated logs instead of intricately cut and 
creased packing sheets. 

Six corrugated logs “pressure-float” the parts so 
effectively that no damage has occurred in the 1500 
shipments completed to date. 

Good example, we feel, of Gair’s ability to come 
up with an out-of-the-ordinary container to solve a 
tough shipping problem. If you’ve got one that seems 
to defy solution, put Gair to work on it. 


YOU'RE LIVING NEXT DOOR TO THE EXPERT 
GAIR CONTAINER PLANTS: Atlanta, Ga. + Cambridge, Mass. + Cleveland, Ohio »* Holyoke, Mass. + Jackson, Miss. © Los Angeles, Cal. + Martinsville, 
Va. » New Orleans, La. © No. Tonawanda, N.Y. © Philadelphia, Pa. © Plymouth, Mich. ¢ Portland, Conn. © Richmond, Va. + Syracuse, N.Y. © Teterboro, N. J. 





SHIPPING CONTAINERS 





FOLDING CARTONS ¢ PAPERBOARD 


ROBERT GAIR COMPANY, INC. ©« 155 EAST 44TH STREET e¢ NEW YORK 17, N.Y. 
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CHACE THERMOSTATIC BIMETAL 
ote] bai te) meh sa. 
HEAT 
IN 
Licewipreqtiis 
ELECTRIC RANGES 


Product of Hotpoint Co., 
Chicago 12, Illinois 


During the last fifty years, the Hotpcint Company has pioneered 
in the development of the electric range to its present highly 
refined state. Naturally, dependable regulation of oven tem- 
peratures is essential to efficient operation. Therefore, the 
Hotpoint range depends upon Chace Thermostatic Bimetal as an 
integral part of the temperature controlling thermostat. 

The Hotpoint thermostat functions to control oven heat by two 
means: an oven-mounted sensing bulb reacts to a preset tem- 
perature by the expansion of contained fluids which impart a 
force on the expansible and contractible bellows assembly (A), 
and on the operating blade (B), to break the circuit of the double 
pole contacts (C), with a snap-action. 

Since much of the fluid contained within the bellows assembly 

exterior to the oven and subject to the expansion and con- 
traction effects of extraneous temperatures, Chace Thermostatic 
Bimetal (D) is employed in a section of the operating blade to 
function as an automatic compensator for eliminating the effects 
of undesired temperature sensing. Its flexing adds to or sub- 
tracts from the forces of curvature of the operating blade de- 
pending upon whether the temperature is below or above the 
design base—average room temperature. 

Prolonged oven operation will cause a temperature build-up 
in the range backsplasher (as high as 200° F.) so that the range, 
if not provided with a compensating Chace Thermostatic Bimetal 
element, would supply temperatures some 120° F. lower than 
desired. 

Write now for our free booklet containing design and 
application data for the 29 different types of Chace Ther- 
mostatic Bimetal. 


W. M. CHACE CO. 


Theunostalic Bimetal 


1635 BEARD AVE., DETROIT 9, MICH. 
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Relation To Other Departments 
(Continued from page 296) 


Here is where close cooperation 
between the purchasing and en- 
gineering departments pays divi- 
dends. A practice common to many 
firms is to compile a set of their 
own company standards or specifi- 
cations incorporating the most de- 
sirable features as requested by the 
using department. This will enable 
purchasing to obtain competitive 
bids from various sources, there- 
by spreading the business and ob- 
taining an acceptable article to the 
most economical advantage. 

But buyers and engineers must 
both be alert to changes and im- 
provements as developed by manu- 
facturers. There is a danger that, 
living within their own specifica- 
tions, they may suddenly awaken to 
find that the parade of progress has 
passed them by. 


Approved List Is Needed 


On standard commercial items 
there is no need for special specifi- 
cations, but there is a definite need 
for a list of approved brands. Such 
a list also calls for close cooperation 
between the engineering divisions 
of the operating departments and 
the purchasing department. It will 
eliminate all possibilities of a par- 
ticular brand being specified be- 
cause of an engineer’s whims, or 
because the buyer finds that the 
salesman he can always “take” at 
dominoes happens to handle that 
particular line. An approved brand 
list may take years to accumulate. 
However, in the long run it pays 
off. 

A successful purchasing depart- 
ment must maintain cordial, work- 
able arrangements with other de- 
partments, realizing that all are a 
necessary and important part of 
the team. There must be a free ex- 
change of information on matters of 
mutual concern, such as estimates 
of material requirements for proper 
inventory levels, possibilities of 
contractual arrangements, informa- 
tion on materials availability, and 
market trends. 





QUICK—CONVENIENT 
Use the Inquiry Card on 
Page 17 for additional 


information on any product 
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Cylindrical Roller Bearings 


Spherical Roller Bearings 


ee now 


[usow Tapered Roller Bearings* 


The broadest product line in the anti-friction field. 


cs —and its field engineers— are now adding 
Tyson Tapered Roller Bearings to their recom- 
mendations. 


Constantly working to broaden the sitsF line— 
to make “the right bearing in the right place” a 
watchword throughout industry, scsr has re- 
cently introduced new lines of pillow blocks, 
styles and sizes of Max type ball bearings, the 


' improved Type “C” Spherical roller bearing. 


BALL AND ROLLER BEARINGS 





SKF INDUSTRIES, INC., PHILADELPHIA 32, PA., 
manufacturers of SKF and HESS-BRIGHT® bearings. 


Aucust, 1955 


And now StF offers Tyson Tapered Roller 
Bearings. 

This means that from Sts you get the broad- 
est range of types and sizes of anti-friction 
bearings and the most extensive anti-friction 
experience. 

More today, than ever before, dealing with 
scsi Field Engineers assures you of the right 
bearing in the right place. 7646 


*Manufactured by TYSON BEARING CORP., affiliated 
with SKF Industries, Inc. as a subsidiary. 
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WHEN ORDERING 


LAMPS 


YOU'RE ACTUALLY 
BUYING 





But 7 “a 


gee 


{one's whi: 


Duro-Test lamps are America’s best . . . exclusively designed 
for heavy industrial and commercial service. 


FLUORESCENT 
INCANDESCENT 
MERCURY VAPOR 


Operating at their rated watts and volts, they far outlast con- 
ventional lamps, yet maintain high lumen output throughout life. 


Results? These stronger-built, longer-burning lamps reduce 
your overall lighting costs. Our representative in your area will 
show you how. WRITE NOW TO— 


puro-TEsT (srporation Gay 


NORTH BERGEN e NEW JERSEY © 1955 Duro-Test Corp. 
WAREHOUSES IN PRINCIPAL CITIES FOR PROMPT SHIPMENT 
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Validity of Oral Contracts 


(Continued from page 126) 


by fire and the manufacturer sued 
for the agreed price, contending 
that the carriage was the property 
of the purchaser. 

The court held that this contract, 
although oral, was valid and en- 
forceable, and the manufacturer 
entitled to the agreed price, as the 
agreement was not for merchandise 
but for the services in the manu- 
ture of the carriage. 

“Whether an agreement like this,” 
said the court, “should be consid- 
ered as a contract for the sale of 
goods within the meaning of the 
statute, or a contract for labor, serv- 
ices and materials and therefore not 
within that statute, is a question up- 
on which there is a conflict of au- 
thority. 

“According to a long course of 
decisions in New York and in some 
other states of the union, an agree- 
ment for the sale of any commodity 
not in existence at the time, but 
which the seller is to manufacture 
or put into a condition to be de- 
livered, such as flour from wheat 
not yet ground, or nails to be made 
from iron in the seller’s hands, is not 
a contract for sale within the mean- 
ing of the statute. 

“In England, on the other hand, 
the tendency of the recent decisions 
is to treat all contracts of such a 
kind, intended to result in a sale, as 


substantially contracts for the sale 


of chattels. 

“In this Commonwealth a rule 
avoiding both these extremes has 
been recognized and affirmed in re- 
peated decisions of more recent 
date. A contract for the sale of ar- 
ticles then existing or such as the 
seller in the ordinary course of his 
business manufactures or procures 
for the general market, whether on 
hand at the time or not, is a con- 
tract for the sale of goods to which 
the statute applies. 

“But on the other hand, if the 
goods are to be manufactured es- 
pecially for the purchaser and up-~ 
on his special order, and not for 
the general market, the case is not 
within the statute.” 


Partial Acceptance Is Binding 


The third exception in this statute 
of frauds under which an oral agree- 
ment of sale is valid and binding, is 
when a part of the goods have been 
delivered and accepted by the pur- 
chaser. A recent case before the 

(Please turn to page 304) 
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Here's why it pays 


to know your 


Dick BuLL, HSM (Honeywell Supplies Man) in the Los Angeles area, 
tells Clyde Rosellen, research engineer at North American Aviation, 
Inc., about the many quality features of Brown thermocouple ex- 
tension wire to be used in certifications for the company’s heat- 
treating furnaces. 


Expert, personalized service is the keynote of the HSM Plan. This 
modern way to specify and buy pyrometer supplies can bring im- 
portant improvements in economy and convenience for your own 
purchases, too. Your nearby HSM will be glad to show you how the 
Plan can work for you. Call him today . . . he’s at your local Honeywell 
office, as near to you as your phone. 








MINNEAPOLIS-HONEYWELL REGULATOR Co., Industrial Division. 
West Coast Offices: 2840 E. Olympic Blvd., Los 
Angeles, Calif.; 104 S.E. 7th Ave., Portland, Ore.; 
1136 Howard St., San Francisco, Calif.; 430 
8th Ave., North, Seattle, Wash.; 917 W. Mallon 
St., Spokane, Wash. 


@ REFERENCE DATA: Write for Booklet, “The HSM Plan”... and 
for Pyrometer Supplies Buyers’ Guide No. 100-5. 


Honeywell 
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Choose the right 
o}- Cod ¢- lel fale mmei(ey-jelg— 
the way you buy a truck! 


SHIPPING CLERK 


PRESIDENT 


TRUCKS, it’s the type of performance you need that -de- 
ides your ultimate choice. In packaging too, the needs of 
rticular operation should decide the closure you use. 
Hudson has an improvement to give you more speed, more 
cy, more protection, and more economy too! Select 
yroduct you want to free test and let us send you 


FA STWELD for speed in two-strip* production line sealing— 
I ill center seam protection that beats stapling, stitch- 
gluing. The fastest closure possible, and the biggest 
saver. Reinforced in both directions with Fiberglas®, 
ld comes to you with an extra heavy coat of Hudson’s 

> adhesive—Supple-ized© for easier handling. 

by amended U.F.C. Rule 41 
BLUE RIBBON for speed in complete closure. The quality 
ith incredible speed of adhesion. Just one fast sweep 
hands and you get a tighter, more permanent seal 
t dust, smoke, moisture, vermin. The secret—Hudson’s 
e adhesive, Supple-ized to give you. instant full-depth 
. quicker, better sealing. 
ORANGE CORE for economical standard sealing. Every 
yn every roll sticks with the same bulldog grip because 
controls all its ingredients. Hundreds of thousands 
rs depend on Orange Core’s consistently superior 
ind have made it the world’s largest selling gummed 
y tape. 


Quality Products by 





PULP & PAPER CORP. 
477 Madison Ave., New York 22, N.Y. 
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On your 
letterhead—write 


Dept. P-8 and tell us 
¢ which product you want 
to free-test . . 
Blue Ribbon, or Orange Core! 


. Fastweld, 





Validity of Oral Contracts 
(Continued from page 302) 


New York State Court of Appeals 
involved an oral contract for the 
sale of 440,000 pounds of lard, the 
price to be the market price on the 
day of delivery of any designated 
portion. 

A delivery of 100,000 pounds was 
ordered the following day, and five 
days later an additional 140,000 
pounds. The buyer, however, re- 
fused to accept the remaining 200,- 
000 pounds, and when the seller 
brought action for a breach of con- 
tract he rested his defense on this 
statute. 

“Had the buyer refused to take 
any of the lard,” asserted the court, 
“the seller would have had no case. 
The buyer having accepted, received 
and paid for over half the quantity 
of lard which it agreed to purchase, 
the buyer breached or ‘welshed’ on 
the agreement to purchase 440,000 
pounds of lard. If the buyer shall 
accept part of the goods contracted 
to be sold, and actually receive the 
same or give something in part pay- 
ment, as the buyer did, and can 
nevertheless escape liability, the law 
would be meaningless.” 


Purpose of Restrictions 


A characterization of this statute 
by a New York court explains the 
original purpose of these provisions 
in their restrictions on oral pur- 
chase contracts. 

“The original statute of frauds 
was said to have been passed for 
the prevention of many fraudulent 
practices which are commonly en- 
deavored to be upheld by perjury 
and subordination of perjury. In 
1677, when the statute went into ef- 
fect, trial by jury was still in the 
stage where the jury might decide 
the case upon its own knowledge 
of the facts. Furthermore under the 
then existing rules of evidence, 
neither of the parties to the action, 
nor their husbands nor wives, nor 
any person who had any interest 
in the result of the litigation were 
competent witnesses. 

“A man sued on an oral contract, 
and not being permitted to testify 
himself, was practically helpless in 
the face of any attempted perjury. 
The intent of the statute obviously 
was that mere words of mouth 
should not be sufficient to establish 
a contract for the sale of goods ex- 
ceeding the prescribed value, but 
that something besides that should 
be necessary for that purpose.” 
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DOWN Time Goes 











For all your elevator bucket needs, 
call your Chain Belt Man or Distributor. 
A complete range of types and sizes. 





For severe elevator service, Rex Cha- 
belco® S-856 and S-858 Steel Chains 
will outlast any other chain. A com- 
plete range of chains and sprockets 
are also available. 











Down 


with Rex Segmental Sprockets 


With new Rex Segmental Sprockets and 
Traction Wheels, you can turn down 
time into productive time. It’s this 
easy! 

With this new idea in sprockets, you 
drastically reduce maintenance and 
down time. The sprocket hubs are split 
and the sprocket rim is bolted to it. You 
just slip the split hub around the shaft... 
tighten it... bolt on the rim. No need to 
remove bearings...shafts...or take 
down the chain. You’re ready to run 
hours faster. Think of the saving in 





down time...in maintenance time. 
These sprockets virtually pay for them- 
selves in savings. 

When, after long, hard service, wear 
takes place on the rim sections, you just 
remove the rims and install new ones... 
you don’t even have to remove chain 
from sprockets. 

Write for your complete cost-cutting 
information on Rex® Segmental Sprock- 
ets and Traction Wheels. CHAIN Belt 
Company, 4764 W. Greenfield Avenue, 
Milwaukee 1, Wisconsin. 


CHAI NI BELT COMPANY 


District Sales Offices and Distributors in all principal cities 
For More Information Circle No. 334 on Inquiry Card—Page 17 
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" we would be at 4 loss 
without it" 


D. W. BUCHANAN, PURCHASING AGENT 
Medium Induction Motor Mfg. Dept. 
General Electric Co., Schenectady, N. Y. 






Conover-Mast 
PURCHASING DIRECTORY 
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buying ad 



















COMPARE FOR CONVENIENCE © COMPARE FOR COMPACTNESS © COMPARE FOR COMPLETENESS 


Compare C-MPD with the buying guide you are now 
using. You’re sure to find that— 


1—C-MPD IS SO MUCH EASIER TO USE 
2—YOUR SOURCE FINDING TIME IS CUT IN HALF 
3—C-MPD IS SO MUCH MORE COMPACT . . . YET SO COMPLETE 





These remarkable advantages are made possible by the C onover- Ma ast | 
fact that C-MPD is exclusively an industrial buying PURCHAS! smug uREcTO#? - 
tool, which means that there is no need to wade | ~ mt 
through a flood of non-industrial listings to find the Z| 
industrial source of supply you are seeking. b/ 
§ 


Another reason for C-MPD’s compactness is the 
fact that it uses a 20th century indexing system which 
lists all supply sources under one heading... with 
thorough cross references under duplicate headings. 


No wonder D. W. Buchanan says of C-MPD, ‘‘This 


Directory is used daily in our office and we would be C u ni ove r-M a St 


at a loss without it.”” And no wonder so many produc- 


tion, purchasing, and engineering executives agree with PURCHASING DIRECTORY 


him. Write for literature today. 205 EAST 42nd ST., NEW YORK 17,N.Y 


5438 
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where there’s 


RICAL POWER 


The mining industry is one of the biggest users of Okonite cable for both 
underground and surface operations. Cables for shovels like this operate 





at 5,000 volts, yet must also withstand frequent dragging, pulling and coiling 
as the equipment is moved over the rocky terrain. A cable that is 
engineered for the specific job becomes a key factor in reducing 
costly ‘‘down-time” on such expensive production machinery. Designing and 
making reliable electric cables has been Okonite’s business since 
1878. The Okonite Company, Passaic, New Jersey. 


... there's OKONITE CABLE 





Quality Control Experts Urge 
industry te Be Tolerant 


Industrv 


was urged recently to 
be more 


tolerant with tolerances of 
specifications for highly precise 
order to achieve higher 
roduction at lower cost by a panel 
ircraft and aircraft accessory 
ontrol specialists. The panel 
ed at the 23rd annual meeting 
American Society of Tool 

Ex eers in Los Angeles. 
‘. Deardorff, chief engineer for 
ndix Aviation Corporation’s Hy- 
and Electro-Mechanical Pa- 
Division, pointed up the im- 
ice of the tolerances or engi- 
neering specifications being under- 
manufacturing and quality 

control people. 

[he greatest problem, he said, is 
lefine a part on paper or in blue- 
in such a way that the origi- 
concept can be interpreted in 


+ 1 
stood Dv 


the same way by everyone who has 
any contact with the drawing. 
“Airplanes are such a complex 


mechanism that the designers, in 
rder to keep their costs to a half- 
way reasonable level have been 

ed to confine their design draw- 
new problems. All those 
which are common to 

ous designs have been re- 
orded in a book and the designer 


ings to 


probiems 


no longer has to worry about them”, 
R. F. Hurt, chief project planner for 
Lockheed Aircraft Corporation, told 
the session. 

Hurt says the real problem is to 
find a way for the designer and the 
shop man to understand each other. 
This is done at Lockheed, he ex- 
plained, by the planning division 
which supplies the “how to” infor- 
mation to the designer’s “what” 
specifications. 

“Who inspects the inspector?” 
was answered by Frank H. Squires, 
quality manager for Lear, Inc. 
Squires said it was up to the quality 
control engineer to assure that in- 
spection of completed parts and 
products is accurate. 

“While the inspector’s job is to 
catch human errors made by pro- 
duction personnel, we have the situ- 
ation that the inspector is himself 
only human and can and will make 
errors”, he added. 

E. E. Bates, assistant to the di- 
rector of Northrop Aircraft Com- 
pany’s Quality Control Division, dis- 
cussed the value of statistical qual- 
ity control in cutting costs by re- 
ducing the number of rejected parts. 
By increasing the tolerances or 
specifications for precise parts by as 
much as a thousandth of an inch, 
he said production can often be 
speeded. 


Purchasing-Traffic-Warehousing 
Coordination Discussed 


Coordinating warehousing and 
traffic with purchasing was dis- 
cussed by Stanley W. Burnham, 
(third from left, above) director of 
purchases, Lehn & Fink Products 
Corp., New York, N. Y. at the 
American Management Associa- 
tion’s spring manufacturing confer- 
ence held recently at the Palmer 
House in Chicago. Mr. Burnham’s 
presentation was part of a full half- 
day session featuring the organiza- 
tion of the warehousing and traffic 
function and its coordination with 
purchasing, production, and mate- 
rials handling. 

Also shown above are left to 
right, Moderator E. Albert Ovens, 
vice president and dean, Academy 
of Advanced Traffic, New York, 
N. Y.; Clinton H. Vescelius, general 
traffic manager, Otis Elevator Co., 
New York, N. Y.; Mr. Burnham; 
Matthew A. Houston, director, pro- 
duction planning, Chase Brass & 
Copper Co., Inc., Waterbury, Conn.; 
and George A. Smith, manager, ma- 
terial handling and packaging de- 
partment, International Business 
Machines Corp., Endicott, N. Y. The 
three-day conference attracted more 
than 400 production executives to 
its sessions. 
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Terrific punishment is the lot of motor slot wedges. 
First, a sharp cutting tool chews away to cut the wedge 
cleanly to the proper length. Or in one swift motion, the 
wedge is bent back until it snaps and is broken to the 
proper length. 


Then, vicious mallet blows pound the wedge into the 
slot. And as the wedge moves, the sharp end laminations 
try to chisel away its hide and the windings squeeze 


it tighter and tighter. 
Finally, 


vindliogs 


tions try to gouge the wedge from the outside. On top of 


INSULATION 





565 West Washington Boulevard 
Chicago 6, Illinois—Phone CEntral 6-7320 


_ Other offices and representativesinChicago, Dayton, Detroit, Milwaukee, Minneapolis, Peoria, and Pittsburgh 


during high-speed operation of the motor, 
tremendous pressure is exerted by the windings. The 
push from the inside, while the steel lamina- 
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Tough (Immamnco’ Formed Fibre Wedges 
Can Take This Kind of Punishment 
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all this, the heat generated by the windings tries to 
bake the life out of the wedge. 


Severe abuse like this is child’s play for Inmanco 
formed fibre wedges. Tough, horn-like vulcanized fibre 


plus the exclusive Inmanco “form-conditioning” process 


gives them the springiness and resilience necessary to 
hold their shape and provide snug, non-shifting fits. 


Inmanco fibre wedges are made in both curve-formed 


and square-formed space-saving shapes. Twenty-one 


standard sizes fit most slots—48” is the standard length. 
Cut-to-length pieces and special sizes are also available. 


Specify tough, abuse-resistant Inmanco formed fibre 
wedges. Ask for free bulletin and sample card, now. 


MANUFACTURERS ar 
CORPORATION 


1231 Superior Avenue, N. E. 
Cleveland 14, Ohio—Phone SUperior1-2310 


4 A 
Vso aTiO™ 


For More Information Circle No. 337 on Inquiry Card—Page 17 


PURCHASING 








you open it «« «e J&L Steel Warehouse Service 


unlocks your inventory - safeguards your production 


You need not tie up capital and plant space with 
stocks of steel . ... not when there is a J&L Steel 
Warehouse near at hand from which you can 
withdraw steels to meet your requirements. And 
you can eliminate still more cost and boost your 
production rate by using J&L’s Fabrication Serv- 
ice for shearing, forming, torch cutting, blank- 
ing, etc. 


Order from this complete line of steels 


SPECIALS: Jalloy (abrasion and impact resistance) 
e Jalten (high strength—good formability—lighter 
weight) ¢ Junior Beams e Junior Channels e 


Jaltread Floor Plate « Tool Steels « Stainless 
Steels « STANDARD PRODUCTS: Hot Rolled 
and Cold Finished Bars and Shapes « Structural 
Shapes e Carbon and Hi-Tensile Plates « Hot and 
Cold Rolled Strip and Sheets « Wire Products e - 
**Precisionbilt’’ Wire Rope. 


Obtain service that solves your problems 


TECHNICAL SERVICE: Experienced Jones & Laughlin 
Metallurgists to help you with analyses and rec- 
ommendations. * FABRICATION SERVICE: Shearing, 
forming, torch cutting, blanking, to your speci- 
fications. 


Sones + Laughiin 


STEEL CORPORATION -— Pittsburgh 


| WAREHOUSE DIVISION 


Call your nearest J&L STEEL WAREHOUSE 
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MPINGS 


a Preferred source _— 
, Fa STA our Answer: 


May be Your 


@ For Cutting Costs 


@ For Expediting 
Experimental Work 


@ For Speeding Pilot 
Ferrous and Non-Ferrous 2 
Alloys, Plastics, Glass Plant Operation 


COCO HCHOHOSO SOO SOCSEEELEEESELESE®S @ For Making Quick 
i, Product Changes 


@ For Meeting Time 
and Cost Budgets 


@ For Replacement Parts 
on Obsolete Equipment 


@ For Small Orders 


SHORT RUN STAMPING TIPS 


so ene aoieagg FOR DESIGNERS, PURCHASING AGENTS, ENGI- 
p NEERS, SUPERINTENDENTS AND MANAGERS. 


IMMEDIATE DELIVERY from stock on * Tells where and how you can save money 
nearly a thousand items. using Short Run Stampings. Gives design 

tips that reduce stamping costs. 
Write for your free copy of catalog 201 today 





BALL BEARINGS 


Standard and Specials 


PRECISION BALLS 


BALL RETAINERS 


Thrust and Angular 


BARREL FINISHING 


rtford 


STEEL BALL COMPANY, INC. 
12 Jefferson Ave, W Hartford 6,Conn. Phone: ADams 3-1251 


TOOL AND MANUFACTURING CO. 


3613 ALABAMA AVE. © MINNEAPOLIS 16, MINN 





























JUALITY STAMPINGS IN SMALL QUANTITIES 
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BUYER'S & SELLERS MART 
* Employment and Business Opportunities Contract Work a Equipment For Sale 
RATES REQUIREMENTS 
= . " Undisplayed (want-ad style), minimum charge 4 lines, prepaid. 
Undisplayed (set solid) ...............+.++- 90¢ line Figure forty-four letter spaces (five average words) to a line. 
Positions Wanted ...........--.+-eeeeeeeees 45¢ line Add one line for box number address; replies forwarded with- 
out charge. 

STS Gorn .& ener nnane, $8.50 inch Discount of 10% for twelve consecutive displayed insertions. 


Forms close 15th of month preceding date of publication. 





Send orders to: CLASSIFIED DEPARTMENT ° PURCHASING ° 205 East 42nd Street, New York 17, New York 











POSITIONS WANTED PURCHASING EXECUTIVE 





— 15 years purchasing administration in industrial CONVERT 70 Save Up to $500 
PURCHASING AGENT AVAILABLE field as Purchasing Agent, Assistant Purchasing rh | a year per truck 
. {aere , = Agent. Effective administrator departmental pro- 
Well balanced experience of 12 your in of cedure, personnel handling, production methods. Write to 
tration and procurement. Demonstrated Experienced procurement raw materials, ma- e 


TO he ibili . a . . . 
andie large responsiblity. Just sve chinery and equipment, sub-contracting, oper- 


* 
PEACOCK CORP. 
ating supplies. Familiar government contract L P. AS WESTFIELD, N. J. 


completed major government. con- 








2 yg i. oe ee a ae procurement. Training Mechancial Engineering 
“at 4 By ons See tue Os ‘ew York 17. and Business Administration. Will relocate. Write 


Box 1454, Purchasing, 205 East 42nd St., New 
York 17, N. Y. 








PLYWOOD CUT-OFFS WANTED 
Purchasing Agent 


New York City publisher seeks Assistant Pur- Offerings to Buyers Trailerloads or carloads. 


chasing Agent 30 to 40 years old to grow to USED OFFICE FURNITURE 


P. A. Knowled f purchasing printing essential. 

Realy. fully nigga ata pee’ om eee de- Desks, chairs, tables, etc. Steady source. We PLYCUT COMPANY 
sired. Write Box 1455, Purchasing, 205 East want quantity buyers. Write Box 1456, Purchas- 1240 Webster Ave., Bronx, N.Y. 
42nd St., New York 17, N. Y. ing, 205 East 42nd St., New York 17, N. Y. 
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for fast service 
on small orders 





_ (OL CRUCIBLE| 


When you need just a piece or two of tool steel .. . or 
a single sheet of stainless . . . you can get it quickly 
from Crucible. We’re geared for that kind of service. 
In fact small orders make up a large part of our ware- 
house business. 

Of course we have the capacity to handle big orders 
just as efficiently too. But no matter what you order, 
you can count on fast, dependable service. 

Next time you need special steels in any quantity, 
call Crucible— big enough to serve you, small enough 
to want to. 





Stocks maintained of: 
Rex High Speed Steel .. . ALL grades of Tool Steel 
(including Die Casting and Plastic Die Steel, Drill Rod, 
Tool Bits, and Hollow Tool Steel Bars) . . . Stainless 
Steel (Sheets, Bars, Wire, Billets, Electrodes) ... 
Max-el... AISI Alloy, Onyx Spring, Hollow Drill Steel 
and other Special Purpose Steels 


[CRUCIBLE| WAREHOUSE SERVICE 





Crucible Steel Company of America 


General Sales Offices, Oliver Building, Pittsburgh, Pa. Branch Offices and Warehouses: Atlanta e Baltimore « Boston e¢ Buffalo e Charlotte « Chicago 
Cincinnati « Cleveland e Dayton e Denver « Detroit « Houston « Indianapolis e Los Angeles « Milwaukee e Newark e New Haven e New York ¢ Philadelphia 
Pittsburgh e Providence « Rockford « San Francisco e Seattle e Springfield, Mass. e St. Louis e St. Paul e Syracuse « Toronto, Ont. 


Avucust, 1955 
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VALLEY 


BALL BEARING 
MOTORS 
































PHILLIPS and SLOTTED 
FLAT e ROUND ¢ OVAL 


You'll find them all in all standard sizes at 


Southern Screw Company. 


Also in plain Steel, Brass, Silicon Bronze, 


Aluminum, and all popular plated finishes. 


When specifying the power unit 


Packed for Protection. Southern Screws for your machinery, bear these 


arrive without loss in indestructible cans exclusive VALLEY features in mind! 
with sealed, locking tops. @ Specifically designed for ‘round-the-clock’ duty in high 
temperatures. 


@ Drip proof and splash proof, semi-enclosed construction 
Shipped from stock. The “special” screw protects motor from harmful liquids and flying particles. 


you want may be standard in the millions of @ Fully enclosed ball bearings reduce friction 75% to 
’ provide a saving in power. 

wood screws on stock at Southern. 

@ Built in % to 75 horse power sizes for wide adaptability 


in your power planning. 


Lubricated Free. Southern wood screws VALLEY Motors, stey on the job 


in bulk are lubricated free upon request. longer, even under heavy and con- 
tinuous power demands. Thus for 
economical power that will last the 
life of your equipment — always 
Wood Screws * Stove Bolts ©* Machine Screws specify VALLEY. 


& B Tapping Screws ¢ Roll Thread Carriage Bolts 





Dowel Screws °* Hanger Bolts 





TOTALLY ENCLOSED 
FAN COOLED 
Pi 


—_tioa,-a The latest development in Air-Cooled, 
Ball Bearing motors. Totally enclosed 
to assure protection against dripping 
or splashing liquids, metal chips, and 
damaging dust. 2 to 60 h. p. 


—s 
axa 





Stock list and samples free. " 4 


Write us your special requirements. Box 1360-PI 


Write For Descriptive Literature. 


3 


SCREW COMPANY 


STATESVILLE ° NORTH CAROLINA 


ote Glemee) a cel F vate}, | 


4221 FOREST PARK BLVD. + ST. LOUIS 8, MO. 





Factory Warehouses: 





New York Chicago Dallas Los Angeles 
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How 
Pittsburgh 
Red Center 
Construction 
Provides 


Faster cutting while maintaining 
smooth finish © Freedom from shedding 
® Perfect balance @ Longer life 


In conventional brushes, when faster cutting action 
is desired, coarser wire is used. But increasing the 
wire gauge causes brittleness, destroying the wear- 
ing quality of the brush, and resulting in excessive 
scoring of the work. 


Pittsburgh has solved this problem by maintaining 
the same ideal gauge wire in every brush, but in- 
creasing the fill and diameter of the hub and center 
plate of brushes designed for faster cutting. Thus, 
although cutting speed is increased, work remains 
unscored and the wire does not lose its inherent 
power to flex. These Red Center brushes last longer, 
maintain perfect balance throughout life, and do a 
better job all around. 

This is just one example of superior Pittsburgh con- 
struction, engineered for both general and specific 
applications. For details of the complete line, write 
for free Catalog #54-W. Address: PitrsBURGH 
PLaTE Giass Co., Brush Div., Dept. L-8, 3221 
Frederick Ave., Baltimore 29, Maryland. 


PITTSBURGH 


BRUSHES * PAINTS * GLASS * CHEMICALS * PLASTICS * FIBER GLASS 
PITTSBURGH PLATE GLASS COMPANY 








IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 
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syuceg AQUUO 


KELSEY 
GHAYES 


WHEEL CO. 











for its 
revolutionary 


Now 
Automatic 
Controller 


which synchronizes car and trailer 
brakes automatically for safe stops 


Unit Mounted on 
Steering Wheel 


AND Syncro Corporation is 
indeed proud to have 
assisted in developing and 
producing the resistor and 
contact assembly which pro- 
vides the safe and smooth 
operation of the automatic 
electric brake controller 
manufactured by Kelsey- 
Hayes Wheel Co., Detroit, 
Michigan. 






Resistor and 
Contact Assembly 


Consultation is Invited 


If you have an electro-mechanical problem why not 
let Syncro’s specialized knowledge and experience 
help you solve it? Without obligating your firm in 
any way, telephone or write Robert C. McDonald, 
Sales Manager /ndustrial Division, for a date to dis- 
cuss your problem, 


SYNCRO CORPORATION 
Industrial Division— Oxford, Michigan 

LARGEST MAKERS OF RECIPROCATING POWER JIG SAWS AND SANDERS 
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There is a right method of 
chip control for 
this aluminum part 





Alcoa offers the answers here... 


On many screw machine jobs 
there are operations which can 
be done in different ways, but, 
there is usually just one “best” 
way. To supplement your own 
experience, Alcoa offers users 
of Alcoa® Aluminum Screw 
Machine Stock a complete tech- 
nical packet containing : calcu- 
lators for feeds, speeds and prop- 
erties; an engineering hand- 
book on machining aluminum; 
a booklet of corrected tool 
diameter tables; case histories 
of savings; a conversion chart 
for alloy designations. The com- 
plete packet is free for the ask- 
ing. Just fill out and mail this 
coupon today. 





ALUMINUM COMPANY OF AMERICA 


867-H Alcoa Building, Pittsburgh 19, Pa. 
Gentlemen: 
Please send your technical packet on 


aluminum screw machine stock to: 


Name 


Title. 





Company 





Address a 











ALUMINU 


ALUMINUM COMPANY OF AMERICA °->>+*>> 
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POWER SUPPLY CORDS 


Custom or standard, you can 
put complete confidence in 
PHALO’S ability to produce 
exactly the cord required. 





POWER SUPPLY CABLES 


Phalo enjoys an industry-wide 
reputation for engineering 
power, control and communi- 
cation cable requirements. 








APPLIANCE WIRING 


Phalo wires many of America’s 
leading appliances. 








PHALO — Set up to deliver 
your insulated wire, cable, 
cord set, molded plug or 
strain relief requirements. 


Send for the new Phalo catalog 


PHALO 


PLASTICS CORPORATION 


25-3 FOSTER STREET 
WORCESTER, MASS. 





For More Information Circle No. 347 on Inquiry Card—Page 17 
PuRCHASING 




















Z7zzzepy There is a right way to 
Oi cry or tre Need! thread and tap 


iliti including a 
Complete facilities, a 7 : 
-equipped shop tom ; , 
— a and dies, are at your Zz is a u inu ar 
Service to produce the finest = m 
se ‘ 
plates of every type: m 
lates Data Plates 
vm ‘ Instruction Plates 
Dials Panels 
Gauges Components 
Process .. . Any Metal . . . Any oon 
Oe rues Bezels, Escutcheons, intricate 
Formings f 
You are invited to pete water 
f the skill of our Gest 
oat obligation. Send for free _— 
let showing Mayer's unsurpes 
facilities for serving you 


° 1884” 
EORGE J. MAYER CO., Since 
wes toa Market Street « indianapolis, Ind. 


Sales Offices in Leading industrial Centers 


NAME PLATES BY 


~MAYER 


Add Fame to Your Name 





Alcoa offers the answers here... 


On many screw machine jobs 
’ ’ : there are operations which can 
For More Information Circle No. 348 on Inquiry Card—Page 17 be dene Bagg woe ways, but, 
there is usually just one “‘ best” 
way. To supplement your own 
experience, Alcoa offers users 
of Alcoa® Aluminum Screw 
Machine Stock a complete tech- 
nical packet containing: calcu- 
lators for feeds, speeds and prop- 
erties; an engineering hand- 
book on machining aluminum; 
a booklet of corrected tool 
diameter tables; case histories 
of savings; a conversion chart 
for alloy designations. The com- 
How? With silicone rubber encapsulation. This allows poem genes © toes Se eee 


ee: : ing. Just fill out and mail this 
Operation in the 160°C. to 200°C. range at a reduced coupon today. 
size. 











Can you make your 
transformers smaller, lighter... 
with Class C encapsulation? 


Where a higher hot spot is permissible, you can 
reduce the ounces and the inches of your transformers 


by 4 to %. 





Silicone rubber encapsulation is one of the many 
services available to the communications industry 
at Caledonia. (We provide Class C transformers open 
and in cases, too.) All encapsulation is done in our 


ALUMINUM COMPANY OF AMERICA 
*  852-D Alcoa Building, Pittsburgh 19, Pa. 
Gentlemen: 
Please send your technical packet on 











plant. aluminum screw machine stock to: 
For help with this problem, and others involving — Title -_ 
transformers and related electronic assemblies, con- ; 
e dl SG SS = — 
tact Caledonia. ° a wh 
Se Address 
When you have a transformer problem, call on - 


[ALCS 


| ALCOA 0 
| ALUMINUM 


"sess ALUMINUM COMPANY OF AMERICA °-***+>> 





CALBDONIA 


| ELECTRONICS AND TRANSFORMER CORPORATION | 


Dept. P-8, Caledonia, N. Y. 
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LETTERS 





GOOD TIMING? 


tulations to you and your staff 
isterful job you did in the June 
isst PURCHASING—even though two 
of us wish it had not hit our G.P.A.’s 
til about mid-June. You caused 
| moment or two from the stand- 

timing. 
had been working up a presenta- 
for Mr. Lloyd, Chrysler’s General 
hasing Agent, on the importance of 
Value Analysis Program—Purchasing’s 
bution to the Corporation’s Cost 
Program. Our presentation 
his desk shortly after his copy 

t PURCHASING. 
[ thought his question, “Did you get 
advance copy of PurcHASING?” was 
unusual until | saw his copy opened at 
39. We didn’t disclaim complete 
I of thought, but we had to enter 
a strong disclaimer on plagiarism. I’m 
happy to report Em Lloyd was joking 
us, and that we were able to use 
Dean Ammer’s work to support our posi- 


tion that the time had arrived for Chrys- 
Pur chasing to step up to a big, but 
extremely beneficial, program. 


PURCHASING keeps our G.P.A. 


n: How do we, his staff, keep 
nt than PURCHASING? 
C. L. Brown 
Pur. Administrative 
Chrysler Corporation 
Detroit, Mich. 


Staff 


NON-STANDARD INVOICES 


Your excellent editorial on “Invoice 
Instructions” in the May issue was well 
written and to the point. We, like 
most purchasing offices, have to return 
invoices to suppliers almost every day 
due to their failure to follow instructions 
on our purchase orders. 

Along this same line, we now find 
that with this new age of machine billing, 
tabulation, etc., an ever increasing num- 
ber of suppliers have adopted all kinds, 





colors, and shapes of invoices. They have 
entirely disregarded the old established 
8%" x 11” sheet. These monstrosities are 


most awkward to file, often difficult to 
read, and the descriptions are keyed to 
t! upplier’s system with almost com- 
lisregard for the purchaser’s con- 
venience. 
We hear much about standardization 
days, and certainly here is a most 
field for action. 
W. F. Goddard, Pur. 
Line Material Co. 
E. Stroudsburg. Pa. 


Agt. 


GIFT POLICY 


D. J. McConnell, Purchasing Agent of 
the National Supply Company in Hou- 
Texas, tells me that you have pub- 
lished a number of articles concerning the 
problem of giving and receiving Christ- 
mas gifts. Since this is a situation which 
has caused some discussion among our 


customers and within our own organiza- 
tions, we would greatly apperciate receiv- 
ing copies of these articles so that we 
may study them with a view to arriving 
at a possible solution. 

For the past sixteen years we have 
sent our customers and friends baskets 
of fruit, but lately we find that some of 
the people have requested that we not 
send anything or that we send the fruit 
to a charitable organization. Since we 
wanted to remember our friends and cus- 
tomers at Christmas time in line with 
our established customs and in line with 
the practice in our industry, we hesitate 
to eliminate sending the fruit and yet we 
do not want to go against our customers’ 
policies or personal feelings. 

C. Chambers, Jr., 
Texas Foundries, Inc. 
Lufkin, Texas 


Salesman 


e Information sent.—Ed. 


PRAISE FOR 
JUNE ISSUE 
“A Practical Guide to Cost Reduction” 


in the June issue of PURCHASING is terri- 
fic. Our plant here in Beloit is going to 


use the suggestions contained in this 
article to a great extent. 
L. C. Bauer, Pur. Agt. 
Fairbanks, Morse & Co. 


Beloit, Wis. 


Each year your June issue has been 
outstanding, but this year you have 
brought out an issue which can be com- 
pared only to the famous “Ford Issue’ 
of 1948. Certainly it must have been 
the talk of the convention this year. 
Since being asked to expand the Procure- 
ment Research Department at Northrop, 
I have become more than interested in 
value analysis as well as the other phases 
of cost reduction. This new program has 
made me very much enthused. The forms 
mentioned on page 64 are of interest and 
I would appreciate receiving copies in line 
with your offer. 

A. G. Pearson, Staff Asst. 
Northrop Aircraft, Inc. 
Hawthorne, Cal. 


Your handling of Value Analysis rela- 
tionships from so many different but 
essential angles in the June issue of 
PuRCHASING will provide a sound basis 
for the development of successful pro- 
grams by innumerable companies. Many 
men, both within our company and in 
other companies, have commented on the 
thoroughness and value of your presenta- 
tion. Your men have done a fine job. 

L. D. Miles. 
Manager—Value Analysis 
General Electric Company 
Schenectady, N. Y. 


Extra congratulations on your June 


issue. 
W. H. Old, Dir. of Pur. 
The Babcock & Wilcox Co. 
New York, N. Y. 


DISTRIBUTOR SERVICE 


We can not help but voice our com- 
plete agreement with many of the senti- 
ments expressed by Mr. C. F. Carpenter 
in his article “Dealing with Mill Supply 
Houses”. (PurcHASING, March 1955, p. 
121) 

At our titanium mine here, situated at 
a remote location in the Adirondacks, 
dependable suppliers are a “must” in our 
operation. Over a period of years, while 
we have been fortunate in purchasing 
from many good mill supply houses who 
fulfill their function entirely and most 
admirably, there are all too many of the 
type described by Mr. Carpenter. “Manu- 
facturer’s Agents” and “Factory Repre- 
sentatives” also leave much to be desired 
in many instances, and often cannot be 
depended on for emergency service. 

However, we have noticed that even 
most dependable suppliers at times have 
difficulty obtaining information and in 
expediting deliveries from some manu- 
facturers who apparently are governed 
by two divergent policies. Orders re- 
ceived directly from the consumer in 
many cases are handled much more effi- 
ciently than orders received from the 
distributors. In addition, many manu- 
facturers have confused the whole situa- 
tion by a “revolving” policy under which 
they sell to distributors one year, then 
switch to selling the consumer directly 
the next year, and sometimes to both, 
leaving both the distributor and the con- 
sumer in a state of utter confusion. 

Mill supply houses and manufacturing 
executives alike could profit by review- 
ing the points outlined in Mr. Carpenter’s 
article. 

L. de Polac, Pur. Agt. 
National Lead Company 
Titanium Division 
Tahawus, N. Y. 


BEST ORDERING QUANTITY 


Some time ago there appeared in your 
magazine an article which depicted and 
explained a chart or slide rule type of 
calculator for determining most economi- 
cal lots in purchasing material for pro- 
duction use. Are there copies of this 
article available? 

F, W. Huxtable, Asst. P. A. 
Reo Motors, Inc. 
Lansing, Mich. 


@ Several articles have been pub- 
lished on this topic, describing vari- 
ous methods in use. The most re- 
cent: 

“Determining the Right Quantity” 
by A. W. Sutter, July 1954 issue, 
p. 79 
“Economic 
Guide” by R. 
a; 4 
p. 109. 

3est Ordering Quantity Chart” 
by M. H. Saltz, May 1955 issue, 
p. 77. 


Ordering Quantity 
M. Elsworth and 
Saline, December 1954 issue, 
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SEALMASTER BEARINGS A Division of STEPHENS- ADAMSON MFG. CO., 51 Ridgeway Ave., Aurora, Ill. 


AvucustT, 1955 


If you do not have the SEALMASTER 
catalog in your purchasing file, 
write for it today, 


Wt 


don’t order one 


more bearing 
unit ’til you have 


All the facts! 


Whether you are responsible for the pur- 
chases of thousands of bearings for a major 
machinery builder or your only occasion to 
buy bearings is for replacement on existing 
machinery, you will want all the facts on 
SEALMASTER Ball Bearing Units. SEAL- 
MASTER'S exclusive combination of fea- 
tures—broad line—and readily available engi- 
neering assistance, assures you of the maxi- 
mum for every bearing purchasing dollar! 
There is a SEALMASTER Bearing Distribu- 
tor as close as your phone who can answer 
most of your bearing requirements from 
stock. For special applications he has only 
to contact the SEALMASTER field repre- 
sentative in his area for prompt attention to 
your needs. 
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Alcoa announces 


news of tremendous importance 
to every user of 


ALUMINUM 
SCREW 
MACHINE 
PRODUCTS 


This free folder describes in detail the advantages 
of buying aluminum screw machine products 
from Alcoa’s new Lancaster, Pa., plant. Fully 
illustrated, it covers the whole range of 

Alcoa’s primary and secondary operations. 
For a look inside the most modern screw 
machine plant in existence today, 
fill out the coupon below. 


Alcoa opens a 
great new plant 


to make aluminum 















ee empecities ot the | ane nster plant are type 
. y the auereft © owt hw one 
screw machine products enilipinaptnd curemtr even eautine valve 


Alcon win the ecrew machine products business in « 
Dig way. That this slick new plant. nestled in the rich form 
country of Lancaster Pa. may be the worlds largest aluminum 
erew machine products shop w umportant enough But more 
important ™ that it wo manned by men who can make screw 
machines do imcks and who know aluminum as intimately a 
the palms of thew handa 

From the demgners who can take @ part specified in some 
ether metal and whittle ite cost using aluminum, to the setup 
men who can shave seconds off « machine's cycle. this new 
Plant u geared to give industry some interesting quotations 















iy. the new plant is « production man's dream. It is 


‘Quotatems= are fast and delivenes are (aster 


Your Guide to Aluminum Value 


ALUMINUM COMPANY OF AMERICA 
1995-H Alcoa Building 


Pittsburgh 19, Pa. 


Please send me _____ copies of your new folder describing your screw machine products plant. 











Company 











Address City Zone State 




















We manufacture 
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DARCOVA PUMCUPS 


Meh ake hdclitelol (=m alin 


WO" NYLON COMPOSITION 


for HYDRAULIC CONTROLS, AIR CYLINDERS 
RECIPROCATING PUMPS 


/ 


t, Penna USA 


DARLING VALVE 8 MFG Co) 
Wi Liaseon 





eseeet®.-? 
eats” © 
* 


Darcova 45° 
Bevel Type Pumcup 





I \RLING Pumcups—long noted for unequalled efficiency and life in all 
kinds of cylinders—are now greatly exceeding their own performance 
rds! The new 100% Nylon Composition, available on/y in Darcova Pum- 
s, does it! 
Nylon Pumcups are made in sizes, types and textures exactly right for your 
rticular equipment—ready now to give you unprecedented piston packing 
rformance! 


Write for helpful data Bulletin No. 5503. 


wa DARLING VALVE & MANUFACTURING CO. 
QAoy, Williamsport 7, Pa. 


TRADE MARK 


THE ORIG imwAL COMPOSITION CUP 
— 


J 
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Quaker Rubber Corporation, Div. of 
H. K. Porter Company, INC.  ccccoccrecs 


R 


Railway Express Agency, Inc., Air 
IE Fs -SRR 5 
Remington Rand, Inc. 
Republic Steel Corp. 
SS Se eer eater 

Reynolds Metals Company 
158, 159, 196, 197 










Rheem Manufacturing Company .......... 51 
Rhoads & Sons, J. E. ........... 144 
Rhode Island Tool Co, . 248 
Riemel PASE COPD. cncceccdecmes » 243 
Roberts Rubber Co., Weldon .. . 184 
Rockford Screw Products Co. ... 53 
Roebling’s Sons Co., John A. - 2d 
a ee ee a eee 245 
Rollway Bearing Company  ........ cesses 297 
tussell, Burdsall & Ward Bolt & 

PEUNE M  Srcassicescsnasersnmenesappuremenianinsteonine 31 
Ryerson & Son, Inc., Joseph T. ........ 68 

S 


BOOtt PRMNCE CO. | cccinccsmnsidnnincttanens 
Scovill BAI CO. . <cccrccecs- 
Screw Research Assoc. 
Sealmaster Div., eee 



















RE I Re eR A CORE a Re Re oe 17 
OE iss tans cccasntinenstesntabosintincbinsihe tan 53 
SKF Industries, Inc. .. ste ee 
ee, SS EE eee 268, 269 
Socony Mobil Oil Co., Inc. 41 
Southern Screw Co. ......... ENE 3 
Southington Hdwe. Mfg. Co., The .... 53 
Standard Oil Company (Indiana) ....... 223 
Standard Pressed Steel Co. 40, 150, 263 
eee ey ra ar g 
Stanley Electric Tool 

WROTE (COD. © comnsesccsccscasenccincsencosneunsasnecestessens 
Starrett Co., The L. S. .. 

Steel Service Mfg. Co. .. 

Sterling Bolt Co. .......... 

Strathmore Paper Co. 

POUT STE EOD, | wicccctencesctpsecton 

Superior Stee] COrp. .........ccccccorrersesrsesecscees 

Sylvania Electric Products, Ince. ......... 208 

Syncro Corp (Industrial Div.) ............ 313 
¥ 

Taylor Co., The Halsey W.  ....cs00- 150 

Tennessee Coal & Iron Div. ....54, 55, 165 

TSxAW COMPATY ccocccceccessescsssecssoinss 2nd cover 

POSERIC, TIRE. ccorccccccccrsenctecssenennbenenntesecces sosccoense 138 

TROTEAOIG CO. cerecrercaccecansstidenesecsqatcccconeccenvees 215 

Thompson & Son Company, The : 

BEGET GOs 5 csucinstictrtnenidtiestaivatiornigpeppprercennces 46 
Timken Roller Bearing Co. .....cc.cceescceseee 231 
Toledo Pipe Threading Machine Co. 148 
TOrrinZtONn COMPANY  ....ccccccccceeeceeerseeeeeeeees 199 
Wee TUPRE, TRC. sceciesiccecctdenscneenecaccers dy BE 

U 
Uddeholm Company of America, Inc. 247 
Udylite Corp. ....... 296 







Ulbrich Stainless ..... 
Union Oil Company 
United Air Lines, Air Freight Div. .... 229 
United Chromium, IN.  crscccccsccrceeseeeeeeeesees 210 
United Screw & Bolt Corp. 

United States Gasket Co. ....cccsee 
United States Rubber Co., , 
GOES DIV.  .ccccscocccccccssecccccavocscconcocccsecee 
United States Steel Corp. .........ccceceeseeee 


United States Steel Export Co. 5 E 
United States Steel Supply Co. ....! 

Vv 
Valley Electric Corp.  ccceccccsscsrcesereernenees ‘ 
Vickers, INC.  ..orcrocccocccesscccsveccescecsrcess i 





Virginia Gear & Machine Co. 





WwW 
Wagner Blectric Corp.  ..........cc.ccsreceseeeooee 298 
Wales-Beech COrp. cccecsscccsccsorcccrcssrscsssseccess 53 
Walker-Turner Div., Kearney & 
THOCKOP COPD. -c.cccceccvscccsccsescccncscesscecccssvesscce ‘ 
Walworth Company _.......... . 
Washington Steel Corp. 
Waverly Petroleum Products Co. .... 266 
Wayne Manufacturing Co. erec.csecsseeeee 249 
Westinghouse Electric Corp., Lamp . 
FIO. acictinsiicas sevpiidinuccmstianiavcpiebhieassuesies 250, 251 
WE beet SOOT. scccasviccccnsecsstetbcceqecevecesc spe cece sees 171 


Wickwire Spencer Steel Div. of The 
Colorado Fuel & Irorn aie 


Wood's Gone Co... T.. Bs. cccs. 
Worcester Pressed Steel Co. 





Y 


Yale & Towne Mfg. CO. .0......cccecccccccrrceee 161 
Youngstown Sheet & Tube Co. ............ 125 


PuRCHASING 





CESSES 





See 

















ES ST 


LOO: a ET RSET t ES 














e.! 4) sage 


Ls AO aden sf 
NN EG ae eS 


NOT ALL CUSTOMERS ARE MECHANICS 


If your product has many parts, this may present a 
puzzling assembly problem to your customers One way 
to avoid complaints is to ship your product completely, 
or at least partially, set up. Even a 350-lb. garden 
tractor can be shipped “ready to roll” in a specially- 
designed Gaylord corrugated container. 


For a fresh look at your own packing and shipping 


practices, call in your nearby Gaylord representative. 





CORRUGATED AND SOLID FIBRE BOXES+ FOLDING CARTONS + KRAFT PAPER AND SPECIALTIES « KRAFT BAGS AND SACKS 


GAYLORD CONTAINER CORPORATION * ST. LOUIS 





SALES OFFICES FROM COAST TO COAST * 


CONSULT YOUR LOCAL PHONE BOOK 
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MATERIALS-HANDLING NEWS 








* Panel Discussions by Bassick, World’s Largest Manufacturer of Casters and Floor Protection Equipment * 








New Bassick “MilSpec” Casters 
meet military specifications 





Bassick’s new “MilSpec” line is speci- 


fically designed and engineered to meet 
the requirements of MIL-4749 and MIL- 
C-4750 for precision swivel and wheel 
bearings, sealed bearings, adjustable 


vivel bearings. 

Che new line includes 8, 10 and 12 

heavy-duty, swivel and rigid casters 
for both inside and outside service on 
either hand- or power-pulled materials- 
handling equipment. 

Che swivel bearings are self-contained, 
precision units of the highest quality. 
VW ‘wor bearings are the finest tapered 





type. Threaded king bolt and slotted nut 
construction make fine adjustment of 
swivel bearing possible. 





‘‘MilSpec” sealed swivel and wheel bearing assembly 













E Mig, YZ ULL LL SSSI Gray areas show lubrication 
SO 7 ea NRA Y a reservoirs. 
SSS JESS ANY ew cere 
2g 


Bassick’s sealed construction keeps dirt, 
water and foreign matter out of both wheel 
(right) and swivel bearing (above) assem- 
blies of “MilSpec” casters. Protective lubri- 
cant stays in to prolong life and insure easy 
action. Alemite pressure-type grease fittings 
permit flushing and re-greasing with standard 














grease guns, 


MilSpec ‘‘Floating-Hub”’ 
Caster gives safe ride 





Important in the new “MilSpec” line is 
Bassick’s famous “Floating-Hub” caster. 


Smothers shocks 


It combines the shock absorption of 
“Floating-Hub’s” sprung-wheel construction 
with the precision quality of ““MilSpec” 
casters. MilSpec “Floating-Hubs” give any 
load a safe ride — should be first choice in 
handling any equipment subject to damage 
in moving. 


Tops on rough terrain 


They’re also better suited for higher 
speeds and rougher terrains than ordinary 
casters. And with adjustable precision sealed 
bearings, MilSpec “Floating-Hubs” will stay 
on the job long after lesser casters call it 
quits. 


Write for information 


Write to Bassick for printed data on the 
new “MilSpec” casters. Remember — an 
original investment in quality casters pays 
off in added years of trouble-free, money- 
saving performance. Specify Bassick casters 
and you'll be sure you have the best. 

There is an authorized distributor of Bas- 
sick casters conveniently located to give you 
service. He’s always a good source of infor- 
mation about new product developments. 


THE BAssiIck 
COMPANY 
Bridgeport 2, Conn. 


In Canada: 
Belleville, Ont. 


Bassick 


A DIVISION OF 








WARNER 
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Then, for Softness, 


li always use 


FORT HOWARD 
TOILET TISSUES! 








Wise bird, this! . . . for Fort Howard quality control through every step 


of manufacture produces tissue unmatched for soft texture and gentle 


1000 sueers absorbency — yet economically priced to provide a superior tissue serv- 


ice at genuinely low cost. 


Whatever your tissue requirements, your Fort Howard distributor sales- 


TAILORED 


~~ ISSUE. man will recommend the right grade or fold for your requirements from 


oe among the 18 produced by Fort Howard. Call him today! 


FORT HOWARD PAPER COMPANY, GreEEN BAY, WISCONSIN 


For 36 Years Manufacturers of Quality Towels, 
Toilet Tissue and Paper Napkins 
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TEFLON 

DISC 
Tefion's high resill- 
ence 
conforms dise to 
lapped seat for 
vapor-tight closure, 


TEFLON 
GASKET 
Gasket is held 


designed for trouble-free performance... a 


creer 


STAINLESS STEEL “Y” 


to lower costs in a wider range of 


CORROSIVE SERVICES 


For food and chemcial plants, and similar serv- 
ices, Jenkins Fig. 1335 ““Y” Globe offers many 
advanced features that will lower operating costs 
and keep your processing lines trouble-free. The 
disc, packing, and gasket are tough, resilient 
Teflon. Tasteless and odorless, it eliminates 
problems of contamination. 


The “Y” pattern permits full flow, nearly 
equal to that of a gate valve, and also provides 
the vapor-tight closure and the ease of disc 
renewal of a globe valve. 


Fig. 1335 offers extra value by any test... 
initial cost, operating efficiency, low mainten- 
ance. You can convert this extra value into extra 
Savings on your toughest corrosive services. Call 
your Jenkins Distributor, or write: Jenkins 
Bros., 100 Park Ave., New York 17. 


FULL, 
FREE FLOW 


through Fig. 1335 
is nearly equal to flow 
through a gate valve. 


aes oe 


a 
bonnet joint, AE 
lomeepreat Chostraction 


feature. 


Fig. 1335 “Y" GLOBE 
150 ibs. O.W.G. at 500°F 
230 Ibs. O.W.G. at 100°F 
Sizes 1” to 4” 


——~ 


) Packing Box—Exception- 


ally deep and wide to hold 
optimum size packing. 


2) Spindle—Polished shank, 
long-operating threads, bevel 
shoulder for backseating. 


3) Gland—Two-piece for 
p 
equalized pressure, tight seal. 

















4 Flanges—Conform to 
M.S.S. Standard Practice 
$.P.42 Specifications. 





JENKINS STAINLESS STEEL VALVE BOOKLET 


illustrates and describes wide range 
of Jenkins Globe, Gate, Check, and 
Y Valves, includes selection data, 
‘ survey forms. Ask for Form 200-A, 
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